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Wuetuer you are in marine service—towing, loading, or fishing; farming or 
ranching; construction or other field . . . you’ll find the rope that does your job best 
carries the red-white-blue markers of Columbian—the Rope of the Nation. 

In selection and preparation of the fibers—manila, nylon, hemp, jute, or sisal; 
in waterproofing for durability and flexibility; and in producing with a lay that assures 
perfect balance . . . Columbian’s knowledge and experience result in the rope that is 


right for the purpose. 
Insist on Columbian .. . 


3/4," and larger). 
COLUMBIAN ROPE COMPANY 


400-70 Genesee St., Auburn, “The Cordage City’, N. Y. 
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... and cash in on the greatest national advertising 


i. STAINPROOF! 


RUSTPROOF! 


NEVER NEEDS 
PAINTING! 


LASTS A LIFETIMI 


campaign’ ever put behind any insect screen cloth! 
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34,496,000 READERS WILL SEE LUMITE'S SPRING CAMPAIGN 


LUMITE is the most revolutionary screen cloth ever 
made. Just think of a screen cloth that will NEVER 
rust, NEVER rot, NEVER corrode. Imagine a screen 
cloth that NEVER has to be painted or scrubbed— 
can NEVER stain a house. 

Amazing as it may seem, this is the story of 
LUMITE—the superior plastic screen made from 
Dow’s SARAN. It’s a story that’s sweeping the coun- 
try—for once the facts are known LUMITE sells itself, 


wt 
Nes anveanisto 18S 


Cash in on it when your customers come to buy this 
spring. Have LUMITE in stock—plenty of it—for 
more and more people the country over will be 
asking for this miracle screen cloth. 


Feature LUMITE... 
screen cloth sales than you ever imagined. For com- 


it will pay off in greater 


plete information, samples, and hard-selling dealer 
aids, write LUMITE DIVISION, Chicopee Mfg. Corp., 
47 Worth St., New York 13, N. Y. Or ask your 


wholesaler. 


Distributed through Hardware and Woodwork wholesalers 


MANUFACTURING CORPORATION. 


47 WORTH STREET, 


NEW YORK 13, 


N. } 
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wardrobe protected with YALE Locks. 


ALFRED HITCHCOCK is the di- 
rector. Final film nega- 
tive, representing a 
$4,000,000 investment, 
is also YALE- protected. 














(Right) The entrance at The 
Selznick Studio, a $40,000,000 
plant, is equipped with a 
YALE Lock. 


YALE ad in March 27th issue of SATUR- 
DAY EVENING POST features David O. 













- Selznick’s production of Alfred Hitchcock’s 
—for “The Paradine Case”... and YALE’s Super 
| be Pin-Tumbler Padlock. 

Watch for “The Paradine Case”. Ask your 
jobber for a reproduction of the YALE ad. 
ater Ask your local theatre for photos of stars 
sis and scenes. For more lock business, display 
YALE Super Pin-Tumbler Padlocks while 
>aler “The Paradine Case” is in town. 
orp., ; 
es cuenta | THE YALE & TOWNE 
ge w! 
throw MANUFACTURING COMPANY 
° 
‘ 
2K 13, NI 
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ANN TODD is one of the seven stars in “The GREGORY PECKis its major star. The final shoot- 


Paradine Case”. Her costumes are kept in a ing script which guides his great talent is 
safeguarded by YALE Locks. 
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YOUR LOCAL 
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Hardware Age, published every other Thursday by Chilton Co. (Inc.), Chestnut and 56th Sts., Philadelphia 30, Pa 
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STOCK JUST FOUR... 


At least 4 out of 5 garages in your community have 
‘“‘Model T’’ doors...sagging, dragging, hard-labor 
doors. For little more than the price of ordinary hard- 
ware one of four styles of Stanley FLOATING* 
Garage Door equipment will bring those garages up to 
date. Each unit complete in handy-to-stock, easy-to- 


Sell Stanley Floating 





STANLEY Jz 


"ee. Us 1. Off. 


HARDWARE HAND TOOLS ELECTRIC TOOLS 


GREATEST NAME 


QUIPMENT 


aeeneerccetccneee 


re 


sell package. Simple to install. Nationally advertised 
to architect, builder and home owner. Everything to 
help you get the lion’s share of this business . . . cata- 
log, folders, mailing pieces, newspaper advertising, 
displays. The Stanley Works, Garage Door Division, 
New Britain, Conn. *Reg. U. S. Pat. Off. 


Door Equipment with 


EASI-BILD* 
PATTERNS 


Here’s an easy way to get otherwise hard-to-get business, 
Ingenious pattern construction method enables any home 
handyman to build his own garage and tool house or construct 
a Swing-Up Door for his present garage. Angle cuts simplified. 
Every piece clearly indicated, step-by-step direction and com- 
plete list of materials. Sell for just 50c and $1. Write Easi- 
Bild* Pattern Co., Pleasantville, N. Y. for prices and full 


particulars. 


*Trade Mark Copyright 1948, Easi-Bild Pattern Co. 


IN DOOR HARDWARE! 


For Any Residential, Commercial or Industrial Door 


That Lifts — Slides — Swings — Rolls — Or Folds 


HARDWARE AGE 





(REG. U. S. PAT. OFF, 


ertising, 


Division, 





Self Sealing 
FLAT WALL FINISH 


@ PRIMES, SEALS, FINISHES IN 1 COAT! 
HIDES SOLIDLY IN 1 COAT over plaster, 


wallboard, wallpaper, painted walls, calcimine, 


brick, cement, wood, metal, etc. 
business. 


ny home 
construct . 
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Here’s an important new Dow product that will keep more 
and more customers coming back to your store! Dowklor, 
which is Dow's trademark for the powerful new insecticide, 
chlordane, is now available . . . expanding Dow's already 
extensive line of insect control products, and pointing the way 
to new profits for you. 


Dowklor formulations are versatile—designed to sell because 
they meet the needs of your customers. Dowklor-50- 
Wettable has a wide range of farm uses—from controlling 
grasshoppers to ridding orchards, groves, and other areas of 
insects. Dowklor-3°, Dust can be used in the home against 
many types of crawling pests. And Dowklor formulations are 
valuable pest control agents for lawns and golf courses. 


Your customers will be attracted instantly by the wide range 
of uses for Dowklor formulations. And you can sell Dowklor 


AGRICULTURAL CHEMICAL DIVISION 
THE DOW CHEMICAL COMPANY « MIDLAND, MICHIGAN 


New York « Boston ¢ Philadelphia * Washington « Cleveland « Detroit 
Chicago * St.Louis * Houston «+ San Francisco * Los Angeles + Seattle 
Dow Chemical of Canada, Limited, Toronto, Canada 


1% Dust 


us D INSECTICIOE 

ton >t cockrooch@® 
eas, lice ane 
rden insect 


to them with confidence because the Dow name on 
the container stands for uniform high quality and 
proved performance. The Dow diamond trademark 
is vour assurance of the finest in agricultural chemi- 
cals. Write to Dow for the full story on Dowklor. 
Ask also about weed killers. DDT. and other agri- 
cultural chemicals — stock the complete Dow line! 
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CHEMICARS, INDISPENSABLE 
TO INDUSTRY AND AGRICULTURE 
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That NEW Look 
















“Modern” for almost any 
of the many new ideas in interiors and exteriors. And bear 

this in mind: All Barrows “Moderns” keep that new look 

after years of use. That’s because of the basic metals— 

brass and bronze—that are used, plus our own special 

skill in the making. Barrows pleases the builder 

because it’s easy to install, and pleases the owner 

because good hardware, well installed, always 

means lasting pride. 




















BARR 


NORTH CHICAGO, ILLINOIS 


ARE AGE MARCH 25, 1948 


























RAKE-O-MATIC 


The Modernty Streamlined 


DOOR CONTROL 


@Precision-Engineered, Positive Pow- 
ered for Storm, Screen and Medium- 
Weight Doors. 


@ Noiseless Efficiency with New, Supe- 
rior Brake Action. 


@Fkinger-Tip Control Regulates Speed, 
Locks Door in any Position. 


@Safety Shock-Absorber Protects 
Both Door and Control from Damage. 


@ Aluminum and Stainless Steel Con- 
struction for Strength, Durability and 
Lasting Beauty. 

@ Unaffected by Weather, Easy to In- 
stall, Requires No Oiling, No Tools for 
Adjustment. 


shock 


No fluid to escape, no air to leak and hiss. 


This new and different door closer combines two automotive principles 
absorber and brake lining control. 
3 minutes, to be exact! 

Brake-O-Matic works 
Simple 


You can have positive door control in a matter of minutes 

Only 6 simple screws, easily adjusted for quick installation. 
on right and left hand doors, inside and outside doors, push and pull doors. 
fingertip control regulates speed of door’s closing. Door can be locked at any 
Made by the 


Connecticut, Brake-O- Matic looks smooth, works smooth. 


Riverside Manufacturing Company of 
Standard Yoke Model 
$2.95, Torpedo Model (for heavier doors), $3.95. Appropriate trade discounts apply 


position at any angle. 
to both models. 


Immediate delivery. 


Sole Distributors 


MITCHELL-WHITE & CO. 


67 VESTRY STREET, NEW YORK 13, N.Y. Phone CANAL 6-3621 
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Rust-proof, stain-proof, lightweight, needs no 
painting! In round or Colonial box design 





























Attuminum is a “natural” for rain-carrying equipment 
...the only comparable rust-proof material used in the 
past is hard to get at nearly twice the price! And Reynolds, 
biggest name in aluminum building products, now brings 
you a choice of design... round or Colonial box type. 
Both styles are 5” across top, come in 10’ lengths, with 
slip-joint “‘S” connectors—no soldering. Weight, less than 
314, lbs. per length. Conductor pipes are available in 3” 
plain round, 3” corrugated round and 2” x 3” square 
corrugated. Fittings include inside and outside mitres, 
trough section with drop, 
end caps, hangers, elbows. 
It’s what your customers 
will want. See your supplier 
now. Write for literature. 
Reynolds Metals Company, 
Building Products Division, 
Louisville 1, Kentucky. 

















NEW .. for longer roof life, lighter roof 


“Toad, cooler buildings in summer 


REYNOLDS / 


004” embossed aluminum that rolls in as easy as felt, bonds firmly, seals 
in the life of asphalt by sealing out air, light, moisture. Saves 400 to 500 
pounds per square compared with slag or gravel dressed roofs. Reflects 
sun heat—to keep interiors up to 15° cooler. Rolls 36” wide, contain 10 
squares, weigh about 60 pounds. Ideal for re-caps, a world of new busi- 
ness! Write for specifications on 2- and 3-ply new roofs and re-caps. 


— 
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TALK LAVELLE TO YOUR JOBBER | [3 


--- for the Complete Plumbing Rubber Department! 





a 
Stock LAVELLE! Nationally recognized 
for over 35 yeurs as the complete 
plumbing rubber department—a ‘“‘self- 
selling’’ department to meet important 


needs for home, farm, and institution. 


Here’s LAVELLE quality . . . priced, 
packaged, dispiayed to move. Every- 


thing to make your sales job easier. 


Talk LAVELLE to your jobber, today. 


No. 5 Lucky Strike 
GARDEN HOSE WASHERS 
Colorful ‘‘on the spot"’ sales- 
man—reminding your custom- 
ers of their needs in Garden 

Hose Washers. 

12 Garden Hose Washers 
per envelope; 25 labeled 
cellophane envelopes to a 
display carton. 


No. 36 Lucky Strike FAUCET 
WASHER ASSORTMENT 


Tops everywhere in ‘‘over the 
counter'’ faucet washer assort- 
ment sales. Point-of-sale tests 
prove No. 36 Lucky Strike dis- 
play creates double sales — 
another LAVELLE first in dealer 
aids. 

36 individual packages per 
unit. Each includes 10 Genuine 
Lavelle beveled faucet washers 
in all popular sizes with neces- 
sary brass screws. 


CUEAMLING 55 
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Lucky Strike White SOLID 


\ BASIN, BATH and LAUNDRY 


TUB STOPPERS 


Every customer is a prospect. 
Firm white rubber withstands 
action of hot, soapy water— 
cannot swell. Locked-in brass 
posts with nickel-plated rings. 

Easily displayed — 12 to 
carton. 


420 N. WOOD ST., CHICAGO, ILL. 


TANK BALLS — FAUCET WASHERS — FORCE CUPS — HOSE WASHERS — BASIN STOPPERS — REPAIR ASSORTMENTS 
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COMPLETE PAINT DEPARTMENT within 15 sq. ft. 
of space! Everything you need to satisfy 
practically all paint customers. Exterior and 
interior finishes . - - the finest made! Great color 


selections! Decorator hints. . _ instructions! 


MINIMUM STOCK INVESTMENT! Just $298 buys 
the complete Sherwin - Williams Self - Service 
Paint Center! It keeps the stock complete at 
all times. You never have to, buy extras to 
store in the cellar or back room. 


WORLD'S BEST KNOWN PAINTS! There’s no ques- 
tion about the brand name. Sherwin-Williams 


has been the world’s leader for scores of years. 
Tops in quality .. . tops in consumer preference. 
Customers prefer Sherwin-Williams Paints 4 to 
1 over the nearest leading competition! 


quick TURNOVER assureD! These Sherwin-Wil- 
liams paints don’t sit on the shelf waiting for 
to ask for them. They’re right out on 
or shouting, “Come here... I’m 
take me home!” 


someone 
the selling flo 
what you're looking for..- 
DAILY REPLACEMENT OF stock! A complete ware” 
house stock is as close as your telephone! And 
you get daily delivery service! In addition, the 
Sherwin-Williams representative automati- 
cally and periodically checks your stock .-- 
fills in any stocks that have been depleted! 


T LOCAL PAINT ADVERTISING EVER! 
Williams is famous for its 
national magazine promotions, you also get 
consistent, highly-concentrated and hard-hit- 
ting local advertising! The fact is, this is the 
only line of nationally known paints to give you 
these advantages - - - advertising in neighbor- 
hood newspapers, radio plugs, handbills, p/us a 
planned point-of-sale advertising service! 


GREATES - 
While Sherwin- 
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BRAND NEW WAY T0 SELL PAINT! 


Sherwin-Williams 
NE | SELF-SERVICE PAINT CENTER 
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FASTEST SELLING 
PAINTS IN SHERWIN- 
WILLIAMS LINE! 


ONLY FASTEST- 
SELLING COLORS! 


FLUORESCENT - 
LIGHTED CANOPY! 


HANDSOME COMPACT UNIT! 


FULL COLOR 
ILLUSTRATIONS! 


COLOR PANELS! 


INSTRUCTION SHEETS! 


COLOR CARDS! 


revolutionary merchandising 


plan in paint history! 


Not just a unit.. 


.not a gad 
a gadget... the new Sherwin- 


Williams Self-Service Paint Center i 

bien ris the greatest busi 

re te Lasaapdagesrym, Tag ever offered to the ieee 

geod plese Mar investment. You carry 

ya Aire colors. No dead aol aiid 
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np ay a 5 wereenteee And of equal importance 
that your local Sherwin-Williams repre ae 
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in 24 hours. 


To guarantee sates 
FRc ns. sed ya greatest volume paint business 
eianied. ban donee backs you with an 
aes aoa ed magazine and local newspaper 
eae te ; € npenge that is designed to reach every 
your community! - 


GET IN TOUCH! >, Wi 

dh cenraed . wire, write your local Sherwin 

Paint Center pict on Let him give you the complete 

pcr Be aonb, : ure. He’ll show you the way to the 
: é yusiness you ever had. . 


THE SHERWIN-WILLIAMS Co. 


Cleveland 1, Ohio 
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DEALERS DO BETTER with DOBBINS 


THE COMPLETE LINE OF HAND AND SMALL POWER SPRAYERS AND DUSTERS 







It will pay live dealers to build 
up inventories now while Dobbins 
equipment is available for prompt 
delivery. Build customer satisfac- 
tion, repeat sales and greater 
profits with the Dobbins complete 
line. Get in touch with your job- 
ber today! 


DOBBINS 


ELKHART, 


ADDRESS ALL INQUIRIES TO DEPT. 301, 


ven, 


= CE 


CASH IN ON THE DEMAND FOR DOBBINS DEPENDABILITY 


FOR EFFECTIVE APPLICATION OF ALL SPRAY SOLUTIONS 


<x 





with thee DOBBINS BIGHEAD 


COMPRESSED AIR SPRAYER 


THE DOBBINS 
FLAT SPRAY NOZZLE 


. interchangeable with standard cap 
furnished. Fits most makes of sprayers. 
Highly recommended for applying 
DDT solutions as a residual spray, for 
2, 4-D weed spraying, or for spraying 
livestock. Ideal for applying whitewash 
or cold water paints. Delivers a flat, 
fan-shaped spray, without heavy jets 
at the edges, and without atomizing 
the spray solutions when applied at 
normal pressure. 


Here is a truly efficient, economical sprayer for effective application of 
DDT and other insecticide solutions, weed control chemicals and disin- 
fectants. Large dome top permits filling without waste, makes cleaning 
easier. Four gallon capacity. Easy-operating pump develops more air per 
stroke. Quick, easy adjustment of nozzle enables operator to spray under 
the leaves, over the leaves, or at any angle suitable to the job. 

A wide selection of hand and small power sprayers and dusters, enables 


Dobbins dealers to meet every practical need. 








MANUFACTURING COMPANY 


INDIANA AND 


NORTH ST. 


ELKHART, INDIANA 
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NEW 
1948 
MODEL 


@ NEW 2); HP. 4-cycle gasoline engine 






@ NEW removable-tip, hardened steel blades 


@ NEW trigger-fast automatic governor con 
trol 


@ NEW folding side guard — for NEW strat 
ing safety 


Thousands proved in use, from Florida 
to Seattle — Texas to Wisconsin. 


“Hurricane’ HAS what your customers want! 


* Cuts Grass Evenly = 4-wheel 
all wheels same size, keeps the mower level 
moving evenly all the time. 


& Light Weight for 
aluminum bed. 
operation. 


ty Easy to Use — “Full floating” handle re- 

mains level in the hands all the time, while 

mower conforms to contour of lawn. 
Guided by light pressure. 


carriage, te Easy StartingEngine  4-cycle 2!4H.P. 

automatic governor keeps speed of cut- 
ting blade constant, in heavy or light work. 
Plenty of power! 





easy handling. Cast 


Sirang Sr Gependatte * Throws Grass Evenly — No windrows. 


New Safety, too! 
Now a new, hinged safety guard covers 
the cutting blade, protects the operator 


Sturdy, Long Life The Hurricane’s 
engine is rugged and powerful . . . the 
chassis sturdy as well as light weight .. . 
built for years of trouble-free operation. 


while the engine is being started. During 
operation it folds back to allow space for 
even distribution of grass through special 
throw-out. 


es GET IN TOUCH WITH YOUR NEAREST JOBBER eee 
JOBBERS— Write direct for complete information about the HURRICANE and how it can fit into your PROFIT picture. 











Bering-Cortes Hdwe. ¢ The Ellis Miller Co. Henkle & Joyce Hdwe. Co. Cc. M. McClung & ¢ St. Louis Distributing Co, 
Houston, Texas Peoria, Illinois Lincoln, Nebraska Knoxville, Tenn« St. Louis, Missour 
3rowne Equipme ‘o 7 — . ~C > & Snencer Co Neff Marine Co Sickels-I 
Brown Equipment ( i xcelsior Stove & Mfg. Co. Knapp & Spencer Co, Milwaukee, Wisco New York, N. ¥ 
Columbus, Ohio Oklahoma City, Oklahom Sioux City, Iowa : 
r - Nelson Radio and Supply Co. Speer Hdwe 

Bruce Boats & Motors Feltus Brothers Hdwe. Co W. J. Krebs Sales C Mobile, Alabam Fort Smith, Ark 
Jacksonville, Florid Natchez, Mississippi Corpus Christi, Texas North Jersey Fquipr t Co. Stratton B 
3uyrn, Old & Eaton, Inc General Supply Co Louisville Tin & Stove Co. Newark, New Jersey New Orleans, | ina 
Norfolk, Virginia Kansas City, Missouri Louisville, Kentucky Ogilvie Hdwe. Cx Stratton-Warr H Co 
( I Gilll Sales C M Hd ( | Shreveport, Louisiana Memphis, Ter 
onron, Inc niihnam Sales Co, sAvionroe awe. » ine ; * s 

: Bets . . 7 1 Dor t tor Co Summers Hd &S ( 
Danville, Illinois Kansas City, Missouri Monroe, North Carolina _ ; lk, ~ a ; Johr ( A Per 
The Elder-Conroy Hdwe. Co. Haw Hdwe. Co Magnolia Seed Co Raymond Lake Motor Wilie S tM ( 
Clarksville, Tennessee Ottumwa, Iowa Dallas, Texas Cleveland, Ohio Okla City. O 
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There’s plenty of extra profit to be 
made by including abrasives in the 
sale of other items with which abra- 
sives are commonly used. It’s simple. 
It’s logical. It takes little effort. The 
buyer of paint can use sandpaper. A 
sharpener can be sold with cutlery. 
Because tools must be kept sharp, it’s 
a cinch to add an abrasive to their 
sale. Actually, there are very few items 
in your store that can not be tied-in 
with the sale of abrasives. 


All you need do is see that abrasives 
are placed with the articles with 
which they are used. Your customers 
will recognize the association. Smart 
colorful packages of abrasives by 
CARBORUNDUM attract attention. 
The best known name in abrasives 
makes selling’ easier. The result is 
chalked up in’ bigger sales at an extra 
profit. 


The experience of alert merchandisers 
points to this easy, proven method 
as a sales-builder that steadily pyra- 
mids profits into a sizeable sum. Ask 
your jobber. The Carborundum Com- 
pany, Niagara Falls, New York. 


15 








“Listen... any brush 


must Cost 
9 fortune! 


Joe: You say Rubberset Nylons last 
longer... 


Ken: Right! 5/2 times as— 
Joe: ...and don’t have to be broken in... 
Ken: No, Sir! That chisel tip— 


Joe: ...and pick up more paint than the 
best hog bristle brush. 


Ken: Sure! That permanent wave— 


Joe: Okay. Now let’s have the bad news. 
What's it cost? 


Ken: BROTHER, HOLD ON TO YOUR HAT! 
Rubberset Nylon Brushes actually 
cost less than hog bristle brushes! 


How can a brush that’s so many ways better cost 
so little? You'd expect to pay a premium for it. 
You'd expect to—but you don’t. Not only does 
Rubberset Nylon cost less when you buy it... it 
saves you time and money all through the years 


you'll use it! 


E RUBBAERSET NYLON 


Famous for hog bristle brushes, too. Not only nylon 
brushes, but world-renowned hog bristle brushes are pro- 
duced by the Rubberset Company. Since 1873, in fact, our 
famous trade mark name Rubberset has meant “The finest 
in brushes.” 
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In bristle wear test, Rubberset Nylon Brush wore 5% 
times longer than finest hog bristle brushes. After one mil- 
lion strokes, hog bristle wear was 11/16 of an inch, Rubber- 
set Nylon only 2/16 of an inch! That’s 514 times less wear, 
51% times more service! 








Needs no breaking in! See Rubberset Nylon’s chisel tip 
— sit at left? It saves you hours of tedious breaking-in effort 
brush comes already broken in, unlike ordinary brush at 
right. Another way in which this remarkable brush saves 
you time and effort! 


— Mill 


Picks up more paint! Rubberset’s permanent ae an 
exclusive development, places a series of waves in Rubber- 
set Nylon filament (A), previding more open spaces for 


picking up paint than bristles of ordinary nylon (B)... 
more, even, than finest hog bristles (C)! 












hog bristle brush at left. Contrast the smooth texture laid 
i ON down by Rubberset Nylon Brush at right. The explanation? 


Rubberset’s exclusive auto-grind process tapers filament to 
a soft, fine tip... results in smoother film! 


Lays down smoother film! Note the ridges made by fine 


The brush* with the permanent wave 





*Patent Applied For 


Rubberset Company — 56 Ferry Street, Newark 5, New Jersey — Established 1873 Factories: Newark, N. J., Salisbury, Md., Gravenhurst, Ont., Canada 


Branches: Los Angeles, California, St. Louis, Missouri. 
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BRICK TROWELS 
POINTING TROWELS 
MARGIN TROWELS 
CEMENT FINISHING 
DARBIES HAWKS 


METEX CORPORATION 


Mount Vernon, N.Y. 


FANNING 
FLOATS 





Vernontown Stainless Steel 


ALL SIZES — ALL PATTERNS 
AS LIGHT AS 10 OUNCES 
CHROME NICKEL STEEL 
NO RIVETS — NO CASTINGS 
RUST PROOF -LONGER WEAR 
UNCONDITIONAL GUARANTEE 
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Customers are asking: 


RECEIVE MOR 299 


GRESGENT TOOL Go. 





JAMESTOWN. N.Y. 







TO OUR CUSTOMERS: 









To insure €quitable distribution, Production is 
allocateg to our old Customers, 

























The reputation and Character Of the Crescent organ. 
ization is your &uarantee that those of our Products 
you do Obtain Will be the finest it is POSSible to 
Produce, ; 







Very truly yours, 


CRESCENT TOOL COMPANy 
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FIFTY-FIFTY—5050. 

A heavy-duty work glove 
with thick double-ply palms, 
ideal for farmers, millworkers 
and oil men. 





PRODUCTION 
EFFICIENCY 


Today, more than ever before, production efficiency is the key 
to profits . . . and this applies to the farmer and the “little fellow’ as well as to 
“big business”. Better work gloves help to promote better production efficiency, 
for skilled hands that can work in comfort with full protection can do a better job. 
Riegel’s WAGON BRAND Work Gloves are the best you can buy . . . comfortable, 
durable and economical . . . qualities that are made possible by complete Riegel 
control in one plant, from the raw cotton to the finished glove. 

To get “The Right Glove for Every Job”, specify Riegel’s WAGON BRAND. 


‘Riegel work atoves | 


RIEGEL TEXTILE CORPORATION 342 Madison Ave., New York 17, N. Y. 
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“The recollection of quality remains 
/ Ons aft er the price 1s forgotten 7 


Used with the permission of: Shapleigh Hardware Company. 
















The most coal ever 


loaded by one shovel 
(NOTE: 7,402,000 Pounds) 


“We have in our possession a True 
Temper Coal Shovel which was put into 
use October 8, 1945 and taken out of 
use March 17, 1947. This shovel still 
has the original handle, and was used 
by one man to load 3701 tons of coal. 


“This miner works for one of the 
larger soft coal mines in the country 
who keeps records on tools and equip- 
ment; and this is, we understand, the 
most coal that has ever been loaded by 
one shovel.” 


A True Temper 
Coal Shovel 
after loading 

3701 tons of coal. 


Yours very truly, 


pprcwrr 


General Manager 
Kentucky Mine Supply Co. 
Harlan, Kentucky 
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SEE AND BUY IN YOUR HOME TOWN HARDWARE STORE 
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Every good hunter knows how dangerous a carelessly 
handled gun can be. To prevent accidents he employs 
a double precaution. He sees to it that his gun is 


unloaded whenever it’s not in actual use. But, in 


addition, he makes it a practice to carry it with the 


breach open .. . to be sure. 


Wise chain buyers, too, make it a practice to specify 
‘Hodell” when they want to make certain of getting 
quality chains. No matter what their need—in 
homes, on farms, in industry—they know Hodell 
chains have done every job better, longer and more 
dependably since 1886. Welded or weldless, with or 
without attachments, every link of Hodell’s 157 
varieties is backed by that reputation. You, too, 


will find it pays to say ‘“Hodell”. .. to be swre. 


To be sure... 
SELL HODELL 
.--to be SURE! 


To be certain of maximum 
chain sales display Hodell 
chains. Their reputation 
and popular acceptance 
will identify your store 
to your customers as a 
buying center for quality 
merchandise. So sell 
Hodell for their sake 
. and for yours! 


JACK » SASH + SAFETY - LADDER - PUMP + LIBERTY MACHINE + PROOF COIL +» STEEL LOADING 
LIBERTY COIL - PASSING LINK - BULLDOG - SAMSON - FLAT LINK - REGISTER » DREDGE 


ESTABLISHED 1886 


THE HODELL CHAIN CO. 


CLEVELAND 3, 


OHIO 
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GENERAL STEEL WAREHOUSE CO., INC. 


GENSCO TOOL DIVISION 1830 N. KOSTNER AVE., CHICAGO 39, ILL. 
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THIS RED HOT 
PLUS-VALUE DEAL 


What a‘“‘jump” you'll have on competition 
with this super-value Universal sales clincher 
for Spring! Here’s a combination that can’t 
be beat. You have America’s fastest selling 
Brush-Type Cleaner...you have the biggest 
feature of them all in Universal’s exclusive 
“High-Low” Suction-Regulator. And to top 
it off, you have this great big Extra Plus to 
offer your customers...a complete set of 10 
Special Cleaning Attachments— without 
extra charge. You'll be way ahead of the field 
with this attachment offer. 





BIG SPRING OFFER! 


Complete Set of 10 Attachments 
At No Extra Charge 
With Purchase of 
Universal Brush-Type Cleaner 






THIS SENSATIONAL 
TRADE-IN OFFER 


No woman will pass up the chance to get this 
luxurious, double-duty Chest-a-Seat in exchange 
for her old cleaner, with the purchase of a Universal 
Clean-Air Cleaner. Only Universal has the Chest- 
a-Seat. Advertised and sold at $24.95, this hand- 
some combination chest and hassock looks like 
and is a fine piece of furniture. It measures 26'4"x 
1514”... has fitted compartments for cleaner and 
set of 13 cleaning appliances. Stop your competi- 
tion cold with this sensational Spring offer. 






HANDSOME $24.95 CHEST-A-SEAT = 
IN EXCHANGE FOR CUSTOMER’S OLD CLEANER p 


ye LEADERSHIP THAT BUILDS YOUR DEALERSHIP! 
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FOR SALES T0 DAY’ 


YOU CAN 7 MSS WITH 
A SMASH LIKE THIS! 
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mes. 
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* The New Hore rans, <a i 
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—= BBB Chicago Daily Tribune 
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cE 4\ THIS RECORD-BREAKING CAMPAIGN 
(LOOK === RIGHT THROUGH THE SPRING I te 


yeTO SUSTAINED " 
Universal is going to pound across these two sen- ~The Flint Journal a2 
sational Spring deals with the heaviest barrage of Liner Crashes with 50 Aboar 
consumer advertising and retail promotion you’ve 
seen in years. We’re really ‘‘shooting the works”’ 
..in the big national magazines...in big city 
newspapers...in small city papers...in the farm 
market...on the billboards...and with penetrat- 
ing day-after-day radio advertising coast-to- 
coast. Tie in with this terrific promotion impact 
—‘‘climb on board”’ now! 


oevemen, 


AMERICA’S MOST COMPLETE LINE 
OF HOME CLEANING EQUIPMENT 


Observer Dispatch 


Ds mee 
ETs 


8 Parle, Called 
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” coouail Break tn March 
See Your Universal Distributor Today 


UNIVERSAL 
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Setup for Sales 





Prewny 


In a phrase, Preway gives you beauty in appearance 
plus “beauty” in performance —a sales-making combina- 
tion that adds up to volume at retail . . . for in these 
two lines Preway provides more advantages, feature for 
feature, in eye appealing design and functional engineer- 
ing than any other space heater and kerosene range. 


When you can point to unmatched capacity in heating 
and cooking, when you can convincingly demonstrate easy, 


PRENTISS WABERS 
BRETEM SECOND STREET, N., WISCONSIN RAPIDS, re 4-1 0)3) 0, ey W Co. 














everyday in 
the year~ 











Oil Burning Space Heaters 


Kerosene Ranges 


economical operation, when you can offer a price that asks 
no premium for built-in superiority that’s crystal clear, then 
the most primary of all merchandising maxims applies — 
the best buy for you is the best buy for your business. 
This axiom has rung true on the cash registers of hun- 
dreds. of Preway dealers from coast to coast, Investigate 


yourself. Write today. 
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No. 40--17 quart Preserving Kettle 
with Wire Bail and Wooden Grip 






FEDERAL: EN 
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No. 14 and No. 17 Round Dishpan 
Wide Rolled Rim 








No. 120 Cold Pack Canner 
CONTACT YOUR JOBBER Complete with 7 Jar Rack 


BLUESTONE 


AMELING & STAMPING CO. ° PITTSBURGH, U.S.A. 


2 











Ever get out of your own shoes 7 


Ar REGULAR intervals, a good business man puts himself in his 
customers’ shoes. By doing this, he is able to discover new ways 
to improve his services. 

This is a particularly healthy practice for a paint manufacturer. 

For today, independent paint dealers are beginning to feel the 
need of new thinking and ideas in their efforts to capitalize on 
the increasing paint market and maintain their independence. 

That is why an ever-increasing number of independent 
dealers are making the Sapolin line their line. They know that 
Sapolin products, policies, merchandising and advertising are 
closely geared to their needs—a result of Sapolin’s practice of 
spending a good deal of its time in its customers’ shoes. 

If you are an independent paint dealer, you will want to know 
more about the many advantages to be gained through handling 
the Sapolin line. Write today. 


SAPOLIN PAINTS INC., 229 East 42nd St., New York 17, N.Y. 





A COMPLETE LINE OF PAINTS FOR EVERY PURPOSE 


WAREHOUSES: Brooklyn, N. Y.; Plymouth, N. C.; Jacksonville, Fla.; Houston, Tex.; Los Angeles, Cal. 
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HIR- FLOW 


IRONING TABLE 
Gully-Ventilated... Dispels THotsture 


61% OPEN AREA 


FULL VENTILATION FOR FASTER, EASIER IRONING 
NO BUCKLE OR BULGE — FIREPROOF 


‘oer 
WARE “PRODUCT = ROUCT 
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The Zeu and improved 1948 


HEDGE-KLIP 


The Professional PORTABLE ELECTRIC HEDGE TRIMMER 


FOR HOME OWNERS - LANDSCAPERS - NURSERYMEN! 


@ New, Lighter Weight. . only 7 pounds, with two full-grip handles 
for perfect balance. 

@ Longer Cutting Length . . . hardened high-carbon steel blades, 
14%)” cutting length, over 20% longer than other standard brands. 








In Zone 1, 
Less Discounts 
: 2 F.O.B. N. Y. 
@ Larger, Improved Teeth . . . notched, bread-knife type, %” deep 
and spaced 1” apart. $4650 In Zone 2, (West of Miss.) Less Discounts 
@ Very Quiet Motor . . . continuous duty, dynamically balanced F.O.B. Destination The 
Universal motor, 110V, AC-DC. 
A 
@ No Die-Castings subject to fatigue . . . no stampings, precision “ TION, Y ap 
machined. . > York Heralg RTISED, ™ 
° . w Y : 
8. ~ Une 3 
@ Notched Teeth .. . a copyrighted design prevents slipping of twigs *xTeNsive he eautitys ‘ d wes ° 
that must be cut. ade Pape, on Use «4 Orde ®€ping 
dverti, erage oO ae 
@ Complete With .. . 15 ft. approved extension cord, switch and plug. 


May be used on hedges and shrubbery. 


RTT 





ACCMATOOL CO., INC. 


102 W. 101ST STREET © NEW YORK 25, N. Y. * ACademy 2-9100 
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PATENTED MAXIFLOW COUPLING GIVES 


1. Maximum Sales Appeal 
2. Maximum Water Flow 
3. Maximum Customer Satisfaction 








MAXIFLOW locking device MAXIFLOW couplings are y Extra deep washer pocket holds 


permanently locks and seals solid brass throughout, are washer securely—prevents it from 
coupling to hose carcass... pre- carefully finished, and will last shaking out or becoming lost. 
vents coupling from creeping a lifetime. 
or blowing out under pressure. a 
p>, ~~, i a 
we ad te 
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a3] | 
Edges of MAXIFLOW coupling Beautifully knurled MAXI- MAXIFLOW —- are 
are smooth, and countersunk FLOW nut will not bind. Its =a from + ~ pe 
flush with hose covering, thus precision machined threads Ceepee, Ser ory ss ‘4 
preventing cutting or tearing make attachment to sill cock inside diameter of the hose an 
of hands. quick and easy. coupling are the same-— result 

50% faster water flow. 





They All add up to Maximum Sales Volume at Good Profits! 


The many exclusive features of Swan’s patented MAXIFLOW 
coupling, plus Swan’s tried-and-proved cotton cords and rubber 
construction, make Swan Garden Hose easy to sell, profitable, and 
guarantee your customers complete satisfaction. 








SWAN RUBBER COMPANY 


BUCYRUS, OHIO 


VA fol ale kam Molael Timm iulelal hacia ili a-1 amok am @lolael-TaMialoh1- 
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Proving Grounds 


Sixtieth Anniversary Products of Perfection PERFI 


4 
° . line of 
Finest Yet; Thanks to Never-Ending Research ae 
bs] ‘0 
\ A Perfection has laid more than a million dollars on the line to can me 
\ | gather its many research, experimental and testing divisions into Perfect 







































Yj the great new Perfection Research Center, the like of which has year mi 
NN never been seen in the industry. From this ultra modern labo- a 
ar ratory are coming Perfection Sixtieth Anniversary products which than ar 
MN I) are more desirable and diversified than ever. They will open new 9 

: ; 6 - 
y n profit lanes for Perfection dealers. diag 
In ; cae j unless t 
) N So that you can see WHY this sixty years of know-how means study, p 
>= Tm outstanding sales advantages to Perfection Dealers, it is planned, organiz: 
N 7 some time during this anniversary year, to bring the Perfection i a 
1 ; 5 , more in 
Research Center right to your door! : 
1 / power a 
] ui'tn Ask your PERFECTION salesman to show you the sound-color become 
all we : . > . es ml ‘ . . 
motion picture “SEARCH” which takes you through the Research cooki 
PERFECTION RESEARCH CENTER oe = ooking 
Center, shows why there can be nothing “Just as good” as means . 


These are scenes from the Story of Search 


The finest product finishes in the world must prove their 
worth in this finish laboratory before use on 
Perfection Products. 








Every Perf 






In this Metallurgical Laboratory every material prove it wil 
used in Perfection products is pre-proved for the condition | 
particular job it is to do. "Hot Roo 

121°F. 





PERFECTION STOVE/C¢ 


7934-A Platt Avenue, Cleveland 4, Ohio 
ATLANTA + CLEVELAND «© CHICAGO «+ JERSEY CITY * KANSAS CITY OAKL, 
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PERFECTION. 
line of 60th Anniversary Products of Perfection. With 


Ask him also to show you the new 






















this combination, Perfection’s sixty-year leadership 
can mean a birthday bonus to YOU in new business. 


Perfection Stove Company will offer to dealers this 
year more new products with more new improvements 
than any year in its sixty-year history; more, too, 
than any comparable line in the industry. 


60 years in any industry would not mean a thing 
unless they were years of ever increasing experience, 
study, progress and growth. We believe the Perfection 
organization does know more, because we have spent 
more in learning how than anyone else, in time, man- 
power and money. Because of this PERFECTION has 
become a household word meaning the most desirable 
cooking and heating equipment. To the trade this 
means. . 


“easiest to sell; best long-run profit.” 


And 65° below zero F. on the same day. In this laboratory 
"Cold Room", gruelling tests are given to products which 
must give dependable service at extremely low temperatures. 


This impressive 
presentation 
book..40 pages 
.-14x1linches 

-.. packed with pictures and color 
tells the same story as the sound-motion pic- 
ture. Also illustrates the full Perfection line. 








Every Perfection Range has to 
prove it will work in any climatic 
condition in the world. In this 
"| temperature is 
121°F., humidity 92%. é 


The’ mon Ape henlan jet = yy ° 
COMPANY 


f 


Mfrs. of Oil Cookstoves, Oil Heaters, 
Oil Water Heaters, Oil and Gas 
Winter Air-Conditioning Furnaces 





he Mark »f Quality 
OAKLAND © ST. PAUL , _— 
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Household SIMONIZ in 









” lors-to- Match 
Colo wooteietl 


salt posting 


furniture ond 
As Seen in LIFE — 

Millions will see this full page eo 

Simoniz advertisement in the 

April 26 issue of LIFE maga- 


zine. It is just one example of 





what is being done to boost 


your sales of Self-Polishing ce 
Simoniz! DP) 


Paste simon? for Fleers analy ku 
of opt liking SIMON we 
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Setting New Records for 
¢ FASTER TURNOVER 
¢ HIGHER PROFITS 


Backed by an expanded national advertising cam- 


“Guaranteed by ” 
Good Housekeeping 


<7 a 
45 aovenisto 


LONGER WEARING BEAUTY 


+ age 


paign, Self-Polishing Simoniz is moving off dealer's 
shelves faster than ever! Right now is the time for you 


to cash in on this growing popularity ... during the 


2 we 
self-polishing peak volume months of early spring and summer. 


Everyday more of your customers are discovering that 


GIVES FLOORS LONGER LASTING BEAUTY 


34 HARDWARE AGE 


only Self-Polishing Simoniz gives floors the same last- 
ing beauty that makes Simoniz so famous for cars. 


Order today! THE simoniz COMPANY, CHICAGO 16, ILLINOIS 
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Rubber Cushioned | 


DISH DRAINERS 


Ar 
to 
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823-RED 
823-GREEN 





@ Heavy rubber cushioning over sturdy a 
wire frame. A \\ 


@ Odorless, easy to clean, will not tarnish 
silver. 





@ Rugged wire construction—all joints 
electrically welded. 





Improved design increases capacity. Sepa- 


@ Unaffected by grease and hot water, 
will not become soft or sticky. 


rate silver tray, upright plate rack. 












@ Reduces noise, minimizes breakage, Ste SS 
prevents scratching of silver. we Sopa —% 
_ Agata 
Available in red or green heavy rubber cushioning. Size of Each dish drainer has colorful display card 
drainer: 122" 16”; packed 6 to corrugated shipping carton. listing sales features; 
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THE WASHBURN COMPANY 


WORCESTER, MASS. @© ROCKFORD, ILL. 
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Amazing Soilax “WE BUY IT”’ offer 
to your customers tees-off March 
26th with nationwide newspaper 
ads—climaxes April 18th and 25th 
with full-color national comic group 
ads with circulation of 13,147,516! 






ca OAR at Your nearest 
Tay rS01tatr 
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ALL YOU DO IS DISPLAY THIS OFFER! 


No details for you to worry about—ALL YOU DO 
IS DISPLAY THIS OFFER, SIT BACK AND 
CASH-IN PLENTY! Here’s how it works: your 
customer buys a 1}% lb. box of Soilax at regular 
price giving you full profit! Customer uses Soilax, 
writes us enclosing a box top, and we return his 
full purchase price! But you get credit for making 
the offer. Your customers will go for it fast. To cash- 
in on this once-in-a-lifetime offer just display it! 
Start getting your share of these extra profits now! 
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“WE BUY IT” DISPLay 
OUR STORE WITH THis 


AN ¥ 
of GALES-MAKING OFFER! 


USE THIS ORDER BLANK 
(OR ORDER FROM YOUR JOBBER ) 
ECONOMICS LABORATORY INC., ST. PAUL, MINN. 


Please send me immediately my free “WE BUY IT” 
display kit consisting of large, full color displays. 
Also ship me at once the following: 


cases of Soilax (24-114 Ib. boxes) @ $4.32 per case 
freight prepaid on minimum 100 lb. order—3 case: 


cases of Soilax (12—5 lb. boxes) « $6.00 per case. 
(freight prepaid on minimum 100 lb. order—3 case- 


NAME 
ADDRESS 


CITY STATE 
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2293 Ship's Wheel Baroguide. Taylor’s popular 
new barometer. Hand rubbed walnut case with 
brass spokes. Easy reading Taylor Baroguide fore. 
cast dial is silvered metal with black numerals. 
Exclusive Taylor altitude adjustment on back, 


Key hole hanger. $10. 











5448 Maximum Mini Ther » One of 
the fastest sellers we ever put out! Registers the 
coldest and warmest temperature since last setting, 
plus the temperature now. A necessity for farmers, 
orchardmen, shippers, warehousemen, and a 
must for any weather nut. Navy style, gray plastic 
case, complete with setting magnet. $10, 
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New Tay!or indoor Outdoor Thermometer. A brand 
new design. Tells both indoor and outdoor tem- 
peratures without even looking out the window. 
Complete, easy-to-follow mounting instructions 
insure quick installation and long accurate service. 
No. 1API1 warm ivory or LAP2 walnut plastic 


case. $7.50. 





2280 Fisherman's Barometer. Here's a sure-fire 
seller that actually tells when the fish are biting. 
Extensive fishermen’s research proves it right 94 
times in 100. Good grade movement in 31” green 
plastic case. $7.50. ea. 


EVER a dull moment —at any time of year— when you feature Taylor's 
postwar line. It’s chock full of perfect gifts for anniversaries, birthdays, 
Mother’s Day, Father’s Day, graduations and vacations. And right now you'll 
find that Taylor’s famous cold weather instruments practically sell themselves. 
Many smart new designs! Pushed by consistent national advertising! Order 
through your wholesaler or write Taylor Instrument Companies, Rochester, 
N. Y., or Toronto, Canada. (Prices slightly higher in Canada.) 





1AQ1 Desk Thermometer. Something really new 
in thermometer design! Has clear transparent 
plastic dial, backed by highly polished chrome. 
Adapts itself like a chameleon to any color motif, 
Big, easy to read figures. Only $2. 





2068C Auto Altimeter. The motoring season's 
almost back—so cash in! A perfect gift for every 
motorist. 2 14” dial in brown plastic case. } ranges: 
5000 ft. (2068C) $7.50 ea.; 10,000 ft. (2068D) 
$9 ea.; 15,000 ft. (ZO68F) $10 ea. 








: Saylor Sustramonh 


ACCURACY FIRST 


5910 Deep Frying Thermometer. Has 
special scale for deep fat cookery. En- 
ables any woman to make those de- 
lectable French fries her husband 
loves. Perfect for mouth-watering 
doughnuts and crullers too! $30 doz. 
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5936 Roast Meat Thermometer. Now 
so popular that women buy it on 
sight! A truly dependable aid to per- 
fect roasting. Tells accurately when 
any roast is rare, medium or well 


done. $21 doz. 
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ochester, 


Take one 
g really new ‘ Ve ' \/ look at the improved 


r transparent 
shed chrome. : P 
y ester snetil, z Hurd Super-Caster and you 


will agree that 1948 will be a big 

year for this modern quality product. 

While retaining original basic features, 
including patented thumb-button control, 
Super-Casters are now being built with new, true- 
running spools of increased capacity, improved 
pistol-grip handles and improved quality through- 
out. They are not only well worth their price, but 


show it in every fine detail of design and construction. 


pring season's 
gift for every 
case. } ranges: 


ne. (2068D) e Place your orders now to insure early delivery! 


Patent 19145625. Other Patents Pending. Right to make specification changes is reserved without obligation. 


HURD 


SUPER e CASTER 


BUILT-IN REEL WITH INTERCHANGEABLE RODS 


OODS DIVISION, NEW CENTER BUILDING, DETROIT 2, MICHIGAN 
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¢--THAT’S 
PRACTICALLY 
IMPOSSIBLE 
TO BREAK! 









instructive HUNTER’S 
HANDBOOK ... A Real 
SALES STIMULANT 


Written by Gordon MacQuar- 
rie, one of the country's lead- 
ing editors and authors on 
outdoor life, this highly illus- 
trated, 56 page handbook is 
available for quantity distri- 
bution to your customers, over 
your reprint. A Free Copy of 
this booklet will be sent to 
you upon request. 





Of CARRY -LITE 


y 
THE ORIGINAL 
PRODUCER OF 


Molded Pulp 
DECOYS! 






The New Carry-Lite DURA-BEAK Molded 
Pulp Decoy will top your 1948 list of 
fast sellers. Duck hunters, everywhere, 
will be asking for the new DURA-BEAK 
Decoy because beak breakage while 
transporting decoys is reduced to a 
minimum. In addition the Carry-Lite 
DURA-BEAK Decoy incorporates all of 
the other fine features long typical of 
Carry-Lite design .. . lightweight, water- 
proof, true ducklike appearance, etc. 
You'll profit by adding the new Carry- 
Lite DURA-BEAK to your line, early. 
Contact either your local jobber or write 
directly to the manufacturer today. 


New Carry-Lite DURA-BEAK Decoys 
made only in Mallard and Pin Tail 
models. Traditional Blue Bill, Canvass 
Back, Black Duck models also availabi 





Special Carry-lite Decoys 
for Special Occasions 





CARRY-LITE GOOSE CARRY-LITE OWL | 


Truly, the finest Can't tell it from the 


goose decoy ever real thing. Used to | 
made. Same fine hunt crows, frighten 
features as Carry-Lite starlings, sparrows, | 


Ducks makes for rapid etc. Offersyeararound 
sale upon display. sales possibilities. 
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Have you seen it?— Hofschneider’s new 1948 Dealer-Jobber Catalog, we 
mean. Every dealer and jobber will like the full size illustrations in full 
color and showing actual metal finishes. You'll want to look over the 
famous "Red Eye Wigglers,”” wide assortment of “Red Eye’ spoons and 
spinners, and Hofschneider's new “Wiggle Plug.’ —Your free copy is ready. 
Ic will be mailed the moment your request is received. — Send for it today! 


0 





856 JAY STREET ROCHESTER 11, N. Y- 


Sell he best!“ GHICAGQ" 






ROLLER SKATES 






FLY ou 


cHICAGo 
Skates 


We. 181 SUCCESSFUL RUBBER TIRES 


Sayer 


No. 173 Solid Steel Wheels 








A Profitable Line — Nationally Advertised 


’ 

Sell “CHICAGOS" .. . the Choice of Champions... the Worlds 
Finest. 

Your customers will appreciate the variety available: Triple- 
Tread or Solid Steel Wheels, lighter Juvenile Models, or 
successful Rubber Tires. 

Nationally Advertised in Life, Popular Mechanics and Juvenile 
Magazines to increase the popular demand and boost your 
sales and profits. “CHICAGO” Roller Skate quality and super- 
service will promote good-will. 


Demand “CHICAGOS" from your Jobber 
or write us giving Jobber's name. 


CHICAGO ROLLER SKATE CO. 


Leading Manufacturer of Rink Skates for Over 40 Years 
WEST LAKE STREET CHICAGO 24, ILLINOIS 
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ARE AGE MARCH 25, 1948 


TOPS FOR ANY SEASON 


Profits soar on repeat business, and repeat business 
is built on customer satisfaction customer satis- 
faction is built-in the Globe line, for all items are 
designed for the user. 


Be sure to see Globe's full line of Equipment in all 
price ranges, : 
Get set now for Spring sales — we can give you im- 
mediate delivery. 
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A MODEL 
... AND 
A PRICE 














Kilgore cap pistols are so appealing that every youngster 
wants one. The complete line affords a wide choice of models 
. . . conveniently priced to cover every sales possibility. Insures 
more sales —as well as the economies of securing a full line 
from a single source. 

The American, Long Tom and Big Horn are the only cap 
pistols produced featuring a revolving cylinder and using a 
realistic 6-shot Disc Cap. The Mountie, a 50-shot repeater, is 
die cast . . . with fine detail in design and “engraving.” The 
Ranger, Presto and Captain are also 50-shot repeaters. All are 
outstanding performers due to patented feeding mechanism 
which insures positive firing. The Buck-A-Roo is a single-shot 
model. All are cast iron with bright nickel finish, except the 


B\\ 
Mountie. “¥ 

Kilgore pistols are individually packaged in colorful boxes. 4 

Ail are double action models. ‘ 





























KILGORE PAPER CAPS 
FOR 
ALL 4 TYPES OF PISTOLS 
1. 50-shot Perforated Rol! 
Caps. 
. 50-shot Non-perforated 
Roll Caps. 


MANUFACTURING CO. a 
WESTERVILLE, O., U.S. A. 
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MURRAY OHIO 


WAGONS . AUTOS . VELOCIPEDES 
of Outstanding Design and Quality 











First exhibition at the New York 





=e Toy Fair. Quantity Production to 
CAPS be started soon. 
pe Catalog upon request. 
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THE MURRAY OHIO MANUFACTURING CO., CLEVELAND 10, O. 
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Cash in on the New Trend to COLOR in the home 


... With PITTSBURGH COLOR DYNAMICS! 


Every Pittsburgh dealer can establish himself as the headquarters 
for finest quality paints and the best way to use them. 


EVER before has there been so 

much interest in color for the 
home. Folks are learning that bright, 
new colors can give them the effect 
of completely new surroundings. 
With Pittsburgh COLOR DYNAM- 
ICS they can choose the right colors 
for their rooms the modern, scien- 
tific way 
Pittsburgh devised the system of 


PAINTS o 





GLASS © 


COLOR DYNAMICS as a further 
means of bringing more and bigger 
sales to Pittsburgh dealers. 


Millions of home-owners have ob- 
tained copies of our booklets ex- 
plaining this new and easy way to 
paint. Dealers everywhere tell us that 
these people are splendid paint pros- 
pects. Increased sales have proven this. 


PITTSBURGH PAINTS 


BRUSHES * 


CHEMICALS . 


rita 22 UU 8 6 2 


If you wish to take advantage of the 
growing interest in this big, new 
sales idea in painting—write, wire 
or telephone us today. We'll gladly 
have one of our representatives call 
to discuss the possibility of establish- 
ing your store as the headquarters 
for Pittsburgh Paints and COLOR 
DYNAMICS in your community. 


PLASTICS 
COMPANY 
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» CABINET HARDWARE 






fast-moving 
cabinet hardware 
assortments 
by | 
NATIONAL LOCK = 


If you’re looking for smarter merchandise... 










Cagint) BARD wAa 
Steere COMED Faron 












— 
OF 4 he @ 


faster turn-over ... more profit... look no fur- 
ther than these 4 outstanding cabinet hardware 
assortments by NATIONAL LOCK. e With 
gleaming chromium finish, they’re déstinc- 
tively designed to appeal. Offering quality at 
fair price, they're definitely popular with the 






consumer. Individually packaged. Complete 
with display boards, included in ‘deal’. Ask 
your jobber or write us. Available promptly. 


) QO f , é 4 









National Lock Company 


Rockford, Illinois 
merchant sales division 





FOR LAMPS, 
CLOCKS, RADIOS 


Sturdy plug..molded on the cord 
Prongs stay straight.and true 


- Flamenol cord will not fray 
Smooth, easy to keep clean 


if you are unable to obtain this mer- 
chandiser from your regular supplier 
write to Section D10-338, General Elec- 
tric Company, Bridgeport 2, Connecticut 
and we will see that your requirements 
are taken care of immediately 




















a inew counter item... 


a much needed household product on an eye- 
catching display... THAT SELLS ON SIGHT! 


HERE‘S WHAT IT 1S: General Electric Flamenol* 
cord sets, now offered for the first time on an 
eye-catching counter merchandiser that will stop 
customers in their tracks and make ‘em buy. 
These handsome, durable cord sets answer a long- 
felt household need. 

Now every home can have fresh-looking, strong 
cords on lamps, radios, clocks, and fans. No more 
unsightly, frayed cords and dangerous broken 
plugs. Each cord-and-plug set is a completely 
assembled unit, ready to be attached with mini- 
mum fuss and bother. 


HERE’S WHAT THEY‘LL DO FOR YOU: These Gen- 
eral Electric cord sets will produce quick turn 
over, because they are sold at a price that en- 
courages multiple buying. 

You will build profits fast, with a liberal dis- 
tributor-dealer discount setup that permits highly 


satisfactory returns. 

Your inventory problems will be greatly sim 
plified. No need to stock separate plugs and reels 
of wire. Flamenol cord sets are mounted six-to-a 
card. Sell them directly from the display. When 
the card is empty, simply insert a new one and 
start selling again. 


HERE’S HOW YOU GET THEM 


Just ask your regu 
lar General Electric merchandise distributor to 
show you this appealing merchandiser. Let him 
show you a sample package—with counter card 
and four product cards—each holding six cord 
sets. Ask him about the attractive prices. 


Then order your General Electric Flamenol 
Cord Set Merchandisers at once, and beat your 
competition to the punch. You'll be off to a flying 
start for 1948 profits. 





Five 


G-E cord sets area 
successful counter 
seller in any high- 
traffic store 








] They answer a big, new need. 

The average home has eight cords on portable lamps alone, plus 
clocks, fans, and radios. Many cf these are frayed or unserviceable. 
They need replacement now. 


2 There’s a big, new group of men and women with “home-repair”’ 
skills. Its a group that is willing and’ able to attach its own re- 
placement cords. 


3 The counter merchandiser dramatizes the need for cord sets — 
at the point of sale. 


4 ws a top-quality product with these easily demonstrated ad- 


vantages: 
GOOD LOOKS @ STRONG, MOLDED-ON PLUG e@ CLEAN, STRAIGHT 
PRONGS e INSULATION RESISTS Oil, GRIME, MOISTURE, ACID, ALKA- 


LIES, SUNLIGHT. 


Su carries one of America’s best-known trade marks, plus the 
Underwriters’ Laboratories label that shows there is no “skimping”’ 
on quality. 


*Trade-mark Reg. U. S. Pat. Off 


GENERAL @ ELECTRIC 
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Biggest-Selling Oil Heater 


(Based on heaters made and sold in 1947) 


because people want the 


- 


Oil-Saving Oil Heater 


COMING IN JUNE: | 


lers will make extra 
e most powerful 
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Coleman dea 
profits from th 
summer sales campal 
in the oil heater business. Your 
Coleman distributor will give you 


complete information. 
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-e - not just a slogan, CY il 


That slogan of ours was originated so _ brackets, stops, guides — everything in 
long ago, we’ve forgotten exactly when. sliding door hardware. But we aren’t 
Yet in all the years it hasn’t beenchanged __ going to change that old slogan. We love 
—and it’s still a fact! it and we’re proud of it. 


Maybe you’d say we ought to revise And anyway, we like to think that 
it because today the name of Richards- _after 68 years of leadership, most folks 
Wilcox means not only ahanger forevery know without our slogan that Richards- 
door that slides, it also means track, Wilcox always means... 





the finest in sliding door hardware. 


RICHARDS 


WwiLcox 


Richards-Wilcox Mfg. ©. 


“A HANGER FOR ANY DOOR THAT SLIDES” 





AURORA, ILLINOIS, U.S.A. 1880 — 
Branches New York Chicago Boston Philadelphia Cleveland Cincinnati Washington, D. C. 
Indianapolis St. Louis New Orleans Des Moines Minneapohs Kansas City 
Los Angeles San Francisco Omaha Seattle Detroit Atlante Pittsburgh OVER 68 YEARS 
MARCH 25, 1948 49 











Three dozen traps per display 





AUTO-SET 
Sensitive Mouse Traps 


This amusing, colurful display ts 
a playful and discreet reminder to 
get rid of mice. 


| 
f \ 
\ mevke \ One dozen 
\ OKAY | \ wanemer 


display 








BLACK CAT Mouse Traps 


Customers see a sleek black cat 
“speak up” and praise this jet 
black plastic mouse trap. Doom 
awaits mice in each of the four 
separate holes. Equipped with 
silver wire work. Safe to use 
around children. 








One dozen 
traps per 
display 


VICTOR ¢ HOLD-FAST and 
AUTO-SET Rat Traps 


Dancing, prancing rats follow the 
Pied Piper, the legendary figure 
that freed old Hamelin town of 
rats. Gets customers in the buy- 
ing mood. 





LITTLE CHAMP Mouse Trap 


Conical shaped display sel!s traps 
from any angle. The Little Champ 
is made of plastic—bright colored 
and popular. Swift in action and 
safe, it’s another customer winner. 





Six dozen traps per 


elf-selling dispenser 















VICTOR and HOLD-FAST 
Mouse Traps 


The amusing Hickory, Dickory, 
Dock nursery rhyme is whim- 
sically portrayed on this vivid 
display. An eye-filler that’s full 
of fun. Takes little counter space. 


Order these best selling traps 
packed in colorful displays. 
(Also available in bulk packs. ) 


Your jobber has them. 


ANIMAL TRAP 


COMPANY 


OF AMERICA 


LITITZ, PENNA. 
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¢ ‘ash in on the Big Demand. 


Stock and Sell This Super-SAFE Line, Free from Dealer Headaches! 


Rotoflo Power Mowers are aggressively advertised to build 
business for you ... superbly engineered to sell and stay 
sold! This season, Rotoflo advertising appears in more 
than 30,367,568 copies of national magazines, reaching 
many thousands more readers, bringing you eager-to-buy, 
able-to-buy customers. 


Month after month, Rotoflo tells its sales story in national 
Magazines, urging your prospects to contact you, selling 
customers on these extra Rotoflo advantages: Trouble-free, 
easy-starting 244 hp McCulloch engine, created expressly 
for this power lawn mower, has oil-bath air filter, vibration 


ROTOFLO HEAVY DUTY 
21” cutting width. 
LF 4 inch awe cutting height. - 
2% 
3 pairs of antl with large center ones balibearing. 
Weight 55 Ibs. 
Retails for $149.50 F.O.B. Factory. 
ROTOFLO HEAVY DUTY DELUXE 
All the features of the standard model, plus 
Super-Safe Rotor Housing, 
Adjustment Eccentrics on Front and Rear Wheels, Rubber- 
—eee in Front as well as in 


2” Tool Steel Blade. 
Retails for $174.50 F.O.B. Factory. 


1948 Medels Greater Than Ever! 


dampener and shock-proof drive. Light weight, sturdy con- 
struction, for years of satisfactory service. Easier handling, 
even on steep slopes and grades or in tallest, toughest 
grass and weeds. Super-safety for both operator and ma- 
chine, thanks to unique rear design, front guard and many 
other advanced features. 


Rotoflo’s superior engineering, design and construction 
protect you from profit shrinkage through servicing .. . 
make every purchaser a booster who sells his neighbors 
on Rotoflo. For faster, easier profits, make the Rotoflo 
story your sales story! 


SA 


ROTOFLO POWER MOWERS 
401 Independence Avenue 
Kansas City 6, Missouri 


TEAR OUT This Coupon and MAIL TODAY! 


Dept. HA-1 


Without obligation, send me free literature on Rotoflo 
and full details about dealerships. 


Name. 
Address 
City 


eee TTTTrrrirrrrrereftre Ltt 


401 Independence Avenue 


MARCH 25, 1948 


Kansas City 6, Missouri 


and les 
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Farmers know that the best buy is 
the fence that gives long, econom- 
ical service. They know that any 
fence takes as much time and 
trouble to erect as good fence; so 
naturally they're looking for those 
extra years of durability that only a 
quality fence can provide. 

That's why it pays to sell Beth- 
lehem fence. For here’s a product 
with a name that has a familiar 
ring to users of the many top- 
quality steel items farmers use, 
such as Bethlehem fence posts, 
barbed wire, nails, staples, bale 
ties, bolts and nuts and galvanized 
roofing. 

Bethlehem fence does a good 
job. It’s built of sturdy wire, well- 
galvanized for rust protection. The 
hinge-joint, cut-stay design allows 
the stay wires to slide back into 
place when livestock crowd the 
fence. It's trim in appearance and 
easy to erect on level or rolling 
ground. There is a standard size 
and type for every purpose. 

Talk over your fence needs with 
your jobber today. And don’t for- 
get to ask him about other Bethle- 


hem products for the farm. 


BETHLEHEM STEEL COMPANY, 
BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 














Farmers want a Quality Fence X 





Hadar, (dud thie Sele / 


WOVEN-WIRE FENCE « FENCE POSTS + BARBED WIRE « SILVER STAR BALE TIES 


NAILS AND STAPLES * BOLTS AND NUTS + GALVANIZED SHEETS FOR ROOFING AND SIDING 





BETHLEHEM FENCE. 
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»TOP them.. . 
and you S = LL them: 


YOU KNOW THAT MOST OF YOUR SALES START JUST OUTSIDE YOUR STORE! 





Your window displays are aimed to stop 
people for a real look. That gives them time 
to see what you have for sale. Then they 
remember things they need that you can 
sell them. So they step in to buy! 


Good window displays stop more people, 
bring more of them in to buy. Look at these 
four new, full-color, smashing displays 
Plymouth has ready for you. They are real 


stoppers! They have selling punch! 

You can put one of these Plymouth easel 
displays in any window, along with any 
popular products, to boost your sales of 
every item on your shelves. Not just rope! 
These four beautiful “Stoppers” can be 
yours at no cost, if you are an authorized 
Plymouth dealer. This folder tells you how 
and where to get them. 
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TESTED 
FOR 
STOPPING 
















These four new Plymouth 
color displays use one of 
the most successful, tested 
ways to make people 
Stop, Look and Want— 
the cartoon picture! The 
PJymouth cartoons were 
painted by artists whose 
work has helped to sell 
millions of dollars of 
products to all kinds of 


people! They'll bring you 


more business! 
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a Su FOR THE ASKING 


me Each of these new Plymouth window-stoppers — yours free for the 
asking — measures 16 x 22 inches — big enough to catch the eyes of 
people passing by — small enough to allow your full display of 
garden tools, appliances, household hardware — anything you wish! 


‘\ 






PLYMOUTH 














I want your new set of four full-color window displays, available To get your set of these Plymouth 
without charge to authorized Plymouth dealers. window displays, tear out and 


Start sending them to me through my Plymouth jobber in the mail us this coupon. One of the 


month of displays will be shipped to you 

each month, for four months. 
YOUR NAME 
STORE NAME 


STREET ADDRESS 
CITY ZONE STATE 


MY PLYMOUTH JOBBER IS 
ADDRESS 
CITY STATE 
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The fopular ¥ &W 


“BULLET” MODEL 


APPEA 


Its every clean line says “full and dependable per- 

formance.’ The appearance of the FxW “Bullet” 

Jet makes new customers and its farm-proved de- 
pendability makes satisfied customers. 

Naturally, this gives the FaW dealer a tremen- 
dous advantage in the biggest market in history for 
farm water systems. The ‘Bullet’ Jet is a standout 
the way it has caught the attention of customers 
and dealers, but it’s only one of the many models 
in the complete F&W line. Flint & Walling makes 
both centrifugal and reciprocating pumps for shal- 
low and deep wells. Their wide range of capacities 
will fill your every demand. 

) Assured dependability comes with every Fa W 
Swater system—each unit is factory tested for pres- 
jure and capacity and is backed by 82 years of farm 
Mater systern experience. Write today for complete 


FLINT AND WALLING MFG. CO., Inc. 


MARCH 25, 1948 


OAK 


STREET, 


KENDALLVILLE, INDIANA 
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AN INCOMPARABLE 
PERFORMANCE 


The 


400°“ 


DOOR CLOSER 


Combines Beauty of Design 
with Controlled Strength 






ed to hollow 
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joe and flush panel d 
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¢ of door. 









1%" from fac 


isi Applied 


eded. 





2. Su 


No mortise oor 





A compact, unobtrusive, high precision, semi-concealed door closer of the 
finest mechanism... for all light to heavy interior and inswinging doors. The 
“400” has eye appeal, closes quickly and quietly flush to the door stop, gives 
an outstanding lifetime performance on all heavy traffic doors and is the last 


word in closers for every commercial use. 


Send for illustrated booklet that tells about the CORBIN *400" 


P. & F. CORBIN DIVISION 


Remember. oil CORBIN The American Hardware Corporation 


GOOD BUILDINGS DESERVE ee 5 a hi 
GOOD HARDWARE by..... Since 1849 
58 HARDWARE AGE 
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with these SUPERIOR Sales Leaders 


YOUNGSTOWN MANUFACTURING’S COMPLETE LINE 
HELPS STEP UP YOUR PROFITS..... 


7 Srings Extra-Dollar Volume Your Way 








CURTAIN RODS 





SUPERIOR Curtain Rods, both Single 
and Double Extension types, are made 
of heavy gauge, cold rolled strip steel. 
To avoid loss of accessories and facil- 
itate sales, each rod is individually 
packed with brackets and nails. Both 
Single and Double Rods extend from 
28 to 48 inches, and are packed 6 dozen 
to a case. Also available are Flat One- 
Piece Extensions —36 inches long— 
and 3/8" rust-proof Rodding, fur- 
nished in 12-foot lengths. 








SHELL-PLI SINK 


COUNTER COVERING 





@ 


Here's the best-looking, easiest-work- 
ing, most flexible sink top covering 
you ever saw. It coves, scribes, cuts, 
forms, and fits beautifully. It’s rot- 
proof, bacteria, fungi, and mold-proof, 
and is not affected by water, dampness, 
or extremes of heat and cold. Clean- 
looking, long-lasting Shell-Pli is avail- 
able in attractive linen 
and monkscloth pat- 
terns—in red, blue or 
tan. 





SUPERIOR METAL TRIM 


Sparkling, deco- 
rative SU PERI- 
OR Metal Trim 
is finished by the 
exclusive Schuler luster process, and True- 
edged for perfect straightness. Free display 
boards are available in two sizes. If you carry 
18 to 20 sections of SUPERIOR Trim in 
stock, we will furnish a sample board ac- 
commodating 20 sections, 10 on each side. 
If you carry 20 or more sections, a larger 
board displaying 48 samples (24 on each side) 
will be furnished. Write for our folder giv- 
ing complete details of this attractive offer. 








(Cheek) 


QO 


Company. 


Dept. 4. Please send us literature and prices 


OTHER YOUNGSTOWN MANUFACTURING PRODUCTS INCLUDE . 4 


Sink Well Frames, Strip Cutters, Metal Shears, 


@ 


Mitre Boxes, Linoleum Rollers, Cove Base Corners 
and Stops, Linoleum Paste, Insulation Tile Adhe- 


sive, Waterproof Linoleum Cement, Nailsand Screws. 





Your Name 





* Address 








City: 
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Catalogs and price lists are available at all times. 


YOUNGSTOWN MANUFACTURING, INC. 


t 66-76 S. PROSPECT ST. 


YOUNGSTOWN, OHIO 


MAKERS OF SUPERIOR METAL TRIM SINCE 1930 
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Wade to creel! Priced to outsell! 





@ SIMPLE: positive, weight-type, gravity actu- @® EASY TO HANDLE with stay-cool, plastic 
ated pressure control...no springs to get out handles slightly flexible, close together com- 
of order. pactly for easy handling. 


@ AUTOMATIC pressure regulation to 5, 10 @ EXTRA CAPACITY for canning...4”% at. 
or 15 lbs. for cooking or canning...no gauge cooker holds 4 standard pint jars...7 qt. size 
to watch. holds 7 jars. 


@® SELECTIVE: simply add a tiny weight for ® ATTRACTIVE hi-polish finish...styles as 
each 5 lbs. of pressure wanted, up to 15 Ibs. new as tomorrow for modern kitchens... 
complete with meat rack. 
@ CONVENIENT se'lf-sealing cover, insepar- 
ably locked by a slight turn...no screw or’ @ DURABLE: made of extra-heavy, pure 
clamps to fuss with. drawn aluminum; will withstand many times 


cooking pressure...chrome fittings...no parts 
@ SAFETY assured by Woods-metal overpres- to deteriorate in a lifetime of use. 


sure plug with “steam-blast” guard... cannot ( 
deteriorate...no periodic renewal required. 


All these features...plus astonishingly low price... 
means you sell more Royal Chef pressure cookers, faster! 


PN MANUFACTURED BY POULSEN & NARDON, INC. 


MAIN PLANT: 2665 LEONIS BOULEVARD + LOS ANGELES 11, CALIFORNIA 





NEW YORK OFFICE: 212 FIFTH AVENUE, MEW YORK 10, N.Y. + CHICAGO OFFICE: 11-105 MERCHANDISE MART, CHICAGO 54, tat. 
THOMAS COFFEY & SONS, DETROIT, MICHIGAN * TODD BROS., DALLAS 1, TEXAS * REID H. COX & CO., ATLANTA, GEORGIA 
PAUL HM. SPENCER & “CO., OENVER $, COLORADO + t. §& GERSHON & SON, KANSAS CITY 8, mIissouRre 
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BLACKSTONE DEALER FRANCHISE 





ss 





POWERFUL ADVERTISING 


Blackstone’ s National Advertising 


Campaign offers another example 


of the factory's far reaching Pro 
ndising assistance 
e dealers 

















against 
series of black and white blee 

advertisements not only is a 

distinctive i rance, but 
















ission is tO build con- 
sumer acceptance for all Blackstone 

roducts. Full page advertisements 
are scheduled to appear every 


h. The list of national maga 


mont 
zines has beet carefully selected to 


provide the greatest coverage 
among your best prospects for 
home laundry equipment 

Eye-catching format.. .buman interest 
To bridge ‘the gap between nation- in this appealing photographic illus- 


al media and point-of- -sale promo- tration by Victor Keppler... pow? ful 
brand identification -- distinguish this 


tion, Blackstone offers, aS 4 part o 
its dealer cooperative plan, a advertisement in the March 20th Post. 
program of Outdoor, Newspaper 
au mented by a lon 
and Radio Advertising directed by 8 y 8 
program of factory-cre 


BLACKSTONE oid 

















The consumer campaign 






BLACKSTONE CORPORATION, JAMESTOWN, N. Y- 


—— cont washer Manuf 










established 
rated sales 


Blackstone distributors in coopera 
P aids in the form of technical and 
tion with Blackstone dealers. 
promotional literature, display and 
is ably demonstration aids. ' 


acturefr 

















* AUTHORIZED DEALER * 


BLACKSTONE 


ale) 
ME LAUNDRY EQUIPMENT 
























One in a series 
messages to ea. 


dealers, in w 

’ hi 

facto—net idan 
emonstrate 

the Blackstone ~ tnd 


chise off 
plus ti 4 iia) 





Only BLACKSTONE builds the 
Combination \ovndry. 


No other manufacturer offers as complete a line. 


61 





SATIN-LUX 
GLOS-LUX 


3 FINISHES IN IDENTICALLY 
MATCHED COLORS 


Don’t sign for any line until 
you have complete details about 
“‘Identically Matched Colors”. 





DOUBLE SALES NOW TWICE 
AS EASY WITH BPS 
Tdentically Matched Colors’ 


' Here's your sales story: “And look, Mr. Jones,” you say, 


“when you paint your walls with Flatlux, why not do 
your woodwork in the exact same color? It will make your 
room look larger. Here’s the Identically Matched Color 
in Satin-Lux, semi-gloss enamel. You get perfect color 
matching without mixing. We also have the same color in 
Glos-Lux, high-gloss enamel.” 

Here is a real tie-in sales plan to help you boost your paint 
sales—three different finishes in Identically Matched Colors. 
You can make two, or even three sales to the same customer 
at the same time. Colors? There are twelve of them—beautiful 
new decorator tones that homeowners really go for. 

A number of profitable exclusive sales territories are still 
available. Your neighborhood may be one of them. Mail the 
coupon today for more information. 


Look at these selling points of Identically Matched Color- 


@Three different finishes @Makes modern decorat- 
in identical colors Ing easy at low cost 


No messy mixing to ®wide range of decorator 
match colors colors 


"Nothing to add—noth- ®, finish for every kind 
ing to go wrong of surface 
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SYLVANIAY ELECTRIC 


ge SUPERLITE =“ 





Illuminated Automatic Salesman, with a value 
of $5.00, is included FREE with each deal. 










YOUR PROFIT |S $9.96 


ON THIS FAST-MOVING 







BULB DEAL! 


Here’s the big, new sales-maker that 
will sell 240 high-profit SUPERLITE 
bulbs—with a profit to you of $9.96 on 
an investment of only $33.24. 

But that’s not all! Free with this na- 
tionally-tested assortment of the most 
popular wattages is a handsome illumi- 
nated merchandiser that contrasts the 
soft, pleasant light of SUPERLITE 
with the glare of an ordinary bulb. 
Seeing is believing—and your custom- 
ers will buy more SUPERLITE... the 


high-profit bulb for you. 


YOU CAN ORDER THIS PROFITABLE 











SUPERLITE DEAL No. 996 








ELEC! 
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Nationaily Sales-Tested Assortment 


12 25-watt Superlite Bulbs 
24 40-watt Superlite Bulbs 
18 50-watt Superlite Bulbs 
66 60-watt Superlite Bulbs 
36 75-watt Superlite Bulbs 
84 100-watt Supertite Bulbs 


Retail at 
$.16 

16 

16 

16 

20 


-20 





LIST VALUE 
COST TO YOU 


~ YOUR PROFIT 


Fg a: bie 


$43.20 
$33.24 


$9.96 











SYLVANTA 
RIC 





NEW SUPERLITE 


THE 
PAGE T 
OFFICE 


DEAL FROM YOUR 
SYLVANIA DISTRIBUTOR. OR MATI 
‘ BOTTOM OF THIS 
“ SYLVANTA DISTRICT 
NEAREST YOU. WE’LL HAVE 
A DISTRIBUTOR FILL YOUR ORDER. 


DIVISION OFFICES 


Atlanta 


1223 William-Oliver Bldg 


Atlanta 3, Ga. 


Boston 
10 Post Office Sq. 
Boston 9, Mass. 


Buffalo 


421 Jackson Bidg. 


Buffalo 2, N. Y. 


Chicago 


20 N. Wacker Drive 


Chicago 6, III. 


Kansas City 
2109 Broadway 


Kansas City 8, Mo. 


Los Angeles 
210 West 7th St. 


Los Angeles 13, Cal. 


Sylvania Electric Products Inc. 


Gentlemen: 


| want to get 


tor ship this order. 


Company . 


Street Address 


| 

! 

I SUPERLITE Deals No. 996, at o 
| cost to me of $33.24 each. Please have a Sylvania distribu 
| 

| 

| 

| 

| 


New York 
500 Fifth Avenue 
New York 18, N. Y. 


Philadelphia 
1120 Lincoln Liberty Bidg. 
Philadelphia 7, Pa. 


Cleveland 
797 Union Commerce Bldg. 
Cleveland 14, Ohio 


Detroit 
613 Boulevard Bldg. 
Detroit 2, Mich. 


San Franeisco 
111 Sutter St. 
San Francisco 4, Cal. 


Seattle 
951 White-Henry-Stuart Bldg. 
Seattle 1, Wash. 


15th & New York Avenue 
i ll 
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Heres teal take-home 
sales 4yyped..- 


Federal’s de luxe No-Drip Servers 





















are eye-catching ... purse-tempting... 
popular with customers for their priced- 
right combination of practical utility and 
quality. Feature them for syrup, honey, condiment® 
batter, fruit juice, etc. Ideal for keeping in refrigerator because 
they avoid contamination and odor. No. 120 (13-0z.) ang 
No. 130 (48-0z.) comprise a complete set with matching 
chrome plated die-cast tops, stainless steel trigger slide and 
spring, catalin tear-drop handles in assorted colors. 
Containers are clear glass in Federal’s new 
exclusive ‘Tulip’ pattern. Suggested retail: 


$1.29 and $1.79. 













IMPORTANT # 
HOLDS 46 07. 


ECONOmy size 
CAN OF Juice 
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Representatives in; NEW YORK, ST LOUIS V4 = l/ y Yyf 
Aw f. s LY 
MEMPHIS, SEATTLE, DENVER, DETROIT . 
ATLANTA, MINNEAPOLIS iicsoeeen 
FEDERAL TOOL CORP., sereesunen, enmne 
400 N. LEAVIT ST., CHICAGO 12, U.S.A. 
$7 PHOENIX, KANSAS CITY 

MARCH : 
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HERE’S THE EASY, PROFESSIONAL WAY TO SELL 


lhe Erbil thal Sewer 






No other broiler can match this beauti- 
ful Manning-Bowman Smokeless Table 
sroiler! Most women buy broilers for table 
use, so talk about the no-smoking feature 
first when demonstrating... 





Point out the exclusive hidden-vent 3) Show how the notched hinge holds 4% “Grill has two heats: 800 and 300 
design. Tell the customer: “This in- cover open. Demonstrate the easy-to- watts. It’s brilliantly chrome plated, 


genious feature lets you broil steaks. fish, clean cooking plate. with drip well for with handsome wood handles—top qual- 


ity. like a// M-B toasters. pereolators, 
irons. grills. waffle bakers, heating pads!” 


Manning Bowman Means Best 


Manning, Bowman & Co., Meriden, Connecticut. * In Canada: Manning, Bowman & Co. (Canada) Ltd., Oakville, Ont. 


THE LINE THAT'S ALWAYS IN DEMAND 


chops—a whole meal, right at table—prac- catching juices. Show that cover may be 


tically without smoke or odors!” used upside down as a hot plate. And... 
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gift sales 


» today: 
re to order 4 supply: 
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LATEX PRODUCTS CO. 


AKRON 9, OHIO 
200 Fifth Ave. Bldg., New York 
Merchandise Mart, Chicago 
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COLOSSUS 


NATURAL 


This year it’s More Painting 
..- More Washing ... More 
and More Cleaning. Folks 
everywhere are decorating 
their own homes. 


There is a wealth of PROFIT 
for dealers who stock these 
nationally known COLOSSUS 
SPONGES. 








FREE SALES DISPENSER 


Acts as colorful salesman picturing 
suggested household uses for sponges 
Each Colossus Sponge is individually 






labeled with price tag and soles 
message to customer 


THE HOUSE OF RHODES 45/)//, Anniversary 


1898—1948 
PRODUCERS OF BEAVER STEEL WOOL 


WRITE FOR BULLETIN No. 107 
NAME OF NEAREST JOBBER UPON REQUEST 


JAMES H. RHODES & COMPAN 


157 W. HUBBARD ST 48-02 TWENTY-NINTH ST 
CHICAGO 10, ILLINOIS 





LONG ISLAND CITY 1,N.¥ 


HARDWARE AGE 
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KAY-TITE 
PROFITS 
CLINKING 
INTO YOUR 
REGISTER 


Is the sound Kay-Tite Dealers all over the country have been enjoying for 


more than 20 years. 


your way. 


KAY-TITE* 
NOW IN 8 COLORS 


KAY-TITE 
controls water 
seepage in pov - 
ous masonry. 
Can now be 
obtained,in 
addition to 
WHITE, in 
the following 
colors: 


BUFF 
SPANISH 
BUFF 
BRICK RED 
GRAY 
CREAM 
GREEN 
BLUE 
ROSE 


Raespangasdaadadgggasgada sggaddssaacaaaucoccrercee 











If you are not a dealer now fet us clink some cash 


KAY-TITE* PRIMER 


This compound conditions non-porous surfaces 
so that regular KAY-TIPE may then be applied. 
This primer adheres to any painted or unpainted 
surface. 


HY DEROXIN”* 


An integral liquid compound to be used in the 
making of concrete. Mixed with cement it speeds 
up hardening .. . Resists freezing until setting 
takes place... The result is that concrete is more 
dense, water tight and will not seale or chip. 


Ideal for cement-plaster, mortar, dustless floor 
finish, control of water seepage, grout work and 
all conerete work. 


ASBESTO - LITE * 


is a compound for restoring old, weather-beaten 
asbestos shingles. Applied either by brush or 
spray. It leaves a durable, rock like surface that 


is completely weatherproof. 


FOR FULL INFORMATION about any or all of these products, see your 


wholesaler or write 


KAY-TITE 


WEST ORANGE, 


COMPANY 


NEW JERSEY 


More than 20 years of Satisfactory Performance 
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Steel Folding Gates in single 
or double construction— with 
or without overhead track. 








y 


j 




















Flag Pole Staffs 
are made of 
standard pipe, 
heavily galva- 
nized.Furnished 
with non-jamb- 
ing pulley. 
































Wire Mesh Partitions 
—sectional—fit any 
| height or width. 


Litwit 
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Stewart fron Picket Fence is available in many 
styles. Also Chain Link Wire 


Fence for all types of property 
protection. 

























































































DEALERS 





Many hardware dealers are increasing their 
profits with Stewart products. And it’s all clear 
profit, too, because you make no investment and 
you are not required to carry any stock. Here’s 
all you do: Send for free Stewart literature and 
familiarize yourself with Stewart products. Then you send us 
your inquiries for fence and other metal specialties. We do the 
rest and pay you a commission when the sale is made. Simple, 
isn’t it? Write today! There’s no obligation whatever. A 
few products are shown above. There are scores of others. 


THE STEWART IRON WORKS CO.., INC. 
1537 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications Since 1886 








LIGHTWEIGHT for HEAVY DUTY 


the LACAR 


Wheelbarrows 


For Home * 







Farm and 


Industry 


Farm, Contractor and In- 
dustrial Model — Weighs 
only 55 pounds, perfectly 
balanced, yet rugged. 





eae’ a: Nad 
General Utility Model — 
Light weight with flat, low 
hopper. Ideal for garden- 


ing. 





LACAR Wheelbarrows 
feature: 


Corrosion-proof, heat-treated alloy aluminum hoppers, 
3 and 5 cu. ft. capacities. 


Alll steel undercarriage, steel tubing handles. 
Electric spot welded throughout, with 14’ wire bead. 


Sturdy wheels of our own construction. 


+ + + + 


10 X 8 pneumatic 4-ply tires. 





ADDED PROFITS with Lacar WHEELS 


There's a ready market for LACAR Wheels — for dollies, 
portable units, wheelbarrows, power scooters, trailers. 


INDUSTRIAL WHEELS — 10 X 2.75 Semi-cushion tire on 
1%" or 5/8” protrusion ball bearings. 4.00 X 8 Semi- 
cushion or pneumatic tire, hollow center wheel with 5/8” 
roller bearings and spigot fit, rolled flange support. 


HIGH SPEED WHEELS — 4.00 X 8 tire, drop center wheel 
of 10 gage stee! and 34” Timken tapered roller bearings. 


TIRES AND TUBES CAN BE SUPPLIED. 








IMMEDIATE DELIVERY - WRITE FOR PRICES AND LITERATURE 


LACAR ENTERPRISES 


Belmont, Califori 


P.O. Box 234 
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SUPER-STRONG ... LONGER-LASTING 


Coupon returns from our farm magazine advertising indicate 
that more people than ever before are buying Vimlite . . . 
more people than ever before will be asking you for Vimlite. 
Why?.. 


to install . 


. Because Vimlite is time-saving . . . quick and easy 
. . wire reinforced for greater strength and wear 


... lasts years longer. 


Vimlite is made by Celanese—your assurance of highest 
quality. Recommend Vimlite to your customers—for poultry 
houses, stock buildings, cold frames, storm sash, porch en- 
Closures, partitions, portable buildings . . . Fill out and mail 


MARCH 25, 1948 


the coupon for your supply of Vimlite folders that suggest 
many other uses, and will help you sell more. 


*Reg. U.S. Pat. Off. 
CELANESE CORPORATION OF AMERICA 
Dept. F, 108 Madison Avenue 
New York 16, N. Y. 











Please send me...... copies of Vimlite folders, 

NAME = ~ 
ADDRESS 

CITY STATE — 
My supplier is a 
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rtuother Dennis MITCHELL SCOOP/ 


SHOPPING CART 


LOWEST IN PRICE 
FINEST, QUALITY 


Here's a Must’ for every Shop- 
per—an ideal promotional piece 
that every woman will want. 
Send for our latest illustrated 
catalogue with prices. 




































} rofits. 





Your carriage pushing custom- 
ers will welcome this Dennis 
Mitchell Specialty — the Baby 
Carriage basket. Display it and 
youll sell it, Features are 
- +--+ carrying handle, bright 
ploted finish, adjustable, heavy 
duty construction comes in 3 
sizes. Send for our latest illus- 
trated Catalogue with prices. 


Monvfactured... from raw materials to finished product 


Dennis Mitchell Industries 


MANUFACTURERS OF DOLL CARRIAGES — BABY AUTO SEATS & HAMMOCKS — 
BIKE, TRIKE & MARKET BASKETS — SHOPPING CARTS — THE “TOT-TRAVELER” 


4424 PAUL STREET, PHILADELPHIA 24, PENNA. 

































DISPLAY IT ee Lhe Grilladier cooking unit rotates 


I selis on sight. Plan 
now te get your full 
share of Grilladier 


Write us at 
428% North Street 
for details. 


| mn BENNETT - IRELAND. INC. 





ANNOUNCING THE 


WW 


GARDEN GRATE 
. BETTER... PRICED RIGHTS 


At last! 'The Garden Grate that 
takes the annoyance out and 
puts more fun in outdoor cook- 
ing. Priced to sell—only $37.50. 
And first cost is last cost 

there’s no masonry, no build- 
ing. Made of durable cast iron, 
can't rust out. Weighs 125 lbs. 










easily on the stand for draft control 
smoke can’t blow in your eyes! It’s 
a comfortable height for cooking . . . 
there’s an ash shelf, for neatness . . . 
warming ¢rea und utensil rest for 
convenience. ‘The base is heavyy—it 
can’t tip over. 
The Grilladier is rugged, built for 
lifetime enjoyment, and offers all 
the advantages of permanence— yet 
it slips apart «nd is easily moved to 
new locations. 





é 


1O/ A 
NORWICH, NEW YORK 


2 RAL ft 















MEASURE THE 
MODERN WAY 


Wire Cordage * Air Hose * Cable, 
BX and other FLEXIBLE MATERIAL 







for (nside 

and autsde 
ee ug fir-ufe' 

by CONSUMERS 














up to 1” in diameter. 













Quickly pays for itself many times over. Cuts ‘ 
general repair. 


losses of ...time, labor, money, accuracy, 


ALL DIALS 
ROTATE CLOCKWISE. 
ADDS OR SUBTRACTS. 
RECORDS by 3 IN. to 

999 FT. 


, efficiency, carelessness & excess allowances, mediately. Wo 


Write for prices and pamphlet on other 1 to 15 Ibs, 











PATCHING 
PLASTER 


For cracks, holes, and 


white in cold water — 
knits to old plaster im- 


necessary. Packed in 
cartons and bags from 


Mixes 







~ an 

3 CONCRETE 

3 PATCHER 
y 


sizing 







General Repaiin 
and Household Use 











Olympic Meters and Accessories. 


A. D. HEWITT COMPANY 


1, WASHINGTON 














2718 ELLIOTT AVENUE e SEATTLE 


ORDER FROM YOUR WHOLESALER. 


CONSUMERS 


1515 N. HADLEY ST. 








le 
GLUE CO. 


ST. LOUIS 6, MO. 
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Fresh Country Fever 


& S 


AMERICAN Decal Window Signs 
and Valances pay off at the point- 
of-sale! Identify your dealers; lend 
colorful appeal to your brand 
name! Send for folder! 


Make moving billboards of your 
trucks with colorful AMERICAN 
Truck Decals! Huge circulation, low 
cost, uniformity, true product repro- 
duction. For large or small 
fleets; speedily applied. 
Ideas submitted. 





Trade-mark your product with 
. AMERICAN Decals, quickly and 
‘ easily applied; attractive, durable 

\. identification! Our Service Depart- 


‘ ment can solve your 
W particular problem. 
x eae 
‘ 5 Peas 
“ err ie he 
‘) ‘ 
\ ‘ 
\ ‘ 














The finishing touch that provides 
“buy-appeal”! Easily applied to 
most surfaces: paint, varnish, glass, 
metal, plastic, leatherette, etc. 
Stock or specially 

created designs. 


Use AMERICAN Decals to give 
operating or lubricating instructions. 
‘ Durable, lasting—no rivets, no holes. 
‘ Colorful, attractive, applicable 

+S ‘ \ to almost any surface. y 








Offices in all Principal Cities 


ae 


N 4334 W. FIFTH AVE., CHICAGO 24, ILL. 636 Eleventh Ave., NEW YORK 19, N. Y. 
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"tense saues QUGOILE 


@ LARGER PROFITS—. 
FARM AND GARDEN BRAND 


LOWER SELLING 
cosTs 
NSECTICIDES and FUNGICIDES 
| Magers \ For the Home Gardener « For the Farm Trade 
















A COMPLETE LINE! 
A MODERN LINE! 


of professional chemicals for 
the amateur grawer. Get on 
the Niagara Farm and Garden 
“Brand Wagon” with insec- 
ticides, fungicides and 2-4D 
that your customer wants! 


Sy 


SEE YouR vistrieutor, or gooey 
E Niagara 
0 


we 












WRITE US FOR FULL PARTICULARS 








Y BUY PROTEC 


NIAGARA CHEMICAL DIVISION 


FOOD MACHINERY CORPORATION 
MIDDLEPORT, NEW YORK 


Richmond, Calif. ¢ Jacksonville, Fla. © Pompano, Fla. © New Orleans, La. ¢ Greenville, Miss. © Harlingen, Texas 
Canadian Associate: NIAGARA BRAND SPRAY CO., LTD., Burlington, Ontario 
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AMERICA’S 
LINE 


Your sales future holds big opportunities if you carry the Dempster 






















America’s most complete Water Supply Line because every Dempster 






sale leads to more business and extra profits in the sale of accessories 






for complete installations for kitchen, bathroom, barnyard and feedlots. 






Today thousands of families need and can afford to install running water. 
Dependable, nationally advertised Dempster equipment is a line they 






will buy. Dempster is a line that will bring future business to you. 


DEMPSTER MILL MFG. CO. 


BEATRICE, NEBRASKA 
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DU PONT "CORDURA" ‘ 
HIGH TENACITY RAYON... J 
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Cordura” -reinforced - 
d , hose has much hig " 

a strength than 
_. stands up 


OSC e : 
pre-war h aoale pe 


against flexing, 
internal friction: 
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And “Cordura”’-reinforced hose lasts longer! 


The same Du Pont product that gives heavy- 
duty truck tires their amazing durability now 
improves the quality of garden hose. 

Give your customers the benefit of this re- 
markable development in hose manufacture. 
Be sure the hose you sell has the advantages 
of Du Pont “Cordura” High Tenacity Rayon. 
Specify hose made with “Cordura.” 

You get the most out of your dealings with 
your customers when you give them the best 
—hose that’s reinforced with ‘‘Cordura”’! 
Rayon Division, E. I. du Pont de Nemours & 
Co. (Inc.), Wilmington 98, Delaware. 


for FIBERS lo come .-- look BETTER THINGS FOR BETTER LIVING 


+. + THROUGH CHEMISTRY 










iohi less, 
eighing 

+» reinforced 
h greater 


uc 
hose has Mm oils 


flexibility — 
smoothly. 


MARCH 25, 1948 . 














H-20 


formerly 340 


RUGGED construction, top grade material and many 
new, exclusive features make these four Parker Hack 
Saws your customers’ on-sight, first choices for heavy 
duty, all ‘round service. Each one has a patented, 
forged one piece end and forged one piece stud, 
exclusive features with Parker Saws. There are no 
welded clips to break off and no pins to come loose. 
Square studs completely eliminate blade twist. Blades 
can be faced in four directions. Adjustable frames 
permit use of 8” to 12” blades. Wing nuts allow for 
easy and secure adjustment. Like all items in the 
Parker Line of Quality Small Hand Tools, these im- 
proved Hack Saws are sure-fire profit builders for you. 


Fy: Parker |-C< 


PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., VU. S. A; 
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T LAST 


AVAILABLE TO DEALERS 
EVERYWHERE 





THE FAMOUS 


MAC, 


AUTOMATIC 
WATER PUMPING 
SYSTEM 






For years manufac- 
turing limitations and 
material shortages 
have made the Lerio 
unavailable in many sections of the country. 
NOW .. . with expanded facilities and 
assured materials .. . the LERIO is avail- 
able to pump users everywhere. 


Simplified Engineering ... makes 
LERIO America’s Fastest Selling Auto- 
matic Water Pumping System for 
Shallow Wells 


/ LOW INITIAL COST 
/ LOW OPERATING COST 
J LOW MAINTENANCE COST 


The light, compact LERIO screws di- 
rectly onto the well pipe or casing and 
requires no separate storage tank. The 
quality materials and non-rust parts 
mean years of trouble-free operation. 


One Installation will sell a whole neighborhood! 


The main features of the 
LERIO Pump are covered by 
U. S. Patent Numbers 
2091499, 2394191 
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TAT G LECT. conssins emasi 
The Selective CRABGRASS KILLER will Le Lhe 


SEASON'S BEST SELLER! 


Stock TAT C-LECT now and you'll be on the winning team. The 
O. E. Linck Co. has condensed four seasons’ intensive testing of TAT 
C-LECT into two years by following the spring growing season across 
the Equator and back. Other experiments at Rhode Island Agricultural 
College and numerous botanical stations conclusively prove TAT 
C-LECT’S efficiency in eliminating crabgravs without endangering 
ordinary turf grasses or the most delicate bents, Letters pour in from 
hundreds of enthusiastic users who were fortunate enough to obtain 
the limited stock of TAT C-LECT available fate last summer. That’s 
why we confidently predict that TAT C-LECT will be the season’s 
Best Seller in *48— and we're sparing nothing to tell the 
public about it and give you every possible sales aid. 
Keep an eye also on the new TAT Weed C-LECT. This 
is the only 2,4-D weed killer specifically formulated 
for use with TAT C-LECT, giving a simultaneous 
kill of most common lawn weeds along with 
crabgrass. See combination package below. 
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O. E. Linck Co., Inc., Clifton, N. J. 
Please send me complete information 
on the TAT C-LECT line and advise 

(1) Your distributing proposition 

[J (2) Name of nearest distributor 

(J (3) How to obtain a View-Master Stereoptican 









NAME 







ADDRESS 













ciTy__ __.ZONE STATE 





COMBINATION PACKAGE—1 Pt. TAT C-LECT 


ond 1 Pt. TAT Weed C-LECT Canadian Sales: Canada Rex Sproy Co., 
Brighton, Ont 






Ltd., 





List—-$2.25; Dealer Cost—$18.00 Case 
DOZEN 
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IT PAYS TO FEATURE 
THESE LEADING VALUES 


.../n Bristol Precision-Made 
Fishing Tackle 


Through the years, the name BrIsTOL has deservedly 
come to represent the finest in fishing tackle values. 
This year, BrisTou’s wide offerings in light, preci- 
sion-balanced, extra-strong fishing rods and 
BRISTOL’s superfine reels and lines again re-empha- 
size BristoL’s wide leadership in its field. That’s 
why in 1948, more than ever, it) pays to feature this 
superb tackle in your store and recommend it to 
your customers. BRISTOL originated and is today’s 
largest producer of high grade steel rods. Every item 
of BrisToL tackle is BristoL-made. Thus you sell 
BrIsTOL tackle with the reassuring knowledge that 
you are supplying your trade with the best in ultra- 
modern values. 


BRISTOL Helps You Sell With Powerful LIFE Ads 


Life magazine is America’s largest, 
most powerful pictorial weekly. 
Regularly, each week, advertising 
in Life talks to some 26,000,000 
readers .. . among them your hest 
customers. Regularly, too, the pages 
jof Life carry persuasive, sales- 
making advertisements for BRISTOL 
shing tackle. Why not put this 

ighty advertising force actively 
at work for you by always keeping 
Bristow fishing tackle on promi- 
nent display? 













rs a CONNECTICUT 


lea RODS 
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Golf Clubs 
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BUILT TO LAST 


ALL-BRASS TANK and WORK- 
ING PARTS give CHAMPION 
long life; synthetic rubber pis- 
ton withstands any liquid. No 
Clogging of nozzle because fluid 
is filtered twice; no trouble be- 
cause mechanism is simple. 
Spray instantly shut off with- 
out dripping. Guaranteed one 
year against defective materials. 


With this CHAMPION you can sell effi- 
cient, trouble-free dusting for ground 
crops, vines, fruit trees, berries, etc. It 


FOR 
ALL-PURPOSE 
SPRAYING 


SPRAYS 
ANYTHING 


YOU can recommend and sell the portable 
CHAMPION for a dozen uses. It sprays 


DDT ¢ OILS + WEED KILLER 
WATER PAINTS « CHEMICALS 


and all kinds of insecticides . . . easily 
and efficiently. Such versatility makes 
the CHAMPION ideal equipment for 
greenhouses, orchards, truck farms, dairy 
barns, vineyards, farm yards, large es- 
tates, and factories. 


SAFE TO USE 
No dangerous compressed air tank. Uni- 
form pressure pumped as needed only 
in pressure cylinder. 414 gals. of any 
liquid kept well mixed by agitator. Com- 
plete equipment weighs only 12 Ibs. 
empty. Two straps hold form-fitting tank, 
leaving operator's hands and arms free. 
Nozzle quickly adjusted to spray mist or 
35-ft. stream, up, down, or sidewise. 











Also Makers of 





throws} powder where it’s wanted with- 
out waste, up, down, sideways, and under 
leaves. Carried like a knapsack; operat- 
ing lever produces uniform flow, grinds 
and mixes powder. Weighs 15 Ibs. empty. 
Holds 25 Ibs. powder, but any smaller 
amount may be used. Amount of dust 
flow or density of cloud easily adjusted. 














IMMEDIATE DELIVERY ON THESE 


TIME-TESTED PRODUCTS 


CHAMPION Sprayers and Dusters are used and endorsed by leading 
colleges and state farm bureaus. Many thousands used satisfactorily in 
U.S. and foreign countries since 1915. New advertising campaign now 
arousing amazing interest. Write today for prices, terms, complete details. 


CHAMPION SPRAYER CO. 


Mfrs. 
6533 HEINTZ AVENUE . 


of Portable Sprayers and Dusters 
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In Purchase Price 
















= : f WACE TR} 
at 86,683,814 Selected Readers. PSI HT 






‘ 4 f+ . ‘1 a 
A y LS Se , 4 ad F pus h’ *ry' “NX 










The Nee m on ae K SupfrerDe Luxe 


¢ One hundred and seventy-seven ads. . . in forty-five 
leading magazines and comic books . . . are repeatedly 
driving the Monark story home to 86,683,814 selected 
readers this year. You can’t afford to be without this 
outstanding line of sales and profit builders . . . be- Department —B-58 
cause now, more than ever, YOU CAN MAKE MORE 
MONEY WITH MONARK. New “Air Wing” head 
shield and other exciting new features are making 
Monark the choice of millions. The opportunity of a 
lifetime for YOU. Write, phone! or wire for complete 
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6501 W, GRAND AVENUE, CHICAGO 35, ILLINOIS 
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UNION 
PACIFIC 


Industry is on the Move 
..-. Westward 





HBY, 
G. F- agmoent 
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Unite with Union Pacific in selecting sites and seeking new markets in California, Colorado, Idaho; 
Kansas, Montana, Nebraska, Nevada, Oregon, Utah, Washington, Wyoming. 


*Address Industrial Department, Union Pacific Railroad 


Omaha 2, Nebraska 


UNION PACIFIC RAILROAD 





gic Rail 





George F. Ashby 





* One of o series of ad- 
vertisements based on 
industrial opportunities 
in the states served by 
Union Pacific Railroad. 
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NOW HARRINGTON & RICHARDSON = i 
| DIRECT TO DEALERS — NO "'GO- BETWEENS'. a 
v7 @ OC) 0 Oe oo MORE MARK-UP ONC : 


See this profit advantage in tabl 
Write or wire for prices ) 
of Sat line. —— 


= Ta an tei 
oli wh A iM 


e shown below. 
and catalog 





OF MARK-UP ON... 
COST BETWEEN H&R AND OTHERS 





TYPE OF ARMS cases’ cule ace te Mfg. 2 Mfg. 3 Mfg. 4 
Single Bbl. Shotguns 50% 35% 25 % 25 % 25 % 
Single Shot Rifle 50% 35% 25 % 25 % 25 % 25% 
B.A. Repeater Rifle 50% 35% 25 % 25 % 25 % 
Auto. Rifle . 50% 35 % 32 % 32% 25% 
* Class B discounts approximate former job- ** Class A extended to 
bers’ prices, tax included, and conditions of ob- any recognized dealer in sport- 





taining these discounts approximate former jobber 
buying habits. 


ing goods — no quantity re- 
quirements. 


HARRINGTON & RICHARDSON ARMS CO. 


335 PARK AVENUE, WORCESTER 2, MASS. 
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SAFEST Ladder-Jack! 
CASTER “HI-JAK" 
Stops Broken-Rung Accidents 


Painters, Repairmen, Electrical Workers — a 
ALL ladder-scaffold workers are interested in ees 
the greater SAFETY of the Caster HI-JAK. 





Caster HI-JAK attaches 

to ladder RAILS—rather 
than on weak rungs, as 
most other jacks are at- 
tached. At NO POINT does 

the HI-JAK contact rungs. 
The Bracer Bar provides solid 
rest, absorbs all strain. Assem- 
bled by 4 machine bolts, easily 
replaced. 12 notch Adjustment 
Bar permits the Caster HI-JAK 
to be used over or under ladder. 
Constructed with heavy gauge 
steel, yet weighs only 12 Ibs. s 
HI-JAK folds for easy carrying, f 
storage. Red lacquer finish. 


Packed 3 prs. to carton. ; Vv 








Jobbers, Dealers write Today 
for complete information. 


CASTE 


1171 WOOSTER ROAD 


BARBERTON, 


MOLD AND 





OHIO 
















































rong’s Glazing Compound No. 33 
is just the kind of glazing compound both 
you and your customers will say is best 
for every job. It will not crack, chip nor 
lose its bond; will not ‘‘sag"’; can't disin- 
tegrate nor fall out; never goes rock hard 
(remains usable in container indefinitely); 
can be painted immediately . . . and it 
works smoothly, easily! 

Order Armstrong's Glazing Compound 
No. 33 from your jobber now or write for 
complete details. THE ARMSTRONG 
COMPANY, DETROIT 17; CHICAGO 9; 
DALLAS 1. 

Ask about ARMSTRONG'S CAULK- 

ING COMPOUND, too. 


THARCO ASBESTOS FURNACE CE- 
MENT is best for furnace repair jobs. 


“ARMSTRONG’S 


Elastic Clayjing Canpouil 


MACHINE CO. 












Ma-Crepe 


Costs Less than 


$ EACH 


Thousands of 
satisfied users 


PROVE 


This tough low-cost drop cloth 
offers berter job protection... 



































@ [t's economical 
@ It's easier to handle 


®@ Irs dust proof, lint proof, 
painc and liquid resistant 


@ Ic pleases the customers, 










Size 10 feet by 12 feet, packed 
one dozen to the case. Nationally 
advertised to the trade and to the 

consumer. Write for information. 






Ma-Crepe Is A Product OF 


4 The D.C. MAY Co.s 


AKG 





LINOLEUM KNIFE 
with 


REPLACEABLE BLADE 


Replaceable blade, 2-point blade, Super 
Hydex steel — these features make the 
new patented Hyde Linoleum Knife the 
best for economy and convenience. Cutter 
can easily change blade in a few seconds— 
getting double wear from one blade. New 
blades are inserted just as easily — using 
the same handle indefinitely. Handle is 
made of hardwood, burnt finish, and is 
riveted. Always specify Hyde — for the 


latest development in linoleum knives. 


HYD 


MANUFACTURING CO. 


SOUTHBRIDGE, MASS., U.S.A. 
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ARE YOU GETTING ALL THE 
PAINT PROFITS YOU SHOULD ? 


Take a good look at your last year’s paint profits. Are they as high as 
they should be? Lucas dealers made plenty last year; 
they make plenty every year. Why ? 


One good reason is rapid turnover . . . 8 times a year in many cases. 
That's because the Lucas line contains only proven fast-sellers— 

the right products, the wanted colors. And, wherever you are, there's a 
nearby Lucas warehouse to rush replacements . . . all helping to boost the 
normal I-o-n-g profit Lucas dealers make. 


There are, of course, many other advantages we'd like to tell you about. 
A request for information on a Lucas franchise will bring full details. 


JOHN LUCAS & CO., INC., Administration Offices: Phila, Pa.... Offices, Factories and Warehouses in Principal Cities 
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PUT MORE INTO YOUR 


VENETIAN BLIND DEPARTMENT 


WITH RU-SON PRODUCTS 


New RE-TAPE and RE-CORD Kits 
Fill a BIG Need in a MUST Market 


RU-SON RE-TAPE and RE-CORD KITS spark sales in your Venetian Blind depart 
ment.’ Packaged and priced for quick over-the-counter sales, they satisfy an 


honest-to-goodness want. 





Mr. Consumer is struck by three Sunday punches! 


RU-SON RE-TAPE and RE-CORD Kits are sold on a do-it-your- J = 
<fconowt) self basis. That means he saves 409, per blind over his normal 
tite cost were he to contract the job out. 7 


Y bie. Attractively packed in neat cellophane wrapper complete with a . 

PACKAGE instructions. One dozen solid woven ladder RE-TAPE Kits, one Women just naturally “go” for 
) dozen RE-CORD Kits in display box. RE-CORD Kit contains 2 | ; “af ° ea 

N “ICN | 3 the spic and span cleanliness of 


matching colored tassels and equalizer. Each Kit services one blind. 


: tour 4 ~~ popular colors from which to choose. He can match Columbian Enameledware. There 


any scheme of decoration, 
COUR 


Why not reap the ready RU-SON profits. Your 
suggested resale prices are: $1.39 for RE-TAPE 
59¢ for the RE-CORD Kit. Sizes available for 
144", 2”,23/8” slats. 


WRITE NOW, TODAY, FOR FULL INFORMATION 


*We also manufacture cable string ladder Tape. 
Suggested retail price: $1.00. 


are lots of reasons why they like 

















it but cleanliness ranks first. 





Now... it’s cleaner and whiter 





than ever before. No wonder 
more and more women are ask- 
ing for Columbian Enameledware. 


Window shade ring pulls... Tassels... Novelty 
plastic shade pulls... Luminous light pulls. 


No wonder it’s so easy to sell! 


‘Through leading jobbers 
REFRIGERATOR EVERYWHERE 
“LEFT-OVER” SET 


JOBBERS— 
DISTRIBUTORS 
Your inquiries receive prompt 
attention 











COLUMBIAN 


} nameclediware 





WHITE-ROCK @ CESCO © BLUE ONYX 
COLUMBIAN ENAMELING & STAMPING 


J. RUBENSTEIN & SONS 
@15 Neptune Avenue, Jersey City, N. J. cO., INC. © TERRE HAUTE, INDIANA 
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A WHIZ ee. 
S} A new manufacturer,. when first setting up his plant, 
j has visions of a future with every possible piece of equip- 


ment and sufficient space in which to house them. 


go for In this respect. we are no different, but where we differ 

iness of , is that. for us. this dream has become a realization. 

>», There 

ney like Our new plant possesses every production potential with 
which we have created new production standards. The 

A. ; tremendous floor space plus the latest equipment are the 

| whiter means by which we expect to increase our volume con- 

wonder siderably over our previous peak output ... besides making 

are ask- it possible to turn out a superior product. , 

edware. 

as We invite vou one and all to visit our new plant and better 


understand how Allied will be able to manufacture a much 
finer product in the future. 


fons 


Thank you for making our wish come true. 














/HERE 

ALLIED HARDWARE CORP. 
762-780 WYTHE AVE. BROOKLYN ll, N. ¥. 

E ONYX 

PING 

IANA 
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Customer Satisfaction 


Is Assured When You Sell 





Move 


QUALITY PULLEYS 





When you sell Moline Pulleys you are out in front of the 
competition with one of the most dependable, smoothest 
operating pulleys on the market. Dealers who sell 
Moline Pulleys will tell you that they help build a good 
reputation and bring customers back for other purchases. 
Moline Pulleys are made of finest materials for long life. 
Frames are ruggedly made of high strength malleable 
iron, and hollow malleable iron loose pin combines 
lightness with durability. Wood sheaves are made of 
highest grade maple, kiln dried and oiled to prevent 
cracking and warping. 
refined malleable iron. 


Metal sheaves are made of 
Place your order for Moline Pulleys NOW! 


The display stand illustrated will help make sales 
faster and easier. 


WE SHIP QUICK! 


Send for Descriptive Folder 


MOLINE 


1RON WORKS 


MOLINE, ILLINO! 





5, u.S.A 7 iat 





Seymour Smitx 


A PLIER 
A PIPE WRENCH 
A MONKEY 

WRENCH 
A HAND VISE 
A CLAMP 

* 

GRIPS WITH 
TREMENDOUS 
POWER 





Vationally 
-.. GARAGE Advertised 
6°* Factory 
FARM 
WELDER 
HOME 
REPAIR SHOP 
ELECTRICIAN 
STEAMFITTER 
PLUMBER 
SERVICEMAN 
SHEET METAL 
WORKER 


and 


Guaranteed 










SELLS ITSELF! 
This Gripping Display 
FREE on Request 


A demonstration display that 
invites customer to make his 
own test—sell himself! A 
dominating design in 6 colors 
that reaches out for ‘em! 
(Seymour Smith tools sold 
only through wholesalers.) 


SEYMOUR SMITH & SON, INC., 900A Main St., Oakville, Conn. 


‘ JOHN H. GRAHAM &.CO., Inc., 105 Duane St., New York 8,.N. Y. 


: eye 
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THIS 








MARCI 





THIS ADVERTI BBACHES THOUSANDS OF FAS 


and 


aranteed 


@ From the beginning of our operations 30 years ago our 
aim has been directed toward making the best fasteners 
possible in a restricted list of types. All our manufacturing 
facilities and skill today are concentrated on Top Quality 
Cap Screws, Set Screws and Milled Studs—with some capac- 
ity devoted to parts of special design required by our 
customers. This specialization is your assurance that 
Cleveland Fasteners meet the highest standards specified 
in this field. Write for folder explaining double extrusion 
process used in Cap Screw production. 
play that 


make his 
mself! A 


for ‘em! 


~ ie Tip Qual 








CLEVELAND 79 2”“7 FASTENERS 








Originators of the modern 
cold-forging method that 
produces stronger more uniform 
fasteners by... 


2917 EAST 79TH STREET 
SPECIALISTS FOR 30. YEARS IN CAP AND SET SCREWS AND MILLED STUDS 







© CLEVELAND 4, OHIO 


oe, Coe. FA ST E 7 E R 4 Warehouses: Chicago and Philadelphia 
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Ask your Jobber for Cleveland Fasteners 








Here's something new in oil cans—com- 

pletely redesigned in construction and in 

appearance. Note these important fea- 
tures: 

1. Seamless steel spout, cold drawn and 
swaged. 

2. Durable brass cap threaded into un- 
usually large filler hole. 

3. Styled to fit the hand — finished in 
bright red enamel. 

4. Spring steel bottom, expertly welded. 
An oil can made to last and designed 
to sell. Furnished in four sizes—'/2, 1/3, 
¥%4 and 1 pint capacities. Choice of 
six spout lengths—3", 4", 5", 6", 9" 
and 12" either straight or bent—flex- 
ible spout 6'/2" long optional. 


THE . 


“= ATLAS-ANSONIA* 
COMPANY 
2468 STILES LANE, NORTH HAVEN, CONN., U.S. A. 


CANADIAN AGENT: 15 WELLWOOD AVE., TORONTO, CANADA 


a. Ss 
PA 
ve 








... assure strong splices 








@ The exceptionally high tensile strength 
of the fabric used in PANTHER and DRAGON Fric- 
tion Tapes makes for stronger splices . . . splices that 
last longer. This higher quality is guaranteed by con- 
stant checks on breaking strength, such as the one 
for ASTM specifications shown above. 

PANTHER and DRAGON Friction Tapes also rate 
high in tests for adhesive and electrical properties . 
work easily and stay spliced in cold as well as warm 
weather. Sold only through recognized independent 

wholesalers. Hazard Insu- 
lated Wire Works, Divi- 
sion of The Okonite 
Company, Wilkes- 

, Barre, Penna. 


anther a !Dragon 


friction and rubber tape | 
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“The Yew P 
AMES LOCK SOCKET 


Features of New “Ames” 
LOCK SOCKET Shovels & Spades 
Blade and front strap a single unit. No weld. Yi 

yy SOCKET 
7 COMPLETELY 

Back strap is electrically welded to blade. hfe Mele 43> 


Blade and straps forged from High Carbon Steel. 


Straps are pre-formed. 


Blade and lower section of socket carefully heat 


treated. 


Uniformity in lift and balance of every 


tool — hang and balance never change. 


> strength Pre-forming of straps the guarantee. yi) 
ON Fric- 4 
¢ y; 
Vb Sea 


lices that Handle is driven to the point of 
by cOtt- frog. 


the one 
Unequalled strength insures 


maximum value. 
; also rate 


erties... 

as warm va 
ependent . 

P ; BACK 


ard insu- & : STRAP 
k ue | ELECTRIC- 
Okonite wg 
Wilkes- APPROXIMATE q : ALLY 
‘ WEIGHT 3-1/2 Cem: WELDED 
na. TO 3-3/4 LBS. 


NO. 103 LSF 
PREFORMING OF STRAPS 
PATENTED 


C ames > 


a) 
C 1774 E 


PARKERSBURG, W. VA AMES BALDWIN WYOMING CO. NORTH EASTON, MASS 
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We are now 
making 


IMMEDIATE 
SHIPMENT 


on shallow well 











systems, jet 





pump systems, 
water softeners 
and cellar drainers 
(sump pumps). 
Place your orders 





now for present 
and future 


requirements. 


Dayton 
Ws ohyloms 


JUST OFF THE PRESS! 
SEND FOR IT TODAY 


THE DAYTON PUMP & MFG. CO. 
DAYTON 1, OHIO 





NAME ee 


ADDRESS — — 





7 
| 
| 

Please send me new Dayton Catalog No. 48 and Price List W-48 7 
| 
| 
| 
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For more sales, feature these 
fast-moving items. Display 
them... push them... when 
the season opens. Allen 
a) Sprinklers and Garden Hose 
= Accessories give extra value 
now —as for the past 61 years. 
That’s why they’re big sellers 
for profit- -conscious met- 
chants. Order an ample 
STOCK TODAY! 


Sauce thet Hose 
with MULTI-GRIP” 


COUPLINGS and MENDERS 





& 2 
No. 251 Couplings $0.00 








No. Menders $0.00 
RODUCTS 
w.o. a 
oon eee nee 
eDeAcens NAMED 


ee 


At left: Miniature reproduction of free news. 
paper mat available to help you sell ths 
month's featured item. Newspaper mats of 
other Allen Sprinklers are also yours for the 
asking. 














No. 250 Multi-Grip Clinching Menders 


No. 251 Multi-Grip Clinching Couplings 


Allen “MULTI-GRIP” Stamped Brass 
Clinching Hose Couplings and Menders 


These are the finest clinching hose couplings and 
menders on the market. Heavily-plated, rust- resisting 
steel fingers assure tight connections without cutting 
hose. Sells on sight! 


Yationally - 4Abduentised 
TO HELP YOUR SALES 


Allen Sprinklers and other garden 
hose accessories will be advertised 
during 1948 in these popular mag- 
azines of nation-wide readership: 


3,142,915 Readers 


2,457,628 Readers 
178,035 Readers 











Better Homes & Gardens 
American Home 
Flower Grower 









Ask Your Jobber About Allen's Garden 
Hose Accessories and Lawn Sprinklers 


W. D. ALLE Nim 


MANUFACTURING CO. 


Established 1887 
66 Reade Street 


566 West Lake Street 
New York City 7, New ¥! 


Chicago 6, Illinois 






HARDWARE AGE 
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EVERY STORE THAT 


HOWS THEM 












we 
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THEM* 
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+What easier way to make good profits than by 
showing a product that every family, everywhere wants 
and needs? All it takes to sell Hudson Admiral‘ Dusters 
in highly profitable volume is to put them where customers 
can see them. The product will sell itself — but it must 
be seen. 


+Universal Market. Home gardeners, home owners, 

flower lovers, farmers, poultry raisers—practically every- 
body that visits your store needs one or more Admiral 
Dusters. 


‘Superior Product. Hudson Admiral Dusters provide the 
easiest, handiest way to control pests. It’s the “lazy man’s” 
tool—no muss, no fuss, no bother to use. No purchase of 
dust or powder insecticides should leave your store with- 
out an Admiral. 


‘Plenty of Help. Your customers in your community are 
reading about Hudson Admiral Dusters now— in leading 
national mass magazines like Better Homes and Gardens, 
American Home, House and Garden, and many others. 
Also available: the “silent-salesman” display stand shown 
here; mats for locai newspaper advertising: 


19464. D. H. MFG. CO tr. Mm. REG U.S. PAT, OFF 
















* Fact, not fancy. Proved beyond the 
shadow of doubt in hundreds of calls 
on dealers in all parts of the country. 


PEST CONTROL 


FOR EVERY PURPOSE 


yey 13Ter 





DIRECTIONAL NOZZLE 
LONG REACH 
GREATER CAPACITY 


This Display 


FREE 


with every 
12 Dusters 







Wak Your Order Yow — IMMEDIATE SHIPMENT 


POULTRY EQUIPMENT 


FARM VENTILATION EQUIPMENT My jobber is 


ec 
| 
6 
| 
t 
t 
6 
. os 
Vested and Proued ' — 
SPRAYERS AND DUSTERS . ities 
HAY TOOLS AND BARN EQUIPMENT a 
LIVESTOCK EQUIPMENT M City__ 
| 
' 
' 
i 
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Please ship us immediately—— 
at $13.50 per dozen {$15.60 in western territories). 


GOSS OS OSE E8 2S OEE0@ Oe oe ee ae Ge Se a om a cm me Rm 


H. D. HUDSON MANUFACTURING COMPANY 
Dept. C-2, 589 East Illinois Street, Chicago 11, Illinois 


_dozen Hudson Admiral Dusters 


State. 
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Order a supply, today, for 
quick sell-out. 


TEL-O0-POST 
COMPANY 
132 Ash St., Akron 8, Ohio 




















TRADE MARK 








Ask Your Jobber For These Quick-Selling 


BLOCK PLANES 


Non-Adjustable Block Plane - Unbreakable 






Model P-121 


Unbreakable because constructed of very heavy Cold 
Rolled Steel throughout ... Manufactured by an entirely 
new principle making the corners sharp and square. 
Black japanned metal cap locks cutter into position. 
Large stained hand knob. Hardened cutter. Weight: 1% 
Ibs. each. Size: 7%” long, 2” wide. Individually boxed, 
3 dozen to carton. Weight: 46 lbs. per carton. 


Adjustable Block Plane -Unbreakable 


Model AP-120 


Pat. Pending U.S.A, 


Same construction as above except that hardened 
cutter is adjustable endwise and sidewise by a pat- 
ented device. Weight: 1% lb. each. Size: 2” wide, 
7%” long. Individually boxed, 3 dozen to carton. Weight 
per carton 47 lbs. 


Hobby Block Plane -Unbreakable 







Model HP-125 


Pot. Pending U.S.A. 


Same materials and similar prin- 
ciple as Model P-121 except that 
cap is not removable from body 
and cannot be lost or misplaced. 
Has metal hand knob. Weight: 1 
Ib. each. Size: 7%” long, 2” wide, 
Individually boxed 3 dozen to car- 
ton. Weight per carton 39 lbs. 


WATCH FOR ADDITIONAL TOOLS 
NEW NUMBERS APPEARING REGULARLY 


If your jobber can't sup ply you, write 


TWIX MANUFACTURING CO., Inc. 


t STREET. LONG ISLAND CITY 1. N.Y 


HARDWARE AGE 
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HOW a Wyterace* Steel Tape. Your customer 
‘ will take it every time. Show him how easy 
to read the jet black markings.on the white back- 
ground are—in the brightest glare or in hardly 
any light at all. You can assure him that WyTEFACE 
Steel Tapes are easy to keep clean, are rust-resist- 
ing and hard to kink. Ask your jobber about 
WYTEFACE Steel Tapes and Steel Tape Rules. 


*Trade Mark. WyYTEFACE Steel Tapes and Tape Rules are protected 
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handbag. 36 and 72 


by U.S. Pat. 2,089,209 


HANDY +t WYTEFACE 
STEEL TAPE RULES 
Ya-inch width, Semi-rigid. Blade 
can be replaced in a moment, with- 
out taking case apart. 72 and 96 
Men. U. 3. Pat. Of. inches. {Trade Mark 












scala Sail - 












FAVORITE* WYTEFACE 
STEEL TAPES 


For carpenters, masons, builders, electricians, 
plumbers, steamfitters, contractors, architects. For 
the farm, store or home. % inch width. With or 
without “K & E End Fastener for one man measure- 
ments”. Hard-wearing black leatherite case with 
nickel plated mountings. Four lengths — 25, 50, 
75 and 100 feet. *Reg. U. S. Pat. Off 


Kee 


KEUFFEL & ESSER Co. 


EST. 1867 
NEW YORK - HOBOKEN, N. J. 


CHICAGO « ST. LOUIS + DETROIT - SAN FRANCISCO 
LOS ANGELES » MONTREAL 


Drafting, Reproduction, Surveying 
Equipment and Materials, 
Slide Rules, 
Measuring Tapes. 
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ONE OF THE FASTEST SELLING, FAST- 
EST GROWING LINES OF FINE QUAL- 
ITY RUBBER HOUSEWARES ITEMS 
AND RUBBER TOYS IN THE COUNTRY 


STALL SHOWER MATS 
BATH MATS e BATH SPONGES 
SEAT CUSHIONS 
KNEELING PADS 
BOWL AND PLATE SCRAPERS 
SINK STRAINERS 
DRAIN BOARD MATS 


SPONGE RUBBER 
INFANT FLOATING TOYS 








a 
RUBBER TOYS FOR PETS 


SUCTION SINK STOPPERS, ETC. 


Write for Complete Catalog 


IDEAL RUBBER COMPANY 


200 FIFTH AVENUE NEW YORK 10, N. Y. 




















GUM 
MAPLE 
OAK 


Quality, flet grained 
wooden knobs, tapped 
and sanded, complete 
with washer head 
screws for 34’’ drawer 


fronts. 





PATTERN 
NO. BW-120 


Available in sizes 
from 34"' to 2”’ Dia. 


at '4"’ intervals. 





B W-120-2” 
Packed 2 and 3 dozen to box. 
Inquire of your Hardware Jobber. 


WOODEN KNOBS } 


| BESSA Pass Housewares Specialties 

















LOYNTON 


1800 N. ASHLAND AVE., CHICAGO 22, 








ADDELL Company 


ILLINOIS 






} Model #120 





SALES GO. 
PROFITS GO 


when you 
sell the complete 


| QUALITY LINE 








UP 











































=) FLEXISEAL FLEXISEAL - 
R44 
y i¢ |}; COMPOUND 
SEES uN Preserves! Protects! For glazing, re-glazing a 
eg 
NSE ZZ| Tenacious, weather- wood and metal sashes, | exiseat 


A proof compound of a pointing, etc. Forms come ione 
“thousand uses for filling 


tenacious, weatherproof 
| and sealing. In bulk or 


coating, remains plastic 


cartridge. underneath. 










PUTTY 10% 

WHITE LEAD 
Maximum quality wood 
sash putty. Guaranteed 
100%, Pure Linseed Oil. 
Pigment contains 10% 
white lead. 


~ GUN- Applies 
the right amount of 
Flexiseal Caulking 
Compound in the 
‘ quickest, most eco- 
nomical way. 


Va Y) STRICTLY PURE 


4 »" CARTRIDGE LINSEED OIL PUTTY 

ke — Quick-loading Consistency, workability 

, Flexiseal Caulking and excellent adhesive 
“A 3 CompoundCartridges qualities give this putty |, mecnr ns 
\ cuts waste, saves time and i “sep of 





an extra long life. U.S. | “euny 
specifications. we 


For information about the fast selling, profitable Landen Quality Line write 


labor. 





MALDEN, MASS. 





| GET IN THE MONEY WITH- 
Su: 
METALOID 







DUAL DISPENSER 


For wax-paper and paper towels. 
Easy to load and use. Top cover 
serves as cutting edge for wax paper. 
Sturdy wood bar holds paper towels. 








NU-TOP STOVE PADS 


America’s foremost line of bright 
metal, lithographed, and chro- 
mium plated stove pads. 





HATTA 
Handy HOSE HANGER 


| This fast- selling, inexpensive han- 

ger protects and holds garden hose 

neatly and securely. Heavy steel 

construction. 

Write for prices and delivery 
information 


The METALOID Co. 


CLEVELAND 4, OHIO 








5815 KINSMAN RD. » 
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ENAMEL 
dries in 57 minutes” 


Backed by a hard-hitting consumer adver- 
tising campaign in LIFE, GOOD HOUSE- 
KEEPING and POPULAR MECHANICS, fast- 
drying STOP WATCH ENAMEL is a specialty 
item that moves fast! 
STOP WATCH ENAMEL comes in a short 
line of decorator-selected colors, for fast 
turnover on small inventory. Perfect for 
furniture in constant use! 

* Average drying time 

Ask Your Jobber 

THOMAS C. DUNHAM, INC. 
Long Island City, N.Y. - Founded 1852 





OR 4 REFUND > AR) 
<co > 
<<" Guaranteed by " 
Good Housekeeping 
Ip Woy ry 


wee 






AS ApveRtistD 


RETAILS AT 25¢ 


Western States slightly higher 
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Breeze 
Through 
Sales... 





with Tennessee Valley's STAKOOL Exhaust Fans on your floor. 
Keeping cool in the hot months appeals to all customers—home 
owners, offices, and stores. Farmers use STAKOOL Fans to 
ventilate barns. And STAKOOL is designed to be used by all 
four. Here are three good reasons why STAKOOL is the 


customers’ choice: 


V-belt driven fan revolving in one-piece ALL-STEEL Venturi gives 


DURABLE 


Individually balanced blades, ball bearing motor, built-in oil 
reservoirs, and automatic thermal overload protector insure 


maximum air-flow. 


long life and smooth performance. 


Smooth-running, cushion-mounted motor with over-size bearings 
and a v-belt driven fan with individually balanced blades give 
your customers what they want most in a ventilating fan: 


QUIET operation! 


STAKOOL has many other appeals. Write for specifica- 
tion sheets, installation instructions, and prices today. 


Address: Department H 


TOP LINE 


TRADE-MARK REG. U.S. PAT. OFF. 


APPLIANCES 


TENNESSEE VALLEY 








MARKETERS, INC. 


117 NINTH AVE., NO., NASHVILLE 3, TENNESSEE 














in the Tennessee Valley 

































Pioneers in Electrical Appliance Manufacture . 








Yes, “Sealed 
Tight” Trouble- 
Lites have 
burned contin- 
§ uously in water, 
in test after 
test... positive 
proof that they are Sealed 















C2 Tight against all outside ele- 
GN SG ments — water, oil grease and 
\ * aes dirt — to insure 
ANS ey longer life and trou- 

— : mt | ble-free operation. 








. \ a] 
o RUDEER-LOCKED\g aege=ay/ 
SOCKET aa a y 
enuBBeR-ENCASED | | | /I\\ 
SWITCH BUTTON j 


@ HEAVY DUTY GUARD 
and CUSHION 
MOUNTING 


@ ROYAL HEAVY DUTY 
NON-KINKING WIRE 


@ ALL-RUBBER 
PLUG; SPRING 
ACTION BLADES 


































ORDER FROM YOUR WHOLESALER 
or write for descriptive folder 








PLUG and 
CARTRIDGE FUSES * FUSTATS 
WIRE * CORD SETS * TROUBLE 
LIGHTS * CHRISTMAS LIGHTING SETS 


ROYAL ELECTRIC CO., Inc., PAWTUCKET: R-1° 


HARDWARE AGE 
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2DWARE AGE 


We have been asked over and over again during the 
past few months about our plans for marketing a tin 
can, low-pressure aerosol Bomb. So that our friends in 
the trade will know exactly what our position is, here 
is our decision. 

Insect-O-Blitz HAS NOT and WILL NOT put out 
a Tin-can-type Aerosol UNTIL a low-pressure aerosol 
can be developed which will POSITIVELY be as 
efficient as the present high-pressure Insect-O-Blitz 
which has given such consistent trade and consumer 
satisfaction. 

We have been working for many months on just 
such a product. Our widely-known chemists have been 
experimenting with many new formulations and our 





CHECK THESE IMPORTANT 
INSECT-O-BLITZ FEATURES: 


STURDY SCREW-TYPE VALVE . 2 
No leaking. Easy to operate. 
Trouble-free satisfaction for 
your customers. 


FULL 16 OUNCES ....... 2 
Of high-pressure Aerosol in 
sturdy steel container. Not to be 
confused with smaller-content, 
tin beer-can types of low-pres- 
sure insecticide bombs. 


NATIONALLY KNOWN... . 2 
Advertised brand. Insect-O-Blitz 
is recognized as one of the 
most effective, trouble-free high- 
pressure aerosols on the market. 


GOVERNMENT APPROVED .. 2a 
Formulation of 2% Pyrethrum 
(0.4% Pyrethrins ) and 3% DDT 
combined with High-Pressure 
Freon Aerosol. The same potent 
formula used by the Armed 
Forces overseas. 


INSECTICIDE DIVISION 
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INDUSTRIAL MANAGEMENT CORPORATION 


$8 soutH SPRING STREET - LOS ANGELES 15, CALIFORNIA 
Retailer [_] Wholesaler [|] Jobber Manufacturers Agent 
NT 
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INSECT-O-BLITZ 


in TIN CANS... until? 


skilled engineers on the most efficient and effective 
methods of dispensing them. But, we are not yet con- 
vinced, on the basis of scientifically-controlled labor- 
atory tests, that a low-pressure Aerosol, equal in 
efficiency to high-pressure Insect-O-Blitz, has been 
developed. 

Insect-O-Blitz does not intend to market prema 
turely a low-pressure Aerosol Bomb. When we do 
introduce a low-pressure Aerosol Insect-O-Blitz you 
may be sure that it will stand up under the most 
exhaustive tests. 

To paraphrase a well-known automobile slogan: 
“When better Aerosol Bombs are built, Insect-O-Blitz 
will build them!” 


Vlew *? 250 1st PRICE 


Trade discount INCREASED 10 ¢O% 


14 | ed 2) 


AND See THE DIFFERENCE 





Open the valve of an Insect-O-Blitz and 
direct the Aerosol Mist at o clean piece of 
paper held approximately 18 inches away 
from the bomb while you count to three. 


Take any other brand of aeroso! and re- 
peat this procedure on another piece of 
paper for the same length of time. 


Now compare the two pieces of paper. See 
how much less greasy oil residue is left by 
Insect-O-Blitz. That means that the fine In 
sect-O-Blitz mist is lighter and will notu 
rally penetrate into all the nooks and cran- 
nies of the room, seeking out flying insects whether you can 
see them or not. Think of what this lesser oil residue from 
Insect-O-Blitz means to your housewife customers in the mot- 
ter of soiling and staining upholstery and drapes. 


SEND IN COUPON .. . Fill out and mail this coupon 
for Complete Details about Insect-O-Blitz including 
advertising material available, and where you 
con get a supply of these high-efficiency 
Aerosol Bombs. 





INSECTICIDE DIVISION, DEPT. HA-3 
Industrial Management Corporation 
458 South Spring Street 

Los Angeles 15, California 


Name. 


Solealestententenientesiedaaeaannnte 


Please send me full particulars about the Insect-O-Blitz More 
Liberal-Than-Ever discounts, and where | may order a supply 





Firm Position 





Street and Number 





City State 





My firm is (Check one) 


'| Why we are NOT ready to offer you 














SOUTHINGTON 
SCREWS 


For Wood or Metal 


Southington Wood Screws, Drive 
Screws and Sheet Metal Screws 
have upheld their quality since 
1867. All standard sizes with vari- 
ous styles of heads in the most 
called for types. Send for screw 
catalog, also our catalog covering 
steel squares, tri-squares, bevels, 
etc. 

PHILLIPS RECESSED HEAD SCREWS 
FOR WOOD AND SHEET METAL 


Driver fits se- AY Supply the in- 


curely into ta- creasing de- 
pered recess — mand for these 

: a modern, time- 
will not slip 


saving screws. 
out, or work to All standard 
one side, i 


s1Zeés. 


THE SOUTHINGTON 
HDWE. MFG. CO. 
Es, SOUTHINGTON, CONN. 2; 
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Crimping —— 
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OVE PIPE 


FURNACE PIPE 
FLAT SHEET METAL 


Beading 











= DEALERS? 
Distributors—Sales Representatives Write 
Write for protected territory 


HEAVY DUTY BUILT FOR YEARS OF SERVICE 
Manufactured and Sold By 


CHARLES E. KRAUS MFG. CO. 


4 122 8S. 8th ST. LOUISVILLE 2.KY. J 
96 
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Peerless 


Accurate and Dependable 
CARPENTERS’ and MASONS’ 


LEVELS 


Known from Coast 
to Coast! 

















Guaranteed, 

Tested. Made from 

fine, seasoned woods. 
oy 








lad: 1od 4-19 MB balebelotiaieltt-) Mer tase) ate 
Workmanship that has made Peerless 
a leader for over 30 years. 
® 





Sold only through recognized jobbers. 
Write for new Peerless literature. 


LEVEL & TOOL 
COMPANY 
STERLING, ILLINOIS 

























DRILL 








MASONRY 


M 









TRADE MARK 


Here’s what users say about Kennadrills: 
“Drilled 100 holes in cement in 2 hours.” 
“50 holes in glazed tile at 40 seconds per 
hole.” “35 seconds to drill hole 1’’ deep 
in limestone.” Reports like this indicate 
that Kennadrills are drilling masonry 
faster than it’s ever been done before. 
Try them now—in any standard rotary electric 
drill. Sizes available: 4", 44"", 34",%%6", 40", %s 
4", %", 4",1",1%", 1K", and 1". 
Distributors Wanted 


KENNAMETAL Sic., LaTROBE. PA. 


KENNADRILLS 








DRILL MASONRY FASTER, CHEAPER, EASIER 


HARDWARE AGE} MARCH 2: 
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CALL YOUR DISTRIBUTOR FoR THE FLEW 


. CHICAGO-LATROBE 
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CHICAGO-LATROBE announces 

their carbide tipped tool line in this 

new catalog. 
Semi-finished tools are carried in stock 

to be ground to your specifications for © DRILLING 

practically immediate delivery of decimal e REAMING 


and fractional sizes. e MASONRY 
Standard type carbide tools are carried * GLASS 
in stock for immediate shipment. ¢ HARDENED STEEL 


© LATHE CENTERS 
© COUNTERSINKING 


Call your nearest distributor to-day fer 
prompt attention. 





CHICAGO-LATROBE 


TWIST DRILL WORKS 


411 WEST ONTARIO ST., CHICAGO 10, ILLINOIS 
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ALL THESE IN ONE 
COMPACT UNIT 
























Length Teeth per inch 
1810D 10” 18 


igi2D 12” 19 Dealer Cost $5.06 


2410D 10” 24 ‘ 
2412D 12” 24 Retail Value $7.59 


3210D 10” 32 Your Profit $2.53 


os )  e B le 32 











ORDER BOTH 





SALES-MAKERS 








DISSTON vvurAFLEX 
HACK SAW BLADE 
DISPLAY... 






















AN at-meTAL display-container 
that will doa good selling job all by 
itself. It’s colorful, attractive, wins 
quick attention. It is compact, 
holds one-half gross of blades in minimum space. It’s 
a handy dispenser, can be attached to wall or placed 


on counter. It’s strongly builc. 


e@ @ @ The Disston Duraflex Blade Display contains 
information of interest to every hack saw user... 
information that enables your customers to “Enjoy 
The Economy of Quality”... to choose the right blade 
for any need... thereby saving time, making sales 


easier and hence more profitable. 


FREE ... The ALL-METAL Display is supplied fre 
, with the 6-dozen popular priced hack saw blades 


SELL THESE LEADING FEATURES 


@ DISSTON DURAFLEX BLADES are made 
of a special Disston Alloy Steel, hardened 


on tooth edge only for greater flexibility. 


@ Teeth are milled and accurately set, for fast, 
clean cutting. 
@ Preferred for cutting in awkward positions 


and for the work of electricians and plumbers. 


@ Specially recommended for general cutting 
where popular priced blades are desired. 
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An arrractive 
counter display card 


containing a dozen 


popular lengths and tooth spacings. 


Aherere! to be Cut 


DOES THREE THINGS wr cat n 


TO HELP SPEED UP SALES ——— 


This colorful display attracts atten- 
tion and creates the impulse to buy. 





The Selector Chart aids your, cus- 

* comers to quickly select the right 
blade for the job. This saves 
your time. 





Tells your customers how to use a 
e 1 

hack saw blade to obtain best results 

and to get longer life from each blade. 


FEATURES TO BRING OUT 
WHEN MAKING SALES 


@ DISSTON DI-MOL BLADES are made of 
Molybdenum High Speed Steel, a development 
of careful research. 

@ Have extra strength and toughness to withstand 
extreme conditions in all types of cutting. 

@ Teeth are milled and accurately set, for fast, 
clean, easier cutting. 

® Recommended for cutting tool and machine 
steels, cast iron, tubing and general machine 


shop production. 


© Extra long life makes them very economical. 













Use 18 TEETH for general work ; J 
t 


‘ . to cut material 
blades in the most iS eieeter 


SELECTION CHART 


ALL SOLE ’ length of the blode— = “ 

n ond wmoties ’ CTR sect 
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one per second 
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HENRY DISSTON & SONS, INC., 354 Tacony, Philadelphia 35, Pa., U.S.A. 







MOLYBDENUM 
HIGH SPEED STEEL 


HACK SAW BLADES 











Use 24 TEETH to cut | Use 32 TEETH 
inch material ', to's inch | to cut material 
a in diameter or thickness | less than '. inch 


HOME e 


HANDYMEN 


" 





FREE DISPLAY CARD CONTAINS 
Doz. Length Teeth per inch 


6 DM-1018 10” 18 
3 DMizis 12” 19 Dealer Cost $3.52 


12 


1 
-> | 
1/12. DM-1024 10” 4 . 
i 1/4 DM-1224 12” , Retail Value $5.28 
1/12. DM-1032 
1 


ty DMise te Your Profit $1.76 
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REGUS PAT OFe 


ADVERTISED IN 
MARCH 20™ ISSUE 


THE SATURDAY EVENING 


OST 






.. reaching 12,000,000 readers, they can be easily seen. Adver- 
which include a large percent- tising of Disston products also 
age of the people in your appears in leading farm publi- 
selling area. Profit from this cations, craftsworkers’ maga- 
advertising. Place the NEW zines and many business 


DISSTON DISPLAYS where publications. 








Be Safe/ 


WHEN WORKING WITH ELECTRICITY 

_ Perree  /) 
NO.55 42" £- 
UTILITY. 4 j 3 

TESTLITVE hs : i. in a , 


her the circuit Fi ke 
















ta] 





ro 


line. For use by anyéi A 
has @¢casion to test cire “4 
; : @lights or appliances fal. 
4 /@me NEEDS A TESTER 46 THE 
HOME. The UTILITY.TESTLITE is 

safe to be used by éyeryone. 


A Write for illustrated’ Sylletin and 
é for information on SPECIAL 
UTILITY TESTLITE DEMONSTRA- 
TOR DISPLAY for increased volt- 
age tester sales, 


POWERS MANUFACTURING COMPANY 


1527 FOLSOM STREET - SAN FRANCISCO 3, CALIFORNIA 





THE 


PREMIER 
P-20 


ELECTRIC WATER 
HEATER 








SALES GUARANTEE 
Order a sample... 
if not sompuney 
satisfied with qual- 
ity and sales value, 


send it back! 


Money refunded. 
® High Profit 
@ Popular Selling Price 
@ Hot Water by the Pailful 
@ Underwriters’ Laboratories 
Approved 


A revolutionary, new immersion-type water 
heater! Not a gadget ... finest quality unit. 
Top housing cadmium plated and painted 
red. Heating unit solid copper with her- 
metically sealed brass tube. Automatic con- 
tact switch operates only when pail is hung 
on switch arm. Retails at $16.50. Full dealer 
* discount allowed. Order from your distri- 
Send for copy butor or direct from this ad. Dept. HA 21. 


“ctslogerd THE NATIONAL IDEAL COMPANY 


catalog and 
TOLEDO 4, OHIO 


price list. 
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UTILITY TONGS 


Ideal for handling ice cubes, 


























hot foods, sterilized bottles, 











etc. Positive grip on smallest 
All steel with heavy 











objects 
nickel plate. 


fr 
Ge x , No. 20 








“GAS-TITE” 
EXPANSION 
STOPPER 

Durable and posi- 
tive. Double 
shoulder seal pre- 
vents gas leakage. 
















No. 171-C 


baughan 










“GAS-TITE” DISPLAY CARD 


Fits over bottle neck, holds 12 stoppers. 





Free with box of two dozen stoppers. 





CARROLL AVENUE 
ILLINOTS 


3211 
CHICAGO 24, 
World's Largest Manufacturers of Bottle Openers and Can Openers 
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“FIRST AID for a 
Hundred Home Uses”’ 


A light colored thick, 
paste-like material that 
handles as easily as putty. 
When dry, it hardens into 
wood, with practically no 
shrinkage. A quick way to 
repair cracks, holes and 
chipped surfaces. Availa- 
ble in tubes as well as 
1/4 lb. and 1 Ib. cans. 
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PAINT CORPORATION 
CLEVELAND 6, OHIO 
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LAY CARD 


is 12 stoppers. 
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LLINOIS 


pners and Can Openers 
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Costs so little you 


can reach every prospect! 






2 
Packed full of 


hardware values! 


Sets you up against 


any competition! 





3 


Full newspaper size—brightly 


printed in two colors! << await Your name on front — 
<< _—“ big and strong! 
. s | ti ! 
TRU-TEST’S new spring “Thrift Time” gives hard- so little you can afford to blanket every home in 
ware dealers the most direct, economical and your community. Order “Thrift Time” from 
effective way to produce volume sales—fast! your nearest TRU-TEST distributor... in any 
For it’s a big, newspaper-size promotional piece, quantity ... with your name in big, bold type on 
featuring items you have for sale, and imprinted the cover. Do it today and get set to meet any 


with your selection of prices. “Thrift Time” costs competition! 


DIVISION OF OAKES & COMPANY 


The Most Complete 
650 S. Clark St., Chicago 5 . ‘ Modern Merchandising 


Method for Independent 
Hardware Retailers! 





CONTACT YOUR NEAREST TRU-TEST DISTRIBUTOR 


ARKANSAS, Little Rock: Fones Bros. Hdwe. Co. CALIFORNIA, El Centro: Imperial Hardware Co., Long Beach 1: American Wholesale Hdwe. Co., San 
Francisco 19: Dunham, Carrigan & Hayden Co. COLORADO, Pueblo: Holmes Hardware Co. D.C., Washington 7: May Hardware Co. FLORIDA, 
Gainesville: Baird Hardware Co., Miami: Railey-Milam, Inc. GEORGIA, Atlanta 3: King Hardware Co. ILLINOIS, Chicago 8: Rehm Hardwore Co., 
Decatur 60: Morehouse & Wells Co. INDIANA, Decatur: The Schafer Company, Inc. IOWA, Des Moines 6: Brown-Camp Hardware Co. KANSAS, 
Salina: Lee Hardware Co. MASSACHUSETTS, Holyoke: J. Russell & Co., Inc. MICHIGAN, Battle Creek: B.C. Supply Co. MISSISSIPPI, Greenville: 
Baird & Company, Grenada: J.H. Oliver & Co. MISSOURI, St. Louis: Walter H. Allen Co., Inc. NEBRASKA, Hastings: Dutton-Lainson Co., Omaha 2: 
Jelco Omaha Co. NEW JERSEY, Red Bank: Union Distributors, Inc. NEW MEXICO, Albuquerque: Zork Hdwe. Co. of New Mexico NEW YORK, 
Brooklyn 6: The Seedman Company, Inc., Elmira: Barker, Rose & Kimball, Inc., Watertown: W.W Conde Hardware Company NORTH CAROLINA, 
Winston-Salem: Brown-Rogers-Dixson Co. OHIO, Dayton: Universal Supply Co. OKLAHOMA, Oklahoma City 1: Southwestern Hardware Co. 
PENNSYLVANIA, Allentown: C. Y. Schelly & Bro., Inc., Huntingdon 19: C. H. Miller Hardware Co., Lancaster: Herr & Co., Inc. SOUTH CAROLINA, 
Charleston: C.D. Franke & Co., Inc. TENNESSEE, Nashville 1: Keith-Simmons Co., Inc. TEXAS, Amarillo: Morrow-Thomas Hardware Co., Dallas 2: 
Walter H. Allen Co., Inc., El Paso: Zork Hardware Co., Houston 2: Reader’s Wholesale Dist. | WEST VIRGINIA, Wheeling: Greer & Laing WISCONSIN, 
Milwaukee 3: Jelco Milwaukee Co. Canada, MANITOBA, Winnipeg: Falcon Hardware, Ltd. ONTARIO, Hamilton: Wood, Alexander & James, Ltd. 


(Distributors are listed alphabetically by states and towns) 
tu 
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Body Reenforced 
Internally by Heavy 
Transverse Ribs 


and Base 
a 7} integra! 









Color Combina- 
tien enhanced by 


Packed 
individually, 
12 In Shipping 

Container 








Plows, discs, harrows and pulverizes in one 
operation . . . tills hills or level ground. . . 
cultivates right up to fence, tree or building 
.-. perforates lawns... and can do anything 
else done by a tractor-type cultivator cost- 
ing $100 more! 


It’s new! It’s a proven power tiller that uses new 
principles to save time, save money, for all small 
farmers and home gardeners. It’s the most revolu- 
tionary garden tool since the invention of the plow! 
It's light, any youngster can handle it, has few mov- 
ing parts. Costs little to operate. Send for demon- 
strator and franchise details NOW! 
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les. 
Menders, Brass Hose Clamps. 


Es and Yew 4-in-] 


THE SHERMAN 


5) TULIP’ sprinkler 


Colorful...Durable...Low Priced 


No. 156 Most tmproved Sprinkler 
On The Market 


The “Tulip” is one of today's most dur- 
able sprinklers. Handsome, new, all- 
metal base has strong reenforcing ribs 
with leaves an integral part. Perforated 
brass spray cap can be removed for 
cleaning if necessary. Nothing to rust 
— no moving parts to wear. Equally ef- 


ficient in watering either large areas or 


attractive green “Gold-Label”, ‘Dart’ ll patches. Hundreds of thousand 
enameled base ALSO: ’ 4 ae r ' ‘ . 


and “Brass King" Noz- 


“‘Long-Grip" Couplings and now in use. Write for latest bulletin. 


H. B. SHERMAN MFG. CO. 
Battle Creek, Michigan 


LAWN HOSE GOODS 















POWER 
TILLER 











aa... —— + / 
wl a Y) 


SEIDELHUBER IRON AND BRONZE WORKS INC. 
1421 DEARBORN STREET SEAJTLE 44, WASHINGTON 


HARDWARE AGE 
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ORDER AT ONCE FOR SPRING CLEAN-UP! 
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LAWN FENCE 


HARDWARE CLOTH AND 
WIRE SCREEN CLOTH 
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US'S CYCLONE 


Catch-All Basket 


* BIGGEST 
OF BASKET VALUES 


« STURDY 
RUBBISH RECEPTACLE 


SAFE 
TRASH BURNER 


@ For quick profits during the Spring Clean-Up and steady sales 
the year ‘round, keep plenty of Cyclone “Catch-All” Baskets on 
hand and display them prominently. 


This attractive basket is the popular favorite because: 


1. 


N 


Order now from your Jobber. If he cannot supply, advise us and 
we will give promptly the name and address of our nearest dis- 


its crimped, woven and 
welded construction makes it 
extra-strong and rigid. 


. its small, close mesh (1'4” 


square) confines burning 
fragments closely. 


- its raised bottom induces draft 


that causes contents to burn 


briskly. 


. its attached cover is easily and 


quickly opened or closed. 


tributor. 


). it does double duty as a large- 


capacity trash basket and safe 
rubbish burner. 


it gives extra-long, efficient 
service. 


it is priced right to sell fast. 


the well-known U-S-S 
Cyclone “Red Tag” is recog- 
nized as a reliable guide to 
high quality and full v alue. 


CYCLONE FENCE DIVISION 


AMERICAN STEEL & WIRE COMPANY 
Waukegan, Illinois - Branches in Principal Cities 


United States Steel Export Company, New York 


UNITED 


STATES 


STEEL 





US:§ CYCLONE “Re¢7¢9” HARDWARE PRODUCTS 
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ow. F. 
KENTUCKY Cooke Wholes« 
Feed Co Louisville, Ky. 
OHIO-——Burton Supply Co., 
Youngstown, Ohio 


NEW ENGLAND STATES 
Mikelk Nork 


Wore, Mass Roanoke, Vo. 
MISSOURI-SOUTH ILLINOIS PENNSYLVANIA, NEW JERSEY 

Berry Tractor & Equipment Co., Cc. J Stern Co., 

as: tie ai Philadelphia, Pa. 

INDIANA—Tractor Specialties 

1IOWA—Berry Bros., Inc., Corp., Greencastle, Ind. 

Des Moines, lowa FAR WEST STATES 
KANSAS—Knoll Lawn Equipment Farm Equip. Div., Marine tron 

Co., Topeka, Kansas Works, Tacoma, Wash. 





model with 8Y. in. 


Equipment Co., 











iBUTORS 
ale OKLAHOMA, COLORADO 
NEBRASKA, TEXAS PANHANDLE 
on Whitworth Supply Co., 
4 Scott City, Kan 
MICHIGAN — Central Distribu- 
tors, Inc., Lansing, Mich. 


Plow 


Sells. (n 


Because Quality and Value are 
Instantly Recognized 


VIRGINIA—Big Lick Motor Co., 





All-purpose Tractors 






Wherever the Mighty Man is shown, its built-in power, rugsed- 
ness and durability are instantly recognized, and when tricd out 
in the field, its performance amazes the most skeptical. 
Because of the exclusive Mighty Man ‘“gear-train’’ trans- 
mission and other advanced features, this tractor out-works 
many tractors of greater horse power and higher cost. Fourteen 
factory-built attachments and implements make the Mighty 
Man a year-round profit-maker. Write or wire now for 
complete information regarding available sales areas. 

MIGHTY MAN TRACTORS ARE NATIONALLY ADVERTISED 


Farm Equipment Division, Marine Iron Works, Inc., 
1120 East ‘“‘D’’ St., Tacoma, Wash. 














5 manutacturl ING CO. sr we aweniov 


HARDWARE AGE 


foster 


IMMEDIATE DELIVERY! 


ofost® SAW BLADES 


Foster Saw Blades are built for maximum cutting efficiency. Made 
from chrome nickel molybdenum steel, correctly tempered and ham- 
mer tensioned. Sharp cutting edges are hand filed. Blades are set for 
proper balance and true cutting. They will not bind or buckle. 


ORDER NOW 


9 Diameters 6 to 12 Inches 


Ccrosscur @ 


REGULAR COMBINATION @ 





5 Popular Styles 


HOLLOW GROUND MITRE @ RIP 
NOVELTY COMBINATION 





shost® DADO HEADS 


Made of the same fine quality steel used in all Foster Saw Blades 


—- Sits 


3 or 6 Cutting Sections 
In Outside Blades 


9/16” CAPACITY 
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BUILDERS 
CARPENTERS 
HOME OWNERS 
HOBBYISTS 
FACTORIES 
INSTITUTIONS 


REG. U.S. PAT. OFF. 








A complete line of competitively priced, light-weight Quality Elee- 
tric Drills, Circular Saws, Polishers, Grinders, Door and Surface 
Planes and other tools to fill every need. 


Our program of continuous trade paper and farm paper advertis- 
ing that produces a steady stream of live leads for Mall Dealers 

. effective catalog material, mailing pieces, circulars, window 
and counter displays, signs, newspaper mats, electrotypes ... and 
missionary work with your salesmen make Mall Tools a highly 
profitable line in any location. 


Mail Coupon at once for FREE Booklet ‘*Mall Portable 


Power Tools”? and full details of our dealer set-up. 


MODEL 60 NS S 
MALLSAW <— . 


This handy all-purpose Model 60 
MallSaw cuts everything from 
wood to hardened steel. When 
set in its special cast iron floor 
stand, it becomes a table saw 
complete with rip fence and 
mitre guide assembly. Other ac- 
cessories equip it as a shaper or 
bench grinder. It has a 2" ca- 
pacity . . . operates from any 
regular electrical outlet. Other 


MALL TOOL COMPANY 
7702 South Chicago Avenue @ Chicago 19, Illinois 







MODEL 381 
MALLDRILL 










NN 


al eo 
< 





oe 
models available with 214", 27" F\ <a 
and 414" capacities. ya a I, 
— A Vr 
. nig 


Nationally Advertised .< 


to Millions of Users MALL DRILL PRESS 














—, Sat 

iy ~ " = 

No tool is more useful than the en . 

Model 38L MaliDrill. A basic tool ¢ v { MALI TOOL COMPANY M48 ] 

for the factory, home, farm, insti- | e~ if 7702 South Chicago Avenue, Chicago 19. Tl. rT 

tution or shop it can be equipped { Please send me Catalog giving full information ; 

to drill wood, metal or plastics, : about Mall Portable Power Tools, , 

sand wood or metal surfaces, polish, {| Name I 

buff, shear metal, drive screws and ‘ { 

7 > ba , 

sharpen tools and knives. When set i ENS OE TORRES 6 «0 06:00 65:05 5044 990080509,00% ry 

in a special stand, it serves as a 4 NS 69a 1b 6 54s $000 As ee ris CeO RED eeS CHS ; 
drill press. Plugs into any regular ’ 7 7 ’ 

: ‘ i ercinetsberws’ County....... eee i 
outlet. Other models available with 1 . } 
«apacities ranging from 14" to 14" a a 

ew Ear Eee wee eer es wwe eee 
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@ DESIGNED 
FOR 
HARD, 
EVERY- 
DAY 
USE. 


@ STURDY, 
@ SMOOTH 
OPERATION 





@ A complete de- 
pendable line of 
builder's hardware 
backed by 70 years 
of manufacturing 


experience. 





Send for 


illustrated catalog. 








HARDWARE 
MFG. COMPANY 
TRENTON .N.J. 




















SPRING WASHERS 


Keep bolted assemblies 
permanently TIGHT 


BEALL helical SPRING WASHERS have “live action” and exert 
tightening pressure over a long range. 
They compensate for ALL causes of looseness 
including vibration, bolt stretch, rust and break- 
down of finish under the nut and bolt head. 
IN STOCK in all Standard Sizes; made 
of Carbon Steel, Stainless Steel, Everdur 
and Duronze. 


Available in Bulk and Packages thru 
Hardware Jobbers 


BEALL TOOL DIV. (Hubbard & Co.) 


150 Shamrock St. EAST ALTON, ILL. 


ASK YOUR JOBBER 
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ATTACHMENT PLUG CAPS 


== 
















One-piece patented 
brass blade to conform 
with construction of 
standard receptacles. 











Spring formed in cen. 
ter of solid spring brass 
to provide tong life and 
dependability. 









Rubber and plastic housings 
are of highest quality which 
assures proper insulation and 
safety. 


Give the plug on your electrical appliance close inspection. Do noe 
endanger your family, friends or customers with a faulty, cheap or 
poorly-constructed plug cap. The blades may pull out and remain in 
the receptacle exposing them to a live electrical contact, or a shock 
may be received by poor insulation. 


STA-TITE Plug Caps Assure You the Best 
of Quality and Protection 
“Remember your appliance is 

NO better than the PLUG” 


STA-TITE Plug Caps Are Available Through Your Favorite Jobber 


@ if 
iW 
R311 Patt W R511 


Rubber. All purpose. Plastic. In colors. Rubber. Industrial 
Cord hole .375 Cord hole .3125. Cord hole .540 


STA-TITE MFG. COMPANY 


1016 Central Kansas City 6, Mo. 














PACKED FOR THE JOBBING TRADE 
WOODRUFF KEYS 





MACHINE KEYS 
Aes ~: 


COTTER PINS 


= 
TAPER PINS * STRAIGHT PINS 
COMPLETE LINE "STANHO" ASSORTMENTS 


NEW STANDARD BRAND 
HORSE SHOE NAILS 































STANDARD HORSE NAIL CORP. 


SINCE 1872 
NEW BRIGHTON . PENNSYLVANIA 





HARDWARE AGE 
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These Nuts are oversize 


TC Se ee ON ae Tre ac MTR 








These Nuts are the right size 













Circle Bolts and Nuts are under constant 
development by a fully-equipped research staff. 
Dealers handling the Circle line are able 
to offer their customers bolts that incorporate 
the latest and best developments in metallurgy 
and manufacture. 


BUFFALO BOLT COMPANY 


North Tonawanda, N. Y. 
SALES OFFICES IN PRINCIPAL CITIES 





Export Sales Office: Buffalo International Corp. 
50 Church Street, New York City 


v 





... they are CIRCLE N U T 3 
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Chicago DIE CASTING 


Displays will SM Lor You 


Your counter becomes your stockroom when 
you use Chicago "on the counter" Displays 


* SAVES SPACE - 
¢ CREATES SALES - 


Ask your Jobber about 
No. 50 Pulley Display 


Twenty-four V-groove pulleys, in 
twelve popular sizes, from |'/" 
to 5" make up this display. 
All pulleys aro for "A" section 
belts, and are furnished in 1/2" 





and %" bores. 
attractively colored in 
White and Blue. 


The display Is 
Red, 


Chicago Packaged Pulleys 


These colorful Red, White and Biue pulley 
display cans add to your profits 3 ways: 

1. Displayed on your cour‘er they attract 
customers to your home workshop Iine. 

2. Your salesclerks save time, as each can 
contains 6 of one size pulley with diameter, 
bore, and belt size clearly marked. 

3. Merchandise is always clean, and checking 
stock is a matter of minutes. 


ton 


a 
a 





No. 70 Mandre! 
Display 


This display fectures 6 of the 
fastest selling saw, grinding, 
end buffing mandrels. Four of 
the mandrels are used for grind- 
ing and buffing. The other two 
ere fo be used with circular 


saws. The display is colored in 
Red, White and Blue, cnd has 
spoce In the rear for other sizes. 





For Full Information Ask 
Your Jobber or Write 
for 











Chicago 


Packaged Mandrels 
Your Chicago Mandrels now 
come to you In this smart, new, 
Red, White and Blue display carton. 
Feature this carton with your No. 70 
display and add to your sales. 


DIE CASTING MFG. COMPANY 


2510 West Monroe Street, Chicago 12, Illinois 























NOW You can stock 
a Complete Plier Line! 




















Display Board 24-K for Pliers and Full-Finish Adjustable Wrenches 


Plier Line is Top 


Quality and Complete 





Note the popular styles and sizes of pliers on 
the new P&C 24-K Display Board—a tool 
for every job. And note the gun metal 
handles... found only on professional-type 
pliers of the highest quality. These pliers are 
designed properly, made of selected high- 
grade steels and manufactured to the same 
high-quality standards found in all P & C 
tools. You will gain many new customers 
when you sell this complete plier line. Ask 
P&C for the 24-K Display Board... today! 


Other P & C Tools Include: 


Wrenches, sockets and attachments, pipe 
wrenches, hammers, screwdrivers, punches, 
chisels, heavy industrial tools, many sets, 
tool boxes and chests. Investigate the 
complete P & C quality line today. 


“The Rest Tools Money Can Bus" 





HAND FORGED TOOL COMPANY 


BOX G5 MILWAUKIE P O PORTLAND 2, OREGON 


HARDWARE AGE 
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Unbreakable Amber Handle | | OQ 
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Assortment 


Wrenches 


TOUGHEST 
DRIVER 
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p 


Your jobber’s salesman has actual samples of this 
eye-catching display, complete with drivers. 

Look for him, and place your order! Put this 

“Cash Register Companion” on an 8-hour daily shift 
promoting the quality and low prices on these 
brand new Fuller screw drivers. Start collecting 


those extra sales at your cash register—today! 


Write for complete catalog and name of nearest jobber 


TH FULLER TOOL COMPANY, INC. 
\ —_ 


a | \ 
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REPRINTS OF THIS PAGE gladly sent 
on request. How many do you want ? 

































































































APPROXIMATE SIZES OF HANDSAW FILES or gle a use 
5 a 
7” Regular Taper 
6 
7” of 8” Slim Taper 
Slim Y," \,” She” 
Taper 7 
A A\ A 6” or 7” Slim Taper 
8 6” Slim Taper, or 7” 
A Extra Slim Taper, 
VW or 8” ethyl 
Slim Taper 
sli 9 6” Extra Slim Toper; 
~ 7” Double 
oe | A | M& | & tab 
Double %e" %2" lo 5” or 6” Extra 
Sader A A Slim Taper 



































*These sizes also made in BLUNT shape (parallel in width instead of tapered). Frequently preferred by carpenters ond others expert on handsow filing. 
Having this Chart and a stock that assures The right other saws having 60-degree or wider tooth angle. 
file for the job enables any energetic hardware dealer 
to increase his sales of saw files. With Nicholson or 
Black Diamond the brand, the effort is doubly easy. 
Wide reputation for quality and value and persistent 


They are usually single cut, with edges or corners, as 


“ut 


well as sides, “set’’ and cut to deepen the gullets. 


More than 6,500,000 readers of farm, mechanics and 
ff : home-craftsmen magazines will be able to see adapta- 
national advertising make public acceptance instant. tions of this Chart in current Nicholson advertisements. 
The sizes and shapes charted are made for both Prepare to cash in on this advertising — consult your 


sharpening and reshaping worn teeth of handsaws and wholesaler immediately. 


Sto, NICHOLSON FILE CO. + 25 ACORN STREET * PROVIDENCE 1, RHODE ISLAND —_> 


= U.S.A. (In Canada, Port Hope, Ont.) 
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NICHOLSON FILES cor every runrose 
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MEANS NEW CHAINS TO 
MANY OF YOUR CUSTOMERS 


Place some of the more popular American Chains 
out where your good customers can see and handle 
them. There’s something about a piece of good 
chain that appeals to a man. And very often he 
will be reminded of a need for one or more of the 
chains you have in stock. 


Selling chain and chain assemblies is good, sound, 
profitable business —- especially if you... 


PUMP 
CHAIN 


ORDER FROM YOUR HARDWARE WHOLESALER 
York, Po., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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Informal Editorial Commen ts 


ST J. Heale 





A True Story—Told 15 Years Ago 
And Repeated By Urgent Request 


NOTE — A few weeks ago at the close of an 
important eastern banquet of hardware manu- 
facturers and wholesalers, a well-known wholesale 
hardware sales executive took from his pocket a 
Cellophane-protected clipping of an editorial com- 
ment which originally had appeared in HARD- 
WARE AGE on May 25, 1933. He passed it 
around to several friends and later told me how he 
had used this little story in an effort to persuade 
retail hardware customers to concentrate more on 


time only, their extra-curricular efforts to build up 
admittedly worthwhile community projects, etc.— 
none of which contributed very directly to the 
success or profits of their own stores, from which 
source they must depend for livelihood for them- 
selves and families. He said that each person to 
whom he showed this story, now about 15 years 
old, applied the basic principles to specific dealers 
with whom they were well acquainted. He sold 
me on the idea of republishing this story as origi- 


their own businesses and to temper, with spare 


AST Sunday night a banker 

provided a detailed report 

on the business rise and fall 
of a late mutual friend whose 
hardware store is well known in 
the east. Twenty years ago the 
merchant gave up carpentry and 
fishing for the more permanent 
job of running a retail hardware 
store. His original capital was 
$1500, half his and half his 
partner’s. In five years the 
partner was bought out at a 
fancy figure. The business grew 
and the merchant prospered. 
He bought his building at $15,000 
with only a $5,000 mortgage 
ahead of him. Then a home at 
$30,000 and a $7,500 summer 
place on the shore. Both homes 
were about 40 per cent mort- 
gaged but the business continued 
good. The merchant had money 
in the bankand a few good blocks 
of safe investment bonds. His 
three mortgages were reduced 50 
per cent and he continued to dis- 
count his bills. He turned down 
a cash offer of $38,000 for the 
building and could have sold 


either home for more than his 
cost. 

But he could not stand pros- 
peritv nor could he say ‘‘no”’ 
when a new bank was formed and 
a place on the board was ten- 
dered. To be a bank director 
meant he had arrived. So he 
took the job. Successively, he 
twice served as president of the 
following worthwhile local orga- 
nizations — civic association, 
board of trade, political club, 
church men’s club, Sunday School 
Union, Boy Scout council, golf 
club and was generally available 
for impromptu golf games, or 
hunting and fishing parties. He 
was the man about town, gener- 
ally respected and appreciated. 
He spent days in bank work at 
no fee and gave up many after- 
noons tending to other people’s 
business. Outside interests, re- 
motely related to running a retail 
hardware business, took up 75 
per cent of his time and the other 
25 per cent was given to earning 
his bread and butter, when he 
was not too weary to give it 


nally told. Here it is: 


C. J. H. 


attention. This went on for five 
vears. The credit he built up 
with sources of supply began to 
slip. He stopped discounting 
and soon became slow pay. His 
store sales dwindled. He took 
on additional mortgage burdens 
on store building and homes. 
He borrowed on his investments 
and insurance. But meanwhile 
he had built up the largest 
luncheon club in the county, the 
most active civic group in that 
part of the state. His various 
other outside interests had easily 
become leaders in their respec- 
tive fields —- all except the bank. 
That is still closed. 

The man died early this spring 
from heart trouble induced by 
worry, the doctors say. The 
widow loses both homes. Insur- 
ance and investments salvaged 
paid funeral expenses and some 
miscellaneous bills. The busi- 
ness is in the hands of creditors 
and can be purchased outright 
for $4,000, which will give the 
creditors 66 cents on the dollar. 
The stock inventories about 


GE 
WARE A MARCH 25, 1948 113 











$7,500 but much of it is not 
salable at any price. It is un- 
balanced. There are few new 
items and too many lines parti- 
ally obsolete in today’s picture. 
A good, live young fellow can re- 
build this business and get an 
option on the building in his 
lease. Hecan really make a good 
living and, perhaps, a substan- 
tial competence for old age. It 
was done before. 

This is a true story, if a sad one. 
I went to the funeral where seven 
or eight organizations vied with 
each other to do their late leader 
properhonors. Itwasanimpres- 
sive, though solemn, occasion. 
Those who spoke for the differ- 
ent bodies told of the permanent 
monuments the late merchant 
had builded for the good of all 


and that posterity will reap great 
benefits from the untiring public- 
spirited work that had been done 
so well. A week later the credi- 
tors met. They too were in com- 
petition, each trying to get the 
largest share of the spoils, if any. 
They, too, spoke kindly of their 
late customer and became remi- 
niscent. All knew of his one 
time success, built up by hard 
work from a modest start. They 
knew too how outside matters 
consumed his time and energy so 
many years and ruined his splen- 
did business. And each knew of 
many similar cases where good 
business men became so ab- 
sorbed in minding other people’s 
business that their own jobs 
suftered. There were examples 
no end. 


Banking is a business. Politics, 
civic work, lunch club organiz- 
ing and board of trade work are 
special careers in themselves. 
All serve some need and someone 
must do the work. Also, a busi- 
ness man should be interested in 
the general welfare of his com- 
munity and should to some de- 
gree be public-spirited. But all 
such outside activities should be 
taken in small, infrequent doses 
if a man expects to make a retail 
hardware business successful. 
Ours is a business requiring 
steady work, attention to details, 
and unusua!ly long hours. All the 
permanently successful stores | 
have ever seen are operated by 
men who take their business 
seriously and give it first con- 
sideration. 


Advertising Service Contracts 


NE of the smartest retail 

h ard ware operators I have 
met in the past 53 years is in- 
volved in difficulties with an 
organization which sells adver- 
tising services. These services 
include prepared selling letters, 
illustrations for newspaper ad ver- 
tising and other merchandising 
aids. The service offered by the 
vendor is apparently well pre- 
pared, thoroughly worthy of 
consideration and worth the 
cost. The difficulty this particu- 


lar dealer has is the result of two 
clauses in the contract which he 
has signed. These are printed in 
small type. One feature is an 
automatic renewal clause and 
another feature requires that at 
the termination of the contract, 
if not renewed, all previously 
prepared and furnished adver- 
itsing material must be returned 
to the service organization or 
destroyed. This may, or may 
not, be a sharp practice clause in 
the contract. Nevertheless, it is 


* * + 


in the contract which the dealer 
signed. As in cashing checks for 
strangers, it is difficult to under- 
stand why each year so many 
retail hardware men, otherwise 
careful, will sign contracts 
which they either do not read or 
do not understand. If you are 
not sure don’t sign the contract. 
This is always safe advice. If 
you sign a contract with someone 
you do not know, be sure you 
know all the details and all the 
particulars. 


Don’t Cash Checks For Strangers 


N recent months more than six 

wholesale hardware firms, to 
our knowledge, have been fleeced 
by swindlers who posed as mem- 
bers or representatives of well 
known hardware manufacturers 
or hardware wholesaling firms. 

It is difficult to understand 
why any business man, other- 
wise careful in his operations, 
will cash a check, for any amount, 
for a complete stranger. Obvi- 
ously, a swindler has rigged up a 
good story. Don't cash checks 
for strangers. Let that be a rule 
to be followed constantly. If a 
man claims connection with a 
firm that is known to you and 
wishes to cash a check, be sure to 
wire or telephone, at his ex- 
pense, the firm with which he 
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says he is connected. No honest 
man resents or objects to this 
precaution on your part. Sel- 
dom does any man, absent on 
business for a hardware manu- 
facturer or wholesaler, leave his 
home office without either suffi- 
cient funds or evidences of credit 
that would enable him to pro- 
ceed. Yet every year there are 
many swindles perpetrated upon 
otherwise intelligent business 
men. It is surprising that firms 
that are very rigid in their credit 
arrangements are peculiarly lax 
when it comes to cashing a check 
for strangers who put up ‘‘a good 
front.”’ 

Let me repeat that no honest 
man representing any legitimate 
manufacturer or hardware whole- 


saler would object to your check- 
ing up on him. In fact, if he is 
pressed for funds and wishes to 
cash a check he will, if an honest 
man, welcome your scrutiny. 

At the present time there are 
reports that check swindlers are 
operating rather freely and fre- 
quently. Asa business man you 
would not let one of your repre- 
sentatives go on a business trip, 
to vour knowledge, without 
either sufficient funds to carry 
him on through and back or at 
least some definite means of es- 
tablishing credit. So you should 
believe and consider that your 
fellow-hardware man executives 
are equally as particular. Don’t 
cash checks for strangers no matter 
what they tell you! 
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So easy-it’s boring 


It’s as easy to sell Lockwood Bor-Loc® sets as it is 
to install them. And no other lock goes into a door 
easier. Two bored holes and a shallow recess do the 
trick. Contractors save on installation time. Home- 
owners get Finishing Hardware they’re proud to own. 

Bor-Loc comes in smart, matching designs for 
every door in the house. Bevery is simple — 
entirely suited for Colonial or Cape Cod homes. 
BERMAC is more modern, with clean flowing lines 
that style it for tomorrow. 

The details of design and finish worked into this 
hardware proves Lockwood knows how to add 
charm and grace to every door — knows what builds 


sales for you. Prices are right — delivery quick. 


*T. M. Reg. U.S. Patent Office L-84 





There’s a noticeable difference in the 
construction of Lockwood’s Tubular 
Latch that puts it ahead of the field. 
Faceplate (1), bolt (2), hub (3), and 
yoke (4) are all made from solid brass. 
Operating lever swings on a hardened 
steel pin. An ingenious coupling retracts 
the bolt at only an eighth-turn of the 
knob. Bath and Bedroom Bor-Loc sets 
have a locking lever under*+the inside 
knob. Wearability and security are 
built-in to last a lifetime. 





Bor-Loc exterior and interior seis ore fully 
catalogued in Sweet's 1948 File for Builders. 


HARDWARE MANUFACTURING CO. 


Lock Company © FITCHBURG, MASSACHUSETTS 
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This view of the toy department from the mezzanine shows how wide aisles, 
ample stocks and neat arrangement provide attraction for young and old. 





al 


Year ‘Round Toy Department 


When the Mohr-Jones 


Hardware Co. moved 


section from second floor to larger space on the 
first floor it paved the way for much larger sales 


y JUNGSTERS need 


and want tovs throughout the 
year and so Mohr-Jones Hard- 
ware Co., in Racine, Wis., caters 
to that need with a full year 
‘round toy department that 
advertises that it receives ““New 
Toys Daily”. 

Last year the move was made 
from second floor quarters to a 
modernized room of its own on 
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the main floor. On Oct. 30, 1947, 
the store broke out with a five- 
column wide newspaper adver- 
tisement, featuring toys for 
youngsters of various ages and 
ranging in price from 98 cents to 
$12.89. That ad, which offered 
5000 free balloons to the first 
5000 visiting youngsters, said in 
part, ‘‘Mohr-Jones announces 
the Grand Opening of their New, 
Modern Year-Round Toyland. 
Here it is!... the event you've 


been waiting for... the Grand 
Opening of Racine’s finest, larg 
est, most modern Year-Round 
Toy Department. Scores of 
favorite toys that haven't been 
available in years are back... 
tovs that haven't been produced 
for so long that many toy-age 
children have never seen them. 
Come in and browse around 
Clean, well-lighted, open dis 
plays make shopping for toys a 
pleasure.” 


No Idle Boast 


That advertisement was no 
idle boast as the illustrations on 
these pages prove. As W. P. 
La Tour puts it, “For bette 


HARDWARE AGE 











Here 
of to) 


Fe 


traffic 
from ; 
by 60 
about 
all th 
custor 
tovVs % 
2500 i 
betwe 
We bi 
the bz 
below 
partm 
with | 
operat 
depart 
and \ 
ness e1 

Mu 


ness i 


MARC 











le aisles, 
and old. 


nt 


» Grand 
st, larg 
-Round 
ores ol 
it been 
ack eee 
roduced 
toy-age 
n them. 
around 
en dis 
r toys a 


was ho 
tions on 
>» ee 


r better 


RE AGE 








eeaewre 
tetg jp Bick 


Here is a section of the sidewall in the toy department. Note groupings 
of toys in different classifications such as housekeeping, farming, etc. 


Features “New Toys Daily’ 


traffic we moved this department 
from an upstairs space about 25 
by 60 ft. to first floor quarters 
about 30 by 75 ft. and it is worth 
all the space we give it. Our 
customers want better grade 
toys and we now carry about 
2500 items, about evenly divided 
between boys’ and girls’ lines. 
We buy toys for children trom 
the baby up and have nothing 
below 25 cents. Our toy de- 
partment doesn’t try to compete 
with the chain stores and we 
operate one of the largest toy 
departments between Chicago 
and Milwaukee and pull busi- 
ness even from Milwaukee.” 
Much of the store’s toy busi- 
ness is in the form of impulse 
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Electric trains and dolls are in a special room. Trains are displayed 
in caged areas on two levels to protect them from juvenile handling. 
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out the year the number being 
MOHR- JONES ANNOUNCES THE increased to as many as 12 in the 
pre-Christmas rush. Trips to 
the toy fairs and to a number of 
toy sources throughout the year 














of their help the firm in its policy of 
NEW, MODERN YEAR-ROUND TOYLAND offering ‘‘new toys daily.”’ Mohr- 
Sioe un troes ams eaee Teas-Gntee Sor. aaae 1 Jones does not put new lines in 

MENT Seve lable wn years are back 7 


bry teed Leryn ‘ reserve for Christmas promotion 
but shows all the toys it can at 
all times. 





Oo O ‘ ' se 
A special room opening off the 
This five-column = ain toy department is given 
ad, featured last over chiefly to dolls and electric 
fall, told Racine = trains. Trains are displayed 
and the vicinity : ; 

that the new and two enclosed, circular areas 
modernized Toy- = around a column, the enclosures 
land was in full being high enough to protect the 





operation. : 
Doll Bath EXTRA! merchandise from meddlers but 
ee FREE Grond og low enough for good vision. AI- 
ee Pi . 
: ii BALLOONS 98 though some lower priced dolls 





are offered, many of them are 
sold at as high prices as $12 to 
$15 each. 


for all the Kiddies 


$.000 Balloons — one for every 
child os long os they last! 





Use Our 


Convenent 






Ley Away Plan 


The year ‘round toy depart- 
ment was first instituted about 
10 years ago. The recent ex- 
pansion of its operations tell 
to a certainty just how profitable 


i | eikabidia a = a certainty i - profitable 
le ie Ce | - an operation it is as a_ traffic 





Moore Thing te © Reel Live Saby! 


pi afer Se touring Each the NEW YORK TOY FAIR = 
és aa our toy ayer makes 4 trip te ‘ i ‘ . 
Co te te tec tty SSG mM IONES any cee eae cour yen sewers. EPROP Sets puller and a volume builder. 
- . at end very best (oy values om the market. All the things that chil 2.98 - . “ 
fe eget mcm amen we tw eres SEY Te Although Christmas and Easter 
on hn 





Visit Our New MAIN FLOOR Toyland Tomorrow are the peaks in these lines, it is 


a steadilv increasing vear ’round 

mmm C obr-Jonts 22> “enacnnt inp og oe Mears 
Seas Canons oe STON department for the store. mpha- 

sis in the warmer months is, olf 


course, on juvenile playground 











sales. Parents see things they paper departments of the store. equipment, wading pools, ete. 
will buy on such a basis for their As many as four salespeople and there is the birthday busi- 
youngsters. The toy department wait on toy customers through- ness in all seasons of the year. 


is on the corner and full vision 
windows on two streets give 
passers-by a sweeping view of a 
wide variety of toys, games, 
wheel goods, books and other 
playthings. Pink and grey candy 





stripe wall covering and pastel store 
shades elsewhere give a real toy- says 
land appearance to this well Coas 
lighted showroom with its wide N. J 
aisles and complete stocks. Arth 
There’s no embarrassment for “Sev 
those with limited funds for peop 
everything in the department is and 
price marked and available for abou 
easy and complete inspection. In child 
addition to the wide range of ers fi 
velocipedes, bicycles, doll carri- will | 
ages and other items shown on fitted 
the ledge above the showroom, Th 
there are numerous models on off w 
display in front of the window with 
and in the wide aisles. A wide abou 
doorway leads from the toy de- Games, books and craft sets receive major attention in these wall eight 
partment into the paint and wall units, each in five levels. Price tags may be noted on wheel goods. the fi 
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Eight Turnovers in Dog Goods 
Within Four Months 


The Coast Hardware hung up this record when 
the department was first opened with a $250 


stock that ts ‘‘tops’ 


This section is neat, compact and 
complete. Two display dogs — the 
well-known brand of a phonograph 
firm— give it added atmosphere. 


edad IDY in the 


store is becoming a dog handler”’, 
says one of the sales staff of the 
Coast Hardware, Long Branch, 
N. J. And it pays, too, for as 
Arthur Harmon, owner, says, 
“Seventy-five per cent of the 
people trading here have dogs 
and some of them are fussier 
about them than about their 
children.’’ Most of the custom- 
ers for dog goods are adults who 
will bring their canines in to be 
fitted for collars or harness. 

The dog goods section started 
off with a bang early last fall 
with an initial stock costing 
about $250. Approximately 
eight turnovers were made in 
the first four months of its oper- 
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ation. Showmanship was used 


to tell the dog owners of Long 
Branch all about the new de- 
partment. In part of a show 
window a figure of a dog long 
famed as a phonograph compa- 
ny’s trade mark — was ‘“‘dolled 
up” with complete equipment. 
A display “prop” in the form of a 
dog house on artificial grass was 
featured there and an assortment 
of other dog goods was also 
shown. 


Answered a Call 


“Previously,” says Mr. Har- 
mon, ‘“‘we just had a few collars 
and leashes, mostly at 10 and 
25 cents. Our new department 
was in answer to a ‘crying call’ 


with the local dog owners 


Just before 
Christmas the store was awaiting 


for dog gdods.”’ 


arrival of a complete stock of dog 
remedies and dog medicines, to 
further round out the department 

Merchandise in the dog goods 
section ranges in price from 
5 cents to $5 and all of it is 
price marked and so displayed 
as to encourage self-service, 
emphasis being on popular price 
ranges. Combs, brushes, food, 
muzzles, chains, leashes, leads 
and even identification tags are 
displayed in profusion. Collars 
and muzzles hang from the edge 
of the table where all may ex- 
amine and handle them. Leashes 
and chains, in a variety of prices 
and qualities, are suspended so 
that they may be reached from 
the aisle. 
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View of the store interior taken during the pre-holiday season. Its neatness The 
and the ease with which shopping may be done are apparent at a casual glance. the 


From Automotive Supplies | ft 


Skoglund Bros. made the change 
and found it profitable 






lund 

fic it 

. ; synd 

ROM banking to piety 
automotive supplies to an inde- bigg 
pendent retail hardware store “ane 
that’s the path the Skoglund wile 
brothers, L. Victor and Milton merc 
F., have followed. They have U: 
found the transition both profit- great 
able and interesting. And to onan 
date their volume in a hardware oilian 
store is greater than it was as an presi 
auto supplies franchise setup. locat 


Operating in Red Wing, Minn., a 
city of less than 10,000, Skog- 


Here are the owners —L. Victor, 
left, and Milton F. Skoglund. 
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The tool display is 12 ft. long and extends from a spot near the entrance to 
the stairway. It’s neat and compact and everything is accessible to customers. 


to an Ind 


lund Bros. has many more traf- 
fic items than it carried under the 
syndicate tie-up, a different lay- 
out, sales are larger and profit 
bigger and better. The store is 
now operating as an associate 
under a hardware wholesaler’s 
merchandising plans. 

Under the new setup there’s 
greater variety of merchandise, 
more opportunities for sales of 
related lines and faster turn- 
overs. Intensive studies as to 
location, traffic and merchandise 


View of the store the day 
it was reopened as an inde- 
pendent hardware store. 
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The basement appliance display room is well lighted and roomy. 


needs were made by the Skog- 
lunds before opening their origi- 
nal store more than two years 
ago. In their former setup the 
brothers found that with heavy 
dependence on tires and auto- 
mobile accessories sales were 
spotty and many customers had 
to be turned away for lack of spe- 
cific hardware items requested. 

Skoglund’s store is 22 by 78 ft. 
in size, the showroom being 22 by 
40 ft. Appliances and some farm 
goods are displaved in the base- 
ment. The firm intends to pro- 
mote appliance volume by means 
of aggressive merchandising in 
the months ahead, including 
canvassing, demonstrations and 
constant advertising. 


Exercise Caution 


The Skoglunds, who were 
bankers in the Dakotas for many 











the appliance field. However, 
they are determined to exercise 
caution in their transactions. 
Thus far cash sales have been 
more prevalent than deferred 
payment transactions in. their 
appliance department. 


Opened in November 


The first floor of the newly 
arranged hardware store, as 
planned and equipped by store 
engineers of Marshall-Wells Co., 
Duluth, Minn., hardware whole- 
salers, opened in November, 
1947. It is an excellent example 
of neat, open display. Shelving 
on the left hand wall, featuring 
vift and housewares items, ex- 
tends flush to the display win- 
dow, permitting sidewalk traffic 
to view many of the items on the 
wall shelves and bringing the 
entire interior area closer to the 
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along each side, lead traffic 
deeper into the store. Conveni- 
ent cross aisles enable it to flow 
in several directions. 

“I think we have between two 
and three times the traffic in our 
hardware store than we had in 
our syndicate store,”’ says Milton 
Skoglund. ‘A sales staff of four 
people is able to handle this 
greater traffic, due to good train- 
ing and the tendency of custom- 
ers to pick many items from the 
open display tables and bring 
them to the wrapping counter.”’ 


Know Their Stock 


Among other benefits gained 
from their syndicate store experi- 
ence, the Skoglunds point out 
their desire to push tire and auto- 
mobile accessory sales. Syndi- 
cate store experience has shown 
them how to display, advertise 
and sell such merchandise and 
they are making the most of this 
opportunity in their new hard- 
ware store. 

Tractor tires are an excellent 
sales item in and about Red 
Wing, due to extensive farm 
operations in a hilly region. 
Tires and tubes of all sizes, like 
electrical appliances, are sold by 
this store on credit, when so de- 
sired to approved risks. 

Business at Skoglund Bros. is 
good and from all indications 
will continue to be good. Red 
Wing, as we have said, has a pop- 
ulation of 10,000 but the firm 
is not confining itself to the urban 
sections alone. There is plenty 
of business to be had in the rural 
districts around the town and the 
store is obtaining its full share of 








vears, like the sizable profits in prospect. Two wide aisles, one it at all times. 
rT. a 6 ry é 8 8 
| GIFTS - DINNERWARE HOUSEWARES | | [HOUSEWARES| | | HOUSEWARES |CLEANING SUPPLIES; PAINT PAINT | PAINT © | ul REARROOM 
> ———$—$ $$ + ane de | ia] lok ANO 
a a a I- : | STORAGE 
o [ lama 1 ff 
pena = sece=-5 GLASS | | KITUHEN GAbOES . ie) 
mompriowoeay?  (pSetaie) [eonny] tenets ume] fuwtsna] | 8 
~ SKI Pana |e ; = | 4 
a aan 38 ys 2 | S| 2 rH ai<3 Pe 
 Y HI a ale] agi (Side peg - (3) 
a i}|? i” 1} - dz - Fi a ne] 4+ | 22: e+ z z +497 + & | } 
| madame SE CURO RTT ey j rere § | 3 ees rer Elles | £1 a8) — n 
j 
WHEEL GOODS DISPLAY unae| | sane 
— ftom} eur] amoworne] te} FARM | 
30” 
J gp gt pgp 4 gp pe eT 
| | |spornmecoons'suns| TOOLS | BUILDERS! |AUTOMOTIVE tires - on) MAL | me NIT TT 





—— - 


= 1§'9" 





The store layout provides for easy cross store traffic and there is no waste space. 
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Higher-priced sets are displayed in this attractive setting which is 
not only restful but affords privacy when financing is being discussed. 


Homelike Atmosphere Puts Radio 
Prospects in a Buying Mood 


te person who pur- 


chases a radio, especially a con- 
sole model, likes to visualize how 
that radio will look in the home 
as part of the decorative en- 
semble. 

Acting on this belief, James 
Webb, owner of the Wm. Krueger 
Company, Neenah, Wis.,  re- 
modeled the front half of a 
second floor area and created 
one of the most distinctive radio 
display rooms in that part of 
the country. Sales of the larger 
sized and priced consoles and 
radio-phonograph combinations 
have increased considerably since 
the remodeled area was opened 
to the public about a year ago, 
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Rugs, draperies, pictures and lamps combine to 
furnish a restful setting for customers in the 
Wm. Krueger Co.’s second floor radio room 


indicating that customers in that 
community of 16,000 like the 
new arrangement. 


It’s Different 


This radio display room dif- 
fers from many others in several 
respects. The prospect who 
walks into the room is immedi- 
ately impressed by the homelike 
atmosphere. He sees soft, light- 
colored walls with draperies on 
the windows and the sidewalls. 
He sees artistic pictures and 
large consoles and combinations 


on platforms along the walls, 
with colorful rugs underneath. 
He also sees floor lamps here and 
there, large corner and end 
tables, appropriately covered, 
with harmonizing table lamps 
and decorative accessories. 

“This,” the customer thinks, 
“is like a home.’ And that is 
exactly the impression which 
Mr. Webb seeks to create. 

“We were told by some radio 
merchandising experts never to 
displav radios above floor level 
or on platforms,” Mr. Webb 

(Continued on page 146) 


123 





What Dealers Foresee in 1948 


ITH more than 
$2 billion having passed through 
hardware dealers’ cash registers 
in 1947, what may lay ahead for 
1948 poses questions that almost 
eclipse possibility of prediction. 
By how much can _ hardware 
dealers surpass this volume of 
billions in the face of old, un- 
resolved problems, and new un- 
certainties? Will 1947’s record 
hardware business become a 
“wistful vista’’ for marksmen 
merchandisers to shoot at, miss, 
and then call it a return to 
“‘normalcy’’? 


3000 Dealers Queried 


The right combination of 
answers would certainly mean 
another two billion and more 
dollars in 1948 in hardware 
dealers’ pockets — before taxes 
and other costs. To draw a pic- 
ture of what hardware stores 
may expect in this year of a 
presidential campaign; a picture, 
if like a jig-saw puzzle with some 


r r [” [” ‘a ("° 


By R. S. WILD 


Associate Editor of 
Hardware Age 


pieces [ying undiscovered under 
the table, Harpware Ace 


* queried 3,000 of the top dealers 


about their business prospects in 
1948. 

These 3,000 dealers were se- 
lected at random from a list of 
more than 10,100 of the largest 
(from the point of annual vol- 
ume) dealers in our files. The 
number of these, or major deal- 
ers in each state to whom ques- 
tionnaires were sent was deter- 
mined percentage wise — 30 per 
cent of the largest dealers in 
each state — in order to insure 
a sample return which would 
accurately mirror the entire re- 
tail picture when projected. Of 
those 3,000 major dealers, 420 or 
14 per cent responded and indi- 
cated a mutuality of view point, 
modified in instances only by the 
variables present in their im- 
mediate localities. 

If we haven’t come up with 
the answers, at least the prob- 
lems confronting dealers have 
emerged clearly in outline. To 
the customary elements akin to 
a ws 


("° - ee 


competitive merchandising have 
been added imponderables such 
as the Marshall Plan, inter- 
national “incidents,” industrial 
unrests, campaign politics at 
home, all of which exert their 
influence on the consumer's dol- 
lar and the hardware man’s stake 
in it. The enemy has been recog- 
nized. It now remains to get 
there the ‘“‘fustest and with the 
mostest’’. 


Summarizing 


To summarize briefly: Hard- 
ware dealers feel last year’s sales 
volume could again become this 
year’s reality. The miss, at any 
rate, would be closer than a mile. 
Inventory reduction was on the 
agenda of most of the dealers. 
This of course would probably 
reduce dollar volume but not as 
sharply as a break in prices. 
Prices are one of the imponder- 
ables of 1948. If they go down 
and inventories are substantially 
weeded out, the dollars taken in 
would be appreciably fewer. If 
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‘Retail Hardware Sales -1947: Based on Hardware Age survey of major hardware dealers and projected to 
include all hardware stores. Total retail hardware sales volume in 1947 was $2,180,055,369. 
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In 1947 hardware dealers topped $2 billion. In 
1948 here’s what they feel they’re up against to 
hold that volume and how they plan to hurdle 
the obstacles of tougher competition — higher 


overhead — greater inventory cost 


— and a 


smaller share of the consumer’s dollar. 


prices hold, a reduced inventory 
coupled with more aggressive 
selling would maintain the golden 
harvest. 

Physical volume of business, 
however, dealers felt would re- 
main good in 1947 at least for 
the first six to nine months of 
year. On the “bright” side of 
that picture is the fact that a 
number of major items, for 
which demand still runs high, 
would probably remain in short 
supply. Looking into the mists, 
there was the threat that con- 
tinuing price rises outside of the 
industry such as in food, cloth- 
ing, and shelter, would shrink 
even more that part of the con- 
sumers dollar that ordinarily 
would be spent in hardware 
stores. But, in view of the fact 
that the best part of a hardware 
stock represents hard line neces- 
sities and that in agricultural 
communities, despite the com- 
modities’ drop on the market, in- 
come is at an all-time high, there 
is a lot of purchasing power to be 
drawn into hardware stores. 

Overhead costs, dealers ex- 
pected, would be increased, par- 
ticularly in salaries and wages, 
freight and delivery. And, the 
spectre of high taxes remained. 
Most dealers anticipated a 5 per 
cent overhead rise. Many ex- 
pected to operate on shorter 
margins because of rising ex- 
penses rather than to price 
gouge the consumer. Stronger 
price competition was also being 
faced by most. 

Though the situation seemed 
almost paradoxical, strategies 
were being planned to circum- 
vent the pitfalls. The dealers 
were already working them out. 
Primarily they were going to try 
to maintain their volume by 
more aggressive selling programs 
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Geog. Division 


New England. .........cccesese. 
Middle Atlantic................ 
South Atlantic. ................ 
East No. Central. .....<sscccsss 


East So. Central 


West No. Central. .............. 


West So. Central. 


Mountain States................ 
Pacific States... ......ccccccces 


U.S. Total nthe alg ovals Neat sevatdh ote theca 


Average 


Volume Per Dealer 


$ 3,762,595.00 $150,503.80 
11,155,655.68 174,307.12 
8,353,584.12 198 894.86 
11,322,474.88 136,415.36 


3,804,166.75 
6,265,581.08 
5,956,088.69 
3,008 888.96 
6,176,618.28 


152,166.67 
108,027.26 
160,975.37 
188,055.56 
228,763.64 


$59,805 ,653.44 





$158,900.94 





built around stronger advertising 
in newspapers, by radio, and di- 
rect mail. Quality and service 
would be corner stones of 1948's 
merchandising. There were go- 
ing to be more store meet- 
ings, more sales training, more 
sales information passed on to 
customer. Dealers were going 
outside their stores for custom- 


what the 420 dealers, comprising 
14 per cent of the best, told us. 
Of the 422 major dealers who 
answered the questionnaires, 377 
dealers, or 89.8 per cent reported 
a total volume of $59,805 ,653.44, 
or an average of $158,900.94. 
The break-down is shown above. 
Projected to include all deal- 
ers and based on the historical 


ers. The specialty and outside 
salesman was going to have his 


day again. 


Hardware dealers were getting 
all set to go. Here specifically is 


distribution of total hardware 
stores sales between major and 


minor dealers, the total 1947 


sales volumt was shown to be 
$2,180,055,369.09. Of this total, 





Geog. 
Divis- 
ton Total Volume 


New $130,119,108.10 
England 
Middle 
Atlantic 
South $265,141,768.51 
Atlantic 
East N. $453,360,916.7 
Central 
East S. 
Central 
West N. $292,232,363.69 
Central 


$445, 508,492.00 


~I 


tN 


$116,001,425.5 


West S. $194,448,182.84 
Central 

Mt. $ 88,380,589.40 
States 


Pacific $194,862,522.26 
States 
United $2,180,055,369.09 
States 


Vol. — Minor Dealers 


21° /, of N. E. volume 
$27,325,012.70 

32% of M. A. volume 
$142,562,717.44 

18% of S. A. volume 
$40,957 ,261.29 

33% of E. N. C. volume 
$149,609, 102.53 

18% of E. S. C. volume 
$12,680,256.59 


412° of W. N. C. volume 


$122,737,592.75 

25°% of W.S. C. volume 
$33,603,788.21 

22% of Mt. St. volume 
$6,388,365.24 

17% of Pac. volume 
$33,126,628.78 

26% of U. S. volume 
$568,990,725.53 


Vol. Major Dealers 
79% of N. E. volume 
$102,794,095.40 
68% of M. A. volume 
$302,945,774.56 
82°) of S. A. volume 
$224,184,507.22 
67% of E. N. C. volume 
$303,751,814.24 
82% of E. S. C. volume 
$103,321,168.93 
58% of W. N. C. volume 
$169,494,770.94 
75% of W.S. C. volume 
$160,844,394.63 
78% of Mt. St. volume 
$81,992,224.16 
83% of Pac. volume 
$161,735,893.48 
74% of U. S. volume 
$1,611,064,643.56 
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per cent replied in the negative 7% 1 2 0 3 0 1 0 0 0 7 their 
ino ; 8 0 1 0 1 0 2 0 0 1 5 
while only 65 or 16.2 per cent 10% 4 19 15 15 8 17 10 3 10 101 Adve 
5 se ch a . 120 0 0 0 0 0 0 0 1 1 2 ~ 
indicated their intention to in- 13 4 ° 4 > 4 ; ° H : 2 37.4 
crease inventories. Geographic- 1507 ° * 2 6 1 3 0 1 e news 
ally, this works out as is shown 15 54 43 69 21 41 27 41 33 317 most 
at top of the next column. 21 dealers anticipated increases over 15 per cent. choi 
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ed a 5 per cent advance in 1948 
overhead expenses; 29.8 per cent 
looked for a 10 per cent advance. 
(See Table I for tabulation of 
anticipated overhead rises. ) 

The greatest overhead increase 
was expected in labor costs as 
expressed in a rise in wages and 
salaries. That item, labor, re- 
ceived a total of 299 dealer men- 
tions out of 663, or 45.1 per cent. 
Next on the list of overhead 
items most likely to increase was 
freight and delivery expense 
which received a total of 107 men- 
tions, or 16.1 per cent. Taxes 
received 49 mentions ;advertising 
and sales expense, 46 mentions. 
For complete tabulation see 
Table II. 

That dealers in the face of 
anticipated inventory reductions, 
lower margins, and rising over- 
head expenses are planning to 
offset any ensuing drop in dollar 
volume is evidenced by the 
sharpened merchandising pro- 
grams they are going to set in 
motion. Table III shows that the 
first thought will be to increase 
turnover and sales volume, 
which received 66 mentions out 
of 200, or 33 per cent. Recaptur- 
ing profits by indiscriminate 
price increases was looked on 
with little favor. 

Asked if they planned a more 
aggressive selling program in 
1948, 361 dealers or 91.6 per cent 
of the 394 dealers replying to 
this question said they did. This 
breaks down geographically as 
follows: 








Yes No 
New England...... 13 3 
Mid. Atlantic...... 57 6 
South Atlantic... .. 49 3 
East North Central.. 80 7 
East South Central. 22 3 
West North Central 49 5 


West South Central 34 2 
Mountain States. .. 19 1 
Pacific States....... 38 3 
Beets Seth thie stats 361 33 


Stronger advertising programs 
was the favored method of the 
majority of dealers for making 
their selling more aggressive. 
Advertising received a total of 
37.4 per cent mentions, with 
newspaper advertising being the 
most, popular type. Second 
choice among the dealers was to 


MARCH 25, 1948 


Table 11 —_ ITEM OR ITEMS OF OVERHEAD EXPENSE 
EXPECTED TO INCREASE 














N. E. Mid. So. E.No. E.So. W.No. W.So. Mt. Pacitic uu. 3. 
Atl. Atl. Central Central Central Central States States Total 
Labor Mentions 

(Wages 

and 

Salaries) 11 47 38 64 14 40 31 23 31 299 
Maintenance 

& Repair 

(Incl. Office 

Supplies) 4 5 2 8 1 7 4 4 4 39 
Transportation 

(Incl. Freight, 

Delivery, 

Business 

Travel) 3 15 22 35 5 13 5 1 8 107 
Taxes 2 10 6 10 1 1¢@ 4 2 4 49 
Utilities 

(Incl. Light, 

Phone, 

Fuel) 2 14 2 12 2 7 0 1 5 45 
Rent 1 4 3 10 2 3 4 2 5 34 
Adv. & Sales 0 6 5 12 4 4 1 2 12 46 
Insurance 1 4 1 5 0 0 3 1 0 15 
Fixed 

Charges 1 0 2 0 0 0 0 0 0 3 

1 0 2 2 4 1 1 1 0 4 15 
None 0 3 0 2 2 2 -1 1 0 11 

25 110 83 162 32 87 54 37 73 663 
a 2 


Table 111 - STEPS CONTEMPLATED TO OVERCOME A 





_ RISE IN OVERHEAD 














Mid. So. E. No. E. So. W. No. W. So. Me. Pacific U.S. 
N.E. Atl. Atl. Central Central Central Central States States Total 
Mentions 
Increase Vol - 
ume and 
Turnover 3 9 10 20 3 1 8 3 9 66 
More Aggres- 
ive Sell- 
ing 1 6 4 6 1 4 0 1 1 23 
Increase 
Margin 1 1 0 5 0 0 1 1 10 
Can‘t Do 
Anything 1 3 0 10 3 3 0 0 0 20 
Cut Expense, 
Increase 
Efficiency 5 5 3 13 2 9 2 3 6 13 
Cut Sales 
Personnel 0 1 2 5 2 1 2 2 1 16 
Raise Prices 0 1 2 1 0 1 0 0 0 5 
Reduce 
Inventory 0 0 2 4 0 0 0 3 0 9 
Add Lines 0 0 0 3 0 0 0 0 0 3 
11 26 23 67 10 19 13 13 18 200 
w @ & 
Table IV -- METHODS FOR AGGRESSIVE SELLING 
PROGRAMS 
Mid. So. E.No. E.So. W.No. W. So. Me. Pac. U.S. 
N.E. Atl. Atl. Central Central Central Central States States Total 
eas entions 
Newspaper 
Advt. 4 22 16 37 13 18 _ a 10 14 149 
Radio Advt. 0 1 2 3 3 2 1 2 2 16 
Direct Mail 
(Catalogs, 
Letters, 
Circulars, 
etc.) 1 7 3 11 1 3 1 1 8 36 
Sales Train - 
ing — Meet- ° 
ings 8 5 12 2 10 0 0 6 47 
Sales Promo- 
tion & Pla .- 
ning 2 5 8 3 0 4 6 3 0 31 
Outside Sell- 
ing & Con- 
tact 5 13 16 29 9 14 20 6 17 129 
Better 
Display 1 7 3 14 2 8 4 4 2 45 
Moderniza- 
tion 0 1 3 0 0 2 0 0 0 6 
Improved 
Service & 
Courtesy 0 3 1 4 2 1 0 1 0 12 
Incentive 
Plans 0 0 4 0 0 2 1 0 7 
Improved 
Stocks (Va- 
riety and 
Complete- 
ess) 0 1 2 2 0 0 1 0 ( 6 
Additional & 
More Effi- 
cient 0 6 1 4 0 2 1 1 2 17 
Salesmen 
Better Price 0 0 1 3 0 0 0 1 1 6 
Telephone 
Selling 0 1 0 1 1 nN) 0 0 1 4 
17 75 65 123 33 66 49 30 53 511 
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Table V— HOW 








STRONGER PRICE COMPETITION 


IS BEING MET 





” Mid. So. 








E.No. E.So. W.No. W. So. Mt. Pac. U.S. 
N.E. Atl. Atl. Central Central Central Central States States Total 
Mentions 
Meeting 
Prices 3 5 11 13 0 5 8 3 3 51 
More Ag- 
gressive 
Selling 1 4 6 5 4 2 9 4 2 37 
Not Meeting 
t 1 0 1 0 0 1 0 0 0 3 
Careful 
Buying 1 2 5 7 4 5 5 3 1 33 
Reducing 
Margin 0 5 4 6 3 5 1 1 2 27 
Emphasizing 
Quality 0 6 4 11 5 7 4 5 3 45 
Emphasizing 
Service 0 5 5 2 2 6 3 2 5 30 
Selling Fair 
Trade 0 1 0 1 0 2 0 0 0 4 
Advertising 0 0 3 2 1 2 3 1 2 14 
Better Dis- 
play 0 0 0 2 1 2 2 2 1 10 
6 28 39 49 20 37 35 21 19 254 
increase their outside selling generally foreseen in steel and 


techniques and sales forces. These 
received 25.2 per cent of the 
mentions. Other mentions were 
improved interior and window 
display, sales training and store 
meetings, and better sales pro- 
motion and planning. The com- 
plete tabulation of replies is 
shown in Table IV. 

Stronger price competition was 
already being experienced by 
76.2 per cent of the major dealers 
303 out of 398 affirming the fact. 
The break-down of replies fol- 
lows: 

Yes No 


New England...... 13 4 
Mid-Atlantic....... 47 21 
South Atlantic..... 38 6 
East North Central... 65 25 
East South Central... 22 5 
West North Central. 43 11 
West South Central. 28 9 
Mountain States.... 17 2 
Pacific States. ..... 30 12 
Le ee eee 95 


Emphasizing quality of mer- 
chandise and service was the 
method popular among 
dealers for offsetting price compe- 
tition. However, a good number 
felt that they had little choice 
but to meet such price compe- 
tition as with which they were 
faced. Others felt the solution to 
that problem was buying more 
carefully and tuning up _ their 
selling methods. (See Table V.) 

The majority of the dealers 
still expected merchandise short- 
ages to be evident in 1948. (See 
Table VI.) The shortages were 


most 
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steel products, various major ap- 
pliances, nails, wire products and 
fencing, pipe and pipe fitting and 
quality hand tools. Plumbing 
and heating equipment, power 
tools and builders’ hardware also 
figured on the list. 

Where dealers have expanded, 
insofar as adding new lines is con- 
cerned, they generally have taken 
on major appliances, power tools 
and plumbing equipment, each 
of which received 98, 22, and 24 
mentions respectively. How- 
ever 119 dealers signified that 
they had not added any new lines 
since the war. Of those dealers 
who had added new lines, 96.2 
per cent expressed themselves as 
satisfied and signified their in- 


tention to continue with them. 

Dealers were also asked the 
comment generally what they 
felt about business conditions 
this year. Following are a num- 
ber of their expressions. 


ooaog 
Dealers’ Comments 


New England 


“This ‘locality is not too hopeful. 
Local industrial plants are experi 
encing a post-war slump and pay 
rolls have been reduced accordingly, 
presenting a rather dark outlook for 
1948.”’ 

* € * 

“First six months better than last 
year. Last six months may see a 
drop but feel with care, volume and 
profit should be as good.” 


e+ * 


“Good prospects for 1948 but 
mills are not steady so I do not look 
for business to be as good as in 
1947." 


+ * * 


Middle Atlantic 


“We are making our plans on the 
basis of 1948 business being equal to 
1947. We honestly believe that we 
can sell as much merchandise in 1948 
as we did in 1947. However, this 
will only be possible under present 
conditions. If prices rise too much 
or if we should get into a war, then 
of course our estimates would have 
to be revised. I personally feel that 
the situation is uncertain and unpre 
dictable because of the many ‘ifs’ in 

(Continued on page 171) 





Table VI 


MAJOR LINES OR ITEMS IN WHICH 


SHORTAGES ARE ANTICIPATED 


Mid. So. 


E.No. E.So. W.No. W.So. Mt. Pac. U.S 


N.E. Atl. Atl. Central Central Central Central States States Total 


Steel & Steel 


Steel Prod- 

ucts 8 25 27 35 15 
Wire Prod- 

ucts & 

Fencing 0 11 11 20 12 
Nails 5 23 12 20 5 
Pipe & Fit- 

tings 1 9 8 9 5 
Tools, Hand 0 8 4 12 4 
Appliances, 

Major 4 22 9 14 5 
Appliances, 

Small 1 4 0 0 0 
Building 

Supplies 2 5 4 2 5 
Farm Goods 

& Imple- 

ments 2 2 4 8 2 
Builders’ 

Hardware 2 
Plumbing 

Equip- 

ment 0 6 4 4 1 
Roofing 0 7 1 5 0 
Paint 0 4 0 5 1 
Sportirg 

Goods 0 1 0 3 0 
Firearms 0 2 1 0 3 

23. «136 86 144 60 


entions 

15 17 13 15 170 
8 6 6 6 80 

2 3 2 10 82 

3 6 1 12 54 

0 7 1 15 51 

21 15 12 2 104 
0 3 2 0 10 

0 3 0 0 21 

3 0 1 27 

2 2 0 4 25 

4 5 0 7 31 

0 1 1 0 15 

0 0 0 0 10 

0 0 6 0 10 

2 0 0 3 11 

62 71 44 75 701 
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Tax Economies 
In Business Operations 


Too many people pay too much in taxes because of errors and 
ignorance of what the law permits, says Mr. Lasser. Small 
businesses, particularly new ones, are handicapped by the 


tangle of tax regulations that devour capital. 


In this article 


he suggests some methods business men may apply to their 
tax problems, thereby effecting tax economies. 


By J. K. LASSER* 

J. K. Lasser & Co., New York City 
Author and Business Counselor 
Chairman, 

Institute of Federal Taxation 
at New York University 


UR system of free 
enterprise depends for its entire 
existence upon men — their perspira- 
tion, their ingenuity, and -their 
leadership. Free enterprise will 
work only if we can give free men 
the desireand the incentive to expend 
their talents. Instead, our tax laws 
are a real brake on our most im- 
portant individuals. 

That is so because our system takes 
so much after salaries reach up over 
$10,000 or $15,000. After $20,000 
at least 50 per cent of your added 
payments go to the government. 
At $50,000 the tax collector takes 
almost 70 per cent of additional 
sums, and at $90,000, you are giving 
up 75 per cent of the next dollars 
you earn. Common sense says these 
rates should never exceed 50 per 
cent of any earnings. 

The necessary changes in law must 
be lower personal tax rates plus 
opportunities for management to 
buy into business without the terrible 
penalty now attached to so many 
stock purchase plans. 

At the same time, high personal 
taxes today (plus the double tax 
on dividends) have the same deaden- 
ing effect upon too much of venture 
*A condensation of an address delivered 
by Mr. Lasser before the 55th annual 
banquet of the New England Iron and 
Hardware Assn. 
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capital. They are restraining ex- 
panding production and employment. 
Little venture capital is today being 
qnanced through the public markets. 

The tax burden falls much too 
heavily today upon the small 
businessman, or the ex GI who is 
starting his own business and who 
simply does not know how taxwise 
to operate. These groups are greatly 
handicapped by the complexity of 
the present tax structure. Its ad- 
ministration often makes survial 
much more difficult for them than 
for longer established businesses. 

During the last few years consider- 
able progress has been made in 
simplifying tax returns for the salaried 
worker and the wage earner. Com- 
parable simplifications are also pos- 
sible in the returns that business 
must file. That is certainly one way 
in which we can make it easier and 
more economical for the businessman 
to pay taxes and for the government 
to collect them. 


Tax Planning 


Too many business people pay 
too much in taxes. Much of that 
is due to errors and ignorance of 
what the law permits. For example: 

If I operate my own business and 
it will earn $50,000 a year, I will 
pay taxes on it of almost $24,000. 
If I incorporate, the taxes might 
be cut to $19,000. If I can have 





J. K. LASSER 


three corporations to operate the 
same business, the tax can come 
down to $10,900. If [I can split it 
with three partners, the total tax 
might be around $14,000 instead 
of $24,000. 

Now these ranges — from a high 
of $24,000 to a low of less than 
$10,000 — on the same income are 
perfectly normal accomplishments 
You get the economy if your facts 
permit it and if you know enough 
about the law to elect it. You also 
get it if you can cure yourself of 
timidity and reluctance to take what 
you are entitled to. And too many 
business men are too timid. 

Tax consciousness and planning 
minimizes and reduces the risks of 
business. A disregard of the implica 
tions of taxes invites business loss 

The law is designed to give you 
what you will take. But you must 
take it. There is nothing sinister in 
arranging one’s affairs to keep taxes 
as low as possible. For example, 
you or someone else might engag« 
your minor son in work. If he earns 


(Continued on page 164) 





They Knew What They 





Knotty pine backgrounds were used for sporting goods, major appliances, 
hand tools and steel goods. Fishing reels, cutlery, clocks and other valuable 
items are kept under glass. 


Bins lowa men, 


who went to school and played 
football together, and married 
three of their schoolday sweet- 
hearts, are now engaged in a 
pleasant and prosperous partner- 
ship in the hardware business in a 
fine new large establishment in 
Des Moines, Iowa. 

When Sheriff Vane B. ‘‘Pip”’ 
Overturff was elected “out” of 
the Polk County, lowa office in 
which he had served eight vears, 
he and his two deputies, James 
W. “Jim” Wilkins and William 
M. ‘‘Mac”’ Byers, considered the 
possibility of entering business 
together. After much thought on 
the matter they concluded that 
the retail hardware trade offered 
about the best opportunity for 
them and so they organized 
Farm & Home Stores, Inc. 

Their selection of the hard- 
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ware trade seems to have been a 
wise one for they realized a 3% 
stock turnovers in their first 
seven months of business. 

Having selected their field of 
trade they next set out to find 
a good location. After making a 
thorough inspection of the few 
available properties in downtown 
Des Moines, Messrs. Overturff, 
Wilkins and Buyers decided 
that the rent they would have to 
pay for a satisfactory downtown 
Des Moines store would cut too 
deeply into any profits they 
would realize. 


Built New Store 


After a study of the matter 
they decided they would build a 
fine large store to their own lik- 
ing. When selecting the location 
for it they agreed that it would 
have to be in the outskirts of the 


city where property values would 
not be too high and where they 
could have sufficient space for all 
the autos that would ever be 
parked at the store at one time. 

It was decided that the store 
should be situated on a main 
traffic artery and that it should 
be on the right-hand side of the 
highway as farmers and subur- 
banites left town, so that as they 
drove out from the city they 
could stop their cars without 
having to cross to the other side 
of the street. 

Such a location was found at 
2403-5 Avenue Frederick M. 
Hubbell, which street is a short- 
cut, diagonal traffic artery into 
Des Moines from the northeast 
section of the state. It is heavily 
travelled, especially by farmers, 
and carries more traffic than any 
other highway in that section. 
While the store is a mile inside 
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When they lost their political offices three 

Des Moines men, friends from boyhood, decided 

to go into business. They selected the hard- 

ware trade, built a fine large suburban store 

and operate it together. In its first seven months 

the Farm & Home Stores, Inc., turned its stock 
three and one-half times. 





There isn’t a single post in the entire store. Low, step-up displays do not 
interfere with vision anywhere in the store. 


the city limits the section is not 
thickly settled. Grandview, a 
new fast-growing, residential sec- 
tion is just a few blocks away. 

Since property values were 
not very high the three men 
were able to acquire sufficient 
land to have their large store 
erected more than 25 ft. back 
from the curb. A large expanse 
of lawn in front of the store 
gives it a most inviting appear- 
ance. 


Windows Acress Front 


The entire store front is virtu- 
ally a display window as large 
panes of sheet glass extend across 
its entire width. The store is 
especially attractive at night 
when it is illuminated so that 
motorists can see the entire 
storeroom. 

A five-foot strip of concrete 
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around the front of the building 
is used for the display of wheel 
goods, garden tractors and other 
items of merchandise during 


good weather. Numerous im- 
pulse sales have been made to 
motorists who stopped to look 


at merchandise shown outside. 





All display units were built in the store by the owners from lumber which 
cost less than $1,000. 
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Sidewall displays of knotty pine and steel shelving form a false wall to 
hide the rough cinderblock side of the building. 


During the spring and summer 
the grass plots in front of the 
store will be used for the display 
of lawn furniture and garden 
implements and the like. Lawn- 
mowers will be demonstrated on 
the grass. 

The new business was given 
its name for psychological reas- 
ons. The words farm and home 
are in everyday usage in the 
midwest. The store carries all 
household necessities, yiftwares 
and sporting goods. The man- 
agement will expand its farm 
supply lines and plans to add an 
outside salesman to concentrate 
on farmers’ requirements, seeds 
and feeds. 

One of the principal reasons 
the trio had in deciding to enter 
the hardware field was that Mr. 





Wilkins had operated an appli- 
ance and housewares store in 
downtown Des Moines for several 
years and previously had sold 
major appliances on the road for 
many years. Because of this 
background, Mr. Wilkins does 
most of the buying. 

The popularity of the three 
men would have seemed to 
insure their success in any sort of 
a retail business in which they 
decided to engage. 

Mr. Overturff and Mr. Byers 
had been football stars in high 
school and college and are widely 
known in Des Moines. Mr. 
Overturff, especially, is popular 
as a sportsman, and is consulted 
by lots of men about hunting and 
fishing. For this reason he hand- 
les most of the, sporting good 





sales. Mr. Overturff lives and 
operates a farm so he is also well 
qualified to speak to farmers 
about farm merchandise. 

Mr. Byers is a graduate engi- 
neer from Iowa State, where he 
was a football star. For a 
number of years he was with the 
engineering department of Des 
Moines before he went into the 
Sheriff's office with Mr. Over- 
turff. Because of his engineering 
experience he handles most of 
the sales which entail a knowl- 
edge of electricity or mechanics. 


Knows Installations 


Because of the fact that he has 
a pump and water system in his 
suburban home, Mr. Byers knows 
something about their installa- 
tion and operation, so he handles 
most water system sales.  Pri- 
marily because of his efforts 
with this line, the store sold eight 
complete water systems in the 
first eight months it was in busi- 
ness and it is expected that this 
business will increase greatly this 
year. 

The proof of the popularity of 
the three partners is the fact that 
while two of them live some miles 
away from the store many of 
their neighbors drive consider- 
able distances in order to trade at 
the Farm & Home Store. 

Residents of Des Moines liv- 
ing east of the Des Moines River 
feel a strong loyalty towards the 
business and civic interests of 
that section which is part of 
Lee Township. There is an 


(Continued on page 148) 
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Parking space is always available at the Farm & Home Store. Major appli- 
ances and larger items of merchandise are visible from the street through 
the all-glass front. 
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Adhesives and other items bid for extra sales just below the lineup of tools. 
‘The open display of bolts, nuts, etc. is on the ledge below the narrow shelving. 


Impulse Sales Account for 
Half of Their Tool Volume 


Attractive stocks shown in store and windows 
help build volume for P & G Store, Inc. Open 
displays of bolts, nuts and screws a feature 


Wars you walk 


into the P & G Store, Inc., in 
Kenosha, Wis., you see tools, 
tools and more tools. Emphasis 
is on nationally known brands, oo 
mostly of the higher quality. 





Carpenters, mechanics, farmers, 
home owners, housewives, stu- 
dents and even engineers, en- 
gaged in experimental engineering 
for industry, are tool customers 
at this store because tools are 
always given plenty of attractive, 
neat and easy-to reach space 
both inside the store and in win- 
dow displays. 

As Joseph Patrick, (the P of 


P & G is for Patrick) one of the - 


(Continued on page 149) 
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There’s a varied 
display of hand 
and power tools 
in this window. 
Adjustable shelv- 
ing in the panel 
background per- 
mits displaying 
merchandise at 
varying levels. 


O oO 








Part of the wide sweep of display windows of the store, each section of whic 
Save for the store entrances, one on each street, the front and side are praci 
use in some of the windows, other windows ara without background unit: 


Flexibility the Keynote | ir 


glass and wood dowel and frame permits passers-by and window 
backgrounds. This arrangement shoppers to see merchandise on 


[. keeping with the 
trend to full vision windows in 
hardware stores, B. Urich Co., 
844 N. Third St., Milwaukee, 
Wis., recently modernized and 
expanded its store, installing 
narrow display ledges and port- 
able display units for each sec- 
tion. The modern and colorful 
glass and metal front — it is a 
corner store — provides sweep- 
ing views, from the sidewalks, 
of large sections of the store 
from almost any angle. 





Movable Platforms 





Each of the eight display 





. ° <# 
windows—some are two light 
units — has one or two special % 
movable display platforms 4 
two in the wide sections, one in T 

= : lon | ; wo ¢ 

the narrow parts. The units are Tools including precision items are shown on glass shelving on the 

ad ah. he window side of one of the portable units, which offer only a minimum of remo 
platforms, on casters, having obstruction for those wishing to look into the store. di 
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which may be used without the display background for full vision. 
practically unbroken lineups of display windows. The portable units are in 
units for full vision of major items or interior displays. 





in This Stores Windows 


Each section of all windows at B. Urich Co. has 
a portable platform and background unit which 
makes itt an easy matter to change any display 





Two of the units swung away from the windows for rearrangement or 
removal of merchandise. These stage-like units can also be used for 
displaying merchandise in any part of the main floor display room. 
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the platforms and also look into 
the store. The street sides of the 
vlass backgrounds have grad- 
uated glass shelving for display- 
ing small items and several of the 
units have similar shelving on 
the showroom side giving extra 
display space. The fooring of 
each unit is of linoleum with an 
overhang which covers the radia- 
tion units and just meets the 
extremely narrow ledge which 
is in each of the very low base 
windows. 


Two-Way Vision 


Dowel sticks and narrow lum- 
ber are used for frames and 
bac kground. These together 
with the glass insets and open 
grillwork permit a maxmum of 
two-way vision. In the base of 
each portable display unit is a 
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Closeup of two of the portable units, one with the storage compartment 
open, the other with closed flap. 


compartment for storing boxes, 
cartons and containers for the 











merchandise displayed in the 


window units. 











The advantages of these port- 
able stage-like display sections 
are numerous. When customers 
want a particular item which is 
displayed in one of the units the 
salesman can swing the unit out, 
get the package for it, from the 
storage compartment and make 
immediate delivery. When it is 
time to dress or change a unit’s 
display or clean the unit, the 
entire section may be swung 
around for that purpose. This 
arrangement permits the show- 
ing of bulky items on the store 
floor in such a fashion that they 
may be viewed easily from the 
sidewalk. The units may also be 
used for spot display in any open 
space in the display rooms of the 
store. 

These units were designed and 
built by the store’s staff and are 
light enough for one person to 
move about from place to place 
with ease. 


Six to Eight Million Tons of Finished Steel Needed 


N the basis of present expected 

building activity in 1948, Fed- 

eral offices estimate that between six 

and eight million tons of finished steel 

products will be required for con- 
struction alone. 

For this reason, housing and other 
Federal works officials are closely 
watching the steel situation with an 
anxious eye, particularly any de- 
velopments along the price line, for- 
eign demand, and the move for 
allocation controls. 

Current government estimates are 
that $15 billion worth of construction 
will go into place during 1948, a 
20 per cent increase over 1947. In- 
cluded in this figure is the completion 
of a million or more permanent type 
dwelling units; requirements for this 
category alone will take about 1.1 
million tons of steel, they estimate. 

Despite new production records in 
1947, several of the metal building 
materials carried in the Commerce 
Dept. index are still in tight supply. 
The prospective 20 per cent increase 
in dollar volume of construction 
means that demands for actual ma- 
terials will be 10 per cent greater. 

While iron and steel for building 
purposes ostensibly get priority, of- 
ficials are increasingly aware that 
production is the ultimate key to the 
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For 1948 Construction 


Washington Bureau 
of Hardware Age 
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solution. Unless production is 
stepped up, some declare, shortages 
in some still critical building items 
are likely to become even more acute 
as the months pass. 

Unfilled orders for pressure pipe, 
for instance, now stand at nearly a 
million tons—the equivalent of 
11 months production at the present 
rate of output; also, the best estimate 
now available is that about a million 
tons of wire nails will be needed this 
year against production of about 
825,000 tons at present rate of output. 

Normally, the seasonal decline in 
construction activity gives producers 
a breathing spell for building up their 
supplies; however, according to pre- 
liminary FWA estimates, new con- 
struction in January 1948, while 
showing the normal seasonal decline, 
was a third higher for the month than 
last year. Construction in 1947, how- 
ever, got off to a bad start. 


Reasons for Slowness 


This slowness in getting under way 
was variously attributed to scarcities 
and higher costs of labor and ma- 
terials. This tended to create a lack of 
confidence as to a market for higher- 


cost dwellings. According to the 
BLS, prices of building materials as a 
whole increased 107 per cent (as of 
December) since 1939; during the 
same period, average hourly earnings 
in private construction advanced 88 
per cent. 

That material scarcities, rather 
than costs, were the main delaying 
factors is seen in the continued ability 
of builders to peddle their housing 
regardless of price. Their renewed 
confidence in the market, as well as 
increased channeling of materials to 
housing, was reflected in the increased 
number of starts during the last half 
of 1947. These rose to 90,000 monthly 
in September and October. 

Six of the estimated $15 billion 
total for this year is expected to be 
accounted for by residential con 
struction exclusive of farm building 
This sum represents an increase of a 
fifth over 1947 non-farm residential 
building when 855,000 new starts and 
835,000 completions were made (in 
cluding carry-overs from 1946). 

On the basis of a 10 per cent, or 
more increase in physical con 
struction, the goal of one million 
housing units appears possible ot 
attainment — providing materials are 


(Continued on page 150) 
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“Doc” Peters suggests— 


3 nal Sales on Top! 


(No. 5 in a series) 
PRE Ty POE ME t. 








ssouasse 
‘SASS eta iN ete eh esc 








PETERS % . 7 om Follow up on the inside, too! A smart 
wee : 4 7. ‘¢ ® way to make: he most of your window 
; } display is to feature the same merchandise 
at a front counter inside your store. Quick 
follow-ups often pay off in quick sales! 


bb 


), Animated window displays attract the eye... are sidewalk traffic stoppers. This 
® one effectively dramatizes in motion the sales points you want to make! And it 
can be used for other displays later! 





CARDBOARD CuT-OUTS evectaic 
GRACCEO IW CENTER ON 
CONVEYOR BELT 
































CS omg seme ES oa 
> sPcoo.s 1S3#3N A1L934036 CONVEYOR GELT 
HERE’S HOW it can be done. Make an endless belt from strips of a discarded inner Back up your merchandise by display- 
tube to fit a framework holding the free-spinning spools and small electric motor. ® ing its national advertising! For ex- 
Mount cutouts on flat wooden blocks and fasten them at points along the belt. Con- ample, display the latest Outdoor, Farm and 
ceal the completed assembly with green crepe, or foliage in season, to give it a Boys’ magazines showing Peters ads for 
realistic background. A display of this nature will help build product interest and “High Velocity” 22's. People have confi- 
attract passersby hour after hour! dence in nationally advertised brands! 


P. * Show this advertisement to your sales trainees as part of their merchandising 
@ @¢ course. Reprints of this series are available on request. 


PETERS reYola ¢ io. pee 


PETERS CARTRIDGE DIVISION—Remington Arms Company, Inc., Bridgeport 2, Conn. 
“High Velocity” is Reg. U.S. Pat. Off. by Peters Cartridge Division. 
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This view of the sporting goods department in February indicates the 
section’s year ’round appeal by the diversified lines that are shown. mar 


The Outdoor Sports Enthusiast = 
Is King at Gilfillan’s A 


noth 
ducti 
St. Paul, Minn., firm caters to sportsmen at all Ap 
times, and attracts them with advertising. sales 


prior 
O,.. NED in the 


spring of 1947, the Gilfillan 
Hardware store at 2040 St. Clair 
Ave., on the outskirts of St. 
Paul, Minn., has enjoved a 
steadily increasing business in 


estim 
cron dollas 
ear 
dtatel, 
grour 
For 


shorta 


sporting goods. To be sure the 
outdoor lines get a big play and 
the entire department is visible 
from the street, but advertising 


and knowledge of the sports- 7 ‘< : _ P i 
man’s needs combine to make the ; i 
department “‘click.” Ps 


The visual front store, with its 


slightly slanted windows gives we 7 
m 
eas 


% | — | 
} 


passers-by a sweeping view of 


ens 


Secu rity I 
— 


sporting goods as well as other 
departments in the establish- 


ment. The store is operated bY  pegpte on the street can look through the window, and see this display 
Roy Gilfillan who was a hard- of eutboard motors and other items. Slanting windows eliminate giare. 
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Today’s shortages may be 


tomorrow’s surplus! 


Today we're experiencing shortages of 
y & & 
many products. 


Tomorrow will be a different story. 


Output of American industry is up 106% 
over prewar. Production is catching up to 
demand. Our buyers’ market is just around 


the corner. 

It's time to start selling! 

Aggressive, intelligent salesmanship — 
nothing else—will balance increased pro- 


duction with a comparable increase in sales. 


American industry, on the basis of the 
sales force required to market its products 
prior to the war and in view of the 1948 
estimated national income of 200 billion 
dollars, needs one million new salesmen imme- 
diately. Employment and training of this 


group should be our principal concern today. 
For, unless we start selling now, today’s 


shortage will be tomorrow's surplus. 
P&P-5035 


VER SGI 


Vice Pres., Charge of Sales 


ete ay 


Certified ~*~, 
CHAIN INSTITUTE } 
Member 7 


ee ae 


Security In Every Link 
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The Cleveland Chain & Yfy Co. 





Cleveland 5, Ohio 


Associate Companies: David Round & Son, Cleve. 
land 5, Ohio * The Bridgeport Chain & Mtg. Co., 
Bridgeport 1, Conn. * Seattle Chain & Mtg. Co., 
Seattle 8, Wash. + Round California Chain Co., 
So. San Francisco and Los Angeles 54, California 
Woodhouse Chain Works, Trenton 7, N. J. 
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The firm stores outboard motors for friends and customers in its 
repair and service shop during off-seasons. It helps business. 


wareman 30 years ago and re- 
turned to that business last year 
with his son, James, an ex- 
serviceman. About one-tenth of 
the 40 by 60 ft. showroom is de- 
voted to the sportsman. Movie 
ads, made specially for the store, 
are shown in three neighborhood 
theatres, and advertisements in 
a religious and foreign language 


and a city-wide weekly news- 
paper carry the story of Gil- 
fillan’s sports offerings all over 
the city and surrounding area. 

The attractive appearance of 
the sports department speaks for 
itself, and the sales results fur- 
ther carry out the wisdom of the 
firm's policies. Turning the spot- 
light on sales shows that 15 out- 





board motors, priced from $112 
to $160 were sold last summer 
and 11 boats at $248 have been 
sold since the opening last spring. 
Four of these, together with mo- 
tors, were sold at a distant lake 
to which Mr. Gilfillan, Sr., took 
a sample boat for demonstration 
and personal use. Motors also 
sell in the winter and six, priced 
as high as $178, were sold be- 
tween Christmas and _ Febru- 
ary Ist. 

Before delivering an outboard 
motor, the Gilfillans, whenever 
possible, test it out for from four 
to six hours in the store’s testing 
tank. It is not unusual for 
strangers to visit the store for 
fishing tackle and other needs 
and to buy far more merchan- 
dise than they originally had 
intended to purchase. The store, 
like many others in the state, 
handles both fishing and hunting 
licenses. One stranger from 
Texas stopped in to buy a fish- 
ing license and didn’t leave until 
he had purchased an outboard 
motor and numerous other boat 
supplies and fishing items. Gil- 
fillan’s caters to the preferences 
of a wide number of prospects 
and offers three well known lines 
of outboard motors. 


Plumbing Specialties Display Pulls $300 a Month for Gilfillan 


LTHOUGH Gilfillan‘s is rela- 
A tively new, its plumbing spe- 
cialties unit is even newer, having 
been installed late in November, 
1947. Although occupying space 
but 10 by 4 ft., this neat unit has 
made the cash register ring to 
the tune of about $300 per month 
ever since its installation. As Roy 
Gilfillan, one of the owners, puts it, 
“Merchandise sells from this de- 
partment all the time.”’ 

This island display was built by 
the father and son combination, Roy 
and James, and is located toward the 
back of the store. Its layout with 
three graduated shelves invites and 
promotes self service. Prior to its in 
stallation the store’s bathroom fixture 
business was chiefly towel bars and 
such items, however there's a wide 
variety of plumbing fittings, several 
grades of toilet seats, etc., on display 
at all times. The end cabinet units 
are used for builders’ hardware and 
cabinet hardware storage purposes. 
The front of either of the end cabi- 
nets is used for displaying towel 
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racks, a cabinet hardware display 
board and other lines adapted to 


such showing. Items on the two ends 
are changed from time to time. 





Although compact, this section means $300 a month to the store. 
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PURE MANILA ROPE 


AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N. Y. 


Branch Factory: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. 


Sales Offices: BOSTON 
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CHICAGO 


HOUSTON 


ROPE - TWINE 


NEW ORLEANS 


. 


OAKUM - PACKING 


PHILADELPHIA 
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The role of science in the manufacture of 
fasteners-standardization of screw threads 
a typical example of the industry’s growth 


l. addition to the wide 
range of sizes and types of stand- 
ard fasteners, large quantities of 
special fasteners and parts are 
being made constantly by the 
industry. These specials are de- 
signed and developed as solutions 
of special problems when stand- 
ard items cannot be used, or 
when a special fastener designed 
for the purpose will provide 
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By DAVID D. DAVIS 


Vice-President and 
Sales Manager, 
Continental Screw Co., 
New Bedford, Mass. 


O oO Q 


greater efficiency at less cost. 
Very often such a special will 
eliminate one or more standard 
fasteners or parts by performing, 
through its shape or design, the 


same work which previously re- 
quired the other units. 

Specials are made to order 
from specifications or blueprints 
sent in by the user, or they are 
made by the fastener plant 
whose engineers have designed 
them as solutions to the prob- 
lems submitted by the user. 

Many fasteners are classed as 
specials when they differ in size 
from standard dimensions, and 
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Author's acknowledgedgment for source material, historical facts 
_ and other data submitted for this article, previously published in 
condensed form in ‘‘Wireco Life Magazine’ of the American Steel 
& Wire Co., is made to Herbert Manchester, Roger W. Boltz, 


Holbrook L. Horton, H. O. McCully, E. G. 
Gerge P. Byrne, P. C. Smith, Herman H. Lind and 


D. Eggers, 


ertheimer, James 


“Fasteners,”’ publication of the American Institute of Bolt, Nut and 
Rivet Manufacturers. 


O OO QO 


are comparatively simple to pro- 
duce. Others are very compli- 
cated, and challenge the engi- 
neers’ ingenuity, not only to de- 
sign them, but to build tools and 
produce them by the most ef- 
ficient and economical type of 
procedure. 


The Role of Science 


Without invention and _ in- 
tensively applied science none of 
these remarkable products or the 
machines which make them, 
would be in existence today. 
Modern fasteners are truly engi- 
neering masterpieces. No other 
article of industrial mass pro- 
duction contains as much ,in- 
herent precision and engineering 
within its relatively small size 
and price, as does the modern 
fastener. This accomplishment 
results from the special skills of 
the industry’s trained engineers, 
chemists, laboratory technician 
and metallurgists. Mechanical 
genius is aided by every scien- 
tific device. Micrometers, air 
gages, magnifying comparators 


and other precision instruments 
are used throughout the plants 
of fastener manufacturers for in- 
spection and quality control. 
Constant research is carried on 
in modern laboratories. Raw 
materials are micro-photo- 
graphed, cyclographed and ana- 


O QO 


A modern com- 
parator. Note en- 
larged shadow of 
screw head pro- 
jected reversed 
on glass screen 
for rapid and 
accurate inspec- 
tion. 


Oo O 





lyzed, as well as the work as it 
progresses through the stages of 
production. Nothing is over- 
looked in utilizing science to 
maintain and improve fastener 
quality. 


Contributing in a large meas- 
ure to the progress of this 
industry are the loyal machine 
operators and workers who have 
taken special pride in their crafts- 
manship. During the war the 
lives of our fighting men hung 
by a thread —the thread of 
every fastener used in every 
weapon on land, on sea and in 
the air. That these fasteners 
performed with near perfection 








Courtesy Russell, Burdsall & Ward Bolt & 
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Nut Co.) 
A battery of auto 


matic bolt heading machines. 
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Conrlesy National Machinery Co.) 


Modern %-in. boltmaker. 


is a tribute to the men and 
women who made them. The 
same conscientious work con- 
tinues in the making of these 
fasteners for peacetime products. 


Standardization 


Throughout their industrial 
history, England and Americ 
have designed their screw- 
threaded parts according to their 
own particular standards. For 
years this made little difference 
except to the rare individual who 
was in one country with a broken 
machine made in the other coun- 
try. The war, however, with its 
tremendous flow of equipment 
from the United States to our 
Allies, soon made the non-inter- 
changeability of threaded parts 
a very serious situation. To solve 
this problem it is estimated that 
the dollars and cents cost to the 
United States alone had been in 
the order of hundreds of millions 
of dollars, and it may well have 
reached into the billions. 

Certain weapons and equip- 
ment made for our army were 
identical with those made for the 
British, yet the threaded parts 
were not interchangeable. The 
complications and _ inefficiencies 
resulting from that simple fact 
were nearly overwhelming. 
Greater stocks of parts hac’ to be 
carried in all the supply depots. 
Time, energy and money were 
wasted when they were most 
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needed. Then at long last, ex- 
perts from the United States, 
Canada and England recently 
got together to consider the 
adoption of common screw 
threads. 

This agreement, when adopted, 
will add immeasurably to the se- 
curity of both countries in cas 
an emergency required immedi- 
ate arming. Equally important, 
are the peacetime benefits both 
countries will enjoy. 


A Typical Example of 
The Industry’s Growth 


In few other countries could 
there be the opportunities to 
start and expand a small shop 


into a large, extensive manu- 
facturing plant and become a 
part of a tremendous industr 
giving employment to thousand 
of workers. Let us take an ex- 
ample of such a enterprise inn 
the fastener industry. Because 
the writer,is connected with thet 
Continental Screw Company of 
New Bedford, Mass., and is fa- 
miliar with its history, it can 
best serve as such an example. 
Founded in 1904, this company 
started in a small brick shed 
with two men and a boy helper 
on the payroll. The power plant 
consisted of a 2— h.p. engine, 
and a parlor stove furnished the 
heat. With a lathe, planer and 
shaper, the slow laborious work 
of building a wood screw ma- 
chine was begun. Under such 
conditions, and with the kind of 
tools then available, the job was 
long and tough. Gradually, 
wood screws were produced, and 
as the men became more experi- 
enced the quality of the product 
went up, costs came down and 
production increased. In 1918 
the present site was acquired, 
and from then on the plant was 
gradually expanded, through two 
wars and a depression, to its pres- 
ent size. Today’s operations re- 
quire over six acres. 

This example of an individual 
plant indicates the collective 
growth and steady progress of 
the fastener industry from a 
humble beginning, through ad- 
versities and hazardous risks, to 
its present high standing in 
America’s industrial empire. 





These specials, picked at random, are representative of the types 
and designs being produced constantly by the fastener industry. 
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ty work tor y24, 
UTICA TOOLS sell themselves 


in this handsome 
new display case 


The name UTICA has stood 
for high quality in Tools for 
over fifty years. 


UTI CA cutting pliers are outstanding 
for ease of operation and durability. 
They have long been the choice of 
good mechanics everywhere. 


The U Tl C A line is exceptionally com- 
plete. This handsome display case con- 
tains only the more rapidly moving 
numbers. 


UTICA makes it possible for you to 
obtain this attractive Case for the price 
of the tools alone! 


Ask Your Jobber 


MAKERS OF FINE TOOLS FOR OVER 50 YEARS 


MARCH 25, 1948 





UTICA DROP FORGE & TOOL CORPORATION 
UTICA 4, N.Y., U.S.A. 








Present plant of the Continental Screw Company. 





1904, the original Continental Screw Company building. 


Since machines replaced hand 
work, fasteners have been im- 
proved enormously in design, 
strength, precision, uniformity 
and means of application, yet 
the prices to the consumer have 
decreased. For instance, the 
hand made bolt of a century ago 
would sell for about 50 cents 
each if produced at today’s labor 
rates. Its machine produced 
counterpart, highly improved bv 
today’s standards, sells for about 
1 cent each. Modern high speed 
fastener machinery, together with 
other efficient methods of pro- 
duction and manpower, not only 
produce better fasteners in greater 
volume, but enable them to be 
sold at a cost low enough to per- 
mit manufacturers to mass pro- 
duce articles at prices the public 
can afford to pay. 

Fasteners are made in sizes 
that range from the tiny screws 
used in watches, some so small 
they have to be applied under a 
magnifving glass, to large hot 
forged bolts. The stud bolts used 
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to connect the generator shaft to 
the waterwheel shaft at Grand 
Coulee Dam, are 31 in. long and 
5in.in diameter. Much larger 
stud type bolts have been used 
in turbine generators. The larg- 
est in this class is 22 ft. long and 
13 in. in diameter. 


As an indication of present day 
costs of fastener machinery, a 
modern bolt and nut machine re- 
quires an investment of as much 
as $125,000 per unit, including 
the necessary tools and dies. 

Research and development in 
improved quality of steel have 
made possible a far superior 
fastener, and facilitated its pro- 
duction. In recent vears, re- 
markable strides have been made 
by steel manufacturers towards 
scientific control during all stage 
in the process of manufacture 
from the charging of the blast 
furnace down to inspection and 
testing of the finished material. 

This quality control at the 
mill means finer quality fasten- 
ers, which in turn reflects higher 
quality in the consumer prod- 
ucts for the home, convenience 
and pleasure. 


The final installment of a four- 
part article on “‘The Evolution of 
The Fastener Industry’. The 
three previous chapters were pub- 
lished in preceding issues of 
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Homelike Atmosphere Puts Radio Prospects 
In a Buying Mood 


(Contikued from page 123) 


says, ‘‘but my wife and I thought 
that platform display fitted ad- 
mirably into the program we had 
in mind. Prospects exclaim 
about the beauty of this room 
and the merchandise displayed. 
It also gives them an idea of how 
the home can be decorated to 
accommodate the larger sized 
radio models,,and they are often 
grateful for such help.” 

This radio room is about 25 by 
25 ft. also affords the privacy 
which is required for the sale of 
high-priced merchandise and its 


financing. Many customers bring 
their friends to the room to show 
them the merchandise and the 
decorations. In fact, the traffic- 
pull of the room is very high. 

A second floor location for 
merchandise of this class works 
out satisfactorily, says Mr. Webb. 
Customers take their time in 
purchasing items which range 
from $300 to $500 or more and 
the atmosphere of the radio 
room is admirably suited to full 
consideration of such purchases. 

The floor of the room is new, 
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ony Syperflame 


has the exclusive 


* FIRST IN FEATURES 


SUPERFLAME has the original triple combustion, 
low draft burner to provide maximum efficiency 
at low, mediuh or high fire. Notice in the diagram 
how the floating flame wipes the side walls of the 


combustion chamber and how the fuel saver pro- 





vides for greater heating surface so that heat costs 


are cut up to 3313%. 


* FIRST IN BEAUTY 


This distinctive SUPERFLAME Twin not only 
gives greater heating flexibility and increased 
economy but in addition it is a handsome piece 
of furniture. Write for details of the SUPER- 
FLAME Twin and the rest of America’s most 
complete line—SUPERFLAME. 


MINNESOTA 


MANUFACTURERS OF THE FAMOUS SUPERFLAME LINE OF OIJL HEATEk <ITCHEN 
HEATERS, FLOOR FURNACES, WATER HEATERS. RANGE BURNERS 
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Dealers enjoy the increased, 
widespread interest in croquet 
—not only because it’s a fast 
moving item itself, but also be- 
cause its popularity increases 
sales of outdoor equipment. 


Promote lawn furniture, um- 
brellas, yard decorations via 
this popular interest in Ameri- 
ca’s Family Game. 


SALES REPRESENTATIVES 


Eastern — Julius Levenson, 7 E. 17th St., N. Y. 

Southern — Louis Williams, Nashville, Tenn. 

Midwest— South Bend Toy Mfg., So. Bend, Ind. 

So. Calif. & S. W.—Glenn B. White & Assoc., 

122 S. Broadway, Los Angeles 15, Calif. 

No. Calif. — Standard Toy Agencies, 718 Mission, 
San Francisco, Calif. 

Denver & Pac. N. W.—Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 


SOUTH BEND TOY MFG. CO. 
SOUTH BEND 23, INDIANA 


SOUTH/BEND 


AMERICA’S FAMILY GAME 


Croquet Sets * Baby Carriages + Children’s Furniture 
Doll Carriages + for over 70 continuous years 
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light-colored hardwood and makes 
a very pleasing impression. The 
lamps and other decorative ac- 
cessories also aid in making 
numerous related sales on some 
occasions. The person who pur- 
chases a high priced radio often 
has neéd of an extra floor or 
table lamp or distinctive figur- 
ines and other pieces. 

Smaller types of radios are 
featured at another location on 
the second floor, and others are 
stocked on the first floor. Pros- 
pects who make inquiries about 
small sets are questioned by the 
salesmen who have found that 
frequently they can be ‘‘sold up”’ 
on the console type of set. If the 
prospect seems interested, he or 


she is taken to the radio room. 

Women customers who patron- 
ize the large gift department on 
the first floor are invited to visit 
the special radio room to see how 
well distinctive gift accessories 
fit into the modern living room. 
Suggestions like this help to ac- 
quaint many women with the 
radio display room and advertise 
it to their friends. 

“There is no reason why the 
hardware store cannot get its 
share of the higher-priced radio 
business,’’ says Mr. Webb. 
“Hardware stores usually have 
the traffic from which such pros- 
pects can be obtained. The 
proper type of display andsales- 
manship sells these prospects.” 





They Knew What They Wanted 


(Continued from page 132) 


old expression, “Lee Township 
against the world.” 

However, it is not just the 
people of Lee Township and 
East Des Moines who trade at 
the new, large store. Because of 
its ample parking facilities and 
because it is located on a main 
traffic artery, many customers, 
and especially women drivers, 
prefer to drive seven or eight 
miles from the opposite side of 
the city, to shop there rather 
than to drive the shorter dis- 
tance through congested streets 
to get to the downtown section 
of the city. 

Mr. Wilkins is a past presi- 
dent of the East Des Moines 
Club, which is a businessmen’s 
organization for the benefit of 
that section of the city. He is 
also a past commander of the 
American Legion post on the 
east side of the city. 

The new hardware dealers 
were greatly heartened about 
their business future when they 
opened their doors to the public 
on Friday and Saturday, June 6 
and 7, last year. The store was 
crowded both days and the wives 
of the three men assisted them 
by wrapping packages for the 
steady trade. They also served 
coffee and doughnuts to custom- 
ers. 

The opening had been publi- 
cized by spot radio announce- 
ments, once a day, for several 


weeks. During the opening a 
local station aired a 15-minute 
interview with the three owners, 
direct from the store. 

The store, of cinder block con- 
struction, has a 50 ft. front and is 
60 ft. deep. The use of steel 
beams eliminated the need for a 
single upright post anywhere in 
the store. Low step-up displays 
make it possible to see the entire 
store from any angle. 

The building is one of the 
coolest to be found in that sec- 
tion during the hottest summer 
days because of the roof con- 
struction. There is a two-foot air 
space between the composition 
board ceiling and the roof which 
has a tar and gravel top over 
3 in. of insulation. Sufficient cir- 
culation of air is provided by a 
single fan with a 16-in. blade. 
The outside walls are painted 
white, which deflects the sun's 
rays. 

None of the front windows 
show frost or moisture during the 
coldest days of winter because 
they are bathed by warm air 
from overhead gas burners. 

All the store fixtures were 
built right in the store by the 
three men, who used only ham- 
mers, saws, levels and squares. 
They admit that they could 
barely saw straight or drive nails 
when they started on the project. 
The step-up displays are fin- 
ished in harmony with the 
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When you sell Ta-pat-co outdoor 
equipment you sell the brand that 
sportsmen everywhere recognize as 
tops in comfort .. . tops in value. You 
can't beat the Ta-pat-co combination 
of quality products, popular prices 
and vigorous promotion. If you don’t 
know the story of the complete 
Ta-pat-co line, see your jobber—or 
write us for nearest jobbers’ name. 


THE AMERICAN PAD & TEXTILE CO. 
GREENFIELD, OHIO 
Canadian Branch: CHATHAM, ONTARIO 
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SPORTS CLOTHING 


A complete style 
and price range in 
Ta-pat-co quality 
hunting coats, 
parkas and sports 
shirts enables you 
to please all your 
customers. 


There are thirteen 
styles of Ta-pat-co 
Sleeping Bags. 


SLEEPING Kapok, Wool or 
Down filled. Spe- 
BAGS cial features like 


heavy-duty zippers, 
extra foot space, 
make them easy to 
sell. 
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knotty pine sidewall displays 
for sporting goods, hand tools, 
major appliances and steel goods. 
The cost of the lumber for all the 
store fixtures was less than 
$1000. 

The cost of the building alone 
was approximately $12,000. 

When an increase in business 
warrants the building can be 
extended 50 ft. to the rear. In 
addition to the lot on which the 
building stands, measuring 200 
by 130 ft., another lot with a 
frontage of 110 ft. was purchased 
for use as a parking lot. Alto- 
gether, theinterest and amortiza- 
tion on this fine large property 
costs the trio just about half 
what they would have had to 
pay in rent for a downtown store- 
room, just half as large as their 


own. Their sales during this 
first year of their operation 
would seem to indicate the 


soundness of their judgment in 
building in the suburbs. 





Impulse Sales Account 
For Half of Their 
Tool Volume 


(Continued from page 133) 


owners of the business, and an 
ex-Sears man, who entered inde- 
pendent business, puts it, “‘We 
try to emphasize name and 
quality brands which makes a 
difference to the men. However, 
we also carry complete lines of 
competitively priced tools. The 
competitive numbers are placed 
among the quality lines for com- 
parison. In this way we are able 
to quickly show the customer 
that he can do better by pur- 
chasing the top quality tools. 
Many customers remark that 
they see more tools here than 
elsewhere.” 

About 20 per cent of the 
store’s 17 by 70-ft. display room 
is devoted to tools and about 
30 per cent of the firm’s volume 
is in these lines, almost an entire 
wall being given to this type of 
merchandise. At least 50 per 
cent of the volume in tools re- 
sults from impulse sales. Par- 
ticularly good business is done 
during the noon hour, when 
workers browse around the at- 
tractive store. Tools shown in 
the window also account for 















More than 250,000 
sold last season! 
Popular, patented 
Stay-A-Float can 
easily mean extra 
profits for you. It 
teaches children to 
swim... overcomes 
their fear of water 

.. keeps them 
SAFE. Patented 
features make Stay- 
A-Float safest of 
all. Filled with 
New Java Kapok 
.. can't leak, can’t 
puncture. Show it and you'll sell it! Write for 
details. 


Model 19—New and improved. Kapok padded shoul- 
ders. One size for children 2 to 5 years. Attractive “Old 
Swimmin’ Hole” print on maize or blue background. 
Model 18—Old favorite. Red or orange in three sizes, 
for children 2 to 12 years. Olive drab in one size for 
children 12-15 years. 


THE AMERICAN PAD & TEXTILE CO. 
GREENFIELD, OHIO 
Canedian Branch: CHATHAM, ONTARIO 
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BUOYANT CUSHIONS 


Beautiful new de- 
signs in U.S. Coast 
Guard approved 
life preserver cushe 
ions. Filled with 


New Java Kapok. 
Every outdoorsman 
is a prospect. 


SPORTSMAN’S 
LIFE SAVE 
VEST 


Tailored for freedom 


of movement. New 
Java Kapok-filled for 
safety. Favorite of 
sportsmen everywhere. 
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POULTRY 
NETTING 


Just unroll a few feet of this netting 
and let your customers examine its 
beautiful even weave, its freedom 
from, buckling, its easy handling. 
They can SEE you’re showing them 
a PREMIUM QUALITY netting. 
And it sells for a price no higher 
than ordinary netting! In your store, 
these convincing selling points clinch 
sales quickly and easily. 





Now is the time to display and SELL 
Keystone poultry netting. 


KEYSTONE STEEL & WIRE CO. 
PEORIA 7, ILLINOIS 


By the Makers of 


: RED BRAND Fence 


RED TOP STEEL POSTS 
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many impulse transactions. As 
an ad, used when the store was 
opened for business, emphasized, 
everything in the store is price 
marked. There’s no guessing, 
for the prospect or customer. 
Among some of the voluny 
business in individual sales was 
a recent transaction in which a 
total of $105 worth of tools was 
sold to an experimental engineer 
with one of the industrial plants 
in the Kenosha area. It was 4 
nice sale in any store. Man 
men in experimental activity an 
regular customers of P & G. 
Several months ago the stor 
made an additional bid for bei. 
ter volume in nuts, volts, screws 
and similar items by _ placin 
them out in the open where a! 
customers could see them. Busi- 
ness on screws was tripled b 
means of this open display whik 
on bolts, nuts and rivets th 
average increase was about & 
per cent. These staple lines ar 
shown on a ledge below the toc 
panels and are marked as t 
small quantity prices and gros 
prices. Quantity packages 0! 
this merchandise are in th 
shelving below the ledge dis 
plays. At the same time, better 
lighting was installed in this par 
of the tool department, lightin; 
equipment being placed under 
some of the shelving. 
Self-service has increased a: 
the result of this open displa 
policy on bolts, nuts, screws and 
rivets. Mr. Patrick says, ‘‘Man 
people don’t know the sizes and 
types they want, but when the 
see them they will buy more 
readily. This is true of bot! 
small quantity and gross buyers 
Many of these staple item sale 
are made to noon-day browsers. 





6 to 8 Million Tons 
of Finished Steel Needed 
For 1948 Construction 
(Continued from page 136 
available in needed amounts. 
“Tt is clear from our data,’ Com 
merce officials say, “that the avail 


able supply of many building ma 
terials will need to be stepped u 
sharply during 1948 if the additiona 
demand is to be met. Several! cot 
struction materials remain in tigh 
supply and these shortages are likels 
to become even more acute inless 
production is further increased.” 
Officials of FWA are slightly mort 
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optimistic, however. They expect 
the seasonal decline in demand to 
somewhat ease procurement problems 

“Shortages are still reported for 
nails, pipe, plumbing matezia.s and 
metal products where steel sheet and 
strip are involved,” they admit. 
“Spot shortages of other materials 
wre reported in specific areas. Never- 
theless, it is expected that these will 
ease with a continuation of pro 
juction at or near the existing rates.”’ 

Back of Commerce's thinly-veiled 


essinism is the critical suppl 
nicture for a few major items, the 
lack of any one of which at a given 
time necessarily delays construction, 
articularly Year-end 
governmental surveys present the 
following general picture for the fol- 


housing. 


lowing 


Picture for 1948 


Wire Nails. It is estimated that a 
million tons will be required for 1948. 
Consumption for construction alone 
during 1947 required 722,300 tons, 
leaving about 100,000 tons for all 
ther purposes. At current rates, 
about 825,000 tons would be pro- 
duced in 1948. With production 
down somewhat at the end of the 
year, the industry was booked well 
into the second quarter. 

Cast Iron Soil Pipe. 
peared to be moving into an easier 
position; although demands were up 
35 per cent, November shipments 
were up nearly 50 per cent over the 
previous year. Residential building 
will require about 405,000 tons leav- 
ing about 175,000 tons of estimated 
1948 supply for other construction 
needs. As yet, however, unfilled order 
backlogs show little tendency to 
lecrease. 

Cast Iron Radiation. 

1947 (including convectors) con- 
tinued far ahead of 1946 although a 
ast quarter decline resulted in a se- 
vere drain on stocks. Stocks were 
own to about 2.5 million sq. ft. at 


Soil pipe ap- 


Production 


e beginning of December. About 
25 million sq. ft. more will be needed 
in 1948 than last vear. 





Fisherman's Jubilee 
The Angola, Ind., 


Commerce recently sponsored a fish- 


Chamber of 


erman’s jubilee which lasted five 
lays and included a large parade 
i) which more than 70 floats and 
0 bands took part. The event at- 
tracted sportsmen from all of north- 
tn Indiana and was the largest 
pen-air event in that section of the 
state, 
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“es 
Paints Behind Furniture 
Radiators! Painting Easy! 


New nozzle sprays 
Paint straight ahead, 
up, down, sideways. 


Uses any type paint. 
Holds 24 oz, 
Guaranteed. 8 Ibs., 
complete. 
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thing a 
finish.” 





Professional Results 
Smooth, 
coat gives every- 
“factory 


even 





No Extras to Buy 
Send for complete 
details. *Slightly 
higher in western 
territories. 





THE LOW 
ELECTRIC PAINTER 


Here’s your chance to add 

new highly profitable sales and 
increase your sale of paint. 
Because painting is so much 
easier with the Lowell ‘‘Thoro- 
Spray,’’* more painting will 
be done, more paint used. 

Stock up now and corner the 
sales that are on the way. 


NATIONALLY ADVERTISED IN. 
THI EVENING POST 


*¢ 


POPULAR MECHANICS 


®T.M. REG. U.S. PAT. OFF..(C) 1947-L.M. CO. 


z 
: 


worLo’s LARGEST MANUFACTURER. OF SPRAYERS AND DUSTERS EXCLUSIVELY 
589 E. ILLINOIS, CHICAGO 11, ILLINOIS 


WRITE DEPT. 51. 








The Ad-Viser 


Details That Dress Up Ads 


Here are a number of small but important points which 
will help make your ads more attractive and readable. 


I. previous articles, 
we stressed the necessity of at- 
tracting the reader to your 
advertisement. We illustrated 
the extent of the competition, 
not only among other adver- 
tisers but also with the editorial 
matter of the publication itself. 
The first and foremost job of 
your layout man, we said, is to 
get the reader’s interest away 
from all other material. Head- 
lines and illustration carry this 
burden. Certain factors related 
to ‘‘appeal’’ must be considered. 
In addition, however, there are 
other small but important de- 
tails which shuuld be utilized to 
add to the attention getting 
value. Let us examine some of 
these. 


Making Type Work 


In the selection of an appropri- 
ate type face for your adver- 
tisement, there are literally 
thousands to choose from. Even 
in small towns, the local news- 
paper maintains enough to con- 
struct an effective layout. In the 
building of an advertisement, we 
are faced with the problem of the 
selection of proper type matter. 
Interesting combinations are de- 
sired. Attractive designs are 
sought. Every attempt is made 
to get type which will do the 
very best job for the advertiser. 

However, selection of type for 
a headline and for body copy 
must be considered separately. 
Here are some of the rules which 
should influence your choice for 
“heads.” 

1. Type for headlines should 
be powerful and big enough to 
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By IRVING SETTEL 


Advertising Manager 
Concord'’s, Inc. 
Instructor of Advertising 
Pace Institute, New York City 


oo G&G 


hit hard at every reader who 
happens upon your page. 

2. Use a type which will add 
substance to the advertisement. 
Large bold letters will scream 
out your message rather than 
whisper. 

3. Use capital letters wherever 
possible. This always gives a 
certain ‘“‘news quality’’ to the 
advertisement. 

4. Reverse headlines or use of 


white space always help to get 
the reader’s attention. 

5. Try to get a simple, easy-to- 
read letter. Avoid fancy or 
flowery types. Your headline 
should be readable at first glance. 

6. Have your headlines set in 
a horizontal line wherever possi- 
ble. Avoid extreme angles, 
circles, etc. Such practice will 
reduce legibility. 

The principal consideration in 
the selection of type for body 
copy is readability. Remember 
the following important rules: 

1. A type face is legible when 
it is familiar to the reader. Have 
you ever tried to read a para- 
graph set in Old English? It is 





6 POINT 
MODERN MAN CANNOT BE SERVED BY A TOOL 
that is just enough or a little better than pretty good 








st man can demand today and 
ds of tomorrow 
of industry. He 
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8 POINT 
MODERN MAN CANNOT BE SERVED BY A 
tool that is just good enough or a litle better than 
pretty good, The good tool must do all that man 
can demand today and it must be able to meet his 


$1234567890 
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12 POINT 

MODERN MAN CANNO7T BE SERVED 
by a tool that is just good enough or a 
little better than pretty good. The good 


tool must do all that man can demand 
$1234567890 


14 POINT 

MODERN MAN CANNOT BE 

served by a tool that is just good 

enough or a little better than pretty 
$1234567890 
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MODERN MAN CANNOT BE SERVED BY A TOOL 
that is just good enough or a little better than pretty good 





MODERN MAN CANNOT BE SERVED BY A 


d enough or a little better than 





tool that is just @ 
pretty good. The good tool must do all that mar 


can demand today and it must be able to meet bis 


$1234567890 


MODERN MAN CANNOT BE SERVED 
by a tool that is just good enough or a 
little hetter than pretty good. The good 
tool must do all that man can demand 
$1234567890 — 


MODERN MAN CANNOT BE 

served by a tool that is just good 

enough or a little better than pretty 
$1234567890 








Every advertiser should own a type chart which can be obtained at the 


local newspaper office. 


With it, the selection of type faces is faciliated. 
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Here’s merchandise that'll move! It’s easy to see why: back of it, the reputation 
of the world’s two leading makers of rods and reels... Plus the biggest 
advertising campaign in national and outdoor magazines in the history of 
the tackle business. Order through your jobber. 


MONTAGUE 


Hollostel RODS 


Bait-casting rods with flashing 
‘*‘Naturalcast”’ tip action! One-piece 
detachable grip. Casting tops and 
guides specially designed foraccurate 
casts. Lengths 41 ft., 5 ft., 51 ft. 
All with carrying cases. 


* 


Left: “TRAIL.” Heavy chromium plat- 
ing. Offset stainless steel casting 
top and guides with silk windings. 
Blue flutings. Polished aluminum 
offset handle, best grade cork 
lower grip. Viselock reel lock $15. 


Center: “REDWING.” Guarded offset 
casting top and line guides of nickel 
silver with Montalloy rings. Red 
flutings. Best grade cork lower grip, 
offset handle of anodized aluminum. 
With Viselock reel lock $20. 


Right: ‘“‘FISHKILL.” Attractive durable 
buff color finish. Offset aluminum 
handle. Offset stainless steel stamped 
frame casting tip and guides. With 
Scrulock reel lock (shown) $10. 
With Viselock reel lock $12.50. 


WORLD LEADERS IN RODS AND REELS 


OCEAN CITY 
Freak Walter reeis 


Bait-casting reels that are 
packed with the features 
fishermen have always 
wanted. Streamline design, 
precision-made, they’ll 
give plenty of satisfaction. 


* 


OCEAN CITY No. 88... $5. 


The Smoothkast, improved level 
winding mechanism, aluminum 
spool and Smoothkaster control. 
Quadruple gears. 100 yd. capacity 





OCEAN CITY No. 999. $9.95 


Lightweight champion of Zephaloy, 
the miracle-metal. Smoothkaster 
control, Oilite bearings, smooth- 
working level wind. 100 yd. capacity. 


OCEAN CITY No. 970 . $7.50 


The Smoothflite, chrome-plated 
antibacklash reel. Aluminum spool, 


permanent cork arbor...New 
Smoothkaster control . . . Oilite 
bearings, click and quadruple gears 


100 yd. capacity 
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extremely difficult to read simply 
because it is unfamiliar to vou. 
Most of our publications use a 


like Caslon, Garamond or Bo- 
doni are most frequently used. 
If you select any one of these, 





Roman group :with serifs or 


decorations on the letters. Types easy to read. 


you are fairly safe. They will be 











of the man 


hunting supplies 
have in stock; 


© CROW CALLS 


@ COMPASSES 
® HUNTING 





KNIVES 
@ SHELLS 
@ FLASHLIGHTs 


=—_—_— 
@ DUCK DECOYS 


@ DUCK CALLS 


Harrison Hardware 


See That Builds Confidence” 
7 | Harrison, Michigan 
| This IS The North” 











A headline should be set in large bold letters 
in order to attract the maximum attention. 
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And here are just a few 


y necessary 


@ CLEANING ROps 


ARE you READY 


we 





2. Body copy is more readable 
when set in capitals and lower 
case. Capital letters alone slow 
down the reading speed of the 
average person. 

3. Use italics only when 
emphasis is desired and use 
them sparingly. Avoid scripts 
except in headlines. Avoid fancy 
letters of any kind which add 
difficulty to reading. Any ex- 
tremes will call attention away 
from the sales message and to 
the tvpe matter. The result will 
be loss of sales. 

4. Avoid trying to creats 
“atmosphere” with type. (Thie 
is usually difficult or impossible 
to accomplish (there are ex- 
ceptions). 

5. Don't use type for decora- 
tive purposes if you want vour 
ad to be read. Some advertisers 
put their body copy into circles, 
oblongs and other odd shapes. 
They arrange type in margins so 
that some words are wideways 
and others upside down.. While 
such a practice may make your 
advertisement more artistic, it 
will not invite the reader's eve. 


Get a Type Book 


Before deciding upon type 
matter either for headline or 
body copy, get a “type book”’ 
from vour local newspaper office 

This book will give you speci- 
mens of all type faces available 
at the plant. Then you can see 
exactly what you are ordering. 

Incidentally, it is of utmost 
importance to get your Storé 
Name in the advertisement in 
large bold letters. Don’t let any- 
body talk vou out of that. Do 
not be modest. Use the largest 
and most distinctive type possi- 
ble. Allow plenty of white 
space to surround the name so 
that it will stand out. Every 
advertisement should carry yout 
“logotype” and it should always 
look the same. This is the only 
way that you can familiarize the 
public with your name. It is the 
best way to get readers to know 
instantly who is advertising. 


Illustrations 
While many types of illustra- 
tions are effective in an adver 


tisement, photographs have 
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with every 


Clemson sale 


»»G0es G 
sales story 


o full lene 
of 


quauty 


pRODUCTS 


Ower—you get a 


] The folder in every package 


dotble-barreled plug for all: 





points up outstanding features of 


all Clemson products. 


2 Typical top-notch performance of 


each Clemson product builds 
sales for complete line. 


Feature Star Hack Saw Blades 


and Frames, and the Clemson 


Lawn Machine for more sales 


.-.-More profits for you. 


Sold only through recognized 


distributors. 





CLEMSON BROS., INC. 
MIDDLETOWN, N. Y. 


Re LEMSON 


Manufacturers of Hack Saw Blades and 


Frames, Metal Cutting Band Saw 


® 3846 and the Clemson Mode 
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Blades 


E-17 Lawn Machine. 
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See US And Be Prepared For It! 


| 


ARCHERY SUPPLIES 


Bow and Arrow Season 
For Deer Opens in 
Crawford County Next 
Wednesday 





Beat the Ammunition Shortage 
Buy Your Shotgun Shells Now for the Coming 
Hunting Season 
ALSO MANY FINE SHOTGUNS ON HAND 





“On the Corner” 


RON’S HARDWARE 


Phone 4421 


A store name should be printed in large, bold letters. This 
is the only way the public will become familiar with it. 


proven most appealing. A photo- 
graph will stop a reader much 
more quickly than a drawing. 
Somehow, a feeling of realism is 
achieved because most people 
believe that the camera cannot 
lie. Actually, many tricks can 
be accomplished by a good re- 
touch artist. The average reader, 
however, associates actuality 
with photos. 


Picture Your Lines 


Use pictures of actual items 
you are selling. For headline 
illustrations, a person’s head, 
looking at the reader, is very 
effective. It gives the flavor of 
the testimonial to the general 
atmosphere of the advertise- 
ment. 


Mistakes to Avoid 


When your typist makes an 
error, she merely makes an eras- 
ure and types over it. When an 
advertising man makes a mis- 
take, however, it 1s reproduced 
thousands of times in newspaper, 
magazines and direct mail pieces. 


There is no telling how much 
real damage can be done. In 
the following paragraphs are 


some common errors which can 


be avoided with a little extra 
care on your part. 


Avoid Errors 


An error in spelling or gram- 
mar will be immediately noticed 
by most readers. It is bound to 
detract from the selling message. 
It is sure to hurt the prestige of 
your store. All advertising copy 
should be checked and double 
checked for any types of errors. 
More than one person should re- 
read the ad. This will Jessen the 
margin for error. 


Beware of Errors! 


A printed error in the price of 
an item can cause untold dam- 
dge. If the merchandise is acci- 
dently overpriced, customers will 
be lost. If it is underpriced, you 
may have a great deal of explain- 
ing to do. 

Be sure that every illustration 
is placed together with correct 
description and price. Check 
carefully all layouts and copy 
before they go to the newspaper 
An error here can cause 
and 

you 


office. 
embarrass- 


and 


inconvenience 
ment both to 
customers. 


your 
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Sheffield Hardware Co. 
Celebrates Its 76th 
Business Anniversary 


Sheffield Hardware Co., whole- 
sale concern of Americus, Ga., which 
has reached its 76th vear in operation 
as one of the Southeast’s most suc- 
cessful business enterprises. Scores of 
persons in the hardware industry 
have joined together to extend their 
congratulations to the company and 
to make possible the publication of a 
special anniversary newspaper edition 
of The Tri-County News in honor of 
the Sheffield organization. 

The original firm from which the 
Shefheld company has grown was 
founded as a partnership in 1872 be- 
tween C. A. Huntington and J. W. 
Sheffield, who was grandfather of the 
present president of the company. 
The firm bore the name of J. W. Shef- 
field & Co. at that time. 

In 1894 incorporation of the busi- 
ness was effected and the name be- 
came Sheffield, Huntington Co. Later 
on, after the death of C. A. Hunting- 
ton, Sr., and his son C. A. Hunting- 
ton, Jr., the Huntington estate de- 
cided to sell. Thus in the late 1890's, 
the Huntington interests were pur- 
chased by the Sheffield interests. 

When the charter of the Sheffield, 
Huntington Co. expired in 1940, the 
name was again changed to The Shef- 
field Co. 
were John W. Sheffield II, president; 
John West Sheffield, vice-president, 
and Charles R. Crisp, Sr., secretary 
and treasurer. 


ig is an eventful year for the 


Two Corporations 


The business operated under the 
name of The Sheffield Co. until 
August, 1947 when it was broken up 
into two corporations which were 
named The Americus Hardware Co., 
the retail department, and the Shef- 
field Hardware Co., the wholesale 
division with J. W. Sheffield, Sr. (II), 
president; Frank Sheffield, Jr., first 
vice-president; Wallace Sheffield, sec- 
ond vice-president and Charles F. 
Crisp, secretary and treasurer. 

The company is moving into its 
new building on Dudle St. near the 
Central of Georgia freight depot. 
The new building, which is of brick 
and steel construction with built-up 
roof, is 350 feet long and 150 feet 
wide and has 52,000 square feet of 
floor space, all on one floor. It is 
equipped to take care of four freight 
cars at one time on its sidings and its 
loading platform can handle six 
trailer trucks simultaneously. 
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Officers of the company. 








TRIPLEX Threaded Fasteners are 
made tough, to stand up under 
the terrific pounding they take in 
their job of holding together mechanized 
equipment all over the world. You’ll find 
TRIPLEX Fasteners wherever the going is 
the toughest—on trucks, tractors, road 
building machinery, agricultural equip- 
ment, high speed industrial machinery and 
automotive equipment of every description. 
A full line of tough TRIPLEX Threaded 
Fasteners is generally available. Write today 
for new illustrated catalog and wall chart 
for easy ordering. 


THE TRIPLEX SCREW COMPANY 


5317 GRANT AVENUE @ £CLEVELAND 5, OHIO 


») THREADED 
mm! FASTENERS 


BOLTS, NUTS AND RIVETS 


CAP AND SET ‘SCREWS 
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1948 May Be Greatest Year 
For New Home Construction 





THOMAS S. HOLDEN 


ONSTRUCTION con- 
tracts awarded in the 37 eastern 
states from Jan. 1 through Feb. 15 
of this vear amounted to $945,190,- 
000, compared with $782,485,000 in 
the corresponding period of 1947. 
This increase of nearly $163,000,000 
was made up as follows: an increase 
of $87,000,000 in total value of 
building contracts, and an increase 
of $76,000,000 in value of heavy 
engineering contracts. The building 
contract increase did not register 
an increase in physical volume; 
contrasted with nearly 14 per cent 
increase in dollar volume there 
was a decrease of 5 per cent in the 
amount of new building tloor space 
contracted for. 

These comparisons illustrate quite 
forcibly the present construction 
situation. Since last July 1 there 
has been a continually mounting 
volume coupled) with continually 
mounting costs. The big question 
is: How long can this dual trend 
continue? 

In recent weeks there have been 
indications that general commodity 
prices are once more tending to 
stabilize. Spectacular declines in 
farm product prices within the past 
six weeks have been accompanied 
by declines of less spectacular charac- 
ter in other commodity groups. 


*Delivered as an address before the 
Eastern Regional Conference, American 
Society of Architectural Hdwe. Con- 
sultants and Nat'l. Contract Hdwe. 
Assn., in New York, March 5. 
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Dwelling units completed this year may top the 937,000 mark 


set in 1925, according to leadin 


building analyst. Four per 


cent more dollars for residences this year. However, building 

boom is unlikely because of mounting costs and manpower 

shortage. Present construction contracts 14 per cent higher in 
dollar value but call for 5 per cent less floor space. 


By THOMAS S. HOLDEN* 


President, F. W. Dodge Corp. 
Building News Service 


According to the U. S. Bureau of 
Labor Statistics, wholesale price 
indices for five commodity classifica- 
tions declined in marked degree 
between Jan. 17 and Feb. 14; these 
five groups were farm products, 
foods, hides and leather products, 
chemicals and allied products, and 
the miscellaneous group. The other 
five groups showed increases; they 
were textiles and textile products, 
fuel and lighting, metals and metal 
products, building materials, and 
household furnishings. The declines 
were considerable and the increases 
were fractional, with the net result 
of a 3% per cent drop in the over-all 
wholesale index. 


Will It Continue? 


The extent, in terms both of time 
and magnitude, to which this declin- 
ing price trend will continue is at 
this moment uncertain. If there is 
to be another round of wage in- 
creases in key manufacturing in- 
dustries, that will tend to. stiffen 
prices of manufactured goods. How- 
ever, more and more commodities 
are achieving approximate balance 
of demand and supply, buving 
resistance is. stiffening, and = com- 
petitive pricing is on the increase. 
Even lumber supply is reported to 
have been in approximate balance 
with demand during the fourth 
quarter of 1947; retail inventories 
of lumber increased, pointing to 
easier buying for lumber consumers 
in the spring of 1948. 


Price declines to date have been 
wholesome and _ salutary. There 
seems to be little likelihood that 
they will develop into a disastrous 
deflation like that which took place 
in 1920. I can enumerate at least 
five outstanding differences between 
the present situation and that of 1920. 

First, farm products, which drop- 
ped in such a spectacular manner 
recently, are not likely to be deflated 
as fast or as far as in 1920. While 
world food supply prospects are 
considerably better than they were 
a few months ago, they do not 
point to surpluses. Furthermore, 
Our government is strongly com- 
mitted to support of farm prices. 
Since food prices are the keystone 
of living costs and wage scales, they 
affect the whole price structure. 

Second, labor in manufacturing 
industries is far more generally 
unionized than in 1920, which means 
that wage scales in productive in- 
dustry are rather effectively pegged 
at present levels. 

Third, leaders in government, 
finance and business are today fearful 
ot further price inflation and cautious 
about forward commitments, in con- 
trast to the boom psvchology that 
usually invites a crash. 

Fourth, we have progressed much 
further in postwar production and in 
catching up with deferred demands 
than we had at the time of the 1920 
break; we have not quite achieved 
a balanced economy but we are much 
nearer to it. 

Fifth, any deflationary policy 
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All Tegco locking sets feature an all- 
stamped locking rose. No rivets — 
less moriising — a real extra value! 
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VVe 


‘MORE AND MORE 


“You can take it from me, and Mister, I’ve installed 
a lot of hardware; there’s real truth behind those 
leadership claims of Technical Glass Co. Day after 
day, job after job, it’s Tegco almost every time.” 
The above situation can be multiplied hundreds 
of times throughout the world, because everyone 
who installs, uses or sells Tegco hardware has 


found that its features can’t be beat. 





yea Cc DES I Y gg: 
IBS PECIF a & 


438 x 57 locking set 














ad oa 


TO THE JOBBER AND DEALER TEGCO offers the 
highest quality hardware at the lowest prices in 
the industry. More profits through quick inventory 
turnover. Quick deliveries. Full freight allowance 
to any point in the U.S. on orders of 1004 or 
over. Designing with real sales appeal! 

If youre not already on the TEGCO bandwagon, 


check into the many advantages right away! 


361 x 45 latch set 
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--- for absolute uniformity, 
dependability, and long life 


Now, with Induction Heat-treating, GREENLEE 
brings a new, high degree of uniformity to 
Solid-Center Auger Bits. Under this new, 

most modern method of heat treatment, f 
GREENLEE 22 Solid-Center Auger Bits take a 
and hold perfect cutting edges for fast, clean ) 
action, longer life, sure dependability. It’s I 

a great, new tool-making advancement ak ~~ 
you'll surely want to take advantage y/ 

/ 
nye 


of for greater sales and profits. 


SOLID-CENTER AUGER BITS 


OR CRAFTSMEN 


REENLEE 





STOCKED BY LEADING WHOLESALERS 


FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 
Auger Bits e Expansive Bits » Socket Butt Chisels e Socket Firmer Chisels e Cor Bits e Razor Blade 
Draw Knives e Automatic Push Drills e Spiral Screw Drivers e Bit Extensions e Bell Hangers’ Drills « 
Turning Tools e For complete Information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros. & Co., 1803 Herbert Avenue, Rockford, lilinols, U.S.A. 
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adopted by government is apt to 
be mild rather than drastic; manag 
ment of the huge federal debt can 
be accomplished much more easil\ 
with high prices, high incomes and 
low interest rates than under the 
reverse conditions. 

Early stabilization of materia 


prices and construction costs should 
be welcome rather than feared. 
Such stabilization would probably 
be accomplished with less violence 
now than if it were deferred another 
year, with further sharp rises in 
the interval. Yet it is difficult to 
see how stabilization will com: 
about unless there is some slowdown 
in contract letting some time in 
1948, 

While the material supply situa- 
tion has improved in many respects, 
there is a question whether con 
struction material production will 
increase in 1948 to the extent of 
supporting a vastly increased con- 
struction program, and there is 
also a question as to whether enough 
man power can be recruited by the 
construction industry for handling 
a vastly increased volume. 


In Other Lines 


Construction is not the only 
industry which is straining available 
supplies of materials and man power 
to catch up with demand. This 
situation also prevails in the auto- 
motive industry, the farm machiner\ 
industry, the railway car industry 
and a number of others. The 
President’s Council of Economic 
Advisers reported an over-all 7 
per cent in physical output of goods 
in 1947 as compared with 1946, 
and suggested a further 3 per cent 
increase as a feasible estimate for 
1948. Our present condition of 
record peacetime production and 
practically full employment thus 
suggests that expansion of con- 
struction activity in 1948 will be 
moderate rather than spectacular. 

Another factor is the supply o! 
investment money. It has _ been 
pointed out, repeatedly and force- 
fully, in the daily and financial press, 
that present tax policies of govern- 
ment tend to dry up equity capital. 
This condition tends to limit the 
expansion of industrial and com- 
mercial facilities; it has caused a 
number of important companies to 
curtail, to defer, or to abandon their 
building programs. 

There is also a tendency to tighten- 
ing of credit in the home mortgage 
field. Lending institutions complain 
that the 4 per cent interest rates on 
G. I. loans and on F. H. A. insured 
Title VI loans is inadequate; they 
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want to tighten up on down-payment 
requirements. There is recognition 
in important sectors of government 
that the liberal loan policies of the 
past several years have been in- 
flationary in character, and that their 
continuation on the same basis is 
somewhat dangerous. The question 
of extending authorization for Title 
\1 mortgage insurance is now before 
Congress for early decision. There 
are also before Congres 
proposals for housing legislation of 
a definitely inflationary character, 
some of them advocated by influential 
pressure groups. I would say that 
a moderate tightening of lending 
terms and conditions is preferable 
to further inflation of housing demand 
at this time, but I do not know 
which kind of action the Congress 
will take. A 


various 


These are the principal reasons 
why F. W. Dodge Corporation’s 
advance estimates for this year, as 
published last November, indicated 
moderate increases in contract 
volume this year, rather than the 
very large increases that might be 
expected if we looked only at the 
extent of deferred construction de- 
mand and ignored the surrounding 
economic conditions. 


Increase for 1948 


Our estimates indicated for this 
year an over-all increase over 1948 
of 7 per cent in dollar volume of 
building and engineering contracts. 
Thus we do not expect the 21 per 
cent increase recorded in the first 
month and a half of this year to 
continue throughout 1948. In fact, 
we think there will be a slowdown in 
contract letting, perhaps in the 
second quarter, perhaps a little later. 
We expect the contract volume of 
the first half of 1948 to be greater 
than the contract volume of the 
first half of last year, and the con- 
tract volume of the second half of 
this year to be somewhat less than 
that of the second half of 1947, 
We expect the decline, if it comes, 
to be moderate. 

Within the over-all 7 per cent 
increase we expect the dollar volume 
of non-residential building contracts 
to increase 9 per cent, residential 
contracts to increase 4 per cent, 
heavy engineering contracts to in- 
crease 7 per cent. While these 
estimates are given in definite 
figures, thev are to be considered 
as general approximations. Dollar 
volume increases of these moderate 
proportions would probably connote 
quite moderate increases in physical 
volume. 


(Continued on page 247) 
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Ranges are displayed in a row so that customers may compare them. 
Store sign advertising emphasizes the firm’s appliances. 


Sells 3000 Ranges a Year 


Moa: than 3,000 range 


sales in a year is a record piled up 
by Abe Slobodien, proprietor of 
the Westside Hardware Co., 
778 Westside Ave., Jersey City, 
N. J. Mr. Solbodien attributes 
this huge number to the fact 
that he does not sell on the basis 
of “price.” Only a very few 
sales have been lost because the 
customer felt the price was too 
high. 

The store started in business 
in 1930 but it wasn’t until 1942 
that ranges were added to com- 
pliment its full hardware lines. 
A great part of Mr. Slobodien’s 
success in selling radios has come 
from his policy of providing de- 
pendable service. There is no 
time gap between delivery and 
installation. When a customer 
orders his range, it is installed 
immediately and checked back 
within 10 days after it is sold. 
Customers appreciate this serv- 
ice, spread its reliability by 
word-of-mouth and return fre- 
quently for other purchases. 
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Westside Hardware Co. builds sales technique 


around service and p 
takes ca 


All ranges are guaranteed by 
Mr. Slobodien for the life of the 
range and for as long as his 
store will remain in business. 


roduct. The price then 
re of itself 


The follow-up service call is 
made by one of the store’s force 
who is trained and paid to do the 
job capably. Mr. Slobodien feels 





WEST SIDE 


Range Repair Service 


CUSTOMER 


SERVICE RANGE AT 


HARDWARE CO. 
_ Date 


AODRESS 











NATURE OF 
COMPLAINT 
ADJUSTED BY ALL REPAIRS HAVE BEEN MADE 
SATISFACTORY 
DATE 
TENNANT _______ _ — 
SIGNATURE 











A telephone call for service? Al 
on this 3 by 5 in. card. Repairs 
side which contains ample 


I the needed information is entered 
made are entered upon the reverse 
space for necessary ‘‘remarks.”’ 


HARDWARE AGE 





the 
eco! 
spa 





T58 


INLA 


CORTEZ 


MARCH 





yue 
1en 


call is 
s force 
do the 


‘n feels 








I i All Comforteer styles are 
beautifully finished with 
brown baked enamel. 


the nationally-advertised 
economy -priced 
space heater that... 


* makes money 
for dealers! 


* operates safely! 


* provides quick, uniform, S 
portable heat! 





PORTABLE 


———— 


GAS HEATER 


Placing your order now assures you of 
having adequate stock for the coming 
heating season... 


The AGA-approved Inland Comforteer is an unvented, direct-type circula- 
tor — a packaged appliance that has what it takes for volume sales: It’s a 
popular, advertised product. Its handsome neutral brown finish attracts 
the eye; women know it will harmonize with their home furnishings. It’s 
priced surprisingly low for a high-quality heater. 

Comforteer meets a need in thousands of homes, apartments, cottages, 
offices, shops, and business establishments of all types. It draws cold air 
from the floor level, heats it, and circulates it even to the farthest corner. 

It is easily moved from room to room. 

| Comforteer is complete and self-contained. There 
1948: is no complicated installation — no chimneys to 
build, no ducts to install. There are no service 
calls to adjust the burner; each model leaves the 

factory all set for your local type of gas. 
Stock and display Comforteer. Order by 
model number directly from the factory: 

Model 125A for natural gas; Model 125B 


gor + “\ for manufactured gas; Model 125C for 
ate ae "\ mixed gas; Model 125D for bottled gas. 
; Write for literature giving price and terms. 
758 
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Interior baffle helps assure even 
heat distribution... prevents paper 






or other flammable objects from ac- 





cidentally falling into the burner. 


Allan (5: 


Comforteer sloued, raised - port 
burner is sturdily made from that 






tried and true material — cast iron. 
Scientifically designed to operate 
without smoke or odor. 
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Lighting a match is a good way of explaining 
b.t.u.’s and driving a good sales point home. 


that properly and_ satisfactor- 
ily paid men will take as much 
pride in installing and servicing 
acustomer’s range as he would 
in doing the work for himself 
This gives the purchaser a feeling 
of confidence in the store’s other 
merchandise. 

Mr.Slobodien makes a practice 
of visiting other stores to pick 
up pointers on selling for his 
own personnel. In the past year 
he has visited more than 15 
appliance stores and had the 
salesmen wait upon him just as if 
he were a customer. By switch- 
ing roles in this manner, faults 
and good points in sales tech- 
niques are clearly shown up and 
the pointers thus picked up are 
transplanted to his own store. 

In a recent visit to a store, 
Mr. Slobodien asked the sales 
clerk what the three regular 
burners and the giant burner 
represented on a certain type of 
range. The sales clerk answered 
that the large burner was a gas 
saver and that the smaller ones 
were for cooking or heating foods 
slowly. On another visit to the 
store, he asked a salesman how 
much heat one of the burners 
gave off. The salesman said it 
gave off between 9,000 and 
12,000 b.t.u,s. 

On returning to his store, he 
pointed out to his employees the 
fallacy of the statements made 
by these two salesmen. Instead, 
he told them that the smaller 
burners were regular gas heating 
units while the big burner was 
for cooking special foods. He 
also pointed out that when dis- 
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cussing b.t.u,s. with a customer, 
the saleman should strike a 
match, explaining that the lighted 
match represents one b.t.u. and 
that 9,000 of the matches burned 
every time a burner was turned 
on. This practical demonstration 
would mean more to customer 
than just words for the average 
person doesn’t know how much 
heat a British Thermal Unit 
gives off. 

Whenever someone comes into 
the Westside Hardware in search 
of a range, Mr. Slobodien or one 
of his salesmen first finds out 
the type of range needed. Does 
the customer need a right-hand 
range, left-hand range, or one with 
center burners? Is it for an 


apartment or for a large kitchen? 
Does the customer need working 
space on the range? 

Among the several features 
that are always stressed by the 
sales staff in selling ranges, are 
construction, durability, finish 
and appearance. It is also vital 
to explain how a better type of 
range causes less shrinkage in 
cooking foods. Few customers 
are aware of that point and can 
become immediately attracted 
to a range that will save foods. 

Finally the price is discussed. 
This is always talked about last 
for if customers can be interested 
in the range, they can most al- 
ways be persuaded to buy re- 
gardless of the price. And, after 
a customer has selected a range, 
the store has discovered that in 
most instances, a higher priced 
range has been purchased than 
originally intended. It issimple 
to point out that there is so little 
difference in cost between a good 
range and one of inferior quality, 
that in the long run it pays to 
purchase the better one. 

Mr. Slobodien also believes 
that it’s a good thing to ask 
customers how old their present 
range is. Usually the answer is 
10 years or more. With this 
additional knowledge, the cus- 
tomer can be impressed with 
the fact that a quality range 
will give that many and longer 
years of service. 





' Tax Economies 


(Continued from page 129) 


more than $500, he is not your 
dependent and you can’t claim him 
as such on your tax return. But if 
his earnings are less than $500, 
he pays no taxes at all —and you 
still have a dependent. 

Planning for lower taxes in business 
operations is just that simple. The 
law is studded with options, alterna- 
tives, elections, and countless op- 
portunities to select one or another 
method of transacting business. Each 
one carries the blessings of good 
accounting, the tax law, and the 
courts. 


Accounting Rules 


Tax accounting basically follows 
good accounting. That is why it 
is easy for an accountant to handle 


such matters. That is true except 
for two kinds of rules. 

One is the special rule that gives 
relief for particular circumstances. 
It often gives us average tax systems 
—such aids as the carry-over of 
losses. 

The other set we call‘barnacles”’. 
These are rules arising from bad 
accounting decisions of the courts. 
They are distortions. If you know 
them, you can make great gain out 
of them. If you do not know them, 
you may lose a great deal. 

Tax accounting must know these 
decisions and rules. The rules give 
alternatives. If you know them. 
you may select the year in which 
you will have income or the year 
in which you will take income 01 
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NON-RUST ALUMINUM 


CUNCH KITS 


% HEAVY GAUGE SOLID ALUMINUM 
W SEAMLESS CONSTRUCTION 
% SANITARY— ROUNDED CORNERS 
¥e PIE TRAY Available for Extra Capacity 


BAT WING 


CARPET BEATER 









Patent coil spring 


throat for unusual 
beating action! 
Perfect balance... 


lasts longer. 
For the millions who 


the old 


fashion way. 


WASTE 
BASKETS 


“The Full Line” 


Plain colors. 


still prefer 


Decal decorated. 

Original hand point- 
ings in oils by Vargol. 
A Wide assortment 
of background colors. 


Mfg. of Wheel Goods and Metal Specialties, 
sold through leading hardware 


jobbers from coast to coast. 


METAL FABRICATING CO. 


WILKES-BARRE, PA. 














deductions, Knowing the alternative 
will permit you in the case of receipts 
in a vast quantity of conditions, 
to select the vear in which vou want 
vour income, to deter vour Costs to 
the period in which vou would like 
them deducted in vour returns. 

For example, it is easv for us to 
move sales from one vear to another 
by the alternatives in the law. We 
may select, if we choose, consignments, 
approvals, or deposits that do not 
secure Income. It is also easy for 
us to select the character of the cost 
in. this 


year which will give us a 


deduction this vear and to defer 
costs to some other period when we 
some other 


want the deduction in 


vear. It may also be easy for us in 
this vear to take all sorts of hedges 
that will permit the costs to come in 
this period even though the advant- 
ages may come in some other year. 


Buying a Business 


You may be about to buy a business 
or a business asset. Certainly vou 
will want to plan your transaction 
to avoid paving a tax on return of 
your purchase price. 

Assume vou agree to buy corporate 
stock for $1,000 when the corpora- 
tion assets cost it $100, but are now 
worth $1,000, This price of the stock 
reflects the higher market values 
(over costs to the selling corporation) 
of, sav its real estate, etc. But when 
this hoth the 


corporation and you (when dividends 


real estate is sold, 
are distributed) will pay a tax on 
a book profit. 


You will be 


have no real profit. 


foolish because vou 
You are merely 
getting a return on your capital 
invested, You must, therefore, make 
vour deal so that vour buying plan 


You 


have got to seek a purchase of assets, 


does not include that penalty. 
or to get an adjustment for the 
penalty you are assuming. 

Assume another company you 
S100, 


costing S30 


want to buy will cost This 


company has assets 
$40 of surplus and $10 of capital). 
The $100. 
If immediately (after you buy its 
stock) 
dividends, vou will have ordinary 
to $40. You 


income until 


assets are now worth 


your new companys pavs 


dividend income up 
really should get no 
ou have recovered your $100. You 
ought 
do that vou must find the way to 


to avoid that penalty. To 


buy assets at a $100 cost. 

These are two normal cases that 
require buyers’ alternatives. © And 
vet buvers usually forget them. 

The whole business of alternatives 
in buying anything seems todav to 
divide itself up into four principal 
points. We always have them before 


us when we are discussing a probler 


with a buyer, and they are: 

1. If you are going to get mone 
from a don’t forget about 
the special relief sections in the la 


that 


buver, 


are given to every 


compan 
carrvovers, tax benefit rules: 
great number of items that exist 


only with the seller. The buyer must 
not lose them. 


2. A buyer ought to buy so that 


he gets the greatest 
deduction for himself. 


possible tax 


3. A buver ought to try to make 
sure that when he sells what he bus 
that he will get capital gain on the 
disposal of his assets. 

4+. When he buys, 


avoid paving a tax on the purchase 


a buyer should 


price or on the accumulated earnings 
that exist in the seller's company. 
[ have given two examples where 
that is easv to occur. 

These four principles mean careful 
study of what to buy; whether it is 
an asset or a capital stock. It means 
for example, vou must buy, if vou 
can, securities at a low price, because 
you get capital gain if you hold them 
and sell them. 
you must buy machinery at a higher 
price in many instances because vou 


It means, of course, 


are going to get depreciation deduc- 
tion. 

It means in some cases you must 
not buy assets because they will be 
income to the buyer, and not income 
to the 
insurance in the hands of the seller, 


seller. For example, life 
when cashed in or when proceeds are 
secured, may not produce income to 
the seller but in many instances may 
give the buyer taxable income. 


Getting Capital Gains 


One of the elections in the law is 
whether vou shall pay a 25 per cent 
tax on your sale of assets or securities 
or whether vou will pay up to 851% 
per cent in gains. 
Lots of the time vou have the choice. 


taxes on your 
Too often you slip into the heavy 
tax because of had timing, bad 
advice or indifference. 

I've scratched the surface of tay 
thinking. I've discussed just a few 
of the 
that save money for the initiated 


alternatives, the elections 


How should vou start if you'v' 
not been taking the elections? On 
wav is for vou to recognize that th 
' studies upo! 


aid \ 


most important tax 
which the 


today are somewhere in the following 


technician can 


ing list. 

1. The right form for your business 
activity and how to convert to tl 
form: Should you operate venture 
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PhIEY 
AIR RIFLE TARGET RANGE 


DAISY .3;", TARGET 








SHOOT Sapp goat 
en 
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| DAISY.:)", TARGET 














rifle owner will want it. NATIONALLY ADVERTISED. 
Also ideal as indoor Target Range with the famous Daisy 
Targeteer Air Pistol. Complete Range with 4-way action 
targets, Shooting Manual, Instruction Booklet, retails at 
only $1.00. 


Daisy announces a new profit-maker for Daisy dealers— 
the brand-new Daisy Air Rifle TARGET RANGE! Dur- 
able, corrugated cardboard construction with replaceable 
backstop. Handsomely decorated. Amazing 4-way target 
ACTION! For basement, attic, outdoor use. Every air 








NO. 181 JR. SHOOTER’S TARGET OUTFIT —— Beginners Out- 
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ae down model. SS ~] 
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Forced feed. Walnut-fin- $495 
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Thirty-five inch, 
gravity-fed air rifle. : 
Gun-blued metal parts. $250 
Well-finished wood stock. 3 







above). Shooting 
Manual, Instruc- 
tion Booklet, etc. 


NOTE! 
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Real Sacto saddle gun style. Lightning-Loader. $475 
Large eolling air - in a the world 4 
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7. Using the net operating loss 
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gain, taxwise: For example, how can 
you get an interest deduction and 
yet give your security holder a 
capital gain when you really pay his 


two years. We need to end a lot ot 
confusions that disturb the little 
fellow: what detailed records he must 
keep, how to run his accounting 


or cooperatives, and how do you he 1: 
make the change over from what and the many other averaging rules ony 
you have? like the tax benefit rule, the ca; ita -_ 
2. The right way to buy and sell loss carryover, etc., to your greatest i ; 
business property so as to get the advantage: That means _ business a 
greatest gain! How, for example, planning of income, expenses, acqui- ite hi 
do we get the greatest deduction sitions, new ventures, sales this vear statem 
to the buyer and a capital gain as against another year, quick settle. credit 
taxed at 25 per cent to the seller? ment of cost now, inventory Clear Ecol 
a 3. The way to operate vour real a dieses Too er pengte realize not be 
sneenentated estate or your leased premises in that losses as tar as 1948 might returr forms 
er the light of the host of special rules; Sores ee Sunes paid = busine 
how, for example, can the landlord That has a tremendous effect on "a 
get large rentals at no tax when What elections are made in 1947 involve 
the tenant makes improvements in and 1948. 
his property? How do you get the 8. Building personal estates out 
greatest deduction for the landlord of a business that might not be taxed 
and the tenant in the large income out of existence if you think inflatio: 
years? What is the best way to sell is coming. That usually suggests It t 
real estate? How do you _ take giving away any increment that effort 
advantage of deferred rent, advanced might be due to inflation at no gift us the 
rent, foreclosures, and all these other cost today. the sal 
things? The alternatives in the tax in effec 
law permit great gain if you know Small Business sheet. 
them. Internal Problems if we a 
4. rhe method o Hany our Thousands of new, small busines- - ~ 
business that gives you the greatest sess will be started within the next ce Ten 


imprint 
lawver. 


be rew 


interest — qui ike > 2 ‘ ‘ compos 
a ye like the mee system, what income is to be in- sia 
t 4 ‘the government uses in its KE bonc ’ ; nts. 
nee ree Aeane eee _ittiogg “ ‘ $ cluded and what deductions he may "wat 
Prevents rust on clean metal. dealings, How also in your financing isle whose 
° . . ake. ° - 
There’se bi . operation Can you pay interest this sa i E his breé 
cen ores Paneagalne aoe The absurd thing about Federal stand 1 


for this new product on farms, 








in homes, and which serves so 
many long felt needs wherever 





rust conditions prevail. 

Widely used and proved in in- 
dustrial maintenance. Now 
available as a profitable, fast- 
turning item for hardware or 











year for obligations maturing in 
later years by cleaning up your 
obligations now? How can you 
recapitalize now so as to get greater 
interest deductions, recognizing our 
difficulties with decisions? How can 
you acquire obligations in financing 
or refinancing so as to get the smallest 


taxes is that all little business men 
are presumed to know the law. Yet 
not even the most learned experts 
presume to understand complexitie 
and much of it is incomprehensible 
even to the experts. The courts 
grapple with it and the judges differ 


~ ' 
simply 
prehens 


busines: 


s 


paint retailers | TH it i 

ar . ong themselves. ne result is — 
Paints over rust | tax? How can you avoid difficulties os ng t se vee Espec 
| . as . > uncertainty anc contusion. iness« 
and won't peel off! | with redemptions and cancellations, =n ae . aie business 
: ; E Planning ahead, so essential for cash bs 
Tremclad seals rust and paints | and get capital gain when you do . . ; “Uo 
; 2 , oe ne business, with full knowledge ol vay for 

in a single operation. Trem- redeem in this financing: es . ° . . - — 
tax implications of transactions 1s for low 


clad penetrates rusty surfaces 

. seals all pores... . stops 
rust by making it inactive. 
Seals entire surface against 
moisture. Available in Alumi- 
num and Black. 

















5. The absurd artificial accounting 
rules that always apply to you — 
how to use them to your best advant- 
age: for example, you can easily 
avoid paving a tax on: many debts 


often impossible. Some points need 


clarification quickly. 

All of us now are required to file 
burdensome information at source 
Common sense ought to 


supplier 
credit ey 
Thus t 
caught 

is grour 


ak * ee cancelled by creditors or stockholers; papers. , ‘ 
=~ “Te oot . govern what we need, espce ially proht m 
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OVER 100 USES | many items under involuntary con- : ar aia y 2 : ; : 
a ; ment that if $500 in fees is paid to anybody 
Galvanized Metal Fence Steel versions or exchanges, etc. How | i t | reported \ in 
, . a lawve nus ve reported A s 
Roofs Radiators sh do you avoid tax on restricted and “d hag r, ' = 3 Ty ‘in jail ia aa 
r) ° es . . +¢ “Ee S an lal OU Tl Jal. i re 
Pipes ’ Fire Pose disputed and uncertain items? .\nd a k deducti | 
scapes ° ° Tha = *o theck book, ‘duct1o 
a ewes f Screens how do you handle prepaid income? The small fellow’s check boo a. 
i : ? -etailer's . -oister rea 
Cor locks Utensils How do you handle prepaid taxes the small retailer cash regi : “s 
. , e cf “ 9 ith » omels Y and ¢ 
Fenders Colters Teweks that are contingent upon the pay- forms, or any primitive and home ys 
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ep if ‘| > > ‘ye story, make me 
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= fa ae - - however crude. out the rules 7 ‘aia 
for compensation to employees with permanent tracts ar 


sTRIP-Seac « MASTICGLAZE 


* * 


TREMCO Manufacturing Co. 


CLEVELAND 4, OHIO 


168 


* 





the smallest possible cost to them. 
This might from options, 
stock sales,deferred payments, pension 
and profit-sharing trusts, and a 
hundred other alternatives. 


come 


demand infinite detail 

accounts and records. 
The tax forms the small business 

man has to fill out should be made 


as simple as A.B.C. They are a! 
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the law a small business man can 
read. He should not be saddled 
with a cumbersome, Chinese puzzle 
type of tax report. Better yet, we 
ought to let the small business man 
use his accountant’s report, or the 
statements he gives his bank and 
credit grantors, as a tax return. 
Certainly the small taxpayer shoudl 
not be compelled to fill out elaborate 
forms designed for the use of big 


business, or even read the volum- 


inous instructions related to the 
involved forms. 

It Took Time 
It took considerable time and 


effort to get the Treasury to give 
us the present simplified system for 
the salaried taxpayer. All he does, 
in effect, is to sign his name to a small 
sheet. We can almost do the same, 
if we apply some common sense to 
the job. A lot of technical regulations 
govern the whole tax computations 
for business. They now bear the 
imprint of the heavy hand of the 
lawyer. Common sense urges they 
be rewritten by a copy-writer who 
composed the War Bond advertise- 
Even a trained accountant, 
income is 


ments. 
whose determination of 
his bread and butter, cannot under- 
The Treasury 
the 
owe 


stend much of them. 
must bridge 
prehensive. They 

business men everywhere. 


incom- 
that to 


simply 


Small Men Caught 


Especially hard is the lot of new 
businesses that are on a so-called 
cash basis. Many customers will 
pay for services in advance in return 
for low prices. At the same time, 
suppliers and others may extend 
credit exacting higher prices therefor. 
Thus the small 
caught between two millstones and 
is ground down. Not only is his 
profit margin small but he is taxed 
in the year of receipts, while his 

may fall largely into the 
year. That is a bad start for 
anybody. 

A similar situation occurs when 
tax not permit 
deductions to be taken in the year 
they really belong from an account- 


business man_ is 


costs 


next 


requirements do 


ing and common sense point of view. 
A new, small business seeking to 
make most effective use of its small 
capital, must necessarily frame con- 
tracts and transactions to postpone 
payment another year. Often that 
be taken 
the 
year’s income is 


means deductions cannot 
until a later with 
that the current 
overtaxed. 


year result 
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Competitively 
Priced! 


Competitive 
Features! 


@ Big capacity! Top opening 
measures 28 inches, front to 
back. Width is 1834 inches. 


@ Stands hard knocks! Stur- 
dily constructed of heavy- 
gauge sheet steel. 


@ Large wheels, wide rub- 
ber tires, are easy on the lawn. 


@ Two wheels provide bal- 
ance; two stands add stability. 


Lots of Uses! 


v¥ Carries shrubs, rolls of sod, 
leaves, rak- 


ings, dirt, sand, gravel. 


small rocks, 


dv Provides a convenient place 
to mix fertilizer with dirt. 


v¥ Does countless hauling iobs 
around the house, on farms, 
in orchards, oreenhouses, 
stores, garages, ware- 
houses, and factories, 





~each another reason for 
your customer to buy! 


Improved 
1948 model 


— backed by a sales-making promotion program 


Show your customer how the Milcor Pick-Up Cart 
lightens many household and garden tasks — and 
you make a sale. Using this famous garden cart, 
he can take as much as several basketfuls in one 
load and easily wheel it away. The weight of the 
load rests on the wheels — not on the user's arms. 
It is evenly distributed, to prevent tipping. The 
front end of the cart tilts to the ground for con- 
venient loading and unloading. It’s so attractive in 
appearance — with bright, contrasting green and 
orange colors—that it’s almost irresistible to home- 
makers. Order a sufficient stock of Milcor Pick-Up 
Carts now, to take care of the year-around demand. 
Write for descriptive literature and dealer helps. 


Inland Steel Products Company 
Formerly Milcor Steel Company 
MILWAUKEE 1, WISCONSIN 
Baltimore 24, Md. * Buffalo 11, N. Y. * Chicago 9, Ill. 
Cincinnati 25, Ohio @ Cleveland 14, Ohio © Detroit 2, Mich. 


Kansas City 8, Mo. @ Los Angeles 23, Calif. © New York 22, N. Y, 
Rochester 9, N. Y. 
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TURNBUCKLE 


WHAT DO YOU NEED 


We carry in stock Galvanized Steel, Self- 
Colored Steel or Bronze Turnbuckles in either 
open or pipe type bodies — with Hook, Eye, 
Jaw or Stub End fittings. Available in all 
standard lengths in sizes from 4” to 2” 
diameter. 

The W-C Line of Heavy and Shelf Hard- 
ware also includes such items as Drop Forged 
Shackles, Wire Rope Clips and Sockets, Con- 
necting Links, Thimbles, Hooks, Pulleys, Eye 
Bolts and Ring Bolts. 














WILCOX, CRITTENDEN & CO., INC. 


“A CENTURY OF DEPENDABILITY” 
77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 











































Profitable Plumbing Repair Items 
‘ = by Spearhead 


Copper tank ball ja wire leops through flush lever and threaded wire to lift rubber tank ball. Suggested 
Retail Price 10¢ each. 


Copper tank ball wire— am me by lift wire. Suggested Retail Price 10¢ each. S 


screws into rubber tank ball and is 


Grass overfiow tube takes tue 
+ « «elias = urertiow water .urvugh te 
flush valve. Suggested Retail 
Brase float red—connects copper float to ball cock 8°—0”—-10”-—12”. Price 50¢ aach. 
Suggested Retail Price 15¢ each. 


Chromium plated shower red with flanges to hold shower curtain for 
recessed tubs 5’—5%’. Suggested Retail Price $3.50 each. 











* 
é 


Closet serews and 
closet belts with nuts 
— washers hold the 
toilet bowls te the floor and 
to brass ange which toilet 
bowl sets on. Suggested Re- 
tall Price 40¢ set. 


Bibb seat Gresser unit with 3 fine steel cutters—resurfaces seats of 
faucets. Buggested Retail Price $3.75 each. 


These emergency repair items are needed by every home. Make more profit by selling these 
fast-moving Spearhead items. Attractively ee: easy te sell. Ask your jobber about ow 
complete line or if he can’t supply you write direct to the factory. 





Fit-All tank bell—fush ball 
for toilet tank. Suggested Re- 
tail Price 50¢ each. 





706 Weodland Avenue Cleveland 15, Ohio 





THE SPEARHEAD BOILER PLUG AND SPECIALTY CO. 
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All this technical fol-de-rol js 
particularly unfortunate for the 


small business man. He cannot 
afford to hire skilled and_high- 
priced experts. Consequently he 


often overpays his tax, often because 
he does not frame his transactions 
with expert knowledge of tax con- 
sequences, Nearly always he tails 
to take all the deductions to which 
he is entitled. Fear of penalties 
makes him timid and he leans over 
backwards. He is presumed to know 
the law — yet he could never under- 
stand it even if he read the long and 
involved articles, chapters, sections 
as well as the tongue-twisting regula- 
tions and tomes of dusty legal 
decisions. To him the law is what 
is printed on the instruction sheet 
that accompanies the return. Even 
that, too, isinvolved. 


Elections 


One of the snares for the wage 
sarner and the small business man 
is the system of elections. 

He may chose which tax form to 
file. Or, he may chose his method 
of accounting, or, elect to treat 
income or expenses in one way, 
rather than another. He may chose 
to do business one way instead of 
another in order to get the best tax 
position. 


Assumes Knowledge 


That naturally assumes knowledge 
of both methods. Experts generally 
do. But the little fellow often does 
not. Yet a difference in the tax form 
used may cost a great deal of 
money. I have seen a loss of almost 
$1,200 due to a wrong election by 
a fellow with a $10,000 income. 


System Unfair 


Common sense suggests that no 
taxpayer should be barred from 
recovery of his overpayments simply 
because he has made an_ unwise 
election. Whenever he discovers 
that the choice lacked wisdom he 
should be able to recover his over- 
payment regardless of how late the 
discovery. The little fellow, the 
small business man, especially the 
fledgling in business who must learn 
the ropes, is unfairly treated when 
he is bound with irrevocable electives. 

The levy and collection of taxes 
presents a practical problem for 
getting revenue. Today it is far 
more. It is often an intelligence 
test intended to penalize those who 
are uniformed, inexperienced or even 
unlucky. 
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What Dealers Foresee 
In 1948 


(Continued from page 128) 


volved. Yet, the basic market is 
there and I believe we will resolve 
our economic difflculties and go on 
to a banner year. It will neverthe- 
less be necessary to do a better sell- 
ing job and a better job of manage- 
ment.” 
* * * 

“Unless some unforeseen calamity 
hits us, business should be as good as 
1947. We may have to fight for 
more business and profits may be 
lower. The Government needn't 
get excited over excess profits’ tax. 
Most of us won't have any.” 

- - . 

“TI believe that in most cases the 
pipe lines are full and inventories 
are as high as they should go. This 
will naturally contract business; also 
the appliance backlog is pretty well 
taken care of. Therefore, I look fora 
contraction in business. If construc- 
tion remains tight, it will be tougher. 
I don’t believe overhead will rise too 
much but do believe that margins 
will be cut due to competition.” 

+ ee 

“T anticipate a smaller volume 
with less goods at higher prices. It 
will still be a good year in compari- 
son with prewar standards.” 

ne « 

“Am looking forward to a better 
year than 1947 since good quality 
hardware and tools, paints and apph- 
ances are in very great demand and 
will be for some time, although they 
are still on the critical list. But we 
still have to let the public know we 
have all this merchandise. So we 
intend to spend more money on 
advertising and promotion. We 
have been in our new store since 
May (1947) and have had an in- 
crease in sales of about 45 per cent 
last year.” 

x * ® 

“We believe business will continue 
to be good as long as employment 
and wages stay at the present high 
level.” 

* * * 

“T expect business to be good for 
at least nine months. I might as 
well be honest and say that about 
99 per cent of the hardware business 
is using a mark-up beyond the gen- 
erally accepted mark-up and will 
have to return to the normal 
mark-up. There will be no decrease 
in general mark-up as compared to 
normal business periods but there 
will be a shrinkage in most of the 
lines we are now selling at nearly 
twice the normal mark-up.” 

2 * * 


“Everyone seems confident of the 
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Build Profitable 
Sales on 


OLIVER 
QUALITY 


In the eyes of your custom- 
ers, you are responsible 
for the quality of the fas- 
teners they buy from you. 
Your reputation is built 
upon the products you sell. 





Types, styles and sizes 
to suit your trade... 


Oliver provides a complete line of 
bolts, nuts and other industrial 
fasteners—all accurately made, 
cleanly threaded and of highest 
quality in every way. 


Protect that reputation by 
standardizing on OLIVER 
Fasteners. Because of their 
high quality, you will never 
regret your decision! 


South Tenth and Muriel Streets - Pittsburgh 3, Pa. 
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They help 

you sell 

more PRIME 
Electric Fenceg 
Controllers 7 Ham 





This Spring, powerful ads in the leading 
farm publications are carrying the Prime 
story to several million American farmers 
— including your customers. 

This campaign is just one of the rea- 
sons there’s more money in electric fenc- 
ing when you display and sell Prime. 

Prime gives you more profit per sale. 
And Prime backs you up with dependable 
service, from a substantial company that 
has led the field for 14 years. 

Prime gives you a full line of hi-line and 
battery controllers to meet every fencing 
need. They’re quality controllers, safe con- 
trollers—with a strong dependable shock. 

Order Prime now from your jobber. 


for free advertising 
and display material 





The Prime Mfg. Co. 


1669 S. First Street, Milwaukee 4, Wisconsin 
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first six months, a feeling I share. 
I do not greatly fear the last six 
months although price re-adjust- 
ments seem inevitable and the pub- 
lic will probably become more cau- 
tious. I think we should stop look- 
ing for a normal year. I’ve never 
seen one and feel confident of our 
ability to do a satisfactory job no 
matter what happens and let it go 
at that.” 
es 
“We figure 1948 will be a year in 
which we may see doorbell ringing 
in the sales division and expert buy- 
ing will be increasingly necessary.” 
a. 


South Atlantic States 


“The great need of the retailer 
today is something substantial to 
build on. Unsettled prices, doubtful 
supply, and fear of a general break- 
down in business bring about a 
question mark that is hard to over- 
come even with years of experience.” 

* * % 

“We believe that business will be 
good for some time to come. How- 
ever, the fact that the Government 
wants all of the profit that everyone 
makes — yet they are not willing to 
cut their own expenses — takes all 
of the desire to expand out of all of 
us. As you know from past experi- 
ence, hardware men, who have been 
in business for many years are very 
conservative. These men will con- 
tinue to stay in business because of 
their experience. We believe that 
most hardware men have gotten 
their businesses in a position to 
meet nearly any conditions that 
may prevail. In our city, at the 


start of the war, we had seven 
retail hardware stores, today we 
have 34. Some of us won't be in 


business one of these days.” 
* * * 


“We look for good business in 
1948 provided we can secure the 
items we have been short of. We 
are trying to watch our corners and 
hold our expenses down. We are 
trying to watch all of our expenses 
as well asour purchases as we believe 
the time has come when we must be 
more careful as we do not know 
when there may be a downward 
change in buying by our customers.”’ 

* * * 

“Conditions in 1948 will level out 
and business will be fair but will 
bring less volume and possibly more 
profit for the merchant. Wages, 
prices and general conditions have 
got to level out. Everyone has got 
to get their feet on the ground. Busi- 
ness should be turned back to busi- 
ness and _ all inter- 
ference should stop now.” 


government 


“Lower prices on accuunt of un- 
usual competition — new 
* * * 


stores. 


“Business should be good for the 
first eight months. However, compe- 
tition is moving in and profits will 
be lower than in 1947.” 

* * * 

“People have less cash. Credit is 
acting up, slower in payment. It's 
harder to sell. Stimulation of govern- 
ment buying through an election 
year will keep up volume. Our local 
situation is somewhat complicated 
at this time. We have some five or 
six more retail outlets than we had 
a year ago.” 

aa * + 


East North Central States 


“Not as good as 1947. 
not earning enough money to com- 
pete with the high cost of living. 
Living commodities are way out of 
sight and should be brought down — 
Conditions 


Labor is 


more to normal years. 
in the country are alarming. People 
are careful what they are 
buying. Politics are rotten. Nobody 
knows where we're at. We need a 
The public wants to know 


about 


change. 


the facts. . &. 


“T believe 1948 will equal 1947 in 
volume and increase five per cent in 
value due to price advances.” 

* x * 

“For us 1947 was extremely good 
but expect 1948 to be as good but 
hardly any better. As long as there 
continue to be shortages in several 
of the larger items we sell, we feel our 
volume will hold up.” 

* * * 

“Less than '47 because there will 
be a break in prices. They are out 
of line now in proportion to the 
average man’s take home pay. Food 
prices are out of line and the govern- 
ment taking 31 cents of every dollar 
in taxes and the farmer taking 
another slice almost as large, not 
many people will have enough over 
to buy any thing but the 
necessities.” 


barest 


= * a 


serious side of the 


“The 
present situation is the failure ol 


most 


many manufacturers to realize that 
dealers’ costs are constantly rising. 
In many cases our margins have 
been cut. The preferential dis- 
counts given to chains and depart- 
known 


lines are also very unfair. Some day 


ment stores on nationally 


someone must realize that the deal 

er's dollar has shrunk as much as 

that of any other class of citizens.” 
*# * * 

“Not good. Many shortages ol 

common and wanted goods will con- 

tinue. Wage boosts will add to 
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prices which have already priced 
many people out of the market — 
not through lack of desire but from 
lack of cash. Food, clothing and 
shelter take too large a percentage 
of pay to leave much for hardware 
stores. Also, too many manu- 
facturers and wholesalers are giving 
preferential shipments — and some- 
times preferential prices — to stores 
other than so-called ‘hardware’ 
stores.” 
* * * 

“T feel that if we can maintain 
the same volume as 1947, we will be 
lucky. If prices can be maintained 
at the present level — if manufac- 
turers, wholesalers, and ourselves 
will hold the price line, consumers 
will feel more inclined to buy. The 
manufacturer jumps the price with- 
out a word of warning and often the 
dealer knows nothing about it until 
he has to reorder. In short, the re- 
tailer is the ‘fall guy.’ He has to 
take a beating on the price as well as 
try to explain the high prices to the 
consumer.”’ 

x * * 

“Good year ahead but needs more 
planning, more work, greater sales 
effort, modern display, stronger 
advertising program.” 

* * * 


“We believe 1948 will see a taper- 
ing off to more normal business. Our 
priced merchandise will have to be 
cut to a point where it represents 
fair value; 1948 will not be a profi- 
table year for most hardware 
dealers.”’ 

x * * 

“Living expenses are so_ high, 
many of our customers cannot afford 
other than the necessities. Also, 
now they feel they will be able to 
secure such appliances, etc., as they 
need. They will shop around for 
price or use the old model longer.”’ 

k * * 

“Believe business will be better for 
us than last year. We are going to 
concentrate on merchandising 
set up stock record books for all de- 
partments and expect to maintain a 
better balanced stock than in the 
past.”’ 

a. 

“Volume and net profit can be 
higher provided you buy the mer- 
chandise your community demands 
at the price they are willing to pay. 
The majority of the manufacturers 
are on the ball, meeting compe- 
tition, whereas wholesalers are still 
trying to liquidate their victory 
goods and their off-price merchan- 
dise. Dealers who purchase the 
above merchandise will experience 
keen competition and a drop in vol- 
ume. Watch the chains, for they are 
preparing for tomorrow today. The 
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THEY RUIN FLOWERS by entering 
feeder roots, causing galls that cut 
off nourishment to plant \ 
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ROOT-KNOT NEMATODES inside 


plant root. Greatly enlarged. Pest 
attacks over 1500 kinds of plants 


mus NEMATODE CONTROL 


HELPS YOU 2 WAYS 
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Use D-D* in your own soil. You'll 
find plants are stronger, easier to sell 
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Recommend D-D to customers. 
It can help increase the need for 





other garden items you carry 


ES, here is a natural to help increase 
p poe profits. Commercial tests have 
shown again and again that D-D is a 
needed aid to gardening in areas infested by nematodes,wireworms, 
mole crickets and other root-destroying pests. 

Try using D-D on your own soil for healthier, more profitable 
vegetables and flowers. And recommend that your customers treat 
with D-D before setting out beans, tomatoes, carrots, dahlias, 
begonias and all the other plants that fail because of these root- 
destroying pests. D-D will often step up plant growth 100%. 

Think what this increased garden activity can mean in increased 
business, not only in high-profit D-D, but in other garden supply 
items as well. 


For information on using and selling D-D, 
write the nearest office listed below 


* Trademark registered — U.S. Patent Office 


SHELL CHEMICAL CORPORATION 


@ 100 Bush Street, San Francisco 6 + 500 Fifth Avenue, New York 18 


Los Angeles * Houston « St. Louis « Chicago + Cleveland «+ Boston + Detroit 
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. 


——-GET DETAILS NOW!-- 






Height: 54” 
Width: 27” at base 





YOU NOW SELL 
REFLECTO 


SIGNS 


FROM THIS 


FREE DISPLAY 


Simple as A-B-C. Here's all you do: 
1. Put up the self-selling display that 
shows various signs available. It's 
yours free (small deposit refunded on 
return of display). 
2. You take orders at list prices, and 
send them to us. Your discount is 40%. 
3. We ship the orders to you or direct 
to your customers. 
You make quick, easy profits. No stock — 
no fuss—no shipping! 
Reflecto Signs are ‘‘The Aristocrats of 
Home Signs''—reflect light from any 
angle, give night and day identification 
— add a swank touch to any home. 


REFLECTO LETTERS, INC. A 
411 E. 101st St., N.Y. 29, N.Y. 

Please send me complete details about sell- 
ing Reflecto Letter Signs from display with- 
out stock. No obligation. 

Nome. 

Store__ 

City & State 


Check here if you want to start selling Reflecto 
Signs at once. () Rush me display, counter card, 
leaflets, and details. We will remit $6.50 deposit. 




















174 





variety and the dry goods manu- 
facturers seem to be interested in 
the retailer and what he does. The 
same cannot be said for the hard- 
ware field. This condition may 
exist because of the availability of 
merchandise in each of those fields.” 


* * * 


East South Central 
States 


“Unless labor and material is 
channeled into proper channels, 
1948 business will not be so good 
since the necessities have risen so in 
price that the buying public has just 
enough money to get by on and not 
buy the frills and luxury items which 
seem to be plentiful when necessary 
items remain scarce.” 

* * * 


“We have had a good 1947 sales 
volume. We don’t expect to reach 
the same figure in 1948 unless we 
change our building or put up a new 
front and do a general re-arrange- 
ment of stock counters, etc. We 
have good store traffic but have been 
crowded for display space. If this is 
done and if we get appliances, which 
are still short with us, we may in- 
crease our sales volume.” 

a * * 


“Our spring business looks good. 
After that we don’t know. The 
retailer in my opinion is in bad shape 
to know what to do. Manufacturers 
and wholesalers are trying to make 
the merchant take delivery now on 
spring and summer merchandise and 
made to pay for it now by the threat 
that it will not be available later 
and will be higher priced. In my 
opinion, the higher the price, the 
sooner a depression and correspond- 
ing decrease in sales.” 

e* * 

“It is the writer’s opinion that 
merchandise will continue to ad- 
vance but with international affairs 
and the Marshall plan, etc., so un- 
certain at the present time, it is 
unwise to stock up heavily at present 
prices but it is more advisable to let 
inventory shrink, taking profits 
from price increases on purchases 
already made, and buying needed 
items and fill-ins in small quantities 
except where there is an opportunity 
to purchase scarce items.”’ 

‘ * * 


West North Central 
States 


The outlook is good for farmers 
all have money but they do shy 
away from many purchases because 
prices are too high. City folks are 
more jumpier than farmers about 
prices because they have less money.” 


or 


“Expect somewhat greater sales 
but a little more intensive selling is 
necessary.” 

es « 
“ny © uu r, 
Expect about the same volume 


but we will have to get out and sell.” 
* * * 


West South Central 
States 


“Tt is going to be harder. Custom- 
ers are demanding brands, lower 
prices and some are waiting. The 
dollar won’t stretch after buying 
groceries and dry goods. That part 
of our overhead over which we have 
no control is getting higher; tax and 
rent; insurance has doubled. We 
had a 10 per cent increase in volume 
but with fewer items. Margin re- 
mained about the same but over- 
head increased 15 per cent. This is 
not all due to advances. We took on 
more space for large appliances, put 
an extra man and that has increased 
our overhead.” 

* * * 

“It looks fair but uncertain. We 
are trying to keep our commitments 
in closer bounds than usual; trying 
to keep more cash reserve and to 
slow down credit risks.”’ 

x * * 

“We are preparing for the uncer- 
tainties by keeping the cost down 
where possible and conserving our 
resources in the event of a_ break 
in prices and decrease in the volume 
of business.” 

* * * 

‘Sales will be less. Customers are 
demanding better values and after 
buying groceries and clothing do not 
have as much to spend for hardware 
and furniture.” 

a 

“We are not trying to expand too 
rapidly in face of unsettled con- 
ditions. Neither are we extending 
time payments beyond terms used 


during the war.”’ 
* * * 


Mountain States 


“We anticipate a continued in- 
crease in business during 1948 wit4 
a possible decline about July to 
September of 1949. At present our 
sales are 25 per cent ahead of Janu- 
ary, 1947 and there is no outside 
activity to influence this advance. 
We depend largely on the price of 
and income from lumber and farm 
products and this market speaks for 
itself at present.”’ 

x * * 

“‘More competition and less mar- 
gin. Sales may be 10 per cent 
lower. Manufacturers are making 
goats out of us. Turning out major 
items not fully tested causes lots of 
service calls and requires items to be 
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worked over. Manufacturers furnish 
parts and expect dealers to do all 
service work at dealers’ expense 
and on top of that cut our mark-up 
three to five per cent. This applies 
especially to refrigerators and wash 


” 
ers. i ea 


Pacific States 


“Retail prices should be lowered 
wherever possible. People will not 
buy some articles because of the 
price. They will do without them.” 

* * * 

“We believe commitments should 
be held to a 90-day period until it is 
possible to get a clearer picture of 
the future. During the past year we | 
have seen the opinions and views of 
many experts completely refuted. 
We now believe none of them. We 
intend to keep our business on a 
month-to-month operating _ basis, 
largely as dictated by our local 
conditions.” 





Welcomes New Arrivals 


VERY new resident who comes to 

the Wabasha territory is the re- 
cipient of a friendly letter of welcome 
sent to them by the Wabasha Hard- 
ware, Wabasha, Minn., a community 
of 2400 population. 

These letters take very little time 
to write, according to Bill Hobday, 
one of the store owners, and they 
build a great deal of good will. New 
residents are usually lonely and wel- | 
come such acts of friendship. 

Names of new residents are ob- 
tained from clubs, from newspaper 
story tips and the like. Letters are 
sent to such new residents as soon as 
their names are learned. 

Here is a sample letter, such as 
used by the company: 

“Dear Mr. and Mrs. 

“Welcome to Wabasha! We. are 
pleased to have you in our com- 
munity, and we take this opportunity 
to greet you. 

“Starting with your first days in 
Wabasha, you will find need for 
housewares, paints, appliances, bottle 
gas, and plumbing and heating serv- 
ices. As Wabasha’s ‘Store of Service’ 
we will make every effort to satisfy 
these needs. 

“To introduce Wabasha Hardware 
to you we offer this letter to you asa 
$1.00 gift certificate towards your 
first purchase in our store. Present it 
to any member of the firm and get 
acquainted. 

“We hope you will give us oppor- 
tunity to serve you and also that you 
will find it a pleasure to shop with us, 

Sincerely yours, 
WABASHA HARDWARE, 
Wabasha, Minn, 
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@ This Mell-Hoffmann No. 720 Dispenser for waxed paper* and paper 
towels* is a real home necessity with sell-on-sight appeal. Has strong 
all-steel construction with fully enclosed compartment . .. two-tone color 
combination consists of brilliant red cover and white body. Enamel finish 
is infra red baked after assembly; no raw edges to rust. Compartment 
cover forms cutting blade for waxed paper; spring arms hold paper towel- 
ing firmly and with constant tension to prevent free-rolling. Size of 
dispenser: 12144” x 3” x 63”. Key-hole slots in rear panel make wall 
mounting easy. Get details, too, on other Mell-Hoffmann paper dispensers 
-.-including de luxe combination model and models complete with 
smart 6-jar and 7-jar spice sets! Your jobber will also tell you about 
Mell-Hoffmann kitchen sets, towel shelves, etc. 


* Not included. 


SEE YOUR JOBBER 
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Sargent Food Chopper 


Sargent & Co., New Haven, Conn., 
is making a: meat and food chopper 
which is so shaped and located that the 





we wd 














food to be chopped is fed directly and 
immediately to the cutters. The 
latter are made of hardened steel 
and are sharpened to a keen edge. 
For chopping, two cutters are employed, 
one being stationary and the other 
being rotated by the handle causing a 
shearing action as employed by scissors. 
Cutters are self-sharpening and re- 
versible. Each is packed with three 
different rotating cutters furnished 
with 3 sizes of opening. Maker claims 
that it will cut raw meat easily. When 
cutters and feed screw are removed, 
the throat is open for ease of cleaning. 
Chopper is heavily tinned inside and 
out. Handle is large, to fit the hand, 
and is finished in black Duco. Rubber 
feet are provided. Toggle screw permits 


176 





application to narrow edges. Packed 
1 to box, weighing 51% lbs., 6 to a case, 
shipping weight being 35 Ibs. 


Band Saw Brochure 


Boice-Crane Co., 990 W. Central Ave., 
Toledo, 6, Ohio, offers a_ bulletin 
describing the 14 in. back saw which 
contains pertinent facts regarding the 
various models and accessories. 


Slaymaker Sporting 
Goods Assortment 


Slaymaker Lock Co., Lancaster, Pa., 
offers a sporting goods assortment 
No. BA-79 designed for fishing and 
hunting equipment departments of 
stores. Assortment consists of a doz. 
each of the Slaymaker Nos. 77 and 98. 
Number 77 has a_ polished, rustless, 
scratchless zamjac case while the case 
of the 98 is high quality cast brass. 
Locks are suggested to retail for 25 
cents each, slightly higher on the West 
Coast. Locks are packed in an attractive 
display carton which carries illustra- 
tions of a number of outdoor uses for 


the locks. 








Ammunition Hanger 


Peters Cariridge Division, Remington 
Arms Co., Inc., Bridgeport, Conn., 
offers a wall hanger on the back of 








which full descripticve data on each 
cartridge is contained. Th‘s includes: 
style of bullet, weight of bullet, muzzle 
velocity, muzzle energy, maximum 
accuracy range in yards and the 
firearm to which each cartridge is 
adapted. Hanger is available to 
Peters dealers without cost. It portrays 
28 sporting rifle cartridges, 15 pistol 
and revolver cartridges and 15 rim 
fire cartridges in color. 


Gillette Export Catalog 


Gillette Safety Razor Co., Boston, 6, 
Mass., offers a catalog illustrating 
the material available to dealers in 
Latin America. Catalog, printed in 
Spanish features the theme, ‘Your 
Security Depends on Quality.”’ Printed 
in black and blue on white coated 
stock, booklet measures 3 1/2 by 6 in. 
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Another Buckeye Smash Hit 


dramatie 


BLUE HEAVEN 


cottage carton 












































TT a) . . LAN with &8-piece 
. housekeeping set 






é 
Pe ed 
3 
+ 
. | 
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OU’LL stop them cold when you 
show this spectacular, colorful carton 
with its eight gleaming aluminum treasures. 


A complete housekeeping set—each piece has 
special Buckeye features to catch the eye, make the 
customer happy. Here’s what the cottage carton holds: 


© 6 qt. covered sauce pan 

© 10 qt. covered sauce pan 

@ 11 qt. double boiler 

© 8 cup percolator 

© big, double lipped fry pan 

© 3 sauce pans, | qt., 2 qt., 3 qt. 

Each colorful cottage comes packed in its own 
separate shipping carton so it reaches you in perfect 
counter condition. Has convenient handle so customers 
can carry and save you deliveries. 


Ideal promotion for all types of gift-giving . . . 
anniversaries, showers, wedding presents. The cottage 
makes a perfect little girl’s doll house. 


Complete dealer mat service available. 
Order now for early shipment. 


No. Case Lots Approx. Case Wr. = « 
190-85 1 15 Ibs. 
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MR. RETAILER: 
Are YOU enjoying 
your share of profit 
from selling this 


attractive GIFT item? 


Morhenra Own 


Set of Real Tools 


Ivory 
& Blue 


Colors 


ATTRACTIVELY 
CARTONED 


ADVERTISED IN 
NATIONAL MAGAZINES 











ASK OUR 
WHOLESALE DISTRIBUTORS 


SINCE 1785 





WHAT'S NEW 





Lite-By-Nite 
House Numbers 


Theodos Mfg. Co., 2307 Main St., 
Santa Monica, Cal., is offering Isite- 
By-Nite numbers with adhesive-backs, 





in an attractive gold and black display 
box. Designed for use on mail boxes, 
gate posts, lawn stands and cutouts. 
Said to reflect car headlights from 
half block away. Numerals are made 
from ‘“‘Scotchlite’”’ a clothlike material 
claimed to have 30,000 light-reflecting 
particles per sq. in. Available in yellow, 
which shines gold in a headlight, or in 
black which shines _ silver. Easily 
applied on metal, painted wood or 
any non-porous § surface. Numbers 
are 3 in. high and are suggested to 
retail for 35 cents per number. Display 
bos, 10 by 12 in. contains 60 gold and 
60 black numerals, O through 9, 
in individual Cellophane envelopes. 


‘ a 


Race Electric Dryer 


Racine Universal Motor Co., 1637 
Goold St., Racine, Wis., is making the 
Race 65 electric dryer. Suggested 
to retail for $14.95 and a window 
display package that will serve as 
a knitting or sewing box. May be 


used for drying hair, hands, photo- 
graphic prints, defrosting frozen foods 
and refrigerator, etc. Two screws 
enable it to be clamped to wall, or 
it may be used on base furnished and 
tilted to any position. Supplies torrent 
of hot or cold air instantly, says maker. 


Plicote Fire Stop 


Plicote, Inc., Div. Watson-Standard 
Co., 225 Galveston, Pittsburgh, 12, 
Pa., offers Plicoate-Fire-Stop, a fire re- 
tardant flat wall finish. Maker claims 
that this paint retards the spreading 
rate of flame over combustible material 
and that it does not add fuel to surfaces 
which are normally incombustible. 
This is so since the combustible 
materials which are normally found in 
paints have been neutralized to reduce 
the combustibles to a minimum. It 
is said to be applied with ease, has 
high hiding power, 350 sq. ft. per gal. 
coverage, washability and can be put 
over most any surface. Claimed to 
dry with an angular sheen, it is avail- 
able in 5 pastel shades and white. 


Handecanter 


A 40-oz. glass decanter and server 
for fruit juices and beverages offered 
by Libby Glass Division, Owens Illinois 
Glass Co., P. O. Box 1035, Toledo, 
Ohio. Pitcher and matching tumblers 
are finished in colors applied by im- 
proved techniques to withstand wash- 


ing and wear. Neck of the ‘‘Hande- 
canter” is wide enough to take ice 
cubes easily. Easy to clean glass top 
fits loosely but protects the contents 
from the odor of other juices or foods 
if stored in the refrigerator or ice box. 
Oranges and leaves decorate the 
4 oz. tumblers. Made with safedge 
rims unconditionally guaranteed by 
the maker against chipping at the 
drinking edge. 
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The 1948 Coldwell line includes four 
hand and two power mowers—all built 
to give outstanding performance. This 
complete line enables you to fill each 
customer's exact needs, 


SBore 


COLD <i 


HUDSON 





There’s no other mower on the market today 
that has a// of these sales-building features. Be 
sure to point them out to shoppers—for more 
sales and more profits. (A) Die-cast aluminum 
wheels are light but strong. The 59-tooth gear 
means smooth, “no-jump” operation. (B) Heavy 
double flanged bronze Oilite bearings protect 
wheels from thrust wear. (C) Precision-cast 
manganese bronze pinions mesh perfectly with 
wheel gears. (D) Steel axles are hardened and 
ground for greater bearing surface and easier 
Operation. Side frames are “%" pressed steel, 
for great strength. (E) Cutting reel revolves on 
ball bearings. Springs keep reel centered and 
free from play at all times. 


If you don’t have the Coldwell story, ask 
your jobber or write us. 


The Coldwell Bear is another 
of the complete Coldwell line 
of hand and power mowers 
— famous for more than 80 
yeors. 





COLDWELL LAWN MOWER DIVISION 
Coldweill-Philadelphia Lawn Mower inc. 


Newburgh, New York 
Subsidiory of Portable Products Corperation 
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WHAT’S NEW 








‘Smoothie’ Whipper 


Ralmac Corp., Grand Rapids, 2, 
Mich., offers the ‘‘Smoothie”’, an 
instant pressure whipper which is 





said to whip a qt. of whipped cream 
from 1/2 pt. of any cream by a 
twist of the wrist. Makes ice cream, 
cake icings, whipped gelatins, mixed 
drinks, milk shakes, ete. Claimed 
to have a _ chip-proof and _ scratch 
resistant finish. Made of heavy gage 
cast aluminum, 9 1/2 in. high, capacity 
14 oz. Packed individual display 
cartons, 24 to shipping case. Gross 
weight, 70 Ibs. per case. The power 
comes from the smoothie whip, a tiny 
vial containing the right amount of 
pressure. Whips are packed 5 to pack- 
age, 10 packages to carton, 20 cartons 
to case. Gross weight per case, 75 
Ibs. ‘‘Smoothie’”’ is suggested to retail 
for $7.95 and whips are 69 cents for 
package of 5. 


Light Metal Hand Screw 


Wetzler Clamp Co., 43-15 11th St., 
Long Island City, 1, N.Y., is offering 
adjustable, light metal handscrews. 
Jaws are magnesium alloy castings. 
Feature precision-machined clamping 
surfaces. Spindles have 1/2 in. acme 
thread and handles are made from hard 























maple. Maker claims that due to tha 
lightness and balance of the unit 
no glue will stick to it. It is said that 
the roughest treatment will not harm 
castings or spindles. Packed 6 to 
carton. No. 110, 10-in. jaw, 6-in. 
opening, 30 Ibs. per doz., 16 lbs. 
gross weight per carton. No. 112, 12-in. 
jaw, 8 1/2-in. opening, 35 Ibs. weight 
per doz., 20 lbs., gross weight gross 
weight per carton. No. 114, 14-in. 
jaw, 10-in. opening, 42 Ibs. per doz., 
24 Ibs., gross weight per carton. 


Zig Zag Rules 


Stanley Tools, New Britain, Conn., 
has adapted vertical marking ‘“‘Zig 
Zag’’ rules to its No. 7506 ‘Pull Push” 
rule. With this new numbering, it is 
said to be as easy to take vertical as 





horizontal measurements. Blade can 
be completely removed from case for 
taking end-to-end measurements. 
Extra width of blade, 5/8 in. provides 
greater rigidity for long measurements. 
Concave surfaces of nickel-plated case 
assure solid, two finger grip while 
blade is extended, says maker. 


Dog Diners 


Lehman Bros., 1830-1838 St. Clair 
Ave., Cleveland, 14, Ohio, offers two- 
bowl dog diners made of sturdy clear 





glass. Stand and “‘easy-grip” handle 
are finished in heavy chrome and the 
diner stands on feet of rubber to prevent 
slipping. Other models feature frosted 
glass, colored-edged bowls, brightly 
colored chrome-finish and_single- 
bowls. 
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Make these familiar standbys = 
your fast sellers this spring 


When screens go up 
in your community, 
many customers 
need this... 















No. 51 Sturdy air-cushion type in sprayed bronze finish. 
For screen, storm and light interior doors. Easily applied on 
jamb or door surface, either hand. A dependable, quality 
product—precision-made for long service. 


With Spring Fix-up 
coming, there’s 
many a chance 

to sell these... 








No. 6212 Bronze cylinder, bronze 
bolt, cast iron case 


Norwalk cy.inper 





mer No.6312 Bronze cylinder, iron Two keys furnished RIM DEADLOCK 
bee bolt, cast iron case with each lock. 
ee > : . aie No. 6222 Bronze cylinder, 
ed No. 6320 Die cast cylinder, iron Finish: oe brass bronze bolt, cast iron case. 
His bolt, cast iron case or blac 
pe 
ila oeeeiindaineneeliintiemeaanhdiiiinninaanll STOCK UP NOW on items 


that move faster because the 


Watch your volume grow when you bring these QUALITY helps you sell ‘em! 


| | shelf items down off the shelf for seasonal 
promotion. Display and advertise them F fy / O° EP 
with related items. Mention them to Dulles know bbe Ufevence 
customers. And mention them by their . 

brand names. You’ll be surprised 

at how easily you make extra sales orwalk lock company 
when you take advantage of the wide Hordware of Quolity since 1856 


accept 
ptance commanded by the name 74 Diuision of SEGAL LOCK & HARDWARE CO., inc. 


mo 
a hihi oe 


of Norwalk. 

ie 395 BROADWAY, NEW YORK 13, N. Y. 

f ea A complete line of Builder’s and Shelf Hardware, Jimmyproof Locks, Latches, Door Closers and Key Machines 
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See this % page ad 
in full color 


in June Better Homes & Gardens 












Save work, stop 
kitchen clatcer, protect 
your prized possessions, add 
cheerful color to your home with 
Rubbermaid Housewares, Write for 
folder showing over 20 specially ‘‘home 
engineered”’ household items 


The Dssh Drainer above, cushions your 
dishes and silverware against chipping 
and marring . . . holds more dishes. . . 
speeds dishwashing . . . longer legs keep 
dishes from hitting hard surfaces. 






The Rubbermaid Stove Protector Mats pro 
tect the surface of any style stove, re- 
ftigerator or table top, create safer 
working space . . . are silent and slip- 
resistant . . . add bright cheer to your 
kitchen . . . resist temperatures well 
above the boiling point of water 






Guard against bathtub accidents 


his Rubbermaid Vacuum Cup Barbrub 
Mat offers soft, firm looting... The Rubbermaid Toulet Top Tray hts any toilet 


easy to clean its pastel shades tank offers an extra, safer and neater place 


will lend charm to your bathroom. {0F toiletries . . . is an ideal companion piece 
for the Bathtub Mat, 


he peel brand thal assures long Of uilamce 


de tomy, gras, heal and wear 
THE WOOSTER RUBBER CO. Dept. BHI, WOOSTER, OHIO 


104000000 


Reader Impacts during 1948 for . . . 








through the pages of 
LADIES’ HOME JOURNAL 
GOOD HOUSEKEEPING 
BETTER HOMES AND GARDENS 
COUNTRY GENTLEMAN 


Tie in with this National Campaign ... 
Write for completely integrated Sales Helps. 


THE WOOSTER RUBBER COMPANY 
DEPT. HA 4, WOOSTER, OHIO 
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Tyler Band Saw 


Tyler Mfg. Co., Santa Monica, Cal., 
offers a new Tyler band saw featuring 
a spiral blade which is claimed to cut 
in any direction without turning the 
work. To change the direction of the 
cut, user guides the work along the 
line to cut. Maker claims anything 
that can be drawn can be sawed. As 
the spiral blade is in constant contact 
with the material it slices the work at 
a continuous cutting angle, says the 
maker. Roller bearing assemblies 
with rubber tires maintain an even 
pressure against the blade. Twelve 
in. machine is a left and right hand 
band saw combined. Upper assembly 
travels on the suspension tube making 
a 4-in. adjustment possible; therefore 
8 in. may be removed from the blade, 
and the machine can be adjusted to 
fit it. Saw is equipped with combina- 
tion guides making it possible to use 
both the conventional flat blade and 


Table tilts 45 deg. 


the spiral blade. 
right- 5 deg. left. Saw is 36 in. high with 


a 12 in. throat. Four different speeds 
are possible with the 4-cone pulley. 
It is said that in cutting plastics or 
other brittle materials, no chipping 
occurs on the back of the cut. Claimed 
to cut soft rubber with clean sharp 
edges. 


‘Vege-Master’ Cooker 
National Pressure Cooker Co., Eau 


Claire, Wis., is introducing a 3-qt. 
Presto cooker known as the “Vege- 


Master.” Designed for high speed 
cooking of vegetables, cereals and 
desserts. Unit embodies all the Presto 


features including the indicator weight 





15- lbs. 
in cast 


showing 5, 10, and 
Cooker is available 
or drawn aluminum. 


pressure. 
simalloy 


Semi-Automatic Rifles 


The Marlin Firearms Co., 17 E., 
42nd St., New York City, 17, is 
offering model 88-C and 89-C, semi- 
automatic rifles. Both rifles have 
substantially the same operating me- 
chanism for receiver, barrel, safety 
and internal action. Model 88-C is 
a 15-shot, semi-automatic rifle with 
tubular magazine feed. Magazine is 
in the buttstock offering a funnel 
loading feature. Funnel is formed in 
the buttplate, connectly directly with 
the outer magazine tube. Model 89-C 
is a 7-shot, clip magazine, semi-auto- 
matic rifle. It has a concealed magazine 
catch which is protected to prevent 
accidental relaese. Bolt and receiver 
of both models are so supported that 
adequate space is provided for an 
accumulation of oiling which in no 
way binds the moving parts, 
maker. Both models have but one 
horizontal opening between the me- 
chanism and the exterior of the rifle. 
Field-stripping is accomplished, after 
removal of action from stock, by press- 
ing in two take-down buttons at the 
rear of the receiver and dropping 
out the sear, striker and spring 
mechanism, snapping out the cocking 
handle from the bolt.and then dropping 
out the entire bolt from the receiver. 
Sear, disconnector mechanism, cock- 
ing handle are fabricated of the finest 
drawn steel. Safety on both types 
is a positive sear lock. Due to the 
relatively great weight of the breech- 
bolt used in the 88-C and 89-C and 


Ssavs 


the careful selection of the balancing 
recoil spring load, both function with 
smoothness and a minimum of 


blast 








and smoke-escape at the breech, accord- 
ing to the maker. Both are stocked 
with American black-walnut and are 
45 in. overall length, weighing about 


6 3/4 lbs. 
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VANS IS A GREAT FRANCHISE 


EVANS 138 





Mm 
EVANS 148 





Here’s Why— 


An Evans oil-fired Home Heater franchise means 





31,000 BTU © Highest Quality Products—competitively priced 













®@ More exclusive features—easier to sell 





© Engineered for efficient operation—customer satisfaction 


42,000 BTU _ © Broad market coverage with fewer units—lower inventory 





@ Nationally advertised—customer demand 





EVANS 158 


| 


© Strong sales promotion helps—real dealer support 


All backed by 


Evans Products Company, one of the world’s largest manufacturers 
of heating devices for the entire heating market. 


AND IT'S A GOOD BUSINESS BECAUSE HOME HEATERS: 


®@ fill a basic need ® rank fourth in major appliance sales 
® have public demand @ have a high replacement potential 
© offer no trade-in problems © have a wide-open market 
































IT’S A GREAT BUSINESS S 
° 65,000 BTU 
-when you show the Evans line! HOME HEATERS 
are sold everywhere 
because Evans Home Heaters have 11 
features no other heater can match Nationally distributed by 
> Westinghouse Electric Supply Company 
1. FIREPLACE WINDOW—See —Coated with “Glass paint”— and leading independent dealers 
the Heat Resists Corrosion 
2. FLOOR LEVEL HEAT—Feel 7. USHAPED FLAME—More ; 
the Heat where it’s nt Heat with Less Fuel Your Customers will 
3. STYLING—Fits all home sur- 8. DOWN-DRAFT FAN—Uti- ree RE TI ] E Hk { 7 
roundings lizes Ceiling Heat a : . . 
4. NO SIDE-BLASTS — No re- 9. THREE-WAY HEAT—Radi- Wh T y 
arranging Furniture ant, Circulating & Fan-Forced i E ID L H E HI . Li 
5. OVER SIZE COMBUSTION _10. HORIZONTAL BURNER — And they'll buy | 4 NS 
CHAMBER — Greater heat Easily accessible 4 
Distribution 11. SUMMER-TIME COOLING 
6. COMBUSTION CHAMBER —With Down Draft Fan 


HEATING AND APPLIANCE DIVISION 
EVANS PRODUCTS CO. PLYMOUTH, MICH. 


YOU CAN COUNT ON QUICK SALES...MORE SALES... 
AND PLENTY OF PROFITS WHEN YOU SELL EVANS 
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IN 
THE 
LARGER 
SIZES 





©28 PORCELAIN WHITE ENAME 
~ ee Tetewing A 


BIG VARIETY OF 
VOLUME BUYERS 


Larcoloid sells fast to Painters, Mainte- 
nance Men, Contractors, Sign Manufac- 
turers, Automotive Men, Householders 
. » » They all prefer its Quick-Drying, 
Long-Wearing Qualities — Outdoors or 
Indoors — on Metal or Wood. 








White Jor Dealer Set-up 
CARPENTER-MORTON CO. 
DEPT. H EVERETT, MASS. 
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WHAT'S NEW 





Revere Tea Kettle 


Revere Copper & Brass Inc., Rome, 
N.Y., is making a tea kettle known as 
the Pistol Grip Whistler equipped with 





a black bakelite handle styled to fit 
the hand comfortably and a trigger 
which with slight finger pressure 
opens and closes the metal and bake- 
lite spout cap containing a whistle 
which blows when the water boils. 
By pulling the trigger the kettle 
cap can be opened for pouring or 
filling through the spout and the cap 
when closed retains the heat and steam 
so the water heats faster. Kettle has 
a 3 pt. capacity, is made of solid copper, 
chrome plated with the natural copper 
bottom exposed for faster heating. 
Suggested to retail for $4.50. 


Faucet Reseating Kit 


A complete faucet and valve refacing 
and reseating tool kit is offered by the 
Seatmaster Tool Co. 105 S. Nicholson 
Ave., Monterey Park, Cal., Kit of 
tools, which includes a full range of 
seat renewal rings, will reface and 
reseat faucets, shower valves, ball 
cocks, including Douglas ball cocks, 
glove valves, drinking fountains, cool- 
ing and beverage tank valves and 
plumbing fixtures in homes and office 
buildings. Turning body of facing 
tool is made of high grade tool steel and 























is supplied with two sizes of self- 
centering collets or chucks which when 
adjusted in the body of a bibb in- 
fallibly center the surfacing cutter 
used, says maker. Seven precision 
ground, tool steel, raised seat cutters 
are furnished with a range of from 1/4 
to 3/4 in. seats. Five taps from 3/8 to 
5/8 in. and two 30 deg. angle cutters. 
Balance of kit includes: 2 wrenches, 
1 adjusting bar, 3 double end gages 
and 5 pairs of re-seat rings from 3/8 
to 5/8 in. tap size. All units are packed 
in a recessed, hinged hard wood box. 


Manco Jr. Cutter 


Manco Mfg. Co., Bradley, IIl., offers 
a new cutter known as ‘‘Manco Junior” 
designed to fill the need for a cutting 
tool between the wire cutting plier 
and the bolt cutter. Maker claims 
50 lbs. pressure at the _ handles 
affords two tons cutting power at the 
jaws, yet it is only 12 in. overall in 
length. Ideal for electrical maintenance 
men and for use in home workshops, 
farm and industry. It can be used to 
cut mild steel bolts up to 1/4 in. 
rods, screws, rivets, nails, fencing of 
any hardness up to heat treated or 
hardened steel. Suggested to retail 
for $3.50. Tool packed individually, 


12 to a carton, each weighs, 1 1/4 lbs, 





Plastic Handled 
Mitre Back Saw 


Mitre back saw has a maroon plastic 
handle which is claimed to be both 
non-absorbent and chip proof. Rib 
design on handle affords ease of func- 
tion by maximum gripping capacity. 
Blades of the saws are made of quality 
carbon alloy steel, finished to a high 
lustre. Steel backs of the saws are made 
for heavy duty. Cutting teeth are 
precision set and ground screws which 
attach the plastic handle to the blade 
are nickel- plated. Great Neck Saw 
Manufacturers, Inc., Mineola, N. Y. 
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how is your stock? 


Now-—while millions of people have screening on their minds 
and this Velon ad before their eyes—Now is the time to be 
sure you stock plenty of this amazingly durable screening. 
Make this ad work for you, and pull in thousands of 

dollars worth of sales in your area. Now—ask your jobber 

or write Firestone, Akron, for full information and free 
merchandising aids: information folders, window streamers, 

counter cards, newspaper mats and Velon screening samples. 


Firestone JeGn 
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@TRADE MARK 





THESE UTILITY BOXES 





@ Above is shown one of a line of 


10 popular, attractive, plastic boxes. 


Dealers sell them for a wide variety 
of uses—as a fishing tackle box for 
flys, spoons, plugs, etc.—on the 
work bench to hold screws, nuts, 
brads, staples—in the home for but- 
tons, hooks and eyes, spools of 
thread, costume jewelry, etc. 


Transparent, showing contents—all 
plastic, even the hinges. Impervious 
to water, alcohol, acids, and alka- 
lies. Light and hard—beautifully 
polished. 





Model Size Compartment Arrangement 





200 | 8%4x4%x 1% 18 
201 | BUx4hxnlh 12 
202 Bux 4hx lh 7 
206 B%x4%xn1% 
210 7 x3%x 1% 
212 7 x3%xl% 
216 7 x3%x 1% 
220 4%2x2%x1 

221 4%2x2%x1 

226 | 4%x2%x1 





—~PAa- Ud = 

















ASK FOR FOLDER A-2 
ON THIS POPULAR ITEM. 





PLASTICS DIVISION 


The VLCHEK TOOL Co. 


3001 EAST 87th STREET + CLEVELAND 4, OHIO 


















WHAT'S NEW 








‘‘New Look’’ Broom 


Broom with a long skirt designed to 
fit over the broom with mop fringe at 
the bottom so when it is turned upside 


‘ 
‘ 
: 





down, it becomes an instrument for 
dusting walls, ceilings and mouldings. 
“Sarong”’ cover can be snapped on to 
any broom. Available in colorful wash- 
able fabrics, the sarong and broom is 
suggestedtoretailat79cents. H. Hertz- 
berg & Sons, Inc., 2300 5th Ave., New 
York City. 


Window Filters 


Badgaire, Ind., 2251 S. Allis St., 
Milwaukee, 7, offers a ventilator com- 
bination that makes possible the 
infiltration of fresh clean air in the 
home, office, etc. Maker claims rain 
and snow do not penetrate the unit. 
Made of heavy aluminum, the unit 
is constructed with special filter media. 
Rubber gaskets on top, bottom and 
sides provide a perfect air seal. Sliding 
wings with convenient handles extend 
6 in. for easy insertion in windows of 
varying widths. Easy to clean, flush 
by holding under hot water faucet, 
allow to dry and spray with filter 


[ 


adhesive on air intake side. Available 
in 7 sizes all 6 in. high, ranging from 
$4.95 to $9.45. Filter adhesive is 
50 cents each. 


Air Rifle Shot 


National Cart Corp., 330 S. Fair 
Oaks Ave., Pasadena, 2, Cal., is 
making pure lead, precision machined, 
Apache .175 Cal., air rifle ball shot. 
This ball shot is actually machine 
ground to correct spherical shape, 
according to the maker. Dangerous 
ricochets are practically eliminated 
when using lead shot which shatters 
or flattens instead of rebounding on 
impact thus furnishing a safer ammuni- 
tion in the .175 field, says maker, 
Shot is packed 200 minimum to a tube, 
6 tubes in an Apache panorama display 
carton in brown and red. 





Buzz-Bee Bicycle 
Motor 


“‘Buzz-Bee” bicycle motor fits on 
any bicycle and drives it at a controlled 
speed up to 29 miles per hr. Motor 
is mounted over the back wheel behind 
the rider. Every moving part is 
encased in a weather-proof,all aluminum 
cowl which includes the gas tank, 
air filter, muffler, Wico magneto, 
Tillotson carburetor and engine. Opera- 
tion is controlled by a single lever 





Unit adds 33 Ibs to 
bicycle weight. Power is communicated 
direct to wheel through a non-slipping 
tire pulley that is so designed, says 
maker, that tire wear is totally elimin- 
ated. Motor is suggested to retail 


on handle bars. 


for $94.50 plus $2.81 federal tax. 
Buzz-Bee Motor Corp., 28 E. Jackson 
Blvd., Chicago, II. 


Mirrorfilm 


Wype Corp., 2214 Dolman St, 
St. Louis, Mo., offers Mirrorfilm, clear 
plastic finish which is wiped on to 
protect most any surface. Claimed to 
give a brilliant, mirror-like finish and 
protection to metal surfaces, painted 
wood surfaces and linoleum. Applied 
with clean, lintfree cloth and dries 
quickly. Suggested to retail for 89 
cents a pt. and $1.69 a qt. 
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Yale Catalog — 
Walkie Line 


Yale & Towne Mfg. Co., 4530 
Tacony St., Philadelphia, 24, Pa., 
offers a three-color, 30-page bulletin 
on its line of worksaver electric trucks, 
which are battery-powered hand turcks. 
Particularly recommended where loads 
up to 6000 Ibs. are to be transported 
through narrow aisles or across com- 
paratively weak floors, or areaways. 
sulletin first describes and illustrates 
in detail the operating mechanisms 
which are basic to all the different 
Worksaver types. Each of the 7 types 
is then described and illustrated in 
detail. Copy may be had upon request 


B-M Power Mower 


A self-propelled, three-wheel rotary 
blade mower, powered by a 44-2 H.P. 
Clinton engine. | Spring-steel blade 
cuts cleanly as a current of air from 
the propeller- type blade lifts leaning 
grass and leaves to the cutting edge. 
Blade can be adjusted to any cutting 
height by a convenient hand screw 
on the center Safety cutter 
guards are provided for protection. 
Smooth, positive clutch, handlebar 
controls and _ puncture-proof tires 
are additional features. Complete 
instructions for use and care are 
furnished with each PD-1 power lawn 
mower. B-M Mower Co., Blue Mound, 
Kan, 


post. 





Ken Corner Level 


Singer Kennedy Corp., 417 S. Dear- 
born St., Chicago, offers the Ken 
corner level which utilizes two small 
bars of aluminum attached together 
that support the horizontal and vertical 
glass liquid vials with the usual bubbles. 
Contractor can plumb and square two 
at a time, also the top face of 
each brick which it is placed on the 
motor joint. Maker states this elimin- 
ates hammering or tapping of the 
brick on its side or end or top. It 
is claimed that the Ken Corner Level 
cannot be twisted out of plumb by 
hand. Or if the Ken level is used to 
set a timber post or door and window 
frame it will plumb the two faces, 
90 deg. at the same time, also a steel 
beam, angle iron, or steam piping. 
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“Americans ke ter Utility. 









Balanced Lirum with full width paper 
~clamps. Ball Bearings lubricated for 
life. . 








leav'y Duty Motor...no brushes, 
ra-Large Fan 





Rolls Easy... full bearings in 
truck and caster wheels, 















Qne-Piece Frame of aluminum alloy. 
Rigid, sturdy. Heavily ribbed cross sec- 


tion. 















"You don’t have to worry about repairs eat- 
ing away your sander rental profits — when 
you have AMERICAN Quality Machines ! 


American builds ’em right... expertly engi- 
neered ... precision manufactured . . . quality 
throughout. Many have found the average 
cost of repairs and maintenance extremely 
low when compared with 
high rental profits... 
built to make money for 
you! Send coupon for 


free profit-plan booklet, 





e 


{ + 


_ MACHINES 











AMERICAN FLOOR SURFACING MACHINE CO., ' 

522 So. St. Clair St., Toledo 3, Ohio : 

Send 12-page illustrated free booklet showing how to make money in =, 

the floor sander rental business; also details and prices on American Rental ' 

Sanders. ; 

| ERE See ene A Rte ee et a = ene ee ee : 

ESR Sear Reese eae EEF aE te en ee ree ! 
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a ee EET NU; ecidinebiabddiieeenninen 
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1948 MODELS 


Cas Circulators- Heaters 


A. G. A. approved for Nat'l, Mfgd, 
Mixed, and L. P. Gases. 


Vented Circulators—two new styles 
—A4 sizes each. 


New Floor Type Bathroom Heater. 


Write today for new descriptive 
literature. 


C2erless 


MANUFACTURING CORPORATION 


LOUISVILLE, KENTUCKY 





" Dstest Se CMG 


BOTTLE CAP is 


SLIPSEAL 


COMPARE THESE ADVANTAGES 
with any other bottle cap! 












4 
.* 
7 > 























ye TAKES LESS SPACE IN REFRIGERATOR. 
Allows tall bottles to stand upright. 


ye LEAK-PROOF and AIR-TIGHT. A half- 
turn of the hand screw seals the 
bottle. Positive seal guaranteed. 


FITS ALL STANDARD BOTTLES. 
RUST-PROOF DURALUMINUM. 
RETAIL PRICE ONLY 25c. 


tt 


PACKAGE STORES 
SUPER MARKETS @ DEPARTMENT STORES 
VARIETY and DRUG STORES 


DEALERS: If your jobber cannot supply you, 
write manufacturer direct. 


SLIPSEAL 








20 aS or. eek 
1750 CALIFORNIA AVE. 
LONG BEACH 13, CALIF. 














WHAT’S NEW 


Ice Cream Freezer 





Retlaw Corp., 28 E. Jackson Blvd., 
Chicago, IIl,. offers an all- aluminum 
ice cream freezer with a_ burnished 
finish. Tub or ice bucket is drawn 
from heavy 1/8 in .special aluminum, 


claimed to resist corrosion. One gal. 
cream can in 3/32 in. extruded alu- 
minum. Being seamless and smooth, 
they are easy to clean. Mixer is cast 
iron, copper-nickel plated with hard- 
wood paddles. Ice bucket has strong 
aluminum handle for easy handling. 
Weighs 9 Ibs., individually cartoned. 
Stands 13 in. high with dia. of 10 in. 
Suggested to retail for $13.95. 


Capitol Seat 


Washington Woodcraft Corp., Wash- 
ington, N.J., is making a toilet seat 
known as the Capitol seat made of 
Northern hardrock maple throughout, 
sheet Pyralin cover. Available in 


6 mother of pearl colors: white, dusty 
rose, blue, green, lavender, and black. 
Heavy brass hardware, chrome-plated, 
rubber bumpers. 
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It was 1852 and 


we were four years old 





when we ran this ad. 


A HUNDRED YEARS AGO Jacob Wiss, with 
infinite care, forged a few pairs of shears a 
2. month in his modest shop. ‘Today the factory 
of J. Wiss & Sons Company, still with infinite 
care, manufactures thousands of pairs of scis 
sors and shears a day ... more than any com- 
pany of its kind in the world. 

Even at that, we aren’t yet making enough 
to meet the demand... but thanks to the 
understanding and cOoperation of our cus- 
tomers, We are maintaining our century-old 
standards of fine quality. We settle for noth- 
ing but the best in materials and in workman- 
ship...and that’s the way our customers 
want it. Quality business is rood business for 


everybody. 


oi PA es 1848— Quality for—1048 \2s 


ae | va i * 


at J. WISS & SONS COMPANY NEWARK 7, N. J. 





a Century | \ 
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1750 R.P.M. 
No Packing Used 































Make room on your shelves for the Simer 
Paddle Pump—the power unit that takes 
the place of the old pitcher spout pump. 
The Simer will do almost any job around 
the farm—draining basements, pumping 
from cistern or into stock tank, fighting 
fires, Spraying weeds. Pump has a lift of 
20 ft., is self-priming and resi 
sandy water. 34" and 1” sizes, 1750 R.P.M. 
Retails as low as $20.00 including base 
and coupling, but without motor or 
engine. (Pump head only $16.35.) See 
your jobber, or write for literature. 


JEROME SIMER COMPANY 


422 Stinson Boulevard ¢ Minneapolis 13, Minn, 





“Double Sque- 
gee" rotary seals, 
moulded into each 
end of the rock 
rubber paddle, 
make shaft pack- 
ing or stuffing box 
unnecessary. They 
also keep grease 
out of the water. 
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« STARDARD BRONTE COMPANY prcn 


Push Button Plate 
Display Unit 


Standard Bronze Co., Bayonne, 4, 
N.J., offers an attractive 3- color 
display board which covers a variety 
of styles of push button plates made 
of solid cast brass in various finishes 
including, HPI finish, 
and combination satin chrome. The 
HPI finish items are made of a nickel 
bronze alloy similar to german silver, 
while the chrome plated products are 
solid cast heavily 


polished brass 


made of brass and 


plated. 


Butt Gage 


U. S. Die Casting Co., 1444 N. 
Maple St., Elyria, Ohio, offers all an 
purpose butt gage with two separate 
cutters arranged with the necessary 


Ar 


woe Be 
“% A = 









EM be te .. 


he as 


setting 
when hanging a number 
also may serve as a rabbet 
mortise gage 


clearances so no change of 
is necessary 
of doors. It 
gage, making gage and 
which has a sufficient scope for all 
door trim. can be laid flat or 
on end depending on depth of casing. 
Frame is a casting, rods, cold roll steel, 
cutter rolls, No. 40 carbon steel with 
special heat treating, to enable the 
cutters to be re-sharpened with a 


Gage 


stone. Available in models No. 101 
and 102, the former chrome- plated 
with scale markings suggested to 


retail for $2.50 and the latter glazed, 








baked aluminum enamel, with scale 
markings, suggested to retail for $1.95, 


Fil-Rite Follower 
Plate, Dust Cap 


The Fil-Rite Co., 342 Lumber Ex- 


change, Minneapolis, 1, Minn., offers 
the Fil-Rite follower plate for all 
standard containers and all hand 


Claimed to convert 
314 gal. or 35 Ib., 


grease guns, 16 oz. 
any standard 25 Ibs., 
5 gal. lug cover grease pail into a gun- 
filling container. The follower plate 
easily and quickly fill all 

lubricant or 
anywhere. Follower plate is 


is said to 
chassis 
grease 


pressure gun 


equipped with a dust-proof cap which 
is easily removed at the beginning and 
replaced at the end of 
operation. 


each filling 
Plate is made in two sizes, 





11 1/16 in. for 11 1/8 dia. pails, 11 5/32 
in. for 11 1/4 dia. pails. Operates by 
vacuum; over 1000 Ibs. 
the grease gun. 


pressure [ills 


Superedge Knife 
Sharpener 


Superedge Products, Inc., Commerce 
Bldg., Erie, Pa., is making a knife 
sharpener for everyday use. Ivory 
plastic with china red base. Aluminum 
oxide honing stones. Steel music wire 
spring, cadmium-plated. Size, 6 1/2 
by 2 3/4 by 2 3/8 in. individualls 
boxed. Weight: 8 Ibs. per doz. pack, 
aged. 
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A PRODUCT OF Hoaperwood Mills 


WM. E. HOOPER & SONS CO. 


General Sales Offices: 
New York PHILADELPHIA Chicago 


320 Broadway Juniper & Cherry Sts. 300 W. Adams St 
Hooperwood Mille: Woodberry, Baltimore, Md 


MARCH 25, 1948 ; ; ; 191 











ROB 















The sensational, 
new knife grinder 
that’s the talk 
of the trade 


\WAl, had 





Here, at last, is the one sharpener 
you can safely recommend and sell 


—for both hollow-ground and 
ordinary kitchen knives. 


With ROBO, anyone can do a pro- 
fessional knife-grinding job 
easily, quickly. Knife is automatic- 
ally supported at correct grinding 
angle. 


A simple one-handed push and pull 
on knife handle, and... ino matter 
of seconds . . . ROBO’s revolving 
grindstone gives the dullest knife 
the sharpest, keenest cutting edge 
you could ask. 


Used and recommended by leading 
Home Economists. 





If you're not yet stocking ROBO, 
you are passing up a nice profit 
and a lot of free word-of-mouth 
advertising from enthusiastic ROBO 
owners. 


FAIR-TRADED 
PRICE $2.50 


At your supplier or write 


THE ALDEN SPEARE’S SONS CO. 
137 SIXTH STREET 
CAMBRIDGE 42, MASS. EST. 1851 
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WHAT'S NEW 





Dogwood Canisters 
National Can Corp., 110 E. 42nd St., 

New York City, 17, offers a Dogwood 

design in housewares. 


Includes a 





matched line of baked lithographed 
metal cannisters for tea, coffee, sugar 
and flour, two compartment and 
hinged cover bread boxes, covered 
dust pan and match safe. Also a 
26-qt. step-on can. Dogwood flowers 
are in white with green leaves against 
a background of red. 


Carbide- Tipped 
Tool Catalog 


Whitman & Barnes, Detroit, 16, 
Mich., has issued a catalog, No. 101, 
which lists and illustrates various 
types of carbide-tipped tools. Listings 
include straight and taper shank 
spiral fluted drills, core drills, masonry 
drills, glass drills and drills for drilling 
hardened steel. Lathe centers, straight 
and taper shank chucking reamers and 
shell reamers are also listed. Also 
contains information on the use and 
care of carbide- tipped tools, proper 
speeds, feeds and grinding recom- 
mendations, 


Snap-on Reflector 

Van-Burt Industries, Roseville, Mich., 
offers a snap-on reflector to convert 
ceiling lamps or hanging bulbs to 
indirect lighting. Snap on reflectors 
are made of 26 gage aluminum equipped 
with spring action clips which fasten 
directly on bulb. No tools are needed. 
Reflectors are available in egg shell and 
silver grey. Claimed to distribute 


light evenly and eliminate glare. 










































STOPS 
SQUEAKS 
RATTLES 
DRAFTS 


DURKEE- ATWOOD co. 
MINNEAPOLIS 13, MINN. 
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Clark Bros. Catalog 


Clark Bros. Bolt Co., Milldale, Conn., 
offers a catalog No. 47 bound in a 
stiff cover with metal spiral binding. 
Includes complete information on all 
types of carriage, machine, lag, plow, 
cultivator, guard and spring bolts, 
elevator, blank and stud bolts, cap 
screws, stove bolts of various assort- 
ments, all types of rivets, hot and cold 
pressed nuts of all types and washers. 
\lso contains engineering information 
and tables on wire, washer and screw 
gages, pitch diameters, ASME threads, 
micrometer reading of various treads, 
decimal equivalents of millimeters, etc. 


Smith Iron-On 
Rug Binding 


Gilman B. Smith Co., Inc., 915 
Broadway at 21st St., New York City, 
10 offers a chromium display case 
designed to hold both 1 1/2 in. and 
2 1/4 in. wide iron-on rug binding. 














It is made of heavy cotton drill with 
adhesive backing of gums. May be 
used for binding rug edges, repairing 
leather and rubber goods, fur coats, 
tents, rubber goods, etc. Available in 
24 colors and retails at 15 cents a yd. 
for 1 1/2 in. width and 20 cents for 
2 1/4 in. width. Display case is free 
with every original order. 





Garbage Deodorant 


Super-X, Inc., 3304 E. 87th St., 
Cleveland, 4, Ohio, offers ‘‘Quel” 
a liquid deodorant and sanitizer for 
use in garbage cans. It repels animals 
to prevent tipped-over garbage cans. 
\vailable in a four-oz., self-dispensing 
bottle and in pts., qts., and gals. 
\lso may be used for preventing musty 
basement odors and mothproofing. 





“‘Magimmicks’’ 


Ullman Products Corp., Ullman 
Bldg., Brooklyn, 15, N.Y., has de- 
signed Magimmicks, magnetic tools, 
which are of the all-angle, ball joint 
type. Magnetic section is claimed to 
stay fixed at any angle and retrieve 
the lost parts quickly. Magimmick 
Sr., is of the telescopic type 1% in. 
dia. ard will open to 26 in. Magimmick 
Jr. is 5/16 in. dia. by 8 3/8 in. long. 
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It’s been proven! The biggest “money-making” 
products in any dealer's store are those that 
require the least handling. In other words, the 
products that come to you ready for sale! R. D. 
Werner realizes this. That’s why Chromtrim 
Metal Mouldings are delivered to you pre-cut, 
pre-wrapped, and pre-sold, ready for cash 
and carry purchasers. 


What's more, you get one of the most compact, 
most attractive nationally-advertised floor mer- 
chandisers ever designed. Covering only 23” 
x 16", it’s yours on Chromtrim’s sensational 
8/60 Deal! 


FOR JUST $55.80 
THE CHROMTRIM 8/60 DEAL GIVES YOU... 


Ten 6 ft. lengths of each of 8 popular Chromtrim 
— mouldings—ready-wrapped for fast sales. 





1. The Chromtrim ‘Silent Salesman” 8 
tub2 stock dispensing unit. 


2. Eight metal snap-on holders with re- 
tail price tags. 

3. Metal dispensing tray and supply of 
nails. 

4. Supply of 100 consumer instruction 
folders. 

S$. Free copy of Chromtrim’s ‘Trim Ideas” 
and remodeling projects. 

6. Three-color counter display card. 


"a i. 

7. Full-color life size window display of 
the “‘Chromtrim girl.” 

Chromtrim national advertising in 11 lead- 


ing magazines pre-sells more than 
15,500,000 homemakers on the Chromtrim 














**Trim-it-Yourself'’ idea. 


R. D. WERNER CO., INC., 295 Fifth Avenue, New York City 16, N. Y. Dept. HA-325 





0 Ship complete 8/60 deal(s) at $55.80 to 

Se COE sll lh lblaeacesibiliniiiasteaeintitanienbetionieiie - _— - 
Firm - 
Address ipeinciuih ia paineieciasvia = ‘ a 

City sii ie cee _ 


My distributor is - ssieitcaiilen a cuidate 
Please send a FREE copy of “Trim Ideos” and further information on the Chromtrim 


8/60 merchandise deal. | shall be under obligation. 
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PROFIT MAKERS 


STYLED 
BEAUTIFULLY 
AND 
MADE RIGHT 
BY EXPERTS 
















































Through constant re-designing, 
Peerless Freezers continue to hold 
first place in modern, artistic ap- 
pearance; in quality; and in ease 
of operation. 


Household sizes: 2 to 10 ats. 
Hotel sizes: 12 to 20 ats. 








THE SIX BIG FEATURES FOUND ONLY IN PEERLESS 








TRIPLE ACTION PEERLESS DASHER STREAMLINE DESIGN 
ASK YOUR JOBBER 
THE PEERLESS FREEZER CO. Winchendon, Mass. 











THE BEST SELLER 


®Streamlined, cleanly designed, fits into any 
type home. 

® Scientifically designed special alloy steel inner 
unit protects outer cabinet from high tem- 
peratures, eliminating objectionable paint 
fumes even when brand new. 

®Three point floor contact keeps heater level, 
steady on any floor. 

®Concealed valve, protected from small chil- 
dren. 

® Royal Super-Heat Burner (all models) famous 
for efficient operation. 

® Radiant circulators (700 Series) have full size, 

interchangeable radiants. 

®A.G.A. Seal of approval on all Royal Gas 
Heaters for all types of gas. 

© Royal heaters are better built, better designed, 
give continuing top notch performance. No. 728 Circulator with Radiants 


Chattanooga Implement & Manufacturing Co. 
Chattanooga, Tennessee 


Quality ... Since 1891 





No. 624 Circulator 











Manufacturers of Royal Gas Heaters - Royal Fireplace Furnishings - Kol-Gas Magazine Heaters 
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WHAT'S NEW 


Aluminum Percolator 





Mardigian Corp., 1130 W. Grand 
Blvd., Detroit, 8, Mich., offers a 
four-cup aluminum percolator, model 





1026, 14 gage, packed 6 to a case, 
weight 9 Ibs., Non weld spout con- 
struction eliminates spout drip accord- 
ing to maker. Close-fitting, snap-on 
lid permits one hand pouring. Pistol 
grip, bakelite handle is away from the 
burner heat. Percolator has a mirror 
finish. Features a heat-proof glass 
knob. 


Lamson & Sessions 
Brochure 


The Lamson & Sessions Co., 1971 
W. 85th St., Cleveland, 2, Ohio, has 
prepared a brochure made up of the 
hardware advertising which the com- 
pany used during 1947. Brochure is 
being sent to hardware wholesalers 
and retailers. 


Synthetic Enamel 


A 3-hr. drying synthetic enamel is 
offered by R. L. Carlisle Chemical 
Mfg. Co., Inc., 207-11 Norman Ave., 
Brooklyn, N.Y. This non-yellowing 
enamel brushes easily to a hard gleam- 
ing finish, free of brush marks, says 
maker. It is recommended for wood- 
work and all interior and _ exterior 
surfaces. 





HARDWARE AGE 




















MARCH 








-olator 
0 W. Grand 


ch., offers a 
solator, model 





6 to a case, 
d spout con- 
t drip accord- 
tting, snap-on 
uring. Pistol 
way from the 
has a mirror 
it-proof glass 


Ons 


ns Co., 1971 
2, Ohio, has 
de up of the 
ich the com- 
Brochure is 
» wholesalers 


el 


‘ic enamel is 
sle Chemical 
orman Ave., 
on-yellowing 
hard gleam- 
marks, says 
-d for wood- 
ind exterior 





VARE AGE 



























No. 1107 AUTOMATIC 
TOASTER — Bell rings 
and current shuts off 
when toast is ready. 


“FLIANCES 


Conforming to the accepted stylings of today 
yet unafraid to launch newer trends in design 
and construction, DOMINION 
becoming an increasingly important factor in 
the national appliance picture. 













appliances are 


Pace-setters are business builders! 
- 


Distributed by reputable jobbers across the nation. 


pre} i ite), i 35 engi lem ele) >i te) wale) | 


Mansfield, Ohio 
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} 
A STANDARD OF QUALITY | 
Since 1883 


ROPE © Manila and Sisal 

TWINE © Snow-White Sisal, 
Manila, Manila-Maguay 

OAKUM and JUTE PACKING 

RUGG-ED Lawnmowers 

The E. T. RUGG Company 


MAKERS OF CORDAGE SINCE 1883 
NEWARK, OHIO 


DUGG 


OCEAN BRAND MANILA 


With Green and Black Thread Marker 


hore 
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WHAT'S WEWI 














Eagle Salesmaker 


Eagle Industries, Inc., 110 N. Franklin 
St., Chicago, 6, Ill., offers a miniature 
“‘store’”’ for Eagle cabinet locks in the 








form of a colorful display merchandis- 
ing unit. Built of wood, it is finished 
in red and yellow, it displays and stocks 
an assortment of 9 Eagle cabinet locks. 
Separate compartments keep stock 
Qlean and orderly. \vailable with 
regular Eagle No. 24536 assortment. 


Catho-Lite Catalog 


Catho-Lite Co., 4122 W. Belvedere 
Ave., Baltimore, Md., offers technical 
data on its line of cold cathode floures- 
cent lamps. Also shows the line of 
package cold cathode industrial and 
commercial fluorescent lighting fixtures 
and its line of accessories for series 
circuit cold cathode lighting. 





Baby’s Traveler 


W. W. Jaire Co., 96 Fifth Ave., 
New York City, is introducing the 
baby’s traveler, 10 by 8 by 8 in. In- 
compartment for 


cludes a removable 











3 bottles, removable waterproof plastic 
zipper diaper bag; fitted with lucite 
comb and brush, with Nylon bristle: 


matching plastic lining; lucite handle 
polished brass- plated lock and ke 


Leatherette covered box in pink or 


blue decorated with colorful 
Easily cleaned with damp 
Suggested to retail for $6.98. 


decals. 
cloth 


Rat Exterminator 
Package 


The Ohio Products Co., North Madi- 
son, Ohio, newlv 
package for its Quirk’s quick death 
rat exterminator. Package retails for 
49 cents; 6 packages in an attractive 


offers a designed 





Quick death is mad 
squill in ready- 


display carton. 
with fortified red 
to-use bait form. 


Adjustable End Wrench 


The Canton Malleable Tron Co., 
Canton, Ohio, offers 22% deg., adjust- 
able end wrenches designed and priced 





for the market of amateur mechanics 


and home owners. Wrenches are of 
standard design and are made ol 
special malleable castings with all- 
over nickel- plated finish. Available 
in 6 and 8-in. sizes, packed 1 doz 
to a carton, 6 doz. in a shipping carton 
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FIGURE 4950 


SHALLOW WEL 

















FIGURE 4902 


DEEP WE 





LLS 





These two types of Deming Jet Systems 
meet MORE needs MORE ACCURATELY! 


The experience of a big majority of Deming 
Distributors and Dealers indicated a definite 
need for TWO types of jet pumps and water 
systems: one type designed specifically for 
shallow well operation and one type 
designed primarily for deep wells. This 
demand is met with Figure 4950 Shallow 
Well Jet System and Figure 4902 Deep Well 
Jet System, as illustrated. 


Capacities of Figure 4950 range from 240 
to 825 gals. per hour. Capacities of Figure 
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4902 range from 200 to 4500 gals. per hour. 


Every detail of construction of both types of 
Deming Jet Pumps and Water Systems is 


engineered for the bene- 
DEMING- 
WATER SYSTEM INSTALLATIONS 
WITH HARD DRAWN opp Tus 














fit of both the dealer 
and the consumer. 


Write for complete informa- 
tion on both types of Deming 
Jet Pumps. Also ask for 
“Bulletin T-1" featuring 
Deming Water System instal- 
lations with copper tubes. 
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The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 





e METAL OR WOOD TRIGGER 
¢ FOUR-WAY ACTION 
@ OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 


















CAPACITY 
60 Ibs. by 
1/10 Ibs. 


For the dairy farmer 
who requires accu- 
rate milk production 
records. Saves money 
by weeding out non- 
producing cows. Ex- 
tra adjustable indi- 
cator can be set to 
deduct weight of 
milk pail. Large, easi- 
ly read graduations 
of one tenth pound 
simplifies computa- 
tion. Dimensions 8” 
x 2” x 17”. Heavy 
construction assures 
years of reliable 
service. 





See your jobber 





HANSON 
SCALE COMPANY 


525 N. Ada St. 
Chicago 22, Ill. 





WHAT’S NEW 


KM Speed Iron 


Knapp-Monarch Co., Bent & 
Potomac Sts., St. Louis, 16, Mo., 
offers a speed iron which features con- 





irons two ways; 
fits arm-holes 


side rests; 
fabric and speed dial; 
and collars due to the concave 
plate; bevelled sole plate; plastic one 
piece handle. Equipped with quick- 
heating Nichrome element embedded 
in the sole plate. Has permanently 
attached cord which is always out of 
the way. It is 115 volts, 1000 watts, 
AC only. Packed 6 to shipping carton 
weighing 36 Ibs. Iron is suggested 
to retail for $14.95. Claimed 
fancy work and ruffles with ease due 
to the unique shape of the sole plate. 


venient 


sole 


to do 





Pasting, Trimming 
Machine Brochure 


Southbridge, Mass., 
offers a booklet designed to help 
dealers sell the Hyde ‘Thomas’”’ 
pasting and trimming machine. Ma- 
chine pastes and trims wallpaper 
in one operation and is said to allow 
for precise matching of straight or 
group patterns. Booklet in 8 pages 
highlights the advantages of the 
machine and outlines a_ brief 
demonstration. (Copies are available 
without charge. 


Ilyde Mfg. Co., 


sales 





Bronze Key Machine 


Octagon Tool & Machine Co., 531 
W. 26th St., New York Citv, 1, 
offers a key duplicating machine that 
features all bronze construction of the 
base, the wire brush for cleaning burrs 
from newly cut keys, a plexiglass chip 
guard to give visibility while protect- 
Besides cutting all 
hurd, bit and flat 
also cuts double-sided keys. 
jaws 


Machine 


ing the operator. 
types of cylinder, 
keys, it 
All parts are chrome-plated, the 
are made of silicon bronze. 

is suggested to retail for $120. 











Dual Pu tj205¢@ Pan 


Cake pan witl. insert 
that lifts out does 
double duty as angel 
food pan, form torte, 
sponge cake, meringue 
ring or others. Cake 
pan will serve as a 
pudding dish or as a 
casserole, minus the in- 
sert.. Serves daily cooking and 
baking needs to perfection. 


5 Ot. capacity $12.80 doz. 
F.0.B. CHICAGO 


J. GERSON & SONS, INC 


931 MILWAUKEE AVE. 
CHICAGO 22, ILL. 
























Self-Selling 
DISPLAY 
Holds 60 Cord Sets 


This smartly finished wood dis- 
play holds, displays, SELLS 60 
Davis Cord Sets a complete line, 
(11 different types) each tagged 
with informative, self-service 
sales label. Fully stocked, offers 
a DAVIS cord for every need, in 
every price range. Uses small 
counter space =— only 20” x 
20” x 8” — increases impulse 
buying, increases profits, re- 
duces sales time. 


S. YOUR JOBBER OR WRITE DIRECT 
@ CC FOR FULL DETAILS AND PRICES.®@ 


DAVIS Mfg. Company 


PLANO 1, ILLINOIS 





HARDWARE AGE 














How to D 
anc 
CAMP 





Folds up, ca 
case... pac 


Lights instar 
and you 





Cooks like ci 
for big 


e*eeee 
Every 
power 
bright 
tern ° 
gether 
storm] 
nary ¥ 


the fa 


MARCH 2: 








1. insert 
+ does 
1s angel 
m torte, 
neringue 

Cake 
e as a 
or as a 
s the in- 
ng and 


80 doz. 








eo-allls}3 


ing 


Y 
Sets 





d dis- 
LS 60 
> line, 
ugged 
ervice 
offers 
ed, in 
small 
Oo” x 
ipulse 
, re- 


— DIRECT 
PRICES.@ 
pany 

is 

ARE AGE 








Famous Sportsmen 
PREFER and USE 


How to Demonstrate 
and SELL 
CAMP STOVES 





Folds up, carries like a suit. 
‘ S away easily, 


case... pack 


Lights instantly—one match 
and you're cooking. 





Cooks like ci a 
for big meals, 


®eeeee@eeeseseeeeeeeeneeeneeneneeeeee eee @ 
Every outdoorsman needs the high candle- 
power floodlight of a Coleman Lantern, for 
bright light on every outing. Sell the Lan- 
tern with the Camp Stove—they go to- 
it—show how it’s 
stormproof—20 times as bright as an ordi- 
nary wick-type kerosene lantern. Cash in ot 
the fact that it’s a Coleman— 
“BEST OF ITS KIND.” 


gether. 
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Demonstrate 


=a 


On Every Outing! 


Men who know the outdoors—famous hunters 
and fishermen, veteran guides, writers and editors 
—prefer a Coleman Folding Camp Stove when 
they go afield. In Coleman national advertising 
they recommend it to all outdoorsmen! They pre- 
fer Coleman because it’s the “smooth way to 
rough it” . .. gives them better eats more quickly, 
more time for fun on every outing! 


Sell Coleman Leadership 
Coleman is the only nationally advertised Camp 
Stove. The big 1948 Coleman Advertising Cam- 
paign features the Camp Stove endorsed by these 
famous outdoorsmen. Tie in with this advertising 
—sell “big name” recommendations on Cooking 
with Coleman. Sell your prospects on no more 
fuel hunting or “smoke eating” .. . sell more fun 
with a Coleman. 


Display—Demonstrate—Sell the Coleman Camp 

Stove for increased profits in ’48. Get in touch 

with your jobber—order your stock from him. 
SOLD AND PROTECTED UNDER FAIR TRADE LAWS 


THE COLEMAN COMPANY, INC. 
Wichita 1, Kansas 





Floodlight 
LANTERN 


- World’s Largest Manufacturer of GAS PRESSURE APPLIANCES 








eeeeoeeeneenses#se#2¢eee 
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Ben C. Robinson, 


S 


magazine 


fishing 
editor and author of books on hunting 


and fishing, believes in cooking ‘em 

where he catches ’em on his Coleman 

Folding Camp Stove. 
Re ae 















ie Ban ee eee sa ail 
Robert Page Lincoln (right), writer and 
authority on the outdoors, cooks break- 
fast on his Coleman Folding Camp Stove 
while his famous Ozark host, Jim Owen, 
looks on. 






Mark Burlingame, veteran outdoorsman 
and managing director of “Salt Water 
Sportsman”, prepares a_ satisfying hot 
meal afield with his Coleman. 
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50% Stronger, Bal Projecting Wings 


anced Ferrule of on Shank Prevent 
Greater ha Blade from Turn 


Reduces ing in Handle 


Splitting 
of Handle 


An Zz Shoulder 







Formed in Blade Gives 
Added Strength to Super 
Grip Handle 


/P 
NOR GRIP 


SCREW DRIVER 


A new design in husky Screw Drivers that can really 
“take it”... the blade, shank and shoulder are 
forged from ONE piece of Tool Steel. 

When your critical customers take one of these 
Sweetly balanced, rugged tools in their hands, they 
sell themselves — and quick! 

Made in a complete line of models and all sizes 
with square and round blades that run completely 
through selected hardwood and Pyraloid handles. 
Write for complete details on this 
fast-moving, long profit line. 


VIKING HAND DRILLS 


Shown to the right is No. V. 920 . 

one of a complete line of beautifully 
designed FORSBERG Hand 
Drills. All popular sizes up to 


ue 


4” chuck capacity. 










WHALE BRAND COPING SAWS 


No. 24 . An extra deep, finely finished frame. 
Stock %4” x 3/16”, depth 614” Hardwood handle. 
Complete with No. 20H specially hardened and 
tempered Whale Blade. 


orsber 


© MFG. CO., BRIDGEPORT, CONN., U.S.A. 











Voit Athletic Balls 
Boxes; Box Labels 


W. J. Voit Rubber Corp. 1600 FE, 25th 

t., Los Angeles, Cal., has designed new 

boxes and box labels for Voit inflated 
Voit has packaged 


athletic balls. 





spherical inflated balls, basketballs, in 
semiglossy maroon containers. Per- 
forated window in back panel may be 
punched out allowing display of ball 


through wall of box. Non-spherical 
balls, as the football, are similarly boxed 
as to color but shape of the ball makes 
perforated panel technique impractical. 
Voit box labels cover the entire front 
of boxes with silver bar design against 
a green background. Name and 
product indentification are printed in 
white on black. 


Bassinettes 


Fibre Craft Shops, 1104 Gnahn St., 
Burlington, Iowa, offers a line of 
picnic baskets and bassinettes. All 
of the products are made from loom 
woven craft, fibre built over wood 
frame bottoms. Picnic basket is fitted 
with a plastic plate and cup and stain- 
less steel flatware. Interior of the 
bassinettes are lined with flat sheet 
fibre. New types of bottom construc- 
tion, amply reinforced, provide better 
strength with less weight, says maker. 
Bassinettes on stands have free- 
swiveling casters with hard rubber 
wheels and locking leg braces. All 
models are equipped with strong, 
smooth handles. Finished in pink, 
blue and white. 





Donate Window Space for 
Boy Scout Display 


HE P. & G. Store, Inc., Kenosha, 

Wis., hardware store is a friendly 
place where they welcome youngsters. 
This being the case, it was quite 
natural for the firm to give one of its 
display windows for aweek to the local 
Boy Scout Troop 33. Drawings, coin 
collections, and even a cake baked by 
one of the lads, are featured in this 
display which was conceived and in- 
stalled by the youngsters. First aid 





kits, telegraph keys and samples of 
knots made by scouts were among the 
many items shown in order to give 
the people of Kenosha an idea as to 
the work and interests of these 
young Americans. With the excep- 
tion of the fishing rods, in back of the 
display, the window was given over 
entirely to the scouts as a goodwill 
builder. And, the reports says, it 
built a lot of it. 





This Boy Scout window aroused plenty of interest in Kenosha, Wis. 
HARDWARE AGE 
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© The New Yorker Magazine, inc, 


“...but you ought to see the Rheem 


‘Design For Better Business 


Are profits your dish? 


We can help you put on a show that will bring 


you the customers. Get our tested plan for mer- 


chandising for profit. 


Rheem 





Water Heaters 


HOME COMFORT APPLIANCES Sor Wore Acpliances 


9 plants in U.S.A. Foreign affiliated plants in 
Brisbane, Melbourne, Sydney Rio de Janeiro, 
Singapore, and Hamilton, Canada 
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Rheem 


Heating Appliances 
Cooling Appliances 


4H 


Complete sales aids; many free, others at cost, 


You order to suit your needs. Use the coupon now. 








RHEEM MANUFACTURING COMPANY 

Dept. HA-3 

570 LEXINGTON AVE., NEW YORK 22, N. Ye 

Profits are my dish. Send full details of the 

Rheem “Design For Better Business.” 

Hameo. —e (PleasePrnt) ~~~ SOSCSC*«*~CS 

Address_— stati 

anne SSS 
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Plain Basting Spoon Ploi , 
4 lain Ladle Long Handle Cake Turner Batter Whip ' 

He. 3608, retell 3¥e No. 3644, retail 49c No. 3630, retail 39¢ No. 3651, retail 39¢ Mincer and 

Zigzag Mixing- No, 3614, re 

Straining Spoon Large Offset Cake Turner Icing Spatula Potato Masher Two-Tine Roasting Fork % Cup M 

No. 3621, retail 39c No. 3617, retail 39¢ No. 3656, retail 39¢ No. 3605, retail 49c No. 3638, retail 39c No. 3659, 
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oasting Fork 
retail 39c 
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POPULAR PRICED KITCHEN TOOL LINE 


Thal bas booty thing / 





Now Ready for Delivery ... New 3600 
Line A & J KITCHEN TOOLS. This 
is the line designed to help you beat 
the inflation blues. For here’s a truly 
popular priced line, with values that 
are sensational. 


These tools have the features your 
customers want—hang-up handles, all 
stainless steel construction, wide va- 
riety, matching line of strainers. 


Compare this line, value for value, 
with any other on the market today. 


Then get your order in fast, to be sure 
of quick delivery. 


THE BIGGEST NAME IN HOUSEWARES 


Ekco Products Company, 
1939 N. Cicero Ave., Chicago 39 


Corer and Parer Orenge al 
No. 3633, retail 15¢ Cereal Strainer 
Mincer and Chopper 
No, 3614, retail 39c 


% Cup Measuring Scoop Mesh 


Tea and Coffee Strainer 


No. 3659, retail 39c No. 3695, retail 25c No, 3697, retail 25¢ 
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Standard Bowl Strainer Reinforced Bowl Strainer Reinforced Bowl Strainer 

Coarse Mesh, No. 3684, Coarse Mesh, No. 3686, Coarse Mesh, No. 3612, 
retail 29c retail 59c retail 69c 

Flat Bottom—Fine Mesh Medium Mesh, No. 3685, Medium Mesh, No. 3687, Medium Mesh, No. 3618, 

retail 29 retail 59 retail 69c 


No. 3662, retail 25¢ 


Center Drip—Extra Fine Tea and Coffee Strainer 


HANG UP HANDLES 


ae 
yn 









IT’S A 
DEAL! 


With a pre-tested starting as- 
sortment of these 3600 line 
kitchen tools, you receive this 
sales-making, space-saving dis- 
play piece for only $3.45. Ask 
your Ekco salesman today. 
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Re-Elect F. E. Hopkins, Pres.; W. F. Hopkins, 
Vice-President of Decatur & Hopkins Co. 


Frank E. Hopkins was _ re- 


elected president and his son, 


Hopkins 


William F. was re- 


succeeding his father, W. A. 
| Hopkins as 
Decatur & Hopkins occupies 
a six-story building with its own 
various stages of warehouse and | parking space. As the original 
office employment to the posi-| building was constructed 
tion of buyer and has been head | wholesale distribution of hard- 
of the purchasing department | ware, it is adequately serviced 
for the past 15 years. He has|with the facilities 
served also as president of the | for handling large and bulky 
| New England Iron & Hardware | merchandise. A five-car railroad 
|siding permits frieght to be 
}unloaded in car lots directly 
| into the building while a loading 








necessary 


| Dealers Association. 


| Decatur & Hopkins was es- 


| tablished in 1846, the former te 

name _ succeeding the earlier | Platform permits trucks and 
Baldwin Robbins Co. Ine., in trailers to load _and unload 
1910. The company covers all at street level. The building 


houses a modern salesroom and 


the New England and 


northern New York. 


states 


equipped with fluorescent 
lighting fixtures and attractive 
display table and wall fixtures 
affording customers an oppor- 
tunity to insepct complete lines 
of merchandise. 


1S 








| 

| 
FRANK E. HOPKINS | 
| 
elected vice-president of Decatur | 
& Hopkins Co., hardware whole- | 
salers, Boston, Mass., at its} 
recent annual meeting. James | 
N. Jones was re-elected treasurer, | 
Gordon W. Farr was elected | 
clerk and Harold H. Snow was | 
elected assistant treasurer for 
1948. 


All of the officers have been | 
members of the board for many | 
years and with the exception | 
of Mr. Farr, who joined the | 
company in 1921, have been| 
officers of the company. Mr. 
Farr advanced through the 











Left to right: Gordon W, Farr, James N. Jones, and Albert P. Dodson. 
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R. L. BLOCK ACQUIRES 
RICH LADDER & MFG. CO. 

Robert L. Block, Jr., 
his associates has, 
the Rich Ladder & Mfg. Co., 
1000-1028 Depot St., Cincinnati, 
4, Ohio. The officers of the 
company are: Mr. Block, pre- 
sident; Richard G. Ungar, vice- 
president in charge of production 
and Louis T. Block, vice- 
president and secretary in charge 
of sales. The three gentlemen 
are veterans of World War 11, 
and have acquired the interests 
, of the company from Chester 
en es Se A. Rich, retiring president. 
There is no change in company 
policy contemplated. 





Frank E. Hopkins, president 
and general manager, and chair- 
man of the board has served 
as top executive 19 years} PERFECTION STOVE TO 

MAKE GAS APPLIANCES 

Perfection Stove Co., Cleve- 
land, celebrated its 60th an- 
niversary by announcing that 
it will manufacture gas appliances 
as well as those using oil as fuel. 
An expansion program now 
under way at the Ivanhoe plant 
will increase the company’s 
floor space by about half. 


BRIDGEPORT BRASS BUYS 
‘“‘BUG BOMB”’ 

Bridgeport Brass Co’s., Aer- 
a-sol division has acquired right 
and title to the Westinghouse 
“Bug Bomb.”’ Westinghouse will 
now discontinue all activity in 
the insecticide field. 





president in 1929. | 


for | 


with | 
purchased 


C. T. FULLERMAN MADE 
REGIONAL MGR. FOR 


| YOUNGSTOWN KITCHENS 


Clarence ‘T. Fullerman has 


been appointed regional manager 
Youngstown 


for the Kitchen 





CLARENCE T. FULLERMAN 


division of Mullins Manufactur- 
ing Corp. He will 
| the territory formerly managed 
by George Duge, who resigned 
to head his own Youngstown 
Kitchen distributing firm in 
Cleveland. 

Mr. Fullerman has been with 
Mullins since 1940 as manager 
of Mullins’ experimental region 
| and assistant manager of markets 
and distribution. During the 
war he served four years in the 
Navy. 

He will have charge of Youngs- 
town distribution in northern 
Ohio and western Pennsylvania. 

Mr. Duge’s company, known 
as Duge Distributing Co., will 
distribute Youngstown kitchen 
equipment in northeastern Ohio. 


take over 


REVERE COPPER & BRASS 
EXPANDS ON WEST COAST 


Revere Copper & Brass, Inc., 
230 Park Ave., New York City, 
has recently acquired a plant in 
Riverside, Cal., for making 
Revere Ware copper clad, stain- 
less steel cooking utensils. The 
company has also begun erection 
of a plant for making seamless 
copper and alloy tubing and 
brass rod in Los Angeles. 
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U. S. Cutlery Manufacturers Sponsor | 
Industry-Wide National Cutlery W. eek| 


The Associated Cutlery In- 
dustries of America, of which 
L. E. Bement, Deerfield, Mass., 





LEWIS D. BEMENT 


is secretary, will sponsor National | 
Cutlery Week, May 16-22. This | 
is the first such event held in 
the industry’s history. The 32 
associated manufacturers will | 
promote the week in their own | 
advertising and will furnish | 
dealers with promotional ma- | 
terials through their distributors. | 

The theme of the promotion | 





will be to publicize cutlery as! position 


a gift for weddings, Mother's | 
Day, birthdays, Christmas, | 
showers, etc. 

The main objective of this | 


promotional week is to acquaint | 
both trade and consumers with | 
the quality and design of | 
American-made household cut- 
lery, tableware and pocket and | 
hunting knives. Members of the 
industry believe at least six 
pieces of cutlery are basic for 
a well-equipped kitchen, namely: 
paring knife, bread knife, carver, 
utility slicer, long fork and | 
sharpening steel. All of these 
items are offered by members 
of the association. 

The Associated Cutlery In- 
dustries offers window displays, 
counter catds, advertising mats, 
selling hints, window streamers 
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during the week. 


| Jr., 


and local radio commercial sug- 
gestions for its members to use 


| 
L. W. HAMPER ELECTED) 
PRES. COOLERATOR CO. | 


L. W. Hamper has 
elected president of the Cool- 
erator Co., Duluth, Minn., | 
and William J. Brown has been 
elected vice-president in charge 
of sales. 
officers 


been 





The election of new 
and directors was held due to 
the sudden death of John H. | 


WILLIAM J. BROWN 


Ganzer who had been associated | 
with Coolerator since 1921, and | 
who was to continue as president | Gibson, having been with the 


followed the acquisition of Cool-| latter company for 15 years. 


erator by the Gibson Refriger- Mr. Browne has been with 
ator Co., Greenville, Mich. | Gibson since 1931, his latest 

Other officers include: Frank position being mid-western dis- 
S. Gibson, Jr., vice-president | trict sales manager. Charles 


and treasurer; Charles J. Gibson, 
secretary; Rex H. Sanford, 
assistant secretary and assistant 
treasurer. Directors are: Charles | 
J. Gibson, L. W. Hamper, | 


Gibson, new director, is president 
| of the Gibson Refrigerator Co. 


F. J. WHELAN ELECTED 
WORTHINGTON V. P. 


|MARSHALL HOUCK MADE 
FIELD SALES MGR. FOR 
AM. SAFETY RAZOR 
Marshall Houck has_ been 
appointed field manager 
for the American Safety Razor 
Corp., Brooklyn. Since 1944, 
he has midwest sales 
supervisor for the company with 
headquarters. His 
new responsibilities will encom- 
the field 
of all the company’s products, 


sales 


been 
Chicago 
supervision 


pass sales 





MARSHALL HOUCK 


Frank S. Gibson, Jr., and | Frank J. Whelan was recently | 
William J. Browne. All the | bers : . | 
i ‘ | elec ted a vice-president of the 

officers and directors have de- 


| Worthington Pump & Machinery 
‘| Corp., Harrison, N. J. He will 
be in charge of the industrial 


voted their entire careers 
the domestic refrigeration busi- | 
ness and are well known in the 


and oil field merchandising ac- 
| industry. Se ak ie a : H 
Mr. Hamper will retain his| CY? © {0 Company. S 
Mr. > y tz s : ; 
— 4 has been with the company for 


vice-president 


” of | the past 14 years in various 
capacities and following a year's 
leave of absence with the WPB 
has been since 1943, 
| to the vice-president and man- 
}ager of the reciprocating pump 
division. He will be succeeded 
by Alvin F. Welsh in the latter 
position. 


assistant 


| WISSOTA MFG. CO. 
PURCHASES PLANT 
Wissota Mfg. Co., 


has recently 


purchased and moved to larger 
quarters at 1301 S. Third St., 
| Minneapolis. The building is 


| adjacent to major freight termi- 

| nals and the downtown business 

| section. The plant combines 

|enlarged facilities for manu- 
facturing, shipping and offices | 

| under one roof. 





L. W. HAMPER 


| Williams Co., 


and, the A. S. R. lighter 
| division. 


Prior to his present 


new 


affiliation, 


he was a departmental sales 
manager for Sears, Roebuck 
| & Co. 


BEGG, GENERAL SALES 
MGR. SPECIAL PRODUCTS 
FOR SHERWIN-WILLIAMS 
J. S. Begg has been promoted 

general 
special 


manager ol 
products of Sherwin 
Cleveland, Ohio. 
He has been with the company 
since 1936, started as 
a salesman at Youngstown. In 
1940 he was appointed manager 
Cleveland branch and in 
became director of the 
Cleveland branch. 


In 1942 he 


to sales 


having 


of a 
1944 
entire 
was elevated to 
manager of the northern Ohio 
division and a year later was 
transferred to a _ supervisory 
sales capacity in the company’s 
special products organization. 
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DIAMOND. 


DIAMALLOY 
CUTTING TOOLS 


with 
Electronically Hardened 





Cutting Edges 





Diamalloy Linemen’'s 


Side Cutting Pliers 


Diamalloy Long Nose 
Side Cutting Pliers 





Diamalloy 
End Cutting Nippers 


Tools tempered to greatest toughness, with cutting edges 
hardened by electronic induction which affects an area a 
fraction of an inch around edges only. Will cut piano 
wire or nails indefinitely without appreciable wear. 


WRITE FOR CATALOG 


DIAMOND CALK 
HORSESHOE CO. 


4610 Grand Ave. Duluth, Minn. 























MILL SUPPLY 
CONVENTION PROGRAM 
TAKES SHAPE 


The program for the Triple 
Mill Supply Industry Conven- 
tion at Atlantic City, April 
26-28 is rapidly taking form with 
prominent speakers on valuable 
and inspirational subjects. Among 
some of the speakers to date are: 
Fred Hall, Kiekhaefer Corp., 
who will talk on “Top Side 
Interest in Firing Line Problems”: 
Dr. R. Hutchinson, president 
of Lafayette College on ‘This 
Democracy”; Nathan H. Gist, 
inspirational and _ entertaining 
speakers who will present 
“Can Our American Economy 
Survive?”; F. J. Tone, Jr., 
vice-president, The Carborun- 
dum Co., and J. G. Geddes, 
vice-president, H. K. Porter, 
Inc., who will speak on the 


WOODWORTH, SALES MGR. “ution at Gk Gide 
FOR SAMSON CORDAGE } 1 ssi 0 u Association, 
Names of the keynoter speakers 


Lucius G. Pratt has been| and convention keynote will be 





LUCIUS N. PRATT 


PRATT, VICE-PRES.; 


appointed vice-president and | announced later. 


Walter G. Woodworth, | sales Booth holders who may con- 
manager of the Samson Cordage | template using moving pictures 
Works, Boston, Mass. Both|and_ special signs and _ other 


men have been associated with] material are advised that no 
the company for many years | equipment of any kind will be 
and are well known throughout | permited in the booths. Only 
the trade. sales promotional literature will 
be permitted. The conference 
booth is something new and 
different and it is with that in 
mind, that participants have 
been asked to observe all rules 
governing its use. Special 
precautions are being made 
to avoid non-members attend- 
ing any of the meetings. 


CHANGE NORTON LASIER 
TO LCN CLOSERS, _INC. 


Norton Lasier Co., 466 W. 
Superior St., Chicago, 10, IIL, 
in order to make its corporate 
name almost identical with 
its trade name has changed the 
name of the company to LCN 
Closers, Inc. The ownership, 
management, location, products 
land policies of the firm remain 
WALTER G. WOODWORTH | the same. 

















Bay State Paint Products Merchandising Program was announced by 
S. E. Harris, general manager of Wadsworth, Howland & Co., before its 
pe ay and sales representatives at the Bellevue Hotel, Boston, 


recently. Mr. Harris discussed technological progress in the manufacture 
of Bay State paint and varnish products, specifically non-yellowing white 
enamels, special ‘‘toners’’ semi-glass and gloss wall finishes. Point of 
purchase displays, ‘‘blockboosters’’, a dealer mat service, direct-by-mail 
advertising, new color racks, window posters and other dealer helps were 
expounded by A. H. Mohrhusen, general merchandising manager 


HARDWARE AGE 











LUTHI 
ELECTI 
JOSEP! 


Luther 
has recen 
dent of | 





LUTHER 


hardware 
9, Mass. 
the fifth 
generation 
tradition 
great, gre 
sreck, in 1 
Mr. Bre 
at the rese 
of the Fe 
Detroit. 
Breck’s, | 
and mail « 
largely re 
troduction 
vermiculit 
um. 
Clarence 
assistant 1 
treasurer ¢ 
to joining 
nected wit 
Boston. 


NATION 
HODE 


National 
has recentl 
Chain Co 
G. Hodel 
Hodell Ch 
with the ¢ 
direct the 
operations, 


DEARST 
ALBANY 


Albany | 
Albany, 1 
re-elected 
entire sla 
directors 1 


Dearstyne, 
Warner tre 
E. Foskett, 
Arthur E., 
sidents: D 
secretary 


MARCH 2 








PLY 
'ROGRAM 
APE 


- the Triple 
try Conven- 
City, April 
ng form with 
on valuable 
jects. Among 
; to date are: 
aefer Corp., 
“Top Side 
ie Problems”; 
n, president 
re on ‘This 
an H. Gist, 
entertaining 
vill present 
in Economy 
Tone, Jr., 
e Carborun- 
G. Geddes, 
K. Porter, 
eak on the 
Association.” 
oter speakers 
ynote will be 


ho may con- 
ving pictures 

and _ other 
sed that no 
kind will be 
x0ths. Only 
iterature will 
e conference 
iz new and 
with that in 
‘ipants have 
rve all rules 
Special 
being made 
bers attend- 
rings. 


YN LASIER 
ERS, _ INC. 


So., 466 W. 
igo, 10, Ill, 
its corporate 
‘ntical with 
changed the 
any to LCN 
2 ownership, 
on, products 
firm remain 





snnounced by 
Co., before its 
otel, Boston, 
. manufacture 
‘Mowing white 
hes. Point of 
lirect-by-mail 
ler helps were 
anager 


NARE AGE 





LUTHER A. BRECK, JR. 
ELECTED PRESIDENT OF 
JOSEPH BRECK & SONS 


Luther Adams Breck, Jr., 
has recently been elected presi- 
dent of Joseph Breck & Sons, 





LUTHER ADAMS BRECK, JR. 


hardware wholesalers, Boston, 
9, Mass. Mr. Breck represents 
the fifth direct father-to-son 
generation to carry on the family 
tradition established by his 
great, great grandfather, Joseph 
Breck, in 1818. 

Mr. Breck worked for a year 


at the research and trial grounds | Of ese 
| friendly ribbing. 


of the Ferry-Morse Seed Co., 
Detroit. Upon joining the 


| Dearstyne, manager and as-| 
sistant to president. Directors | 
| re-elected are: William C. Dear- 
| stvne, Harold L. Warner, Dudley 
'H. Robinson, Edwin L. Fowler | 
and William Dyer Dearstyne. 





| PATENT NOVELTY CO. 

| ELECTS GEO. H. REIMER 
| CHAIRMAN OF BOARD 

At a recent meeting of the 
| Patent Novelty Co., Fulton, III, 
George H. Reimer was elected 
chairman of the board and} 
| Glen P. Fagan, president. Other | 
officers elected were: S. C. 
Coman, vice-president, and C. 
J. Dugan,  secretary-treasurer. 
The following directors were 
also appointed: Messrs. Reimer, 
Coman, Dugan and Fagan, and | 
Edward H. Horst, A. B. Oakleaf, | 
and Mrs. Nellie M. Dana. 





HONOR WILLARD KEMP 
ON HIS BIRTHDAY 


In honor of his birthday, more 
than 20 business associates and | 
| other friends gave Willard H. 
| Kemp, regional sales manager, 
The Yale & Towne Mfg. Co., 
| Stamford, Conn., a_ luncheon 
| party at the New York Athletic 
| Club, March 15, the comments 
of those present including some 
Mr. Kemp's | 


friends from the Hardware | 
| 


Breck’s, he established a gift | Boosters, of which he is a past 


and mail order division and was | president, and the 


largely responsible for the in- 
troduction of the Mica-Gro 


Hardware 
Trade Association of New York 
and others, presented him with 


vermiculite, seed-starting medi-|@ camera as a token of their 


um. 


Clarence H. Wells, formerly | 


assistant treasurer, was elected 
treasurer of the company. Prior 


to joining Breck’s, he was con- | ford 


nected with Stone & Webster, 
Boston. 


NATIONAL SCREW BUY 
HODELL CHAIN CO. 


National Screw & Mfg. Co. 
has recently acquired the Hodell 
Chain Co., Cleveland. Fred 
G. Hodell, president of the 
Hodell Chain Co., will remain 
with the organization and will 
direct the Hodel chain division 
operations, 


DEARSTYNE, PRESIDENT 
ALBANY HDWE. & IRON 


Albany Hardware & Iron Co., 
Albany, 1, N. Y., has recently 
re-elected for another term its 
entire slate of officers and 
directors namely: William C. 
Dearstyne, presideni; Harry L. | 
Warner treasurer, and Raymond | 
E. Foskett, Henry J. Funk and| 
Arthur E. Stephens, vice-pre- | 
sidents; Dudley H. Robinson, | 
secretary, and William Dyer | 
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2 OK 1d Ww ishes. 

J. Frank Boxwell, manager 
trade sales, and E. D. Jones, | 
manager trade relations, Stam- 
Division, The Yale &| 
Towne Mfg. Co., brought good | 


| wishes from the company and 


a number of letters and telegrams | 
of felicitation were read at the | 





WILLARD H. KEMP 


party. TT. J. Crofton, H. B.| 
Sherman Mfg. Co., and A. C. | 
Flamman, Hughes, Flamman & | 
Simpson, acted as toastmasters. 





_ 


- pHOENIX 


HAMMERS 


HEAT TREATEO 


SELL PHOENIX—SELL QUALITY 


From the Phoenix Deluxe to the No. 3, 
these drop forged hammers are tops 
in quality. The DeLuxe, with full 
polish, including under side of claw, 
is top quality in 
any price range. 
The Phoenix line 
includes claw, rip, 
ball pein and 
bricklayer’s 
models... all 
built for tough 8 
service... all 
designed to sell 
on sight. 















Ask your jobber for Phoenix 
drop forged Hammers today! 
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WM. C. HABBERSETT 


HABBERSETT HEADS 
SALES FOR READING 


Wm. C. Habbersett has re- 
cently been appointed — sales 
manager of Reading Hardware 
Corp., wholesalers, Reading, Pa. 
Until 1925 Mr. Habbersett was 
associated with his father, George 
W. Habbersett in the hardware 
business in Baltimore. From 
1925 to 1942 he was associated 
with the Russell & Erwin Mfg. 
Co., as contract sales manager 
and from 1932 until the termina- 
tion of that connection, was 
general sales manager. 

From 1943 to 1945 he served 


with WPB in Washington. Mr. 
Habbersett then joined the 
Lockwood Hardware & Mfg. 


Co., until that company acquired 
a part of the Francis Keil Sons 


Co., New York City. He was 


appointed vice-president and 
general manager of the new 
Keil Lock Co., Charlestown, | 
N. H. Mr. Habbersett est- 


ablished this plant and set up 
the equipment and production. 











|G. A. OLDS RETIRES AS 


HDWE. SALES MGR. FOR 
AMERICAN WIRE FABRICS 
G. A. Olds, sales manager 
of the hardware products depart- 
ment for American Wire Fabrics 


Corp., 500 Fifth Ave., New 
York City, has resigned to 
move to California. Prior to 
being appointed hardware pro- 
ducts manager, he was _ sales 
manager for the company’s 


subsidiary, The California Wire 
Cloth Corp. As yet no successor 
has been named. 


J. T. COLLINS RETIRES 
AS NEW YORK MANAGER 
FRIGIDAIRE SALES 

J. T. Collins, New York 


branch manager of the Frigid- 





aire Sales Corp., and veteran 
Genera! Motors executive, has 











J. T. COLLINS 


retired. His General Motors 
| he joined the Chevrolet organiza- 
tion and throughout the years, 


| has filled many top executive 
| b 


association started in 1914 when | 





| 
| 





T. A. ARMINIO 


assignments. He joined Frigid- 
aire 15 years ago as manager of 
the New York branch operation. 
T. A. Arminio, assistant New 
York branch manager, has 
been appointed Mr. Collins’ 
successor. Mr. Arminio joined 
General Motors in 1918 and 
after serving with other units 
was transferred to the New York 
branch of Frigidaire in 1933. 
He then advanced from 
assistant comptroller, to comp- 
troller and in 1942 he became 
assistant branch manager. 


was 





N. R. ZICHERMAN NAMED 
SALES MGR. OF LASALLE 
LIGHTING PRODUCTS 

Nelson R. Zicherman has 
been appointed sales manager of 
LaSalle Lighting Products, Inc., 
Buffalo. Formerly an executive 
with the Globe Lighting Pro- 
ducts Co., Mr. Zicherman, prior 
to that, was with the United 
States Department of Justice 





for 11 years. 


MAST-FOOS ACQUIRES 

OTTAWA, OHIO, PLANT 

Mast-Foos Mfg. Co., Genera] 
Motors Bldg., Detroit, Mich., 
has announced the purchase 
of the Utility Automotive Plant 
Bldg., Ottawa, Ohio. Both hand 
and power mowers will be made 
at Ottawa as well as Springfield. 
John S. Keith will direct a 
branch office and warehouse 
recently established at Los 
Angeles, Cal. 


G. W. FIELD DIRECTS 
SALES FOR MARKSTONE 

G. W. Field, formerly with 
Sylvania Electric Products, Inc., 
has been appointed vice-pre- 
sident and director of sales for 
Markstone Mfg. Co., Chicago. 
He has been active in sales and 
sales management for the past 
20 years. Mr. Field was associ- 





G. W. FIELD 


seven 
he 


east, 


for 
time 
the 


ated with Sylvania 
years during which 
traveled throughout 
west and mid-west. 








ee ee 


Continental Screw Co. Service Dinner for employees with 15 years or more of service was held recently at the New Bedford Hotel, New Bedford, 


Mass. 


Crowell, Lythia Williams, Gertrude Williams, Helen Charbonneau. 


Shown left to right, first row: Mary Almeida, Nettie Audette, Mrs. Patrick Sweeney, Olive Green, Jennie Carrera, Florence Lancto, Anno 
Second row: Frank Sylvia, Fred Anneheim, George Jenney, John W. Owen, 


Hiram Sparrow, Michael Pusczina, Joseph Nobrega, David Buckley, Alphonso Puyana, Patrick Sweeney, president, Damon Ashley, George Metras 
Frank K. Crown, William Kaszynski, Leonard Doyle, Joseph Bluohy, Joseph Travers, C. Hunt Wardwell, George Perry, Victor Ladetto, Fre, 


Colbert, Roland Brierly, Norman Blundon, Leonard 
Henry Gerald, who provided entertainment, Joseph Rebello, John Fall, William Sylvia, James Thomas, Josep 


Place, Anthony 


Pastie, Frank Rebello, Clarence Majndle, and Davi 


d D. Davis. Third row: Dr 
h Wassiack, Everett Wilkinson, 


Clarence Hunt, Edward Tootle. Other employees with more than 15 yearsof service who were unable to attend were: Alton Healy, Antonio Gosselin, 
William Costa, Harry Jarvis, George Cloutier and John Silvia. 
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B has “flavor insurance” 
stainless steel filter, 
8-cup capacity, lasting 
high polish. 

No 


Fair Trade Price $9.95 


(Ne. 1512—12-Cup Size— 
Fair Trade Price $13.95) 





is TO 


NICRO 


Stainless Steel 
COFFEE MAKERS 


SWING 


NICRO Stainless Stee; No matter how you like to make coffee—now you can enjoy 
Vacuum Coffee Maker — the many exclusive advantages of stainless steel. NICRO 
vacuum, percolator and drip coffee makers are fashioned 
full from solid, unbreakable stainless steel with a gleaming, high 
polish, lasting mirror finish. They clean easily, quickly. 


There’s no plating to chip or wear. Unlike other metals, 


OW there is a Stainless 


Steel coffee ma , 
ont: of coffee making... 













































ker for every 





Backed Sy Large Scale National Advertising 
in Major Magazines 


Sales stimulating NICRO color ad- 
vertisements in the nation’s lead- 
ing magazines will be driving 
home the new NICRO story . . . 
“a NICRO Stainless Steel coffee 
maker for every method of coffee 
making!” These attractive, infor- 
mative advertisements will be seen 
by 26 million readers in This 
Week and The American Weekly. 
They will create interest . . . build 
NICRO sales and profits for you 
in your neighborhood. Point-of- 
sale material, colorful counter dis- 
plays have been prepared. Iden- 
tify your store with this great 
NICRO National Advertising 
Campaign write today! 





Originators of Stainless Steel Coffee Makers 
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THE 


WORLD’S FINEST 


NICRO STEEL PRODUCTS, INC. 


3534 NORTH SPAULDING AVENUE, CHICAGO 18, ILLINOIS 


NICRO Stainless Steel 
Percolator — A beautiful 
high-polish percolator — 
easy to clean. Solid stain- 
less steel 


pump 
and basket. Full 8-cup 
capacity. Model 129. 


Fair trade price $9.95 


NICRO Stainless Steel 
Electric Percolatot — Full 
8-cup capacity. 575 
watts, for rapid heating 
—all solid stainless steel 

pump and basket, 
sleek, modern design. 
Model 229 . . . with cord. 


Fair trade price $16.95 


Tax incl. a: 


Ask Your Distr 


NICRO Stainless Steel 
Drip Coffee Maker—Full 
8-cup capacity. Will give 
a life time of service. A 
“must" for all drip coffee 
lovers. Model 388. 


Fair trade price $10.95 











stainless steel is non-porous, resistant to coffee acids or oils 
and never affects coffee flavor. NICRO Stainless Steel Cof- 
fee Makers are sturdily built for every-day use. 
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More than 200 members of 
the American Society of Archi- 
tectural Hardware Consultants 
and the National Contract Hard- 
ware Association attended the 
second annual Eastern Regional 
Conference, held at the Hotel 
Pennsylvania, New York, March 
4, 5 and 6. Most of the regis- 
trants were from the Middle 
Atlantic states but one came 
from Florida and another from 
St. Louis. 

The outstanding addresses 
were delivered by Thomas S. 
| Holden, president of the F. W. 
Dodge Corp., New York, build- 
ing business reporting service 
and publishers, and by Harold 
Reeve Sleeper, outstanding archi- 
tect and president of the New 
York Chapter, American In- 
stitute of Architects. 

Trade topics were under dis- 
cussion at round table discus- 
sions during much of the con- 
ference. 

“Residentail Hardware’’ was 
the topic of one of the round 
table discussions at which Clair 
E. Gunnet, of P. A. & S. Small 
Co., York, Pa. wholesale firm, 
was the moderator. The speaker, 
I. S. Eshleman, Ostrander & 
Eshleman, New York, gave an 
outline of the variety of archi- 
tects’ and builders’ hardware 
required for residences. He 
discussed the various schools of 
design, i.e., French, English, 
Italian,Spanish, Colonial,French, 





Italian, Spanish, Colonial, 
Federal, Greek, Modern, etc. 
Mr. Eshelman recommended 


that the consultant meet with 
owners before the allowance 
for finishing hardware is set 
up so that he can procure the 
types of hardware desired by 
the owners. 

H. Warner Hill, The Yale & 
Towne Mfg., Co., speaking on 
“Hardware Specifications,”’ 
missionary work in specification 
work is just as important as 
selling hardware. He said 
trickery in specification writing 
is as unethical as misrepresent- 
ing the hardware itself. He 
advised against specifying an 
item of hardware that would 
enable a competitor to substitute 
something which the builder 
may think is of equal character. 
He advised making master key 
systems as simple as is practical. 
| He suggested that dealers work 
| closely with architects in layinn 
lout hardware specifications ig 
lorder that the most suitable 
| hardware may be selected. John 
|F. Stermer, of M. S. Young & 
Co., hardware wholesaler, Allen- 
town, Pa., was moderator. 

O. L. Meister, of the Fort 


said 











Contract Hardware Men Hold Conference 


With Architectural Consultants 


Pitt Hardware Co., Pittsburgh, 
builders’ hardware distributors, 
spoke on ‘Hardware for Com- 
mercial Buildings,” and 


gave 
a simple formula for figuring 
the approximate weights of 


such doors, and also an explana- 
tion of the size, type and weights 
of the hardware to be used, 
Perry Topkis, Delaware Hard- 


ware Co., Wilmington, Del., 
wholesaler hardware, was the 
moderator. 





JOHN R. SCHOEMER 


At another session led by Mr. 


Topkis ‘‘Hospital Hardware” 
was the topic. C. G. Meyer, 
Sargent & Co., the speaker, 


discussed the hardware for every 
kind of door used in hospitals. 
He told that the present cost of 
hospital building has grown to 
$1,500 per bed. 

L. Curtis Booth, Russell & 
Erwin, Mfg. Co., speaking on 
“Hardware Scheduling,’ gave 
a comprehensive talk on the 
standard, semi-standard and 
Traver systems, and compared 
their and poor 
He gave a picture of the schedule 
from its inception all the way 
to the detailed list that is sent 
to the manufacturers. He 
explained the value of proper 
scheduling in relation to the 
architect, the contractor and 
the hardware dealer himself. 
Paul Easby-Smith explained his 
system with the charts 
and schedules. The 
moderator was Robert E. Knorr 
Brown-Borhek Co., Bethleham, 
re. 


good points. 


use of 
working 


“‘School Hardware,”’ was dis- 
cussed by Adam M. Schmitt, 
P. & F. Corbin Div., New 


York, who stressed that the five 
main points to remember in 
specifying hardware for schools 
are safety, security, design, 
quality and finish. Clair E. 
Gunnet was the moderator. 
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Harold C. Jones, General 
Bronze Corp., Long Island, N. 
Y., spoke on ‘‘Scheduling Hollow | 
Metal Door Hardware,” and} 
stressed the importance of co- 
operation between the distribu- 
tor and the hollow metal door 
manufacturer. He said the 
schedule of hardware being 
furnished should have a complete 
description of items, such. as 
the number of butts, lock back- 
sets, and particularly bevels 
and locks, and should be followed 
with paper templates and, if 
possible, with physical templates. 
He stressed the fact that fre- 
quently the physical hardware 
varies slightly with the paper 
templates and so it is important 
to procure, as quickly as possible, 
the items which are to be used. 
Frank D. Brown, Adolph Soeffing 
& Co., Philadelphia, was the 
moderator. 

John R. Schoemer, executive 
secretary of A. S. A. H. C. and 
managing director of N. C. H. A. 
led another round table dis- 
cussion on ‘Hardware for 
Churches.” 

James E. Leonard, was the 
conference chairman, which had 
been arranged and sponsored by 
the Tri-State Chapter, composed 
of Pennsylvania, New Jersey 
and Delaware men. Greetings 
were brought by John J. Soeff- 
ing, president of N. C. H. A., 
and by Orville L. Meister, 
president of A. S. A. H. C. 

E. E. SIMONS MADE 

GENERAL SALES MGR. 

FOR HEIL COMPANY 


Wm. E. Simons has been 
appointed general sales manager 
of the Heil Co., Milwaukee, Wis. 
Mr. Simons has been sales! 
manager of the truck body and | 
hoist division of the company 
for several years and now heads 
all six sales divisions. Other 
executive appointments include: | 








W. E. SIMONS 


Harry F. Pugh, vice-president 
in charge of sales; J. F. Horn, 
controller, assistant secretary 
and assistant treasurer; Earl | 
C. Gilmore, assistant treasurer; | 
Allan E. Magee, assistant secre- 
tary of The Heil Co., and 
secretary of Arnold Dryer Co., 
and Ed Fellows, Jr., director | 
of purchases. | 


L. J. HAMMEMLY NAMED | 
BERGER MFG. DIVISION 
DISTRICT SALESMAN 


L. J. Hammerly has 
appointed district salesman for | 
the Berger Mfg. Division, 
Republic Steel Corp., for the 
sales of steel building products 
in the state of Michigan and in 
Toledo, Ohio. He joined the 
company in 1921 and has been 
selling for Berger many years 
from the main office in Canton. 
During the war he served as an 
instructor for Plant No. 2 of 
Berger Division where aircraft 


been 


bomb bay doors, wing flaps 
and stablizers were made. Mr. 
Hammerly’s headquarters are 


in the Fisher Bldg., Detroit. 














NEBRASKA ASSN. ELECTS: At its recent annual convention, the | 
ebraska Retail Hardware Assn. elected the officers, shown above, from 


left to right: Ralph Hawkins, Hebron, 
With them is C 


rst vice-president. 


president; Louis Grimm, Wauneta, 
- A. McCoy, Lincoln, secretary. 


ac Smock, North Blatte, was elected second vice-president. New 


oard members are Victor Boland, 
Wayne Towner, Scottsbluff, and Joh 
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Omaha; Richard White, Lincoln; 
n Lamberti, Scribner. | 








“Plus-volume” dollars from... 


wacs HANG-I-PADS 


When they see ’em they buy ’em! Colorful plastic Hang-R-Pads con- 
vert wooden coat-hangers into luxurious padded hangers in an 
instant. They fit snugly over ends of any ordinary hanger, prevent 
sagging shoulders, save the shape and drape of clothes. Adjustable 
for shoulder width. Display-boxed in sets of six...every home needs 


Hang-R-Pads. Every closet needs at least two sets! 





waves DUTCH SERVER 


A low-priced server for all liquids by the 







makers of the famous Dripcut ... “dripless, 
dropless, always spotless.”” Has patented re- 
movable cutoff slide of stainless steel — “‘as 
easy to clean as a knife.”’ Popular-size 12-oz. 


crystal-glass container, grained plastic top, 






NA-MAC PRODUCTS CORP. 


SUBSIDIARY OF WILLIAM R. WARNER & CO., INC. 




















— 


1027 NO. SEWARD STREET LOS ANGELES 38, CALIF. 
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9000 Buyers at Toy Fair 
Foresee $300,000,000 Sales for 1948 


J.S. 
at 


Registration of more that] Toy Manufacturers of the I 
9,000 buyers, executives and/A., Inc., buying activity 
owners of toy outlets including | the fair will assure a retail dollar 
hardware wholesalers, hardware} volume of over $300,000,000 
|for 1948, if toy manufacturers 
|can obtain to meet 
their planned production sched- 
ules. ‘‘Virtually all 
manufacturers have 
their entire production poten- 
tial,”” he declared. Buving, 
particularly by larger outlets, 
was particularly active 
rubber, wood, doll, game, plastic 


materials 


steel tov 


for 


and book lines, many manu- 
facturers of such goods saving 
that they received orders for 


from 40 to 60 per cent of their 
production for the entire year 
at the Fair. Sled manufacturers 
reported that a very substantial 


part of their vear’s « ipat ity 
had been booked at the Fair. 
Many retail outlets reported 





conditions in their 
stocks. Mr. Fallon further 
stated, ‘“‘Many  buvers 
ruefully of the lost 
dolls, stuffed animals and some 


out-of-stock 


toy 


HORATIO D. CLARK 


spoke 


dealers, department, chain and business in 


svndicate stores, was reported 

at the 45th annual American) other types of merchandise due 
loy Fair held in New York) to delayed placing of orders 
City from March 8 to 20,/ last year.” 

inclusive Sponsored by the Peace time adaptations of war 
Toy Manufacturers of the t'.S.| developed construction, engi 
\., Inc., 200 Fifth Ave., New| neering and scientific equipemnt 
York City, there were exhibits| were there in a variety of forms. 
at permanent show rooms at} Purely peaceful pursuits were 
200 Fifth Ave., 1107 Broadway | portrayed in miniature garden 
and other vear ‘round show-! equipment, tools, greenhouses, 
rooms as well as at the Hotels| etc. Model railroads, electric 
McAlpin and Breslin. Buyers} trains battery operated, and 
were present from all parts of| power line operated were 


the United States, Canada and 


countries. 
and 


many foreign 
in the buving, 
was the increasing 
hardware 


from 
Reflected, 
attendance, 


number of concerns | 


now handling toys on a year 
‘round schedule. 
‘‘\dvance_ predictions — that 


price levels would generally be 
the same or close to last year’s 
were substantiated by the show- 
the than 800 
according to H.D. 
the associa- 


ings of more 
exhibitors,” 


Clark, 


tion and director of the American 


secretary of 


Toy Fair. ‘‘The fact that more 
than 23,500,000 children have 
been added to the population 





since 1940 is a certain indication 
that will increased | 
demand all 
The importance,” 


there be 


for types of toy} 


merchandise. 
he said, “of toys as a means of 
determining aptitudes and de- 
veloping careers has_ received 
greatly increased recognition by 
educators and parents — another 


favorable factor in stimulating 


year ‘round sales of all types 

of toys.” 
. > | ber. 
According to Kenneth P.| pect 

Fallon, A. C. Gilbert Co.,| 


New Haven, Conn., president, 
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| 


allocated | 


sident, and Willis C. Judson, Big Rapids, N. 
members; J. Paul Hayden, Cassopolis; Michael D. Knopic, Midland; Everett E. Cookson, Manistique; Harold 
O. Paul, Pigeon; and Harold W. Schumacher, 1112 Olds Tower Bldg., Lansing, manager. Not present at the 
time the photo was taken were William Moore, Detroit, treasurer, and Edgar J. Kalthoff, East Detroit, board 


were warned against inventory speculation and relaxation of credit terms. T : 
of Fair Trade laws and urged upon Congress the principle of tax equality; revision of Federal taxes; exemption 
of retailers from Wage-Hour Law and reinstatement of credit control. 





there, as well as “‘jet propulsion” 


toys, — some of a purely military 
nature, others of types adapted | 
to both war and peace opera- 
tions. Some types of trains long 
absent from store shelves were 


shown for the first time since | 
pre-war days. 

Bicycles and other wheel 
goods for both adults and 


youngsters were present in new 
and A wide 
variety of juvenile tool sets 
hand and power were shown. 
for construction 
intricate simple, colorful 
and were exhibited 
as well as new uses for plastic 
in dolls, and 
record of 
and hobby toys was 
evident. For the girls, in addi- 
to doll dolls, 


jewelry making kits plus electric 


stvles colors. 


Kits jobs 
and 
realistic 
materials games 


toys. A 


handicraft 





showing 
W. BURI 


\merican 


visits to other 


houses and this seeking 


lines. 


tion country 


Following 


woodburning equipment were parts of this country he will be 
shown. New designs and new! at ‘The Hotel, 14 E. 60th St. 
types of doll furniture and doll! New York City, from March 
carriages were much in evidence. | 30 to April 6, leaving for 

For the model building en-| Switzerland on the latter date. 
thusiast, in addition to flying and The company, which was 
other self propelling units, there | established in 1905, covers all 


were numerous” planes, cars} of Switzerland through its whole- 


and trains in scale model units. | sale operations, emploving 10 


Radio, comic strip and movie} traveling salesman and its entir 

characters had their quota of| staff numbers 160. The firm 

games, toys and novelties con-| js seeking hand tools, machine 

nected with them. tools, portable electric tools 

~ bolts, nuts, screws, rivets, build- 

ers’ hardware and iron, steel, 

SWISS FIRM SEEKS brass and copper rods, bars 
AMERICAN LINES and sheets. 

W. Buri, managing director,| For references Mr. Buri gives 

J. G. Kiener & Wittlin, Ltd.,|} the Swiss Bank Corp., 15 

Schauplatzgasse ya 9 3Zerne,| Nassau St., New York Cit 


and the Kantonalbank of Bern, 


Switzerland, retail and whole- 
hardware in’ Berne, Switzerland. 


is 


sale concern, 





MICHIGAN’S OFFICIAL FAMILY: At the recent annual convention of the Michigan Retail Hardware 
Association in Grand Rapids, Mich., the above officers were elected to serve for 1948. Front, left to right, are: 
Carl H. Sturmer, Port Huron, board membre; G. Clyde Wilson, Traverse City, retiring president and elected 
to the board; Frederick F. Gartner, Wyandotte, new president; Henry C. Huizeuga, Grandville, vice-pre- 


R. H. A. board of governors. Rear row, left to right, are board 


In resolutions, members were urged to stem inflation by refraining from price gouging of the public; 


he association apposed repeal 
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WATER SYSTEMS 
CELLAR DRAINERS 2 A 
BOOSTER PUMPS ~—— | 


Here's a good deal for dealers who want profits. Be, 
Roth offers a complete pumping equipment line of outstanding = \ 
quality . . . backed by years of engineering experience. What's J ~Q \ 
more, the Roth Franchise provides important money-making” ._ ya 
benefits such as sales helps, merchandising helps, established #: ~~ A 
service policies, a select distribution set-up, and reasonable g ™ 
uniform prices. Yes, you'll boost your profits with the Roth 
Franchise and this valuable line of 
water systems. 
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Complete “' substantial ether a ; stems } a "any 
type 50 large diom- The Roth line of Seon mw sone 
oe pees steel — water systems, cellar drainers = : 
= a = pee booster pumps offers unusual sales 
drive shoft, bronze im opportunities for homes, farms, summer cottages, tourist camps. And 


all other ports 


: dealers find an additional market in water supply equipment sales to 
withstan 


small towns which have a shallow well water source. 
Act now to cash in on the established market and consumer 
demand for this quality equipment. Write for complete details about 


peller, 


galvanized to 


rust and corrosion. 


FAST EFFICIENT 


DRAINAGE the Roth line and the valuable Roth franchise, today. 
yrOMATIC Ask for catalog #3. No obligation. Sold through Jobbers 
FULLY A ROY E. ROTH COMPANY © 2438 FOURTH AVENUE @ ROCK ISLAND, ILLINOIS 
GG 
wn rsTRUCTION 


up To 3000 GPH 





ROTH, . PUMPS 
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Some of the officers and executive committee members of the Pen- 
sylvania Wholesale Hardware & Supply Association, left to right: Samuel 
B. Smith, secretary; R. J. Glock, Swank Hardware Co., second vice-pre- 
sident; J. A. Aulenbach, Pottsville Supply Co., treasurer; Warren Geis- 
inger, S. Young Co., Allentown; Denton L. Wright, P. A. & S 
Small Co., president, and H. C. Hopkins, Reilly Bros. & Raub, Lancaster. 


many good and 
plans. 

Guests from the New York} 
State Association of Hardware 
Jobbers included: Tom Leven- 
worth and Earl Grenier of John 
E. Larrabee Co., Amsterdam, 
N. Y.; Nelson F. Johnson, A. 
H. Marshall Co., Inc., Platts- 
burg, N. Y.; Harold W. Conde 
and W. W. Conde, Conde 


Hardware Co., Watertown, N. 


suggestions 


Y.; C. G. Ralph, Burhans & 
Black, Inc., Syracuse, N. Y. 
and S. Roberts Rose, Barker, | 


Rose & Kimball, Inc., Elmira, 
N. Y. 

Officers of the Pennsylvania 
association are: Denton L. 


Wright, P. A. & S. Small Co., 


Penn. Wholesalers Honor Samuel B. Smith — 
Discuss Problems and Trends in Trade 


The 48th annual spring meet- 
ing of the Pennsylvania Whole- 
sale Hardware & Supply Associa- 
tion at the Hotel Astor, New 
York City, attracted a total of 
139 members and guests. In- 
ventories, retirement plans and 
expansion of membership were 
among the numerous topics 
discussed at the Friday morning 
session. 

Samuel B. Smith, Lancaster, 


Pa., veteran secretary of the 
association and a retired hard- 
ware man with 56 years of 


activity in the trade, was pre- 
sented with a purse, in the form 
of fine wallet and a considerable 
sum in it, gift of members and 
friends of the association, pre- 
sentation being made by John 
M. Miles, Eastern Pennsylvania 
Supply Co., Wilkes Barre, Pa., 
a member of the executive 
committee. Featured speaker 
of the evening was Rev. Francis 
F. Renoll, St. James Reform 
Church, Allentown, Pa., his 
address, ‘“‘A Rendezvous With 
Destiny”, including the state- 
ment that life is getting cheaper 
and time is moving faster. 
Forget the ‘‘I can’t philosophy”, 
he urged, and have enthusiasm 
rather than a defeatist attitude. 
Have enthusiasm for your fellow 
man, your home, your church 
and your community and have 
moral integrity under all cir- 
cumstances. 
Conditions in the hardware 
trade and association matters 
were discussed at the Friday 
morning session, including en- 
largement of membership and 
increasing the scope of the 
group’s activities, with more 
frequent meetings a possibility. 
Following a discussion of re- 
tirement plans, a committee was 
appointed to investigate and 
report on the possibility of a 
group plan for companies repre- 
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York, president; C. E. Moyer, 
C. Dreisbach’s Sons, Lewisburg, 
first vice president; R. J. Glock, 
Swank Hardware Co., Johns- 
town, second vice president; 
Samuel B. Smith, Lancaster, 
secretary, and J. A. Aulenbach, 
Pottsville Supply Co., Pottsville, 
Pa. Members of the executive 
committee are: C. E. Maloy, 
chairman; H. C. Hopkins, Reilly 
Bros. & Raub, Lancaster; Mr. 
Aulenbach; Warren Geisinger, 
M. S. Young & Co., Allentown; 


| sented in the association member” 
| ship. C. E. Maloy, H. C: 
|Prutzman, Altoona, chairman 
|of the executive committee out- 
| lined the junior board of directors 
plan used by his company and 
patterned after the McCormick 
| Plan of multiple management, | Mr. Glock and John M. Miles, 
which he reported had worked} Eastern Pennsylvania Supply 
well in his concern, resulting in! Co., Wilkes-Barre. 




















THE ARKANSAS RETAIL HARDWARE AND IMPLEMENT ASSOCIA- 
TION, meeting in its 48th annual convention in the Hotel LaFayette, 
Little Rock, Feb. 16-18, elected H. C. Rushing, Sheridan, as president to 


succeed Joe B. Baker, Eudora. Mr. Baker automatically became chair- 

man of the board of directors. Other officers are R. E. Green, Paragould, 

vice-president, and A. W. Porter, Little Rock, executive secretary. Board 

of directors: B. M. Holt, Harrison; D. D. Deaver, Springdale; Charles P. 

Rambo, Blytheville; Vernon Parker, Helena; J. S. Shaddock, Camden; 

E. W. wapttend, Hope; J. O. Whitaker, Ft. Smith; Flave C. Petters, 
e 


, & Rushing, president; R. E. Green, vice-president. ear row: Joe B. 
Baker, retiring president and chairman of the board, and A. W. Porter, 








executive secretary. 





HARRY P. HOBLIN 


BOOSTERS HEAR HOBLIN 
TELL HOW TRAVELING 
SALESMEN HELP DEALER 


More than 30 members and 
gnests of the Hardware Boosters, 
Inc., meeting March 19 at 
Whyte’s Restaurant, 145 Fulton 
St., New York City, heard 
Harry P. Hoblin, Bronxville, 
N. Y., hardware dealer and 
President of the New York 
State Retail Hardware Associa- 
tion express his appreciatio- 
for the help traveling salesmen 
give to hardware dealers. Hard 
ware dealers, said Mr. Hoblin 
are substantial citizens, active, 
in their community affairs, and 
they are among the most im- 
portant elements in the scheme 
of distribution. The last thing 
for which people go to a store 
is for cut prices, friendly atmos- 
phere and fair value, cleanliness 


and courtesy being the main 
factors. “I buy from certain 
salesmen because I trust them 


and believe in the lines and the 
houses they represent and my 
customers buy from me for the 
same reason’’, he declared. 
Warning against gossip and 


violation of confidences, he 
pointed out that it was the 
traveling salesman’s function 


to help the dealer to have right 
tvpes and sufficient quantities 


of merchandise to meet the needs 
of customers. 


M. A. McNELIS HANDLES 
EAGLE LOCK SALES 
FROM PHILADELPHIA 


McNelis has_ been 


representative 


M. A. 


appointed sales 


of Eagle Industries, Inc., national 


sales representative of the Eagle 


Russellvil ; Henry Irwin, Heber Springs; W. L. Matthews, Jr., Pine Bluff; . . - 
Glen Hickey, Mt. Ida, and Brady Deese, North Little Rock. The associa- Lock Co. He will work from 
tion opposed: *“‘the present system of tax inequality granted co-operative | the company’s Philadelphia 
organizations’’; favored: reduction and revision of proposed export of “a - : =9 h S$ 
farm machinery under the Marshall Plan. Recommended reduction in district office at 521 Arch ° t, 
amount of quotas and replacement of used tractors for new machines in and will cover Pennsylvania 
filling quotas. embers agreed to co-operate by making available one . a . . 
used tractor for each new one given them out of the quotas set for export | W!! h the exception of metro- 
under the Marshall Plan - ..”” such tractor to be made available for politan Philadelphia, West 
export at the dealer’s place of business and on such terms as shall gee he 
mutually agreeable.” Virginia, Maryland and_ the 
Shown in the accompanying illustration are left to right, front row: | District of Columbia. He was 


formerly with Wilbert Products, 
Inc., and the O’Cedar Corp. 
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PAUL M. HOWARD 


OCEAN CITY-MONTAGUE 
ASSIGN REGIONAL MGRS. 
TERRITORIES 


Two regional territories of 
Ocean City-Montague, Phila- 
delphia, covering a 14-state area 
have been announced. Paul 
M. Howard, has been named 
southeastern regional manager 
with headquarters in Birming- 
ham covering Alabama, Georgia, 
North and South Carolina, 
Virginia, West Virginia, Miss- 
issippi, Tennessee, Kentucky, 
Arkansas and the western tip 
of Florida. The tri-state area 
directed by Rav H. Young, 
includes Texas, Oklahoma and 
Louisiana. Mr. Howard formerly 
headed the Southeastern Agency, 
manufacturers’ representatives. 
He was also associated with 
Montgomery Ward & Co., and 
Manufacturers Agency for Ala- 
bama, Mississippi and Tennessee. 

Mr. Young was affiliated with 
Peden Iron & Steel Co., Houston 





Tex., as sporting goods buyer and 
assistant to the sales manager. | 

- . . | 
As a fishing-tackle specialty | 


salesman, he covered Texas and | 
Prior to serving | 


Louisiana. 





RAY H. YOUNG 


21 months in the ETO, he was 
sporting goods department man- 
ager and buver for W. J. Pettee 
& Co., Oklahoma City, Okla. 


I. P. SMITH HEADS BOARD 
FOR HETTRICK MFG. CO. 


I. P. Smith, formerly president 
of the Hettrick Mfg. Co., 
Toledo, has been advanced to 
the newly created position of 
chairman of the board. W. I. 
Smith succeeds Mr. Smith as 
president, having formerly been 
executive vice-president. 


PEERLESS PUMPS OPENS 
NEW YORK OFFICE 
HEADED BY ENGEMOEN 


Peerless Division, Food Ma- 
chinery Corp., has opened a 
New York office to handle 
Atlantic district sales of Peerless | 
pumps, at 37 Wall St. R. C. 
Engemoen has been named 
district manager. Mr. Engemoen 
charge of 
pump sales 


was formerly in 
Peerless’ vertical 


section. 


CONNECTICUT ELECTS: At its recent annual convention, the Conn- 
ecticut Hardware Assn., elected officers (shown in photo, left to rght): 


Ned Russell, Southport, secretary; William B. Weldon, Simsbury, pre- 


sident; John Le Claire, Jewett City, seeyetarn.,' ner my and Carl ss 


Branfod, treasurer. 


r ne year directors are: 
Richard Langdon, Bridgeport, John Couch, Groton; Ed. 


rancis Pritchard, Rockville; | 
alsh, New 


Haven. Two year directors are: Everett Eaton, Collinsville; Dan Dickin- 
son, New Haven; Russell Carlson, New Mildord; C. Reid Hudgins, New 
London, Three year directors are; Ben Kreiger, Shelton; Philip Wyllie, | 
Niantic; James Hurst, Meriden; Charles Schmidt, Waterbury. ' 
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More sales, more profits 
with fast-selling 
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the all-steel, 
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floor jack that 


withstands a 


14-TON TEST 
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Safety / 
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Cash in on this 
fast seller NOW! 
Write for details! 














22 Center St., Seville, Ohio 
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P. A. MUNYON JOINS 








P. A. MUNYON 


Wis., and will cover the Minne- 
apolis, St. Paul, Duluth area. 
He served 41 months of his four 


army years in a South Pacific 
research medical laboratory. 
His most recent position was 


that of representative in northern 


son. 


MORLEY DISTRIBUTES 
LAUNDERALLS IN MICH. 
hardware whole- 
Mich., has been 


Morley Bros., 


salers, Saginaw, 


appointed distributer in 
Michigan for the Launderall 
automatic home laundry F. L. 


Jacobs Co., has announced. 
The firm will establish separate 
and service facilities 


sales for 


the two branches. 


BLACK & DECKER MAKES 
SALES FORCE CHANGES 

The Black & Decker Mfg. Co., 
Md., has announced 
several promotions and changes 
in its field sales force. The sub- 
branch at Charlotte, N. C., has 
been established as headquarters 
new comprising 

Carolina and South 
Buchanan, 


‘Towson, 


for a 
North 
Carolina with G. M. 
former branch manager at Balti- 
more, director. J. P. Spain, 
former sales engineer at Chicago, 
has advanced branch 
manager of Baltimore branch. 
Arthur S. Boehm 
from 


territory 


been to 


has been 
engineer 
manager charge 
Francisco branch, 


W. Helbush who 


promoted sales 
to branch 
of the San 
replacing A. 
has resigned. 


in 


The following sales engineers 
have been appointed: David 
Harrison, Baltimore; Harold 
Bond, New York; A. S. Fehsen- 


field, Chicago; Coy Queensberry, 
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Minnesota for Johnson & John- | 


Launderall at the main office and | 


| Baltimore; 


| Westerberg, Chicago. 


JAMES R. COBB, MGR. 
FARM MARKET SALES 
FOR FRIGIDAIRE 

James R. Cobb has resigned 
his REA post in Washington, 
i ae assistant chief 
| applications and loans division 
to join Frigidaire Division 
| General Motors as manager of 
|farm market sales, a new post. 
Mr. Cobb has directed the REA 
Power Use program for the past 
| three years. Prior to this he 


as of 


of 





JAMES R. COBB 


handled valuation 


| cerning the acquisition of electric | 


lutility property by REA  bor- 
rowers on nation-wide scale 
|for three years. Before joining 
| REA, he spent two years with 
'the Louisiana state extension 
service an 
engineer. 


a 


as 


INDEPENDENT LOCK, 





Kenneth Schmelig. | 


studies con-| 


agricultural | 


Arkansas, Louisiana, Mississipi 


SCHWARTZ MFG. CO. | St. Louis; R. E. Stone, Los/| and Tennessee; George I. Klotz, | EXPANDS O 
Paul A. Munyon has joined | Angeles; L. C. Kaefer, Pitts- | eastern Pennsylvania and south- | Bluef : 
the sales organization of | burgh, sub-branch; Evan Davis-| ern New Jersey; Harry J. Sher-| . uefield Supply 
Schwartz Mfg. Co., Two Rivers, | Pittsburgh, sub-branc h; E. O. man, Michigan and Ohio, and field, W. Va., 2 
|Gulley, Atlanta, and Nels Dave Goldberg District of Col- | salers and = mit 


ED. SIEGERT ELECTED 
VICE-PRESIDENT OF 
CENTRAL SUPPLY 

Ed. Siegert, for seven years 
general manager of Central | 
Supply Co., wholesale plumbing | 
supplies, Portland, Oregon, has | 
recently been elected vice- presi- | 
dent. 
Mr. Siegert has been the di- | 

recting head of the company 
since its inception in 1940. His | 
32 vears in the industry as a con- | 
tractor, merchandise mang om | 
for a large chain store and 
general manager of the Miceiina 
and West Shore Supply Co., New 
Jersey ,well qualify him for his 
| new position. 


| 
| 


umbia, Virginia and Maryland. | 
| 


L. T. BEALE ELECTED tributors, in its 
MEMBER OF NATIONAL 


| ° 
| INDUSTRIAL BOARD _ |i" 26 years 


operating 18 


to 
out 


Leonard T. Beale, president 
a volt 


of the Pennsylvania Salt Mfg. and with : 
Co., Philadelphia, was recently | °!”: During 
elected a member of the National | company opened 
Industrial Conference Board, | !°T Rish Equipt 
which an independent and | Sttuction and 
non-profit organization for re- | ™en' house, in ¢ 
search and education in the one ol 
| fields of economics and business. Equipment also 
Larry E. Gubb, board chairman | @t harleston 
|of Philco Corp., was re-elected W. Va. and 
| a board member. Roanoke, \ ad 
acquired in Cla 
new building for 
Bluefield’s  sut 
Stores, Inc., wi 
hardware and 
in West Virginia 
in 
subsidiaries of B 
Co. are Dixie 


1S 


its subs 


in 


RICHFIELD APPOINTS 
S. G. HARRIS, SALES MGR. 

Sidney G. Harris 
|appointed sales manager 
Richfield Mfg. Co., New York 
City. He was formerly associ- 
ated with Liberty Fuel Oil Co., 
| Petroleum Solvents Corp., and | appliance distrib 
Neg ntal Motors Corp. Dur-| field and Coun 
}ing World War II he served | Supply Co., aut 


been 
for 


has 


store 
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an 


industrial 


and 


furniture 


Grundy, 





BLUEFIELD SUPPLY 


PERATIONS 


Co., Blue- 


hardware whole- 


1e supply § dis- 


RISH 


recently issued 


annual report told of its growth 


organization 
lets in 14 cities 
me of $22,206,- 
the year the 
a new building 
nent Co., 
equip- 


con- 


‘incinnati, Ohio, 


Rish 
operates plants 
Clarksburg, 
Richmond and 
Land was also 
rksburg for 
the Rish unit. 
ysidiary, Clark 
th retail 


idiaries. 


a 


nine 
stores 
opened a new 

Va. Other 
luefield Supply 
\ppliance Co., 
utors at Blue- 
Automotive 
ymotive supply 


ts 


LOCKWOOD HDWE. FIELD °°. * lieutenant colonel in on] somes, with branches at 
MEN VISIT PLANTS \AF are as inictnamanen officer Bluefield and Welch, W. Va. 
Representatives of the sales |Lon M. Rish is president of 
force of Independent Lock Co., OTTO HERRMANN’S | all the companies. 
and Lockwood Hardware Mfg. | OBSERVES GOLDEN | iia 
Co., visited the plants of the ANNIVERSARY 
companies at th ana Mass.,| Mary and Otto Herrmann, | F. A. ERNST HONORED BY 
where they watched many im- | Glendale, L. I., recently celebr- N. W. MUTUAL FIRE 
proved manufacturing operations | ated their Golden Wedding | ASSOCIATION 
and witnessed a preview of new | anniversary and their children at- Fred Ernst, president and 
products which will reach dis-| tended the jubilarians a recep-|one of the founders of the 
tributors shortly. While at} tion at the Forest Hills Inn.,| Ernst Hardware Co., Seattle, 
Fitchburg the field men provided | Forest Hills, L. I., which was|was honored recently by the 
information concerning their ter-| attended by 200 relatives and| Northwestern Mutual Fire As- 
ritorial problems to the executives | friends. Otto Herrmann Sr.| sociation in recognition of 40 
of each company and in turn] is president of the Otto Herrmann | years service as a member of 
were supplied with data on)| Hardware Co., Glendale, L. I. | the company’s board of directors 
sales policies, sales planning,| The children who attended the| In a ceremony at the close of 
etc. Those attending included:| reception included: Cornelius| the meeting of the board, L. D. 
John A. Turk Pennsylvania and} Herrmann, Mae Wachter, Isabel) Brill, president of the North- 
Ohio; Arthur Newmark, New| Durdaller, Otto Herrmann Jr.,| western, presented M. Ernst 
York City; R. N. Hicks, southern | Gustave D. Herrmann and Anna! with a special service pin in 


sales manager—F lorida, Georgia, 
South Carolina, Alabama, 





Herrmann. The 10 grand-| honor of his year 


| children also participated. 
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THE ONLY @ Be rar ntesnc* 
GOLF BALL a \ a 
THAT'S > a> >, 
GUARANTEED \'' i ree, 
IN WRITING ‘ 


NEW! Packed ‘AIRTIGHT”’ 


FRESH wees 


This colorful, exclusive 2-BALL TUBE PACK- 
AGE means double sales and double profits 
for you; and double life for every ball be- 
cause it seals in the high compression, dis- 
tance and power built into every CUPLAY— 
prolongs its life, protects paint, eliminates 
discoloration, assures maximum performance, 
FOR THE FIRST TIME, EVERY BALL IS 
FRESH AND CRISP NO MATTER WHEN 
YOU OPEN THEM. 
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IRESSION 95¢ BALL FOR 
THE SPORTING GOODS AND DEPARTMENT STORE TRADE 


_ with Full Discouns, and Big profit® 


GOLF BALL 
WITH PLYMNEEL “ACTION 


Here's Patented “FLYWHEEL-ACTION” in a custom-built, 
95¢ golf ball to give all golfers CHAMPIONSHIP DIS. 
TANCE, LONGER FAIRWAY ROLL, LESS HOOK AND 
SLICE, MORE BACKSPIN AND BITE—and the greatest 
“true-roll” putting they've ever experienced. Points to re- 
member when ordering: |. Exclusive ‘FLY WHEEL-ACTION”™ 




















THE 





NEW |MPROVED 
DUAL-CALIBER 


APACHE AIR RIFLE 


Here's America’s largest selling, precision-made, 
DUAL-CALIBER AIR RIFLE, which features: The tre- 
mendous power and accuracy of the BIG .250 Col 
plus the economy of the .175 Cal. borrel for oll 
small game and target shooting. Big gun appearance 


and big gun performonce. Precision-Rifled Steel Barrel, is the gyroscopic prin iple mathematica ly-ar plied toaa \f 
Automatic Sofety. Adjustable Sights, Hardwood Stock, b Il th h aoe oa or , ¢ L 
Bolt Action, Breech Loading, All-Brass Valve Parts, Test all t rougn s sientitic weight placement away trom the ene 


Fired for Accuracy and FACTORY GUARANTEED ON A 
LIFETIME SERVICE BASIS. INDIVIDUALLY PACKED, SIX 
TO A CARTON. 


- AND THE GREAT, NEW 
BIG .250 CALIBER 


APACHE air PisToL 


Major features include: Big .250 Cal 
Precision Rifled Borrel, Automatic 6-Shot 
Z Magazine, Automatic Sofety, Rust Proof, 

Duo-Tone Finish; Adjustable Sights, Inlaid Grip, 
Smoshing Big Caliber Impact and Accuracy for 
Target and Small Game Shooting and Home Pro 
tection. 20 ounces of precision, perfection and 
performance 


FACTORY GUARANTEED ON A LIFETIME SERVICE BASIS. 
INDIVIDUALLY PACKED, SIX TO A CARTON. 


ter. 2. Exclusive 2-BALL AIRTIGHT PACKAGE to outsell all 
competition. 3. WRITTEN GUARANTEE in every tube. 4. 
Exclusive FULL TRADE DISCOUNTS for Bigger Profits. 
ORDER NOW — DOUBLE YOUR SALES. 


DEALERS & JOBBERS. Wire or write today for free 
catalog page, big discounts, name of nearest of our 400 


jobbers. Don’t wait. Order today. Immediate deliveries. 





o8OCig 
Ra ’e 
° 


P i Nationac CART CORPORATION 


e ou 330 SOUTH FAIR OAKS AVENUE 
e Ps PASADENA 2, CALIFORNIA 
. 
+ 





RYan 1-7645 
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SPINNING AIR RIFLE FOLDING APACHE CUPLAY SIDEWALK SPECTA TOR 
REEL AMMUNITION GOLF CART POWERSCOPE GOLF BALL BIKES SEAT 
“Spincaster,"" lowest Apache Special .250Col. Mi-Cart Deluxe, Amer- For use with famous -with Flywheel- Mi-Cycle, ages 2-6 For porade sports, 
priced quality spin- Ammunition for Apache ica’s largest selling, Apache Air Rifle; also Action, 95¢ retail, in Big Boy’’ ond “Big camping metal legs; 
ning reel winds right Air Rifle and Air Pistol lowest priced folding precision big gun air-tight tube, Big Girl * for ages 6-11 folds up, weighs under 

or left-handed. golf cort. scopes trade discounts. 2 pounds 


AS ADVERTISED IN. THE SATURDAY EVENING POST + AMERICAN RIFLEMAN * HOLIDAY + TRUE + OUTDOOR LIFE + COLLIERS + LIFE * FARM JOURNAL + POPULAR MECHANICS + POPULAR SCIENCE 
AMERICAN LEGION * SPORT + SPORTS AFIELD * FIELD & STREAM * HUNTING & FISHING * OPEN ROAD FOR BOYS CANADA McLEAN’S MAGAZINE + OUTDOOR IN CANADA * ROD & GUN + HUNTING & FISHING 
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THE NEW 


Wilsou 
UTILITY 


SAW 


Adjustable 
Swinging 
Blade 


@ Retailing at 49%c, the Utility is 
keyed to today’s merchandising 
needs. Its 6 inch metal cutting 
blade makes it the greatest Utility 
Saw value on the market. It’s 
priced right for volume sales! Ask 


your jobber. 


SOLD ONLY THROUGH 
RECOGNIZED JOBBERS 


Catalog Sheets on Request. 


Manufacturers 


4432 So. 


CHICAGO 9 -: 


Cuts anything 


METAL, 

WOOD, 

PLASTIC, 
TILE, 
etc. 


“ 
- 


CARDED 
FOR 
COUNTER 
SELLING 





“WILSON HARDWARE MEG. CO. 
| 


State Street 


ILLINOIS 


























NORGE INCREASES FIELD 
SALES STAFF 





coming year were presented and 
new products and product in. 


Norge division of Borg-Warner | formation w2re discussed. 
Corp., Detroit, has appointed 
formerly 


C. H. Alden, 


west 





coast district representative, mid- 
west manager with 
Chicago. He |} 
Russell F. 

Marvin, 


regional 

headquarters in 
will be assisted by 

Charles 
district salesmen. 


Cates and 





J. W. WEBSTER 


J. W. Webster, formerly act- 
ing regional manager in Chicago, 
has been advinced to central | 
regional manager with  head- |} 
quarters in Detroit. W. C. 
Gordon will assist him. 


| sales manager. 





MANCHESTER CO. HOLDS | 
SALES CONVENTION 
W. S. Manchester Co., manu- 
facturers’ agents, 43 Leon St., 
Mass., held 
sales convention at 


Boston, recently 
its annual 
the Hotel Kenmore. 
Hatch and Harry Kelfer of the 
Sterling Paint & Varnish Co., 
Malden, Mass., and Edward 
Seymour, sales manager, United 
Gilsonite Laboratories, Scranton, 
Pa., addressed the group. New 
merchandising plans for the 


Robert 





M. S. COHEN ADVANCED 
BY NAT'L. PRESSURE 
COOKER COMPANY 


Melvin S. Cohen has beer 


| named assistant sales manager 
|in charge of 


distributor sales 


| for the National Pressure Cooker 
| Co., Eau Claire, Wis. 


Mr. Cohen was formerly export 
Prior to joining 
the National Pressure Cooker 
Co., he was public counsel for 
the Civil Aeronautics Board in 
Washington, D. C. 


GREG FITZJERRALD 

ELECTED PRESIDENT 

OF ILLINOIS ASSN. 
Greg Fitzjerrald, Arthur, Ill, 
was advanced to the presidency 
of the Illinois R. H. A., succeed- 
ing John W. Mochel, Downers 


Grove, Ill., at the 51st annual 
convention, held at the Hotel 
Sherman, Chicago, Feb. 24-26 


Others who will serve with Mr 
Fitzjerrald will be: C. L. Negley 


Farmington, vice-pres.; and 


Stanley Prevo, Watseka: R. 
Gerald Hough, Mr. Morris 
W. S. Sweetnam, Peoria, and 
H. Clay Latham, Hillsboro, 
directors. Mr. Mochel, A. W. 
Walter, Anna, and Harry A. 


Dornbos, comprise the advisory 
William F. 


has been 


board. Ewert who 


with the association 
as managing director since 1930 
with the exception of the wa 
years, Was reappointed. 

The association adopted re- 
taxation 


solutions advocating 


of cooperatives; approving the 
fair trade and wage-hour laws 
recommending the reinstatement 
\nother 
resolution favored the repeal of 
wartime 
taxes; an 
exemptions, 
community 


of federal credit control. 
schedules of — excise 
increase in personal 
and approved the 
property principle 
for personal income tax purposes 





GREG FITZJERRALD 
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NATIONAL SILVER OPENS 
SHOWROOM, OFFICE IN 
SEATTLE, WASH. 


The National Silver Co., 295 
Fifth Ave., New York City 16, 
recently opened a_ permanent 
showroom and office in Seattle, 





SAMUEL J. RUBIN 


Wash. It had maintained offices 
n the Olympic Hotel, Seattle. 

The company’s — subsidiary, 
Santa Anita Potteries, near Se- 
ittle, is completing additional 
buildings so an entire square 
will be available. This will 
provide enlarged production and 
facilities for the solid 
color dinnerware and decal deco- 
rated dinnerware lines. The 
showroom and offices at 852 S. 
\ngeles St., will be com- 
pletely renovated. George Fried- 
Northwest district sales 
manager, assisted by Clinton 
Eastman, Jr., and Edgar Polan- 
sky, will direct the Seattle unit. 

[he company has also an- 
nounced the appointment of 
Samuel J. Rubin to the sales staff 
of the New York branch, 
will service accounts in New York 
state. He has been in the sales 
feld for the past 10 years. 


I lc 1 k 


warenouse 


man, 


who 


J. C. TEMPLE ADVANCED 
BY GEUDER, PAESCHKE 


John C. Temple has_ been 


appointed assistant sales mana- | 


ger of the housewares and dairy 
utensildivision, Geuder, Paeschke 
& Frey Co., 324 N. 15th St., 
Milwaukee. He started his car- 
eer with the A. J. Harwi Hard- 
ware Co., Atchison, Kan., spend- 
ing 11 years with them as a sales 
representative. He was with the 
H. Behrens Mfg. Co., Winona, 
Minn., as sales manager before 
joining Geuder in 1937. 

He has served the latter com- 
pany as salesman covering the 
southeastern states and later the 
Missouri River Valley. During 
the war, he was granted a leave 
of absence vo be buyer of house- 
Wares for the Townely Metal & 
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Hardware Co., 
sas City, Mo., 
to cover the 
Valley. 


wholesalers, Kan- 


Missouri 


200 ATTEND CHICAGO 
RETAIL HDWE MEETING 

More than 200 dealers, their 
wives and friends attended the 
recent quarterly meeting of the 
Chicago Retail Hardware Asso- 
ciation held in the Swedish Club 
of Chicago. J. C. Amis, 
tion secretary, reported the plan 
of co-operation worked out with 
the Chicago Real Estate Board 
in connection with the rent situa- 
tion. 
mittees between the Association 
and the Real Estate Board to 


associa- 


returning in 1946} 
River | 


This plan sets up com-| 


| 
| 


hear cases which are deemed to | 


be unfair. 

E. G. Lindquist, 
Ace Hardware Corp., and James 
Cihak, James Cicovsky & Sons, 
discussed, “Where Is the Hard- 
ware Business Going in 1948?” 
Both speakers stressed the fact 
that there would be some leveling 
off in the amount of sales and 
that retail hardware dealers 
should be careful not to carry an 
inventory in excess of their pres- 
ent needs and that prices which 
are extremely high should be con- 
stantly watched. Walter J. Swi- 
talski, president, closed the 
meeting with a film, “By Jupi- 
ter,” produced by Marshall Field 
& Co., and given to the 


secretary of 


ass¢ Cia- 


tion by the Illinois Federation of | 


Retail Associations. 


LURIE BROS. ORGANIZE 
WHOLESALE HDWE. CO. 


Edw. I. Lurie and H. H. 


have formed the Lion Hardware 
Chicago 


Co., 1157 Belmont Ave., 

3, Ill., and will serve dealers in 
Illinois, Indiana, and Wisconsin 
for the present. Edw. Lurie, 
formerly owner of the Lurie Hard- 
ware Co., Inc., Chicago, retired | 
from the wholesale hardware tield | 
in 1946 
ful operation. 
veteran of both world wars, 


after 30 years of success- 
Major H. H. Lurie, 
has 


Lurie | 


| 
| 


had 25 years of experience in the | 


hardware field and joined the old 
firm as general manager after his 
from the AAF. Ware- 
facilities and offices are 
all on one floor. 


release 
house 

located 

GOLD BROS. ACQUIRE 
LARGER BUILDING 


Co. hardware 
wholesalers, has recently pur- 
chased a building at E. 18th St., 
and Superior Ave., Cleveland, 
which will be 
storage and display. ‘The present 
quarters are at 1251 W. Ninth 
t., The building has a total of 


Gold Bros., 


used for offices 


| 
| 


| 


| 


65,000 sq. ft. of floor space which | 


20,000 
location, 


is an increase of about 
sq. ft. over the former 
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Enter the big <J> 


WINDOW DISPLAY CONTES! 


April 1st 100.00 
May 31st 


NOTHING COMPLICATED — NO ENTRY 
BLANKS TO FILL OUT — NOTHING TO WRITE 


Ist Prize $500.00 — 2nd Prize $: 


— rd Prize $200.00 


10 Prizes of $50.00 each 


YOU DO , 

Trim your window around these atten- 
tion-getting, sales-producing H-I Dis- 
play Cards, between April 1st and May 
3 1st. 


HERE’S ALL 


THEN 
Have your window photographed (or 
do it yourself) and mail to H-I, Utica, 
N. Y., with your name and address. Get 
your Display Cards from your H-I sales- 
man, distributor or write Dept. 3. 


CONTEST RULES 


Mail one photogr: iph of your show window, 
the H-I Display Cards, to De pt a. Horroc ks Ibbotson Co., 
Utica, N. Y. Entries must be posim d not later than May 31 1948. 
Disp swill be judged for the tag origins lity, attractiveness and 
attention-getting value, rather than photograph excellence. 
The decisions of the judges will be final . . . In case or ties, 
duplicate awards will be made. All photographs become the 
property of Horrocks Ibbotson Co., Utica, N. Y., and will not 
be returned. 


ORROCKS IBBOTSON CO. 


UTICA, H.F. 


Manufacturers of the Largest Line of Fishing Tackle 
in the World 


designed around 
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THOMAS P. FINNEGAN 


T. P. FINNEGAN MADE 
HEAVY HDWE. BUYER 
FOR MASBACK, INC. 


Thomas P. Finnegan, has been 
named Ernest H. 
Masback as buyer of heavy hard- 
ware, waxes, paint and sundries 
for Masback Incorporated, 330 
Hudson Street, New York, N. Y. 

Mr. Finnegan joined the Mas- 
back organization in 1940, and 
served with the Army in the 
Pacific Theatre during the war. 


successor to 


BADGAIRE, INC., NAMES 


| Virginia announced the opening 
}of his new showroom and office 
|located in the Drexel Building, 
5th and Chestnut Sts., Phila- 
delphia 6, Pa. 

Mr. Stricker represents 
following manufacturers: Kro- 
| mex Corporation, Pollack In- 
dustries Corp., Sexton Can Co., 
| and the Slaymaker Lock Co. 

He is well known in the trade 
having been active in this terri- 
tory for many years and main- 
tains membership in leading 
trade organizations. 


the 





| 
| 
| 
| 
| 


J. P. JONES JOINS N. Y. 
SALES STAFF OF 
RAWLPLUG CO. 


John Paul Jones has recently 
joined the New York selling staff 
of the Rawlplug Co., 271 Church 
St., New York City. Mr. Jones 





SALES AGENTS 


William M. O'Byrne, who will | 
cover Indiana and all of IMlinois | 
except Cook County, and Al 
Maver & Co., which will cover | 
all of the Missouri and the west | 
ern sections of Kentucky and 
‘Tennessee, have been appointed | 
by Badgaire, Inc.,’2251 S. Alli 
ae: Milwaukee 2 Wis. The com- 


pany makes a line of adjustable 





window filters. 


STRICKER OPENS NEW 
SHOWROOM, OFFICE 


Stricker, manu- | 
facturers’ representative, cover- 


George C. 


ing eastern Pennsylvania, south- 


| 
| 





| planning 


| 
GEORGE C. STRICKER | 
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|served as a 





JOHN P. JONES 


test pilot in the 
discharged as a 


AAF, being 


| major. 


HOTPOINT INTRODUCES 
COMPACT KITCHEN 
PLANNING CENTER 


Hotpoint, Inc., 5600 W. Taylor 
St., Chicago 44, IIl., has intro- 
duced a novel kitchen planning 
center which requires no techni- 
skill to eliminates 
work 


cal operate, 
guess and 
graphic results within 24 hours. 


that 


gives photo- 


Company executives said 
for the first time this 


kitchen | 


| ern New Jersey, Delaware, Mary-| containing photographs of vari- 
land, District of Columbia and | ous kitchen arrangements. 


| planning unit makes it possible | 
| for any consumer regardless of | 


his lack of specialized training, to | 


set up his own individualized 
kitchen through the use of minia- 
ture models. The photos are val- 
uable since the consumer has an 
accurate, visual representation of 
his proposed kitchen. The equip- 
ment consists of a counter about 
6 ft. long and 30 in. deep whic 
has for kitchen 
literature, miniature 
appliance models and an album 


storage space 


On one end of the counter is a | 
small turntable upon which the | 
miniature kitchen can be ar- 
ranged. Miniature movable walls 
can be placed in any pattern to 
simulate the customer’s actual 
kitchen. In the other end of the 
counter top is a recessed camera 
with two 750 watt photo flood | 
lights, which when raised into an 
operating position, automatically 
focuses on the kitchen. 


MAJESTIC CO. ROUTED 
BY FIRE: PRODUCTION 
RESUMED RAPIDLY 


The main building of the Ma- 
jestic Co., Huntington, Ind., was 
almost demolished by a recent 
fire, but through the leasing of 
available space throughout the 
city and the doubling up of pro- 
duction in parts of the plant not 
damaged, the company has com- 
pleted several lines of production 
of various items. The company 
expects to resume production of 
all its lines very shortly. 

The rapid swing back to pro- 
duction was largely due to the 
co-operation which the company 
received from its suppliers of 
raw materials and machinery, 





according to Majestic. 





ALAN R. LUKENS 


noted chemist, author and inven- 
tor, has been appointed research 
consultant for the Landen Putty 
Works, Malden, Mass. 


F. O. PIERCE COMPANY 
APPOINTS SALESMAN 


Sidney L. Wasserstrom ha- 
been appointed sales representa- 
tive for the northeast Pennsylc 





vania territory for the F. O°} 
Pierce Co., Long Island City. 
Mr. Wasserstrom will direst 


the sales of Pierce products to 
the paint and hardware trade in 
the state with headquarters at} 
228 New Malery PI, Wilkes- 
Barre. 








ROBERT J. BUCKLEY 


TELECHRON MAKES NEW 
EXECUTIVE 
APPOINTMENTS 


Three new appointments to 
executive positions in Telechron, 
Inc. were announced recently. 
Robert J. Buckley becomes man- 
ager of standard clock 
Floyd W. Leonard has been ap 
pointed product sales manager, 
and Russell T. Woodward is now 
merchandising manager. 

Mr. Buckley, who has 
with Telechron for eight 
was formerly district manager in 
charge of the Philadelphia sales 
office. 

Mr. Leonard was previously 
merchandise manager and super 
intendent of operations for W. L. 
Gilbert Clock Corp. During the 
war, he was with watch and clock 
units of the OPA and the WPB 
Before this, he was 
clock buyer for Montgomery 
Ward & Co., and later became 
manager of the jewelry depart- 
ment at Goldblatt’s, Chicago. 

Mr. Woodward has been with 
Telechron for more than 14 
years, most recently as manager 
of standard clock sales. Prior to 
this, he was district manager oi 
Telechron’s Cleveland sales office. 


sales 


been 
years, 


watch and 





FLOYD W. LEONARD 


HARDWARE AGE 
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 ppvERTIsed : 


LIFE 





Your customers 
can see a 


LIBBEY 





HEAT-TREATED 


TUMBLER 





@ More and more of your customers are earning 
that Libbey Heat-Treated Tumblers can bounce 
without breaking. Dramatic advertisements in 
Life Magazine like the one at right feature stro- 
boscopic photographs to demonstrate why these 
tumblers last 3 to 5 times longer than ordinary 
tumblers. And, every tumbler is backed by the 
famous Libbey guarantee: “A new glass if the 
‘Safedge’ ever chips.” 


Get set for fast sales with 
libbey’s Heat-Treated Merchandising Kit 
What a honey! This new Libbey Heat-Treated 
Merchandising Kit has everything you need to 
promote Libbey Heat-Treated Tumblers. 

The kit includes striking newspaper mats, 
display ideas and other merchandising aids. 


Get your kit today! Write directly to us. 








5 4 (1 
T (LOOK FOR THE HEAT-TREATED 


MARK ON THE BOTTOM OF EVERY TUMBLER—H. T. IN THE STAR 
Vision of aw 














@ This stroboscopic photograph 
catches 12 images of its fall! 






These bounce tumblers are extra- 
hardened! Last 3 to 5 times 
longer than ordinary tumblers. 
And rims are guaranteed: “you 
get a new glass if the ‘Safedge’ 
ever chips.” Now available at 











leading stores everywhere. 









leed Tea Water 
(20x) (9% on.) 









ss, Divisiv s-Tlinots ompany, Toledo 1, Obto 








LIBBEY GLASS totepo 1, ono 


Re NN os Copyright 1948, Libbey Glass, Division of Owens-lilinols Glass Company, Toledo |, Ohio a 
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HEAT-TREATED 











ROP-LOC 


CLOTHES LINE POLES 
and Clothes Line Props 





ROP-LOC Hook. 





4 LINE POLE 3 LINE POLE 


2 inch steel tubing or 1%2 2 inch steel tubing . . . 
inch galvanized square bar overall length is 8 feet, lac- 
with ground box . . . over- 
all length is 8 feet. Four 
cadmium patented ROP-LOC 
hooks attached to the 36 
inch wide cross arm. 


CLOTHES PROP 


An outstanding new prop—with a positive grip top, and an anti- 
skid bottom. One piece steel tubing 8 feet long, lacquered green. 
Light in weight—sturdy . . . ecsy to handle. 


quered green finish. Three 
cadmium plated patented 
ROP-LOC hooks attached to 
the top of the pole. 





\ If your jobber cannot supply you. send us his name with your inquiry. 
. . ‘ 

















Rop-Loc Products Co. 


1401 West 9th Street ¢ Cleveland 13, Ohio 








222 








KING KUT APPOINTS 
RAY WORDEN ASS’T 
SALES MANAGER 


Ray Worden has 


\P Parts Corp., Toledo, Ohio. 





RAY WORDEN 


Prior to joining King 


been ap- 
pointed assistant sales manager | 
of the King Kut division of The 


Kut, 


| regional manager, 
| headquarters in Boston. 
| <A testimonial dinner in honor 
of Mr. Woodbridge was given a 
Hotel, Boston, 


his business associ- 


sales wit! 


the Kenmore 
attended by 
ates in the DuPont Company, 
including executives from Wil- 
mington, Del. 


SICKELS-LODER MARKS 
100th ANNIVERSARY 
AT OPEN HOUSE PARTY 


The 100th anniversary of Sic- 
kels-Loder, Inc., 
ware distributors, 594 Broadway 
New York City, 

| over the Washington's birthda 
weekend, with an 
party. Factory representatives o 
many of the lines distributed b 
the concern were on hand to den 
onstrate their lines and to mee 
dealers from metropolitan New 
York, upstate New York, New 

| Jersey, Massachusetts and Con 

|necticut. Refreshments wer 

served. 

| Officers of the company, whic 

| was established in 1848, are: \ 


wholesale hard 


was observe 


open house 


Mr. Worden was associated with | Silberman, president and Thoma: 


the Peter Bain Co., Adrian, 
Michigan for 25 
years as sales manager, 14 vears 
as general manager. His duties 
will entail the further develop- 
ment of the King Kut line of fine 
cutting tools, and the broaden- 
ing of the distribution and sale of 
the King Kut products. 


S. B. WOODBRIDGE 
RETIRES FROM 
DUPONT CO. 


Sumner B. Woodbridge, New 
England regional sales manager 
of the Fabrics and Finishes De- 
partment of the DuPont Com- 
pany, has retired at the age of 65 
after 41 
business. 


years in the 


In 1907 Mr. Woodbridge joined 


Harrison Brothers & Co., Inc., 


of Philadelphia as assistant to the | 
He successively | 
held sales positions in the trade, | 


sales manager. 


industrial, and railway divisions. 
When the DuPont 
purchased Harrison Brothers in 
1916, Mr. Woodbridge was sales 
manager of its subsidiary, the 
Beckton Chemical Company. 


He was thereupon made sales | 
manager of the Lithopone Divis- | 


ion of the DuPont Company. 
Mr. Woodbridge was made di- 
rector of sales of the Lithopone 
and Pigments Division in 1918, 
and of the Paint, Varnish and 
Color Division in 1919. From 


1920 to 1925 he was director of | 
| 


trade sales. From 1925 to 1932 
he was representative of the Lac- 
quer Division in the Grand Rap- 
ids territory. In 1932, after the 
present Fabrics and Finishes 
Department was organized, he 


vears eleven, | 


finishes | 


Company | 





| Silberman, vice-president and 
secretary. Ralph Silberman, sor 
of Thomas Silberman, is purchas 
|ing agent of the concern. A 
present 
roplitan New York and others 
will be added to the staff. 
HENRY OETJEN, 
MERCHANDISE MRG. 
ACE HARDWARE CO. 


10 salesmen cover met 


Henry Oetjen, for the past 10 
years houseware and appliance 
buyer for the Ace Hardwar 
Corp., 1319 S. Michigan Ave 
Chicago, wholesalers, has beer 
advanced to the position of mer- 








HENRY OETJEN 


chandise manager. He has been 
| with Ace since 1933 serving in 
| various capacities until he be- 
came a member of the buying 
staff. 





HARDWARE AGE 
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A. D. VINING GENERAL 
SALES MANAGER 
WHITE PRODUCTS 


A. D. Vining has been made 
general sales manager of White 
Mich. 


Products Co., Middleville, 





A. D. VINING 


Among the 
appointments by 
Standard Distributing 
San Antonio; Igoe 
Newark, N. J.; and 
Bros. of Buffalo and Rochester., 
A %. 


White are: 
Co. of 
Bros. of 


PRITZLAFF HOLDS 


APPLIANCE SALES CLINIC | 


More than 3oodealersattended 
the one-day sales clinic on elec- 


trical appliances and other major | 
items sponsored by John Pritz- | 


laff Hardware Co., 333 N. Plan- 
kinton Ave., Milwaukee, Wis., 
wholesalers, recently at the audi- 
torium of the Wisconsin Electric 
Power Co., in that city. E. F. 
Pritzlaff, vice-president and sec- 
retary of the Pritzlaff company, 
welcomed the guests. 

A wide variety of traffic appli- 
ances, and the prospects for 
their delivery were outlined, by 
speakers representing manu-fac 
turers of a number of smaller 
electrical appliance items, 


P. V. SWEGER DIRECTS 
LIMA LUMBER CO.’S 
NEW HDWE. DEPARTMENT | 


Lima Lumber Co., North} 
Jameson, at Penn. R. R., Lima, 


Ohio, has appointed Paul V. 
Seger director of its new hard- 
ware department. Mr. 
resigned as vice-president, mana- 
ger and buyer for Jones Hard- 
ware, Inc., having served the 
company for 28 years. In 1935 
and 1936 he was president of the 
Ohio Hardware Association. 

Mr. Sweger announced that | 
the Lima Lumber Co., is erecting 
a new building adjoining its old | 
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recent distributor | 


Bickford | 


Sweger 


quarters which will house the 
hardware division on the first 
floor and the offices on the 


second. 


JOIN BARLOW & SEELIG 
SIMPLEX DIVISION 


Carl W. Thorsell has been 
| appointed a division sales mana- 
|ger of the Simplex division of 

3arlow & Svelig, Inc., Algonquin, 
Ill., and will be in charge of the 
sales of domestic 





ironers and in- 
stitutional laundering equipment 
in North and South Dakota, 
Minnesota, lowa, Nebraska, Kan- 
sas, Western Wiscon- 
sin, Upper Michigan and a sec- 
tion of Canada. During World 
| War II, he held important posts 
lin Remington-Rand’s ordnance 


plant at [lliopolis, IIL. 


Missouri, 





| CARL W. THORSELL 

| Delphine Lerschen has joined 
| the company as California divis- 
}ion manager for the Simplex 
retdonaginn She director of 
| home service for the Public Serv 
ice Co. of New Hampshire and 
home economist for the Griffith 
Distributing Co., of Indianapolis, 


Ind. 


was 


} 
| 
| 
| 
| 
| 
| 
| 
| 
| 
} 
| 
| 
| 
| 
| 
| 
} 





DELPHINE LERSCHEN 
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WRITE NOW !! 


for 


CATALOG NO. 19 


ORDER THROUGH 
YOUR JOBBER 








SAFE PAD UGK ao HARDWARE co 


ANCAS TER, 














CONRON, INC., HOLDS 
HARDWARE SHOW WITH 
100 EXHIBITORS 


Conron, Inc., hardware whole- 
saler, Danville, Ill., held a show 
at the State Armory, Feb. 16- 








ROY GARRISON 


18th, which was attended by 
retailers from Illinois and Indi- 
ana who viewed the merchandise 
of 100 exhibitors. 

The theme throughout the pro- 
gram was to give a better under- 





standing to the dealer of nation- 
ally advertised brands of mer- | 
chandise. It also afforded op- | 
portunity for many of the repre- 
sentatives to show new lines and | 
gave the dealers a chance to place 
immediate orders at the booths. 





FRONZ GLINDMEIER 


Roy Garrison, Conron mer- 
chandise manager and Fronz 
Glindmeier, sales manager di- 
rected the show. Both of these 
gentlemen, as well as Tom Con- 
ron, gave a brief review of the 
convention on radio station 
WDAN in Danville. The radio 
program consisted of a round 
table discussion on hardware 
problems. The one evening that 
the show was open to the public 





showed the immense interest 


which the public has in the mer- 
chandise avaiable to them 
through their hardware stores, 
according to the company. 
HARTLEY FORREST NOW 
MANAGES LEITZ SALES 


Hartley R. Forrest was re- 
cently appointed sales manager 
of Leitz Hardware & Paint Co., 
44 S. Third St., Minneapolis, 
Minn., wholesalers, according to | 
Gordon G, Leitz, president of 
the company. He will also buy 





HARTLEY R. FORREST 


housewares and electrical appliv 
ances. Prior to his association 
with Leitz Hardware, last year, 


'he had been a manufacturers’ 
| agent, 

Additional salesmen will be 
appointed. 


B & J MANUFACTURING 
UNDER NEW 
MANAGEMENT 


The B & J Mfg. Co., Spring- 
field 29, Ohio, has been purchased 
by Hollis Arnold and associates. 
Mr. Arnold, now president and 
general manager of the company, 
will direct the sales activities of 
the company. He resigned as 
general manager of Bauer Bros., 
to devote his entire time to the 
operation of the B & J Company. 
He stated that there was no 
change in distribution methods, 
mechanical design or price struc- 
ture but slight changes will be 
made in the appearance of some 
of the line. 


A. J. SCHELLY MADE 
MILITARY UNIT 
COMMANDER 


Arthur J. Schelly, president of 
C. Y. Schelly & Bro., Inc., Allen- 
town, Pa., and second vice-presi- 
dent of the National Contract 
Hardware Association, was re- 
cently elected commander of the 
Honory First Defenders, organ- 
ization devoted to the furthering 
of national defense, at the an- 
nual dinner given the directors 








of the group by the retiring com- 
mander, Victor R.Schmidt, | 
Allentown. 

The organization is non-sectar- 
ian and non-political. 


O. G. LEAR, MANAGER 
ALUMINUM COOKING 
UTENSIL, BOSTON OFFICE 





Oliver G. Lear will succeed 


| J. H. Randolph as manager of | 


the Boston district office of the 
Aluminum Cooking Utensil Co., 
New Kensington, Pa. Mr. Ran- 
dolph has retired. Mr. Lear has | 
been an area manager in Cleve- | 
land for the company the last} 
13 vears. 

S. M. Weatherall was named | 
manager of the Atlanta district | 
of The Aluminum Cooking Uten- | 
sil Co., succeeding M. W. Strong | 
who has made been assistant 





S. M. WEATHERALL 


specialty sales manager of the 
company with headquarters at 
its New Kensington, Pa., home 
office. 

Mr. Weatherall transfers to 
Atlanta from Houston, Texas, 
where he has been a division 
supervisor of the cooking utensil 
firm for the past 15 years, 








INDUSTRY MGR. FOR 
MARINE DIVISION NAMED 
BY REYNOLDS METALS 


Leon Norfleet has been named 
industry manager of the Marine 
Division of the Reynolds Metals 





LEON NORFLEET 


Co., 2500 S. Third St., Louisville, 
Ky. He joined Reynolds in 1941 
as assistant purchasing agent at 
Reynolds Alloys Co., Listerhill, 
Ala. He was purchasing agent in 
Milledgeville, Ga., and then 
served in the Navy two years, 
discharged as lieutenant (j.g.). 
Upon his return he served as 
assistant purchasing agent for 
Fulton Sylphon Co., Reynolds 
subsidiary in Knoxville, and from 
there was transferred to the 
purchasing office in Louisville as 
assistant purchasing agent. He 
will be in charge of sales of the 
Reynolds aluminum boat and 
all other marine products made 
by the company. 


TURNBUCKLES, INC. 

ACQUIRES BUILDING 

Turnbuckles, Inc., formerly lo- 
cated at 729 West Lake St., Chi- 
cago, has purchased a factors 
building located on U. S. High- 
way 12, opposite the entrance to 
Grand Beach, Mich. The mail 
address will be Box 227, Michi- 
gan City, Ind. The building, ot 
brick and tile construction, con- 
tains about 7000 ft. of floor space 
to which the company plans to 
add 5000 ft. in the spring. 


ELECT C. E. VETTER 
PRES. NEW ORLEANS 
RETAIL HDWE. GROUP 
C.E. Vetter was recently elect 
ed presiden tof the New Orleans 
Retail Hardware Association. 
William E. Tells, Jr., was named 
vice-president and Walter Jud- 
lin, Jr., secretary-treasurer. The 
board of directors consists of: 
Paul Jamerson, Jr., Pascal ‘Tar- 
antino, Wilfred Gravois, John 
Campo, David Lester and Mr. 





OLIVER G. LEAR 





Tell. 
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Duo-Tnerms 1000,000% appliance 


... coming up: your millionth satisfied customer ! 


This Duo-Therm Space Heater— 
the Hepplewhite—marks the mil- 
lionth appliance Duo-Therm has 
built since 1927. 


The odds are against you selling 
this particular heater. But when it 
is sold it will add up to the mil- 
lionth satisfied customer our 
dealers have made since we started 
in business together. 

And there’s more to this story 
than quantity. There’s Duo- 
Therm’s quality-control. From the 
first to the millionth unit, every 


Duo-Therm product had to meas- 
ure up to top performance stand- 
ards before it left the factory. 
Duo-Therm’s constant research, 
too, has pioneered new ways to 
make better appliances still better. 
Always to bring your customers 
the maximum performance and 
trouble-free service their money 
can buy for the fewest dollars. 


Duo-Therm’s 2nd Million 


Our millionth unit is made. We 
are proud of this accomplishment. 


But we are humble, too, in our 
resolve to make the next million 
equal and exceed all that has gone 
before ... to justify your confidence 
in and cooperation with Duo- 
Therm. 

For without you our leadership 
could never have been built nor 
maintained. And building your 
business is the soundest way we 
know to build our own. 


Duo-Therm Division of Motor Wheel 
Corp., Lansing 3, Michigan 


There's always something doing at Duo-t KERAA Always the Leader 








— 
AUTOMATIC GAS AND FUEL OIL WATER HEATERS FUEL OIL SPACE HEATERS FUEL O1L FURNACES 
—— 


Deo-Therm Is a registered trademark of Motor Whee! Corporation, Copyright 1948 
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left to right: 


3 | California, Nevada, Utah, Color- 
ado, Arizona, New Mexico and 
| El Paso in Texas. Todd Bros., | 
Dallas, will handle Texas, Okla- | 
homa, Arkansas and Louisiana, | 
and George McDuffie Co., | 
\tlanta, Ga., will cover Georgia, 
North 


| 
| 
| 
| 
| 
| 
| 


and South Carolina, 
| Alabama and Florida. 


| NAT'L. HARDWAME SHOW | 
OCT. 12-16 AT GRAND 
CENTRAL PALACE 


Che National Hardware Show 

ill be he > Gri 
SOUTH DAKOTA ASSN. ELECTS: Officers of the South Dakota Retail| Id at the Grand 
Hardware Association chosen at its recent annual convention, are, Central Palace, Oct. 12-16, 
L. C. Shortridge, Thunder Hawk, retiring president; F. J.| Frank M "eager aging 
Hodoval, Ft. Pierre, president; E. W. Misterek, Delmont, vice- -president, ° nk M. ¥ sini I eciaae Aging 
and Earl Erlandson, Cottonwood, secretary. The executive board is director has announced. rhe 
comprised of Noble Thormodsgaard, Canton; Wes Parsch, Aberdeen; | show this vear will occupy four 

L. W. Robinson, Sioux Falls, E. M arber, Britton. Advisory board : > . 

members are Henry Desnoyers, Clark; Eric Heidepries, Custer, and L. C. fc ors at the Palace. Reserva- 
tions to date have been received | 


Shortridge, retiring president. 


E. W. MORRIS DIRECTS 
PACKAGE SALES FOR 
WM. PETERMAN, INC. 
Edmund W. Morris has been 

named director of package sales 

for William Peterman, Inc., 

Newark, N. Jf. His 

career has dealt with field market 

development and_ research in 

New York Citv. He served in 

the signal corps and air corps 

during World War 11, 

discharged as captain. He was 

formerly with the 
business research tirm, Crossley, 


business 


1SSOK iated 


Inc. 


G-M LABORATORIES 
NAMES SALES AGENCIES 

G-M Laboratories, Inc., 4300 
N. Knox Ave., Chicago, IIL, 
has appointed three manu- 
facturers’ sales agents in the 
southern territory. George E. 
Sundre Co., 114 Cain St., N. E., 
Atlanta, 3, Ga., will handle 


North and South Carolina, 
Georgia, Florida and Alabama; 
Alvin M. Goldstein & Associates, 
1524 Market St., St. Louis, 
3, Mo., will cover Missouri 
east of Springfield, Illinois, 
Peoria and south, Paducah 


territory in Kentucky; and James 
H. Blinn Co., 1140 Speer Blvd., 


Denver, will travel Montana, 
southern Idaho, Wyoming, 
Colorado, New Mexico and EI 


Paso territory in Texas. 


GENERAL ELECTRIC CO. 
APPOINTS SALESMEN 
William J. Kern has _ been 

appointed assistant supervisor 

of the field section of 
the General Electric Co’s., pro- 
duct service division. Mr. 

Kern joined the company in 

1941 in San Francisco after 

being with W. A. Ramsay Ltd., 


service 


Honolulu distributor for G. E., 
for 11 vears. 

J. H. MacPhee has _ been 
named wiring device repre- 


sentative in the northwestern 


being | 


— - for over 50 per cent of the space. | 


an appliance sales specialist, 

Charles C. Ledin becomes ap- MORTIMER BRAVERMAN 
pliance service representative REPRESENTS STAR BRUSH 
in the “Great Lakes disisict Mortimer Braverman, 35-05 


94th St., Jackson Heights, N. Y., | 


having been associated with G. E. : : 
has been appointed representative | 


since 1941. He served in various 





engineering capacities at Bloom- | for Star Brush Mfg. Co., Boston, | 
field, N. J., and Schenectady, | 24 its affiliates Whiting Adams 
N_Y. Co., and J. C. Pushee & Sons 

Earl S. Davis Ir., has been in the New York metropolitan | 
advanced from product  tech-| Ta, part of New York State 
nician to G. E. appliance service | and New Jersey. 


| 
| pees 
VERD-A-MAY NAMES 
P. J. TOIGO CHICAGO 
a DIVISION MGR. | 
| ZEEN CHEMICAL CO. Pompey J. Toigo has been 
| APPOINTS SALES AGENTS | named Chicago division manager 


| representative in the Atlantic 
and New York districts. His 


° . . | 
headquarters are in Philadelphia. 





Zeen Chemical Co., has an-|for the Verd-A-Ray Corp., 
nounced the appointment of | Toledo, Ohio. Prior to his new | 
Glenn B. White & Associates, | connec tion, Mr. Toigo spent 
San Francisco, with branches | several years as sales supervisor | 
in Los Angeles and Portland, | with Colgate Palmolive Peet in 


to handle distribution in Wash- 
ington, Oregon, Idaho, Montana, 


Chicago where he directed sales- 
men’s activities. | 


| Angeles, 


| managers are J. C. 


| Angeles; R. J. Clark, Sacramento: 


| Boot h, 


| Wisconsin replacing F. E. 


and 


associated 
appliance business in Ohio. 


PROCTOR ELECTRIC ADDS 
TO WESTERN REGION 
SALES OFFICE 


C. P. Culbert, western reg 


wmonal 
Foreman Bldg., Los 
for Proctor Electric 
Philadelphia, has appointed 
Distric 1 


Los 


manager, 


Co., 
the following salesmen: 
Ivv, 
T. W. Ball, San Francisco: E. 
I. Snyder, Portland; W. H. 
Peterson, Spokane; G. H. Peugh 
Denver, and].G. Booth, Phoenix. 
Sales development 
the district managers appointed 
to date are: R. C. 

\ngeles, and Mrs. 


Phoenix. 


assistants 


sriggs, Los 


Kathryn 


KESTER SOLDER CO. 

NAMES SALES AGENT 

Kester Solder Co., Chicago, 
has appointed George R. Hamil- 
direct factory represent- 
Illinois, Indiana 
Kaep- 


ton, 
ative for ind 
pel, who has retired. 

L. Roy Upgren 
promoted from sales statistician 
to district sales manager for 
the states and Minnesota 
and the Dakotas. 


has been 


above 


DOUGLASS REPRESENTS 
PERFECTION STOVE 

Alanson T. Douglass has been 
appointed southwest Virginia 
territory representative for the 
Perfection Stove Co., Cleveland. 
Prior to World War II, he sold 
garage equipment in Tennessee. 
He served as an officer for five 
years in the anti-aircraft division 
saw action in the Pacific. 
Upon being discharged he became 


with the household 








NORTH DAKOTA’S OFFICIAL FAMILY: Elected at the recent annual 
Retail Hardware Assn. are, front, left to right: Alton C. Anderson, Minot, ret 


1, new president. 





Grand Forks, secretary; C. A. Quarve, F. Rear, 


board member, and E. S. Duea, Sharon, first vice-president. 
tion; urged retention of government credit control; opposed repair of Fair 





district. He started in 1940 as 
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are, left to right: 
Fargo, second vice-president; Ralph M. Christenson, Watford City board member; Gardner, New England, 
Resolutions ur: 





convention of the North Dakota 
iring president; Clarine Sherwood, 
Harlan H. Nelson, 


ed members to fight aganst infla- 
rade laws; called for reduction of 


Federal taxes; for equal taxation of co-ops, and exemption of retailer from Wage-Hour Law. 
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JOHN H. GANZER 


John H. Ganzer, 54, president 
of The Coolerator Co., Duluth, 
Minn., died suddenly after suffer- 





JOHN H. GANZER 


ing a heart attack while shoveling 
snow. 
business career with a Minn- 
eapolis firm which dealt in the 
mill supply and farm machinery 
fields) From 1908 to 1921 he 
was sales promotion and ad- 
vertising manager for a large 
wholesale organization. 
1921 to 1929 he was 
president and general sales man- 


ager of a leading store fixture | 


house, directing store planning 


and designing. His work 
cluded the training of store 
engineers, store planning and 


the development of merchandis- 
ing plans. Mr. Ganzer was 
associated with the Duluth Show 
Case Co., and then the Duluth 
Refrigerator Co., both of which 
were subsequently merged into 
the Coolerator Co. 

Mr. Ganzer was vice-president 
of the Collerator Co., until 1947 
when he was elected president. 
He was the author of a series 


of articles on store arrangement | 


and management published in 
HARDWARE AGE from 1930 to 
1932. Many of the ideas 
pioneered in store modernization 
and store arrangement are still 
being used ‘‘as is” 
others with some modifications 

Survivers include his widow, 
Violet, and two sons, Jack and 
Robert. 


CAHRLES DUNLAY 


Charles A. Dunlay, 62, retired 
Houston, Texas, hardware dealer, 
died recently in St. Joseph's 
Infirmary. Mr. Dunlay was 


MARCH 25, 1948 


Mr. Ganzer started his | 


From | 
vice- | 


in- | 


he | 


and several | 


president of the Dunlay-Armand 
Co., plumbing supplies, which 
he founded in 1925. He retired | 
in 1943. He was at one time} 
manager of the Standard San- | 
itary Mfg. Co. Mr. Dunlavy was'| 
|a charter member of Houston | 
| Lodge No. 1189, A. F. and A. M. 
| anda member of Christ Episcopal 
|church, Scottish Rite and the 
| Rotary Club. 





| | 
| JAY CLARK, JR. | 

Jay Clark, Jr., 68, former 
president and director of Harring- 
ton & Richardson Arms Co., 
Worcester, Mass., died of a 
heart attack recently. For the 
past 10 vears he had specialized 
as a trial lawyer in the field of | 
labor relations. He joined the} 
legal staff of Vaughan & Esty, 
Worcester and became a partner 
in 1910. He was named senior | 
partner of Vaughan, Estv, Clark | 
& Grotty in 1942. He was also 
a former president Buxton 
| Steamship Lines, director of 
M. J. Whittall Associates and 
the Lapointe Machine Tool Co. 
Mr. Clark was an expert gunner, 
hunter and fisherman and a 
sponsor of the ‘Ducks Un- 
limited” movement. 


of 


| SAMUEL L. RILEY 
| Samuel L. Riley, 86, who 
| retired 15 years ago as partner 
in the hardware firm of Cornell 
Bros., Tuckahoe, N. Y., died 
in Bronxville, N. Y., in Lawrence 
Hospital. He was a 50-year 
member the Marble Lodge 
of Masons. 


of 


EDWARD N. HURLEY, JR. 

Edward Nash Hurley, Jr., 
55, chairman of the board 
the Hurley machine division of 
the Electric Household Utilities 
Corp., died recently in his 
hom, Hurley Farms, Wheaton 
Chicago. 


FREDERICK C. MEYER 

Frederick C. Meyer, 71, fore 
man at the Paramount Hardware 
Mfg. Co., Indianapolis, Ind., for 
15 years, died recently at his 
home. 


W. H. CAUBLE 
W. H. Cauble, 72, Benedict, 
Mo., hardware dealer, who gave 
the site for the Sekan area boy 
scout camp bearing his name, 
died recently after a long illness. 
W. S. ASIMUS | 
W. S. Asimus, 85, merchant of 
Green River, Wy., operating a| 











of | 








| after a short illness. 


general mercantile store, a hard-; ware merchant at 
ware and grocery store in 1909,| Ark., died recently. 


| od ° ! 
outfitting prospectors, cattle and | 


sheepmen, died recently. He 
managed the Consolidated Wagon 
& Machine Co., Richtield, prior 
to opening his store in Green 


River. 
HARRY B. MACRAE 
Harrv B. Macrae, 


facturers’ agent who 


manu- 
went into 


business for himself several vears 





HARRY C. MACRAE 
number 
lines 
Missouri, Illinois, Indiana, Ken- 


| 
ol 
in 


ago representing a 
builders’ hardware 


Missouri, Illinois, Indiana, 
Kentucky and Ohio, died re- 
cently. A member of the 


Hardware Age Fifty Year Club, 


Mr. Macrae said, “If I had a| 
million dollars, I would still 
want to sell hardware, for my 





customers are my friends.” 
Mr. Macrae joined the John 


\. Manson Hardware Co., Burl- 


ington Vt., which is now the 
Hager Hardware Co., In 1900} 
he went to Chicago and was 





employed by the Orr & Lockett 
Hardware Co., as assistant con- 
tract man. In 1902 he took 
charge of the builders’ hardware 
department of Lilly & Stalnaker 
Hardware Co., Indianapolis. In 
1904 he went to the Reading 
Hardware Co., Chicago, as head | 
of the contract department and 
in a few years became manager. 
He remained with that company 
for 37 years. His hobby was 
raising horses and two of his 
running horses have won races. 
Mr. Macrae was a member of 
the National Contract Hardware 
Association and the St. Louis 
Hardware Club. 
CHARLES T. MAYER 

Charles IT. Mayer, 73, of 4156 
West Washington Street, Indian- | 
apolis, Ind., who for many vears 
was a hardware merchant in that 
city, died recently at his home 


JOHN W. BROWN 
John Wesley Brown, 63 hard- 
Bald Knob, 





ELISHA L. HOW 


Elisha L. How, 85, manager 
° 


of the market supply depart- 
ment, Farwell, Ozmum, Kirk 
|& Co., hardware wholesalers, 
| Saint Paul, died recently He 
would have marked his 60th 
year with the firm this June. 
For the first 15 vears, he was 
sales representative for the 
company’s complete hardware 
line covering most of South 
Dakota. 


MILUS WILLIAM REED 


Milus William Reed, 72, asso 
ciated with Phillips Buttorti 
Mfg. Co., for 29 years, died 
recently at General Hospital, 


Nashville, Tenn. 


ALBERT FOSTER, JR. 

Albert Foster, Jr., 69, man- 
ager of the New York 
of the Colt Mfg. Co., and owner 
of a collection of more than 1,100 


othce 


firearms of all types, died at 
his home. Mr, Foster was with 
Winchester Arms Co., _ prior 


to joining Colt 20 years ago. 


RALPH E. CONDER 


Ralph E. Conder, advertising 
manager, Boston Woven Hose 
& Rubber Co., died recently. 
He was associated with the 


company for 42 vears. 


OSCAR PETERSON 
Oscar Peterson, 61, part owner 
of the Pacific Stove & Foundry 
Co., died recently after a briet 
illness. He 
the Gethsemane Church and the 

Sheet Metal Workers Union. 


was a member of 


SAN FRANCISCO SPORTS, 
TRAVEL & BOAT SHOW 
APRIL 30-MAY 9 

San Francisco Sports, Travel 
& Boat Show will be held at 
San Francisco's Civic Auditorium 
from April 30 to May 9. Dealers 
from California, Oregon and 
Nevada are expected to attend. 
Thomas Rooney is show man 
ager. 


ARVEDON ELECTRIC ADDS 
HDWE., HOUSEWARE LINES 

Arvedon Electric Supply Co., 
Inc., 71-73 Portland St., Boston, 
recently added 
hardware to its established 


has housewares 
and 
lines. 
appointed manager of the new 


George J. Levy has been 


department. 


NCHA-ASAHC CONCLAVE 
AT SEATTLE IN APRIL 
The third annual Pacific Coast 

Conference of the National 

Contract Hardware Association 


and the American Society of 
Architectural Hardware Con- 
sultants will be held at the 
Olympic Bowl, Seattle, Wash;, 


April 27, 28 and 29. 
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Unusual Appliance Service Builds 
$150,000 Annual Sales Volume 





The separate appliance store devotes one 
window to plumbing fixtures and supplies. 





a one year the May 
Hardware Co., of Stigler, Okla., 
sold all the appliances and elec- 
tric light fixtures for 50 farm 
homes because the store’s elec- 
trician wired these houses which 
had previously been unwired. 
Some of these homes also in- 
stalled bathroom fixtures and 
kitchen sinks. The May Com- 
pany plumbers piped the houses 
and sold the water systems and 
plumbing fixtures. 

Extraordinary installation and 
repair service on all appliances 
the firm sold enables C. J. May, 
owner, to do a yearly volume of 
$150,000 in this little city of 
2,500 population. 

Mr. May moved his appliance 
department into a separate store, 
with its own manager. All major 
appliances are displayed and 
promoted, including plumbing 
fixtures, in the separate store. 


Bathroom Display 


One of the attractive displays 
consists of a complete bathroom, 
including hot water heater and 
tile board for walls, which the 
store also sells. Complete pack- 
age service is the secret of the 
firm’s success with appliance and 
plumbing selling. The prosper- 
ous farmer or the city dweller 
who is modernizing can go into 
the store and order a complete 
bathroom or kitchen, including 
all the wiring, piping, and deco- 
rating. 

One window of the appliance 
store is devoted to plumbing 
fixtures and installation and re- 
pair sundries, while the other 
promotes appliances. 

Gas floor furnaces are one of 
the most profitable appliances, 
responding well to promotion 


(Continued on page 246) 


Cc. J. May, owner at right, sells 

dishes to a customer who had 

purchased electric light fixtures 
of type shown overhead. 
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HERE ARE THE ADVANTAGES | 


that 





These exclusive features were developed three 
ways. By our purchase of additional manufacturing 
facilities. (The complete trowel division of the 
E. C. Atkins & Co.—The Atkins Trowel Line.) From 
the joint experience of Atkins and Milescraft Engi- 
neers. Third, from extensive field research .. . the 
man on the job wants these features: 


1. SWEDISH SPRING STEEL BLADES. The steel 
for all Milescraft Lite-Wate Finishing Trowels is 
imported direct from Sweden. There is no finer spring 
steel in the world. ‘ 





SELL Milescraft Trowels 








2. COMFORTABLE HANDLE . . . HARDENED 
RIVETS. The wooden handle is lightweight, splinter- 
less and comfortable. The heads of the rivets are 
hardened to the same degree as the spring steel blade. 


3. FORGED ALUMINUM MOUNTINGS. The 
aluminum mounting is drop-forged. They withstand 
the severe deformation shown without breaking or 
cracking. You can bend the handle of these trowels 
to fit any size hand. 

See your favorite jobber for more information 
about Milescraft Lite-Wate Finishing Trowels. 


CEMENT AND PLASTER FINISHING TROWELS 





Model +95 A—4” x 12” 


Model +97 A—4” x 14” 


SOLD THROUGH JOBBERS ONLY 


MILES 


10409 MEECH AVENUE 


MARCH 25, 1948 


MANUFACTURING 


COMPANY 


CLEVELAND 5, OHIO U.S. A. 
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Builders’ hardware — Some lead- 
ing manufacturers of builders’ hard- 
ware recently advanced prices on some 
contract and special builders’ hardware 
items about 10 per cent. Reductions 
approximating 10 per cent were an- 
nounced March 1 on tubular locksets, 
by some makers. 
* * * 

Steel wool — The advance of three 
cents per pound made by some manu- 
facturers in January 14 has been with- 
drawn. 

ee « 

Refrigerators — A reduction equiva- 
lent to 7 to 16 per cent in the retail 
prices of new 1948 Crosley Shelvador 
refrigerators was announced by the 
Crosley Division, Avco Mfg. Co., 
Cincinnati, Ohio. 

* * * 

Strip steel -——- On March 18 Acme 
Steel Co., Chicago, announced it had 
withdrawn price increases on_ strip 
steel placed in effect the month before. 
The increases had been $6.00 per ton 
for hot rolled strip and $8.00 a ton for 
cold rolled strip. 

* * * 

Two chemicals advanced — E. I. 
du Pont de Nemours & Co. announced 
it is raising prices of two of its industrial 
chemicals, as of April 1. Methanol 
was increased by 4 cents a gallon and 
formaldehyde one-half cent a pound, 
because of ‘‘continuing advances in 
the cost of raw materials, production 
and shipping."’ The new price of 4.2 
cents a pound for regular grade 
formaldehyde brings that product ‘‘to 
approximately its pre-war level, which 
is still below the ceiling price in effect 
during O.P.A.") the company said. 
The new price of methanol of 28 cents 
a gallon (in tank cars) east of the 
Rockies, compares with 30 to 32 cents 
in 1940. The sale prices of du Pont 
products generally have held to an 
average increase of 15 per cent compared 
with their pre-war average of 1939, 
despite substantial and continuing 
advances in costs, the company states. 

* * * 

Glue — United States Plywood 
Corp., New York City, has announced 
the first advance, since 1940, in prices 
on its Weldwood glue. Advances 
ranged from five cents to 15 cents on 
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the smaller sizes, in suggested retail 
selling prices. Advances on larger 
cans were 5 lbs., 50 cents; 10 Ibs., 
$1.00 and 25 lbs., 50 cents. 

* * * 

Linseed oil reduced — Leading 
crushers of flaxseed announced recently 
a reduction of two-tenths of a cent 
per pound in linseed oil prices. The 
new selling schedule, effective im- 
mediately for New York delivery 
in tank cars, is 28.1 cents per pound 
for deliveries through July. 

* * 

Paint brushes — Note was made 
here earlier that a leading maker of 
paint brushes, who withdrew old 
prices on March 1, was preparing new 
schedules for announcement. Jobbers 
report that the new figures have been 
received, and that they average about 
10 per cent above those ruling before 
March. 

* * * 

Hides heading higher — Two 
eastern manufacturers of sole leather 
said they will advance prices 5 per 
cent to 10 per cent within a few days 
if the price of hides continues to rise. 
3ecause of the partial shut-down of 
packers due to the strike of packing 
house workers, the demand for light 
native cow hides is “‘terrific,”’ a sole 
manufacturer said. The price of hides 
has advanced from 23 1/2 to 26 cents 
per pound in the past few days, while 
light native steers have advanced from 
26 to 27 1/2 cents and heavy native 
steers from 21 to 23 cents. No change 
in prices of calf leather used in making 
shoe uppers is likely, states another 
manufacturer. Light native cow hides, 
sold in Chicago last November, brought 
a post-war high of 37 3/4 cents a 
pound. Such a high level resulted in 
consumer resistance, and prices started 
to drop. The decline was interrupted 
until mid-March, when a level of 





23 1/2 cents a pound had been reached. 
During the war a ceiling price of 
15 1/2 cents a pound was in force. 
<< © 

Zinc, lead and copper — Zinc, 
lead and copper users are showing 
increased nervousness over present 
supplies as all three metals are in 
short supply, with domestic demand 
continuing high. Orders for April 
delivery of copper already are for 
67,000 tons. Copper scrap is reported 
tighter, with one smelter raising its 
buying prices a quarter of a cent a 


pound. Though the February use of 


copper by industrial and other con- 
sumers was 11,989 tons less than the 
127,227 tons used in January, vet the 
amount of copper consumed in February 
was greater than the supply of new 
metal received from producers. Makers 
of copper goods were compleled to 


reduce their inventories by 8,731 tons 
during the month. U. S. lead refineries 
shipped 47,200 tons of refined lead 
from their plants during February, 
4,758 tons less than in January. 
Nevertheless, stocks of refined lead 
held at refineries at the end of February 
were the lowest in many years. Re- 
fined lead production in February 
totaled 43,598 tons, compared with 
50,821 tons in January. 
ok * 

Tin allotment stepped up — The 
United States was allotted an addi- 
tional 7,650 tons of tin for the first 
half of 1948 by the (international) 
Combined Tin Committee. This 
brings tin allocations to this country 
for the period of 17,850 tons, against 
9,326 a year ago. The U. S. got 21,800 
tons of tin in the final six months of 
1947 

ok * * 

Cheaper rubber possible — Ex- 
perts in Akron, the “rubber capital,”’ 
expect rubber’s price to start sagging 
around mid-year. A dropping pro- 
duction of tires and rising inventories 








ADVANCES 


One line of paint brushes. 


Hides. Two industrial chemicals. 


One line 


of glue. Some contract and special builders’ hardware items. Steel wool. 


DECLINES 


One line of electric refrigerators. 


One make strip steel. 


Linseed oil. 


Some tubular locksets. 
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IMMEDIATE 
SHIPMENT, 





Tieped 
MASONRY DRILLS 


75% faster—use in electric 
drill or hand brace on con- 
crete, brick, stone, masonry 
and all non-metallic materials. 


BIG SALES TO 
Plumbers Builders 
Contractors Electricians 

Home Owners 
Maintenance Men 





WRITE FOR CATALOG SHEET 
AND PRICES, TODAY! 


“pUPER 


SUPER TOOL COMPANY 


21650 HOOVER ROAD . DETROIT 13. MICHIGAN 
SURPLESS-DUNN CO. 
National Distributors 
CHICAGO 


STANDARD 






NEW YORK . 
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| are largely responsible for the outlook. | 
The ‘‘catching up” condition was spot- | 
lighted by Goodyear’s recent announce- 
ment of a 30 per cent production cut at | 
two of its large tire plants. Stocks of | 
rubber in the hands of rubber goods 
makers are understood to be more than 
|sufficient for current needs. Manu- 
| facturers are gearing tire output tightly 
| to sales, evidenced by the fact that they 
| are trimming production at a time when 
their finished inventories are actually 
below pre-war levels. 
* * * 

Tight gas-oil supply seen — A 
ltight gasoline supply situation is 
anticipated for this spring and summer, 
especially in the middle west where 





lexpanded agricultural demand for 
gasoline is expected. An_ Interior 
Department survey also predicts 


another critical shortage of petroleum | 
next winter, but adds the optimistic | 
note that this may be the “‘last really 
critical period.” The Interior Depart- | 
ment’s oil and gas division points | 
lout factors which led to the heating | 
oil shortages during the past winter. 
Total U. S. demand for petroleum 
during 1947 was about 10 per cent 
lgreater than during 1945, the peak 
vear of war use. From 1920-1946, the 
amount of mechanical energy supplied 
lto the nation from oil increased 288 | 


| per cent, the increase directly attribut- | 
| able to the greater number of passenger 
|automobiles, trucks, buses, farm 
tractors, planes and diesel locomotives 
now in use, as well as the greater use 
of oil for heating purposes. However, 





© A Quality Fair Trade item 
that builds satisfied customers. 


© A copper top tank ball that 
insures firm seating and pure 
molded rubber bottom that 
prevents leaks—it's right for 
every tank. 

e Attractive display box con- 
tains one dozen individually 
boxed balls. 


A BIG PROFIT ITEM 


Order from your jobber or 
write us. direct 


Write for information about MASTER-FIT 
Tank Balls that meet all competition. 


AMERICAN RUBBER PRODUCTS CORP. 
151 EAST SOth ST. NEW YORK 22.N. ¥. 





in a recent speech, an 8 per cent 
increase in gasoline and fuel oil in 
1948 was forecast by Robert E. 


| Wilson, Standard Oil Co. chairman. 
Whether this will be enough to go 
| around, “depends largely on continued 
public cooperation in ‘conservation, 
and a marked slowing down in the 
installation of oil burners and space 
heaters.’ Government control, Mr. 
Wilson said, is a sure way to bring 
The industry in 1947, 
per cent 


on shortages. 

he reminded, produced 31 

more petroleum products than in 1941. 
* « * 


The Census 
that 


of paints 
recen tly 


News 
Jureau 
of paint, varnish, lacquer and_ filler 
in January amounted to $88,473,000, 


reported sales 


compared with $68,628,287, in De- 
cember. \lso, as to water-thinned 
paints: Manufacturers’ sales increased 


approximately 33 per cent in January, 
compared with December. Recent 
reports from factors in the paint and 
glass industry, include the news that 
sales of Pittsburgh Plate Glass Co. 
last year climbed 42 per cent over 1946, 
reaching a new record of $262,529,489. 
|} Demand for the company’s products 
at the end of 1947 was still very active, 
than in 
report 


jalthough ‘“‘less pressing” 
earlier months, the annual 
stated, All plants, except the brush 
division, were operating at capacity 
and had substantial backlogs. In- | 
ventories at distributing warehouses | 
| were still not adequate, but there was | 
quantity and 

Output of 





improvement in the 


|assortment of supplies. 


You Con GUARANTEE 








or money back 


We will back you up 100% on this guar- 
antee. This is the 17th year for TAT ANT 
TRAPS and the old original is still the leader 
in this field. 

Customers continue to write us from all 
over the world to supply them when they 
move — evidence that there are still good 

retail sales areas open. 





























Stock up now for 

the spring and sum- 

mer. Get your self-service display which 
holds 12 25¢ containers. Urge customers 
to take them on vacations, to resorts, etc. 


Ask your jobber or write 





O. E. LINCK CO., INC., CLIFTON, N. J. 


Canadian Sales: Canada Rex Spray Co. Ltd 
Brighton, Ont 





HARDWARE AGE 














Point-c 
Tie-on 


Colorful, 
tive, it 
every 8 
utensil a: 
personal- 





Individt 
for Eact 


in keeping 
of Bettsy 
ordering, : 
handling e 
inates vere 


MARCH 2: 





APS 


AT ANT 
e leader 


from all 
en they 
ill good 
Is open. 










poth 
eating 
action 
nests * 
protects 
+ Ants 
spicious 
ye ingre 
ulphate- 


now for 
nd sum- 
y which 
istomers 
rts, etc. 








ARE AGE 





Point-of-sale 
Tie-on Booklet 


Colorful, informa- 
tive, it is tied to 
every Bettsy Ann 
utensil as an added 
personal-salesman. 


<—e 


Individual Carton 
for Each Utensil 


in keeping with the quality 
of Bettsy Ann, it makes 
ordering, stock-keeping and 
handling easier, safer. Elim- 
inates wrapping. 
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National Advertising 


+ «+ tells more than 30 
million women about 
Bettsy Ann in America’s 
most powerful women's 
magazines. 


Network Radio 


44 radio stations 
carry “Honeymoon 
in New York" fea- 
turing Bettsy Ann 
and the Brideset. 
Twice weekly. 
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For Spring Clean-ups! 


L ACO IDEAL HOME 
WINDOW BRUSH 





® Quality Mixed Hairbrus 

© Rubber Drier 

® Popular Price 

Cat. No. 1 Laco Ideal Window 
Order from wholesaler 


or if he is unable to 
supply, write us. 


LAITNER BRUSH CO. DETROIT 26, MICHIGAN 


BRUSH MANUFACTURERS SINCE 1855 









































oT — SUDDEN CHANGES IN 

SSS» 

a TEMPERATURE - - 

Wes HIRE Will not crack, chip or peel 
a Berkshire painted surface. 


READY MIXED The elastic tenacious base of 
Berkshire Aluminum Paint 
gives it extraordinary dura- 


ALUMINUM PAINT 


INTERIOR ome EXTERIOR 
SURPACES 
ONE GALLON 


! 
"OUNSmine pany come! 
‘ ft ssac gerts 


bility and unusual resistance. 





PRESERVES --- PROTECTS 


Ready-mixed. 

All in one container. 

May be painted on wet and damp surfaces and will 
seal the surface painted. 

May be applied on interior or exterior surfaces and 
dries with a brilliant metallic lustre. 


Ask your distributor for Berkshire 


BERKSHIRE PAINT COMPANY 


MAKERS OF FAMOUS DARI-GLO 


BOX 251, HIGHLAND STATION SPRINGFIELD, MASS. 

















Pittsburgh’s complete line of paints 
and protective finishes, was “impeded 
by scarcities of white pigments, resins, 
and chemicals, essential for quantity 
production of quality paints.” 

Nu-Enamel Corp. reported a 1947 
drop in sales. L. F. Pitt, president, 
said to stockholders: — ‘While the 
sales of our products at retail during 
1947 were close to their peak, the 
extended inventory position of many 
distributors and dealers at the close 
of 1946 adversely affected our sales 
to them. As a consequence total paint 
sles declined about 27 per cent.” 

* * * 


Firearms and ammunition — 
Says C. K. Davis, Remington Arms Co, 
(Inc.) president, an unusually heavy 
demand in domestic and foreign 
markets for sporting firearms, am- 
munition, targets and traps has been 
gaining momentum with each passing 
month. Sales of Remington’s com- 
mercial products were the largest ever 
in 1947, while military products 
represented less than one per cent of 
all sales. Although inventories of 
finished goods were below normal 
because of the rapid shipment of 
products from plant to customers, 
their total value was $3.2 million 
greater than at the 1946 year-end, 
due to higher costs. 

ok “ ~< 


Magnesium use _ expanding 
Magnesium, lightest of industrial 
metals, which ‘‘came of age’’ during 
the war, is beginning to get rolling 
on a useful peacetime career. At the 
recent annual meeting (New York 
of the Magnesium Association, was 
presented a large exhibit of articles 
made of magnesium, including textile 
machinery, flour milling machinery, 
lawnmowers, large airplane castings’ 
shovels, artificial limbs, pancake grid 
dles and ladders. Magnesium ladders, 
hard to find a vear ago, are now 
reported in country-wide distribution 
At the same time, the projected U.S 
rearmament program is slated to give 
the magnesium industry another shot 
in the arm. 





* 


Synthetic cleansers — Hardware 
stores specializing in janitor’s supplies, 
or home cleaning accessories, need no 
reminder of the recent rapid growth ot 
offerings in the synthetic cleanser field. 
Production of these synthetic ‘“‘deter- 
gents,” a small scale and relatively un- 
noticed operation in the early ’50's, 
has increased to approximately 600 
million pounds per vear, a recent surve} 
discloses. These products, derived from 
oils, alcohols, and chemicals, and 
known as ‘‘soapless soaps,”’ had only a 
handful of consumers and a few special- 
ized uses 15 vears ago. ‘Today these 
preparations are everyday items in 
hundreds of factories and homes. More 
than 400 of these compounds are on the 
market, most of them introduced since 
1940. New ones are brought out almost 
every month. They are available in 
several forms, including liquids, pastes, 
powders, flakes, and creams. At first 
used almost exclusively in the textile 
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industry, these synthetics since have 
been adopted in widely different lines, 
such as leather processing, manufac- 
ture of cosmetics, paint, and paper, 
electro-plating, food processing, coal 
mining, rubber production, steel mak- 
ing, and manufacture of drugs, fungi- 
cides, germicides, insecticides, and fire 
preventatives. In the home, detergents 
are used as dentrifices, shampoos, 
shaving creams, hair wave prepara- 
tions, bubble baths, rug and furniture 
cleaners, spot removers, and in dish 
washing, laundering, and automobile 
washing. Foods can be cleaned with 
detergents without a trace of odor. 


* * * 


The canning industry — American 
Can Co.’s sales in 1947 totaled $338 
million, a 30 per cent increase over 
1946. D. W. Figgis, president, said the 
1947 total was the largest in the com- 
pany’s history in both unit and dollar 
volume. The jump in 1947 sales topped 
by 85 per cent the 1936-40 average, 
and was due in part to the natural 
growth of the packaging industry, and 
in part to the removal of war-time 
restrictions last year. The average 
price of cans sold by American Can in 
1947 was only 17.6 per cent over the 
1937 level, compared to a 65 per cent 
increase in the wholesale prices of all 
manufactured goods. Commenting on 
the outlook for 1948, Mr. Figgis said 
that while the government's tin con- 
servation program still restricts use in 
some lines, the steel supply will be at 
least as great as last year, and tin- 
saving techniques will be used to 
greater advantage. 


* * * 


Gas industry Total revenues 
from sales of gas to ultimate consumers 
in the fourth quarter of 1947 were 
$355,600,000, an increase of 11.6 per 
cent over revenues of $318,700,000 in 
the comparable quarter of 1946, the 
\merican Gas Association reports. 

* * ok 


A big February February steel 
production set a new peacetime record 
for the month and topped February, 
1947, by more than 500,000 tons, 
the American Iron & Steel Institute 
reports. February output was 6,940,653 
tons of ingots and steel for castings, 
against 6,442,062 tons a year earlier. 

* * + 


Demand holds high — Through 
all the excitement of price and pro- 
duction in the steel scene, general 
demand for all types of steel products 
remains well sustained. If there are 
any doubts among consumers over the 
business outlook for 1948, this senti- 
ment has not thus far been reflected 
to any measurable degree in slowing 
new orders for steel. Some of the 
pressing interest in new commitments 
is traceable to worry over what supplies 
of steel may be available after the 
E.R.P. is set up, along with com- 
plications of the ‘“‘voluntary allocation 
system,”’ intended to give priority 
to steel requirements of the railroad 
car builders, petroleum industry, hous- 
ing construction and to a possible 


MARCH 25, 1948 


Gives 2 11-16” depth of cut. . Spacious 
Table tilts to 45°. New Departure 
Ball Bearings. . 
Locking Fence. 





p-bed wort Spindle *, els 
{steel tubing $29.95 





412 - INCH PRODUCTION MODEL 
JOINTER 12" TILT ARBOR SAW 














IT 


Yor Those Who bul Qualily lirsT 


—— TTT, 


Sarra-James 


Write for 
Franchise 
Plan! 


Double Prices 
slightly higher 
on West Coast 








CORPORATION 
WATERBURY 86, CONN. 


235 











THE 


INDUSCO 


BIG PROFIT LINE * 
RO-TO-MO De Lux Battery Operated 
Electric Lawnmower 


A Rotary Mower with / 
16-in. blade and battery 
capacity for more 
than average lawn 
Easily recharged 
Simple adjust 
ment; cuts 
grass and 
weeds; trims 
close to walks 
Control button 
in handle. Complete 
with storage battery 
and charger. 













MO-TRAC 
Power Your 
Own Mower 


Attachment 
can be attached 
to any standard 
lawn mower in 30 

seconds. No dismant- 
ling. Supplied with 6 
volt battery operated 
motor, or with 1/4 h.p. 
110 volt a.c. motor and 
H A N , D E-BOY extension cord, or gas 

engine. — ‘ 
Lawn Sweeper 


Keeps lawn cleaned of 
leaves, dead cuttings, 
paper, etc. Nothing 
to get out of 
order. Easy to 
handle does 
a good job. Ca- 
pacious bag, 
easy to detach 
and empty. 
Write for full 
details. 








INDUSCO CORPORATION 
1201 W. 29th St., Minneapoapolis, 8, Minn. 











The Lighthouse 
of the Highway 


EMBURY | 
The Warning Lantern 


eee sarETY BEAM 





Order through Your Jobber 
EMBURY MFG. CO., WARSAW, N. Y. 
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lesser degree the agricultural implement 
makers. Not all orders offered ara 
being accepted by the mills. 


* om a 


Vacuum cleaners — Factory sales 
of standard-size household vacuum 
cleaners are running substantially 
ahead of the same period in 1947, 
biggest year in the industry's history, 
according to a report issued recently 
by C. G. Frantz, secretary-treasurer 
of the Vacuum Cleaner Manufact- 
urers’ Association. Sales in February 
totalled 311,342 units, compared to 
304,273 in January, and were 14 
percent greater than the industry’s 
sales of 272,907 units in Feb., 1947. 
Factory sales for the two months were 
15.7 percent higher than January- 
February, 1947, or 615,615 compared 
to 531,753, and amounted to more than 
one-third the sales in all 1941, the 
industry’s biggest prewar year. 


+ a - 


Washing machines and ironers 
Sales of standard-size household wash- 
ers in January by manufacturers totaled 
358,445 units, compared to 351,152 in 
December, and an increase of 38.2 per 
cent over those sold in Jan., 1947. This 
was reported by the American Washer 
& Ironer Manufacturers’ Association. 
Sales of small washers with a capacity 
of three pounds dry weight, or less, were 
35,862, compared to 38,058 in De- 
cember, and far below the 50,000 of 
January, 1947.  TIroner sales totaled 
40,192, compared to 70,599 in De- 
cember, and to 31,509 in Jan., 1947. 


* * * 


Plumbing — heating supplies 
Sales of American Radiator & Standard 
Sanitary Corp.’s plumbing and heating 
supplies during the first quarter of 1948 
will probably be 35 per cent greater 
than the corresponding period last year 
according to D. ID. Couch, vice presi- 
While it is not likely that this 
rate of increase will be maintained 
throughout the year, plumbing and 
heating sales for all 1948, he said, will 
very likely be 20 per cent to 25 per cent 
greater than last year, barring any 
work interruptions. In 1947 the 
company’s sales hit a record $200,- 
043,000. 


dent. 


* Ae * 


February ‘‘not bad’’ — Business 
activity in February held close to the 
high level of late 1947 despite the 
month’s declines in farm and 
prices, the Commerce Department 
reported. Downward price adjust- 
ments have been largely confined to 
agricultural products, it said. Thus, 
“the recent changes have been in the 
direction of better alignment.’’ Feb- 
ruary sales of retail stores slipped to 
$8.9 billion from $9.7 billion in 
January. The dollar volume, however, 
was still 13 per cent ahead of the like 
month last year. 


food 


* * * 


News briefs The U. S. Census 
Bureau says that production of wheel- 
barrows in 1947 totaled 647,753 units, 
an increase of 15 per cent over 1946, 
Also, the Census Bureau states that the 
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Chicago ‘Super’ Door Check 
does away with that annoying 
Screen 

banging. 





that 
DOOR 
SLAM 


and Storm Door 





Designed for use on all spring operated doors the 
New and Improved ‘Super’? Door Check has an 
adjustable valve for checking doors regardless of 
weight. Simple to install—the ‘‘Super’’ Door 
heck comes to 
you individually 
boxed with 
mounting screws 
and stop plate 
furnished. 


only 


89: 


RETAIL 
Free— With every 
dozen Door 
Checks you re 
ceive this at 
tractive display 
that sells for you 
Order now for 
that Spring hard 


Ava} cal! Z ware rush. 
4% Ask Your Jobber 
} i about the 
| Goto No. 1000-5 


“‘Super’’ check 








Chicago DIE CASTING COMPANY 
2510 West Monroe St., Chicago 12, Illinois 
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MINNEAPOLIS, MINN. 


533 South Fourth St. ¢@ 
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HARDWARE AGE 


A HUNDRED FARM USES MAKE 


Year-Round Sales 





BURNS * THAWS * DISINFECTS 


Warmers, gardeners, poultrymen, plumbers 
find the Cedarberg Flame Thrower indispen- 
sable. Just the thing for burning weeds along 
fencerows; killing insects and destroying 
their breeding places; disinfecting poultry 
yards and runways; thawing out frozen ma- 
chinery. Operates for 2% hours or more on 
a gallon of kerosene. No. 1 range oil, or 
tractor fuel. Consider the advantages of the 
all-welded steel construction self-con- 
tained unit (no hose connections) . . light 
weight, one hand operated . non-plug ring 
nozzle generator—an advance- 
ment over the usual coil type. 
Designed for maximum safety. 
32%” length . weighs 8% 
Ibs. . . . retails at $17.95 
Advertised to 2% million farm- 
ers monthly. Ask for literature 


MFG. CO., Inc. 


Minneapolis 15, Miss. 
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517 million electric lamps _ shipped 
during the first three months of 1947 
represented an increase of 24 per cent 
over third quarter shipments. 


* * * 


Retail sales Independent re- 
tailers’ sales were 5 percent higher in 
Feb., 1948 than in Feb., 1947, accord- 
ing to preliminary data released by 
Director J. C. Capt, Bureau of the 
Census, Department of Commerce. 
A decrease of 9 percent was recorded 
from January to February this year. 
These data were based upon reports 
received from 17,064 independent 
retailers engaged in various kinds of 
business in the United States. A 14 
percent gain in sales was recorded by 
lumber and building materials dealers 
for Feb., 1948 compared with Feb., 
1947. Other durable trades 
which showed moderate increases were 
motor-vehicle dealers (119%) and furni- 
(4%). Dollar 
hardware stores were at approximately 
the same level as in February a year 
ago, but sales of jewelry stores dropped 
back 9 percent. 


goods 


ture stores sales of 


& * x 


Stores’ profits off — Profits of 
department stores in 1947 dropped 21 
per cent from the 1946 level, according 
survey by the National 
Association. A 


Retail 
Dry Goods typical 
store with annual sales of $1 million 
or more earned a net profit of 4.1 
per cent on sales, compared with the 
5.2 per cent realized for the previous 
fiscal year. Sales volume of the 204 
stores reporting in the survey was $2.2 
billion compared with the $2.1 billion 
previous year. Mark- 
downs on merchandise last year 
increase to 7.2 per cent of sales, com- 
pared to 6.2 per cent in 1946, Specialty 
stores showed an even greater jump in 
markdowns, at 9.1 per cent of sales. 
The Association reported that the 
physical volume of goods sold in all 
stores slipped 5 per cent from the 1946 
Specialty stores again showed 
decline in unit 
Turnover of 


10 a 


reported the 


level. 
greater-than-average 
volume, off 11 per cent. 
merchandise fell to 4.4. times during 
from the 4.8 times of 1946, 
but is still above the 3.9 turnover of 
the 1935-39 average. At the year-end, 
the typical store inventory was 14 per 
cent higher than a year earlier. 


the year 


ke * * 


Department store showings 
National department store sales for 
the week ending March 20 were 9 
per cent in dollar value above those 
for the like 1947 period. The Federal 
Reserve Board said, however, that this 
sales increase reflects in part the fact 
that Easter was earlier this year 
than last. 

* * * 


Wholesalers’ sales-——Sales of 
service and limited-function whole- 
salers in January were estimated at 
$5,468,000,000, the Office of Business 
Economics, Department of Commerce 
announced. On a seasonally adjusted 
basis, wholesalers’ sales showed little 
change from December. Sales of 
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Plant sprays come and go, but Tri-ogen sales soar up and up! The world’s 





largest-selling 3-way Plant Treatment, Tri-ogen is used in more public 
gardens, and endorsed by more Rosarians than any other. As a result when 
sales of other sprays are down, Tri-ogen sales keep going up! 





CRABEX — crab grass and weed killer 
KILLOGEN — fine plant insecticide 

MOLOGEN — kills the mote in his hole 
FUMEOGEN — dog, cat, rabbit repellent 


BE PREPARED FOR BIG MERCHANDISE TURNOVER—You will 
need more than just an average stock of OGEN products. Stock the com- 
plete line. Sell the insecticides, 
preferred everywhere. Order today 


ROSE MANUFACTURING COMPANY 


Dept. Beacon, N. Y, 


SELL OGEN PRODUCTS FOR QUICK PROFITS 


OTHER OGEN PRODUCTS 


fungicides, 


B-128, Ogen Blidg., 








FUNGTROGEN — 
TOXOGEN — contains DDT, kills insects 
CORN EAR WORM DROPS — kills worms 
RAF INSECT KILLER—for household use 


pest controls, etc. 


fungicide-stimulant 





that are 


So feature TRI-OGEN for ROSE and Flower Gardens. Leading Rosar- 
ians publicly ENDORSE it. Professional gardeners USE it. Amateur rose 
f growers NEED it. You will quickly PROFIT when you push Tri-ogen. 


TRI-OGEN SPRAY is the only balanced insecticide-fungicide-stimu- 
lant containing Fermate! And TRI-OGEN DUST -contains Fermate, 
DDT, Rotenone and Sulphur! 





Why Not? 


EASTERN 


Have your PERSONAL ACCIDENT 
and HEALTH INSURANCE with... 


COMMERCIAL TRAVELERS 


Mutual Association © Direct Purchase 








No Branch Offices 
Massachusetts Company, Incorporated 1894 





Insure Your Earnings... Protect All! 








ACCIDENT POLICY PAYS 


$5,000.00—$10,000.00 
FOR ACCIDENTAL 
DEATH 
Estimated Annual Cost $15 


$25.00—$50.00 $25.00 PER WEEK 
FOR WEEKLY FOR CONFINING 
DISABILITY SICKNESS 


SICKNESS POLICY PAYS 


Estimated Annual Cost $24 


$10.00 PER WEEK 
FOR NON-CONFINING 
CKNESS 











MORE THAN 50 YEARS OF UNFAILING SERVICE 


Provides protection 24 hours a day when traveling, while at 


work, around the home or on vacation 


NO POLICY CANCELLED OR RATES INCREASED OR ANY 
BENEFITS REDUCED ON ACCOUNT OF ASVANCED AGE! 


SEND THE 
COUPON 


TODAY 
i 





please send complete information and 


SOSH CORR HERES EERE REE EES 


o Btate ..ccccccces 


; John S. Whittemore, Sec.-Treas. 

1 Eastern Commercial Travelers 

; 80 Federal St., Boston 

} Without obligation, 

1 application for membership to 

! 

§ Address cocccccccrcccccccceces. 

© OE sanisensevscveamans 

» HA-48 (No Solicitors. Ww ‘ill Call) 
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HANDS THAT KNOW TOOLS 





To the craftsman who knows tools— 
whose hands recognize the “feel” of 
true-balance—whose ears are attuned 
to the ring of carefully tempered 
steel—the name VAUGHAN & 
BUSHNELL stands for “the finest 
in tool making!” 

To such a person one can’t sella V & 
B tool—his good judgment BUYS it! 


No. 700 ASSORTMENT 


An assortment of 30 quality tools that invite 
immediate sales. Assortment consists of the 
famous Vaughan sQuare Punches and Chis- 
els, forged from extra refined, 
beveled square alloy steel 
— carefully tem- 

pered and indi- 
vidually tested. 









ESTABLISHED 
1869 














Sales of Hardware Wholesalers 
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Source: Office of Business Economics, U. S. Department of Commerce. 





durable goods were $1,711 million in 
January. After adjustment for seasonal 
variations, sales gains among furniture, 
hardware, and jewelry dealers exactly 
offset the declines experienced by 
other durable goods wholesalers. Hard- 
ware sales by wholesalers were $146 
million in January and, after adjust- 
ment for seasonality, increased 6 
percent above December. Wholesalers’ 
nondurable goods were 
seasonally adjusted showed 
practically no change from the pre- 
vious month, 


sales of all 
basis, 


* * * 


Sales pressure needed — Makers 
of home electrical appliances are 
unlimbering heavy sales guns, because 
“pipelines” for their products show 
signs of filling up. How fast this trend 
is developing for most appliances is 
indicated by » shopping survey con- 
ducted each month by one of the 
country’s major appliance firms. The 
survey covers 130 stores in 26 major 
cities. At the end of January, the latest 
month covered, the survey revealed 
that more refrigerators of all makes 
were available in stores than in any 
other month since the end of the war. 
From September to the end of January 
the number of refrigerators on display 
in retai! stores increased by 29 per cent. 

Most brands of conventional wash- 
ing machines, the report showed, are 
generally available everywhere —— and 
being advertised. Automatic washers, 
it continues, ‘‘are now in full supply,” 
Most cities, according to the survey, 
reported electric irons available for 
Automatic toast- 
hand, “‘are still 


immediate delivery. 
ers, on the other 
scarce.” 

Such items as heaters, mixers, heat- 
ing pads, vacuum cleaners and roasters 
are no longer included in the survey 
at all because ‘‘they’ve caught up with 








the demand.” Says the Wall Street 
Journal, ‘‘the men who make and sell 
these gadgets, which take the ‘work’ 
out of housework, are polishing up 
their selling tricks. Sales forces are 
being keened with last minute refresh- 
er courses. One large electrical firm 
is using colored sound movies to show 
its salesmen how to break down buy- 
er’s resistance.” 
k * * 


Sears sets records — Sears, 
Roebuck and Co., in its fiscal year 
ended Jan. 31, had the largest sales 
and earnings in its history. Sales 
increased 23 per cent over the preceding 
year to $1,981,535,749 and earnings 
made a gain of 7.6 per cent. Sales thus 
far in March are ahead of last year 
both in dollars and physical volume, 
officials told a press conference which 
elaborated on the annual report. 
Sears inventories of merchandise in- 
creased to $351 million from $294 
million a year ago, and merchandise 
on order rose to $348 million from 
$242 million a year earlier. Inventory 
and merchandise on order provides 
coverage for about 27 weeks planned 
sales. Sears has begun mailing its 
1948 mid-season spring 
supplement its current general catalog. 
This stresses seasonal items such as 
outdoor furniture, housecleaning needs 
and sporting goods. 


catalog, to 


* * * 


Some February sales reports — 
Sears, Roebuck & Co. countered the 
general trend in the mail order business 
during February, reporting sales 22.1 
per cent above a year ago, compared 
with a 17 per cent gain in January. 
Montgomery, Ward & Co. had onl; 
about half as large a sales gain in Febru- 
ary as it did in January, while Spiegel, 
Inc., and Alden’s had smaller sales last 
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month than a vear ago. The excellent 
Sears’ showing was ascribed to an 
aggressive expansion program being 
pushed by the company, and its strong 
position in “‘hard goods.”” F. W. Wool- 
worth Co. reports sales gains for Febru- 
ary, and the last two months, were each 
at 8.5 per cent over the 1947 compari- 
sons. S. S. Kresge Co.’s gains were 
9.4 per cent for February, and 8.8 per 
cent for the two months. Gamble- 
Skogmo, Inc. sales for February gained 
4.9 per cent, but for the two months lost 
1.6 per cent. 
ok * a 


Home building in February — 
Home builders began work on 47,000 
new dwellings in February, despite 
unfavorable weather. The Bureau 
of Labor Statistics notes that the 
month's total was 6 per cent below the 
January figure, but adds that it is 7 
per cent above that of Feb., 1947. 
\ll but 1,000 of the new units were 
privately financed. Home-building 
activity from November through Feb- 
ruary was 40 per cent higher than 
the same period in 1946-47, despite 
an unusually hard winter. Noticeable 
gains were reported in New England 
and the east north central states. 


* * * 


More about home costs — Half 
of all the new (non-farm) one-family 
homes for which construction was 
begun during the second quarter of 
1947, cost over $6,700 to build, accord- 
ing to a recent survey of the U. S. 
Bureau of Labor Statistics. A third 
of the new one-family homes cost 
$7,250 or more to build, while one in 
five cost less than $3,250. Over 10 
per cent cost $9,250 or over. Con- 
struction costs, exclusive of land, selling 
costs, and other non-construction items, 
were substantially higher in industrial 
areas than elsewhere, and higher in 
the north and west than in the south. 
\ large proportion of low-cost units 
those built for under $3,250) are small, 
minimum-standard houses that are 
usually owner-built and do not reach 
the sales market. Of basic importance 
to cost analyses is the fact that the 
make-ups of housing differ materially 
between varying regions of the country. 
\ccording to Bureau of Census figures, 
over three-fourths of the dwellings 
standing in April, 1947 in the South 
were without central heating, compared 
with something over a fourth of the 
dwellings in the north and about three- 
fifths in the west. Also, a much larger 
percentage of units in the south lack 
running water, than in the west and 
north. There are also some regional 
differences in the cost of labor and 


mate-ials. 
ok * * 


Farm prices— Although farm prod- 
uct prices have partly recovered from 
their February lows, the break con- 
irmed farm-owner’s fears that costs of 
the items they buy are likely to be 
slower coming down than prices of their 
own farm products. From their record 
high level cf mid-January, prices of 
farm products fell 9 per cent by mid- 
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C.SOGLOW 


"Since he got those Boss 
gloves he waves 
at everybody!” 






BOSS Engineers Special— 
the trainman’s favorite 


Proud of his gloves? 
Well, trainmen are proud of their trains and 

their traditions—so it’s only natural they should 
want the best in work gloves, too! The way engineers 
steam up to BOSS Glove counters is good 


assurance you're on the right track! 


WORK GLOVES 


59 YEARS OF HAND PROTECTION 
THE BOSS MANUFACTURING COMPANY e¢ KEWANEE, ILL. 
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BRADFORD 


Wlelabuabtyn 


WOOD-SAWS 


When a Bradford portable elec- 
tric saw is suspended by the grip, 
as shown it hangs perfectly bal- 
anced! No other popular make of 
saw can pass this balance test. 
Both Bradford 6” and 8” models 
can! Their perfect balance means 
easy, tireless, accurate operation. 

All craftsmen immediately ap- 
preciate the fine balance and light 
weight —the compact, stream- 
lined design and handling ease 
of these precision-made power 
tools. Bradford Wood-Saws are 
built to last — and they’re popu- 
larly priced! 

Distributed through leading 
wholesalers. Write for descrip- 
tive folder giving specifications 
and prices. 


THE BRADFORD MACHINE 


TOOL CO. 


661 Evans Street, 
PRECISION SINCE 
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Cincinnati, Ohio 
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February. Prices paid by farmers for 
things they need in family living and in 
farm production, also at a record high 
in mid-January, declined only about 
one per cent in the succeeding month. 
In computing the index of prices paid 
by farmers, the Department of Agri- 
culture bases its estimates on 86 com- 
modities used by farmers in living and 
94 commodities used in farm  pro- 
duction. The commodities used in 
living include 22 food items, 17 cloth, 
ing items, 11 supply items, 21 furniture 
and furnishings items, 14 home build- 
ing materials, and automobiles. The 
commodities used in production include 
12 feed items, 30 farm machinery items, 
seven items each of fertilizer and seed, 
19 items of building materials, 16 equip- 
ment and supply items, and trucks and 
tractors. 
 . 

Farm income holds — National 
farm income for the first three months 
of 1948 is expected to be 6 per cent 
above the like 1947 period, despite 
the sharp drop in commodity prices 
during February. The Agriculture 
Department estimated farmers will 
receive about $6.4 billion in the initial 
quarter of 1948, compared with $6 
billion a vear ago. Crop receipts will 
total around $2.3 billion, about the 
same as last year. Income from live- 
stock and other farm products will 
approximate $4.1 billion, or 10 per 
cent over last year. In January, farm 
receipts were 12 per cent above Jan., 
1947, 

* . * 

Commodity price average — 
Lower prices for most farm products 
and some foods brought a 0.4 per cent 
drop in wholesale commodity prices 
reported by the Bureau of Labor 
Statistics for the week ended March 13, 
The index was 7.8 per cent above 
the corresponding week last year, 
standing at 159.8 per cent of the 1926 
average of 100, 


+ * * 


Freight Traffic off 


Railroad 


freight traffic in the first quarter of 1948 
probably will be at least 7 per cent 
lower than anticipated by the shipper's 
regional advisory boards. These 13 
boards had predicted the quarters’ 
loadings would be 3.5 per cent above 
a vear ago. Instead, the total in the 
first 11 weeks this year was 4 per cent 
under the like 1947 period. Severe 
weather conditions in January and 
February accounted for the earlier 
easing-off in car loadings. But freight 
traffic has failed to pick up during the 
latest three or four weeks at the rate 
expected. 
se * * 

Air express — Shipments handled 
in nationwide service in January 
increased 16.2 per cent over the same 
month a year ago, the Air Express 
Division of Railway Express Agency 
reported. An estimated total of 
328,620 shipments were handled during 
the month for the nation’s scheduled, 
compared with 
Jan., 1947, 


certificated airlines, 
282,612 shipments in 
the agency said. 
x x 
Personal income rise — Personal 
incomes in the U. S. ran at a record 
rate of $210.8 billion yearly in January, 
the Commerce Department reported. 
The previous peak (annual) rate was 
$210.4 billion last 
January level was 11 per cent above 
Jan. 1947, and 7 per cent above last 
year’s average of $196.8 billion. The 


December. he 


January rise above December reflected 

higher farm income, bonuses to vet- 

erans, and an upturn in unemployment 

insurance payments. ‘Together, those 

more than offset small decreases in 

wage and salary receipts for the month. 
*« * * 

U. S. Steel Corp. sales — Pro- 
duction of the United States Steel Corp. 
in 1947 set a new high record of 28.6 
million net tons of steel, according to 
the annual report, although prolits, 
after taxes, were the lowest in any peace- 
time year in the corporation’s histor 
according to Irving S. Olds, chairman, 





Estimated Sales 
Of Wholesale Hardware Distributors* 


Monthly 1939, 1941, 1946 and 1947 


Expressed in millions of dollars 


Month 1948 1947 
January $146 $138 
February 142 
March 164 
April 170 
May 160 
June 148 
July 146 
August 148 
September 162 
October 186 
November 162 
December 151 


Grand Total for Year $1777 


*Estimated by the Office of Business Economics, U. S. 


Commerce. 


1946 1941 1939 
$100 $56 $39 
104 55 37 
116 64 48 
126 76 47 
129 80 52 
126 80 52 
130 82 45 
139 84 50 
139 89 60 
170 92 60 
152 79 54 
143 80 49 
$1574 $917 $592 
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Said the dealer from North Carolina 
to the dealer from South Carolina 


QUOTE: 


“That Exhibit of Tryon’s at the 
Pennsylvania Hotel during the 
N.S.G.A. Convention in New York, 
last month, was 


A Complete Sporting Goods 
Show in Itself 

“Even with all their big display 

space, they couldn’t have taken care 

of many more of us dealers who 

went over to visit them. 


“This firm was really overwhelmed 
with the crowds of buyers who came 
and who placed substantial orders” 


END QUOTE: 


The Edw. K. Tryon Company 
thanks you dealers for your visits 
and your enthusiastic acclaim of 
KINGFISHER and TRUSPORT 
merchandise, and for the fine orders 
you placed. 


ATHLETIC GOODS 


are honest merchandise moderately 
priced. 


We are prepared to supply BASEBALL 
UNIFORMS finely tailored of Dodge- 


Davis material. 


folder. 


Whatever your needs in sporting 
goods it will pay you to get in 
touch with Tryon. 


Write for special 


EDW. K. TRYON CO. 


615-819 ARCH ST., PHILADELPHIA 5, PA 
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NOW is the time to 
MODERNIZE for the 
Busy Days Ahead! 


JARU 























Don't remodel until 
ou investigate first! 
rite for illustrated literature 
pertaining to these outstanding uprights! See what 
Hirsh Standard Steel Uprights will do for you. Your 
Hardware Jobber can get them for you, or write to 


S. A. HIRSH MFG. CO, 3119 W. LAKE ST., CHICAGO 


S. A. Hirsh Mfg. Co., 3119 W. Lake St., Chicago 12, il. 
Please send illustrated and descriptive literature of Standard 
Steel Uprights. 
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UNIVERSAL 
PORGE 
MsGk ATORS 





me UNIVERSAL 


CLAY PRODUCTS CO. 


SANDUSKY, OHIO 


1535 EAST FIRST STREET 


STOVE BOLTS 








FOR FLAT HEAD SPECIFY FS GROUP 
FOR ROUND HEAD SPECIFY RS GROUP 


@ ELECTRO GALVANIZED 
@ NUTS ARE ATTACHED 
@ PRICES AND SIZES CLEARLY MARKED 
@ ALWAYS NEAT AND IN PLACE 












40 SIZES 
1633 PIECES 


ALL IN ONE FOOT 
OF SPACE! 


gounn HEAD STOVE Botts Each Group Consists of: 

ype |—731 14," Assortment 
I,” & 5/32" dia. from 
Wn" to 2” long 

1—394 3/16” Assortment 
3/16" dia. from 1/2” 
3” long 

1—269 14," Assortment 
1%" dia. from 1/2” to 3” 
long 

1—143 5/16” Assortment 
5/16” dia. from 34," to 3” 


aguno HEAD STOVE BOLTS 


Round HEAD STOVE BOLTS 


aound Head syoue BOLTS 


long 
1—96 Sy" Assortment 
ete" =f ¥,"" dia. from %4" to 3” 
eguno HEAD STOVE : long 


oni LE ctbu Co 


Boston, A ya 
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board of directors. Dollar receipts from 
customers were $2,122.8 million. Pro- 
duction in 1947 averaged 96.7 per cent 
of rated capacity and would have ap- 
proached full capacity had not opera- 
tions been interfered with to some ex- 
tent by conditions outside of the 
corporation’s control, the report said. 
This compares with production of 72.9 
per cent of rated capacity in 1946 when 
serious steel and coal strikes caused an 
estimated loss of 6.3 million net tons of 
steel production to United States Steel 
Corp. 
* * 

Yale & Towne sales — The Yale & 
Towne Mfg. Co., New York City, re- 
ported in its 79th annual statement that 
its sales for its domestic and foreign 
divisions in 1947 exceeded those in 1946 
by $22,165,283. Calvert Carey, 
dent, stated that the company’s eight 
manufacturing plants in the United 
States, Canada and England shipped to 
customers $62,161,471 worth of locks, 
builders’ hardware, hoists, industrial 
trucks, scales and electric appliances 
during 1947. The 1947 sales volume 
was 12 per cent higher than the largest 
sales record for any previous year in the 
company’s history. 

* * oe 


presi- 


Du Ponts sets record— Production 
of E. I. du Pont de Nemours & Co., 
Inc., during 1947 reached the highest 
peacetime level in the history of the 
company. Operations last year repre- 
sented a gain of about 17 per cent over 
1946. Asa result of new manufacturing 
facilities and improved methods, the 
company said, new highs were estab- 
lished for sales of Nylon, Cellophane, 
pigments and finishes for automobiles 
and household equipment. Sales price 
adjustments made toward the end of 
1946 and during 1947 resulted in an 
average overall increase of only 15 per 
cent above the pre-war average of 1939, 
despite “substantial and continuing” 
advances in costs. The increase in the 
B.L.S. national wholesale price index 
since 1939 was 97 per cent. The in- 
crease in costs of the principal raw 
materials purchased by du Pont was 
stated as 113 per cent since 1939, and 
the advance in average hourly wages 
paid employees as 79 per cent. New 
products, introduced or substantially 
developed in the past 20 years, ac- 
counted for some 58 per cent of the 
company’s sales volume in 1947. Com- 
menting on prices, du Pont says that 
“fone of the most vital and perplexing 
problems facing industry today is that 
of holding prices to reasonable levels, 
consistent with a fair profit margin, in 
the face of continually rising costs of 
operation.” Du Pont attempts to fix 
its sales prices at levels in line with the 
company’s responsibilities to the con- 
suming public, to the stockholders and 
to the employees. 

+ * « 


Westinghouse radio — Establish- 
ing a new production record the West- 
inghouse Electric Corp., Home Radio 
Division, Sunbury, Pa., manufactured 
more than 500,000 radio _ receivers 
during 1947. Plans were announced for 
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exceeding this production record by 
50 per cent during 1948, 
* * * 


Sylvania sales — Sales of Sylvania 
Electric Products, Inc., New York, rose 
to $95,715,638 in the year ended Dec. 
31, 1947, the largest for any peace 
time history in the company’s history, 

* * * 

Remington sales — Sales in 1947 of 
Remington Arms Co., Inc., Bridgeport, 
Conn., totalled $46,033,698, compared 
with $30,954,459 in 1946, or an increase 
of about 49 per cent. Sales of the 
company’s commercial products, both 
in unit and dollar volume, were the 
greatest in the company’s history; while 
sales of military products for the year 
were less than one per cent of its total 
business. 

* * * 

General Time sales — Sales of 
General Time Instrument Corp., in 
1947, were $30,295,022 or $9,143,509 
more than in 1946 and more than double 
the sales in any year prior to 1941 
Arnold J. Wilson, president, told stock- 
holdes in The annual report. 

a 7 * 


Admiral Corp. — Record-breaking 
sales were announced for 1947 by 
Admiral Corp., Chicago, Ill., manu- 
facturer of radios, television and major 
appliances. Ross D. Siragusa, presi- 
dent, announced in the company’s 
annual report that 1947 sales were 
32 per cent over 1946, the total being 
$47,898,938, compared with $36,169,850 
in 1946. 

* * * 

Conlon-Moore Corp. — Net sales 
for Conlon-Moore Corp., in 1947, ex- 


ceeded those of any preceding year 


Sales totalled $10,054,172, compared 
with 1946 volume of $5,407,866. 
* * 7 

National Lead Co. — National Lead 
Co.’s 1947 dollar sales of $268,026,394 
set a new record, comparing with sales 
of $167,447,243 in 1946. reported J. A. 
Martino, president. The 60 per cent 
rise in dollar sales, reflecting to some 
extent a 15 per cent increase in the 
number of units sold, was primarily 
caused by the higher price of lead. It 
was noted there has been little change 
in the world-wide shortage of lead, 

k oo 

Aluminum Goods Mfg. Co. — 
Aluminum Goods Mfg. Co. reports 
sales last year were $27,397,415, — up 
nearly 56 per cent over 1946. A. J. 
Vitt, president, said: ‘While all the 
company’s products met with ready 
acceptance, the Mirro trademarked 
cooking utensils made the greatest 
progress, accounting for nearly 50 
per cent of our total business.” 

* * * 

National Gypsum reports — Sales 
of National Gypsum Co. for the first 
two months of 1948 were about 18 
per cent greater than for the like period 
last year, M. H. Baker, president, said 
at the company’s annual meeting. 
“Little difficulty is anticipated in 
selling all the company can make in 
1948,"" he added. ‘Production in all 
lines of building materials promises 











Smart hardware dealers know that w ell-priced mer- 
chandise makes greater sales. That's why they use 
Listo Pencils for pricing. Listo makes a strong, clear 
mark on anything ...Glass, Metal, Cellophane, Wood, 
Porcelain or any other surface. Listo is always ready 
to use. The leads don't break. No wasted stubs, and 
it’s quick and easy to change leads. Listo is the fastest 
way of pricing. 

+. SEE YOUR JOBBER, STATIONER OR PAPER SUPPLIER 

LISTO PENCIL CORP., ALAMEDA, CALIF. 
Since 1921 


LIST 


| 
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Extra heavy 
leads that 
don’t break 


in 6 cotors 
BLACK RED 
BLUE GREEN 
BROWN YELLOW 


MARKING 
PENCIL 


WRITES ON Glass * WRITES ON metal * WRITES ON Ad 
— 
— Ca" 











Johnson 


Xlo 
Music Wire 


“The wire 


of a thousand uses” 


J 


Attractively packaged for display and handling . . . 


units of 14 Ib 


., ¥2 |b., and 1 Ib., in full range of sizes. 


Customers looking for small amounts of spring wire 
for any of the countless uses can be readily supplied by 


means of this handy package. 
Order through your wholesaler or nearest Johnson branch. 


JOHNS 


STEEL 
WORCESTER 1, 


Philadelphia 
Houston 


New York 
Atlanta 


Cleveland Detroit 


Tulsa 


AND WIRE COMPANY, 
MASS. 


Los Angeles 


INC. 


Akron Chicago 
Toronto 












ASK FOR THE 


Ld a o“ 
MITRE BACK SAW 


LEADERSHIP 

is a habit at Great 

Neck . . . and one more 
profitable example is here to 
prove it. Our new saw has all 
the traditionally high qualities 
of Great Neck products, 

PLUS a handsomely designed 
non-absorbent maroon plastic 
handle so rugged, chip-proof, 
and specially ribbed for 
gtip-ease that work seems 
effortless. Plenty of extra sales, 
appeal in the high-lustre 
quality carbon alloy steel, 
heavy-duty steel back, nickel 
plated screws, and precision-set 
cutting teeth. Give your counter 
a lift with this colorful 
engineered quality tool! 


Popiilay Priced / 
Made in 10”, 12”, 14”, 16" lengths 


GREAT NECK also manufactures 
wood handle mitre back saws. 


SEE YOUR JOBBER 








to be greater this year. Later in the 
year, when supply is brought more 
nearly in line with demand, the cost 
of building should be reduced. This 
would automatically encourage a higher 
level of activity in new construction,” 
Mr. Baker said. 
* * * 

A century of silver- plate — 1947 
was the 100th anniversary of 1847 
Rogers Bros. silverplate, and was the 
best year in the history of International 
Silver Co., E. C. Stevens, president 
said in the company’s annual report. 
“The unprecedented consumer demand 
for our wares continues and there is 
every reason to believe that production 
and sales volume will hold a current 
levels for several months to come. 
In fact, we are strong in the hope that 
1948 will equal or surpass 1947,” 
Mr. Stevens added. Sales of $57,683,- 
000 set a_ record. In 1946, sales 
amounted to $41,032.00. The report 
said a large portion of the 41 per cent 
increase in sales over 1946 was the 
result of a gain in physical volume of 
production. The company has made 
no price increases on any products 
since well over a year ago and “we 
shall do so only as a last resort,” 
the report said. Mr. Stevens expressed 
hope and belief that the company can 
hold the present level throughout 1948. 

* x * 

Industrial briefs — February in- 
dustrial employment declined 275,000 
from January. The U. S. Bureau of 
Labor Statistics reports, that in 
February there were 42.7 million em- 
ployed in non-farming jobs. This 
lower employment was attributed by 
the bureau to the severe weather. 


Construction workers and auto workers 
in Detroit accounted for most of those 
laid off. The Census Bureau reports 
that production of non-electric cooking 
stoves and ranges in January totaled 
314,000 units, compared with De. 
cember output of 284,000 units, and 
with 303,000 in Jan., 1947. Shipments 
of scales and balances in the fourth 
quarter of 1947 was valued at $13.1 
million, 13 per cent higher than in the 
third quarter, and 33 per cent higher 
than shipments in the fourth quarter 
of 1946. 


* * * 


Gleaned from 1947 reports — 
Sales of Jones & Laughlin Steel Corp, 
in 1947 amounted to $350 million, 
the largest on record. Operations last 
year averaged 95 per cent of capacity, 
a peacetime high. Sales of Pittsburgh 
Screw & Bolt Corp. in 1947 increased 
about 55.5 per cent over the previous 
year. J. P. Hoelzel, president, reported 
that ‘‘the year was one of uninterrupted 
production and continued heavy de- 
mand for our products.’’ However, 
the trend of costs for all essential items 
required in the manufacture of the 
company’s products was ’’again up- 
ward,”’ and these costs, together with 
an increase in wages, have been passed 
on to the consumer, for the most part, 
in higher prices. Simonds Saw & Steel 
Co. reported a net sales for the year, 
$28,684,029, compared with $26,059,296 
in 1946. 


* *£ & 

Other 1947 Reports — Minnesota 

Mining & Mfg. Co. reported 1947 sales 

at $93,437,137, some 24 per cent 
ahead of 1946. 





“Don’t Let It Happen Again,’’ Says Government 
To Steel Industry 


Washington Bureau of Hardware Age 


HE White House recently called 

off the, bloodhounds — for the 
time being —and announced the 
interim results of its investigations 
into the controversial price rises in 
semifinished steel. 

The political outbursts contained 
in three agency reports were not un- 
expected. While advocates of govern- 
ment-financed expansion feel they 
have been given ammunition, the 
industry actually escapes with noth- 
ing more than a sound spanking and 
the warning ‘don’t let it happen 
again.” 

President Truman's release of the 
price rise studies he requested last 
month includes the recommendations 
of three government agencies — the 
Council of Economic Advisers, the 
Commerce Dept., and the Justice 
Dept. Mr. Truman did not add his 
comment to that of his executive ad- 
visers. In essence, each of the agen- 
cies reported as follows: 


Council of Economic Advisers: ‘Any 
general price increases will have to be 
defended strongly before the bar of 
public opinion.”’ 

Commerce Dept.: ‘Retained earn- 
ingsof the steel producers have been 
below the amount necessary to cover 
their net plant and equipment 
expenditures.” 

Justice Dept.. “Completion of the 
investigation is necessary in order 
that a conclusion be reached.” 

The economic report — the most 
critical of the three — bluntly warned 
the industry that it is “‘futile’’ for the 
industry to issue a call for restraint 
in wage negotiations at the same time 
the industry is raising prices, “‘par- 
ticularly when, according to the state- 
ments of steel companies, they will 
pass on any substantial wage in- 
creases granted to labor in still higher 
prices.” 

“Fortunately,” the council told 
Mr. Truman, “the public attention 
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aroused by your call for an investi- 
gation of the rise in semi-finished 
steel prices has served notice 
industry that any general price in- 
crease will have to be defended 
strongly before the bar of public 
opinion. Had it not been for this 
publicity, the steel 
would undoubtedly have acted as an 
encouragement to others to proceed 
with price advances.”’ 


on 


rise in prices 


the 
those 


The council concluded with 
significant remark that “all 
who occupy strategic positions in the 
setting of prices, in the fixing of 
wages, and in the granting of credit 
must recognize the public interest 
in their private economic decisions 
in a way the steel industry has not 
shown in this instance. Up to this 
time, the evidence does not indicate 
that it was prudent to postpone action 
upon the principal feature of the 
anti-inflationary program which you 
proposed in November.” 

The Commerce Dept., taking a 
more businesslike view of the price 
rises, notes in a statement bulging 
with cost data that ‘‘the rate of re- 
turn on investment for the steel 
companies appears to have been 
higher in 1947 than in any of the 
earlier years with exception of 1920 
and 1929. This return, however, is 
calculated on the book valve of in- 
vestment, which is written down from 
the original cost and is far below 
present reproduction cost. 

‘The rate of return on sales for the 
primary iron and steel producers was 
lower in 1947 than in the twenties 
generally and was only half the 1929 
rate,’ the Commerce Dept. con- 
tinued. ‘‘It was also somewhat below 
the years 1937, 1940 and 1941. The 
lower ratio of profits to sales without 
a corresponding decline in the return 
on investment reflects the fact that 
dollar sales in 1947 were much higher 
in relation to the book value of 
investment.” 

The Justice Dept., reporting on its 
investigations of 16 producers, esti- 
mated that the total increase in sales 
prices of semifinished products ‘‘may 
be in the neighborhood of $30 million 
annually.” The department con- 
tinued, ‘‘It has become evident that, 
in addition to the completion of our 
investigation with respect to the price 
increases on semifinished products, 
thorough investigation is also re- 
quired of industrywide increases in 
prices of other important steel prod- 
ucts recently made, particularly the 
other substantial price increases since 
Jan. 1, 1948." An extended probe is 
necessary, the department said, in 
order to determine if the companies 
under investigation violated pro- 
visions of the antitrust laws. 


MARCH 25, 1948 











use STEVENS DISPLAYS 


to boost your level sales 









NO. 555 LINE AND SURFACE LEVEL 


originated by Stevens, made of %” hex 
tubing 3” long. Levels from hook or base. 
Packed in sure-selling, blue display box 
of one dozen. 


POCKET LEVEL 






NO. 556 ALUMINUM POCKET LEVEL 


quick and accurate — on the job or around 
the home. Made of polished %” hex alu- 
minum tubing, 5%” long with sturdy pencil 
clip. Packed compactly in blue display box 
of one dozen. 


NEWTON FALLS, OHIO 






















( Here's the one that 
WON'T SHRINK 
This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 








WILL NOT SHRINK} 
STICKS AND STAYS pify 
ne, 















Dependable steel products and —; 
unequalled steel service facil- 
ities . .. available for your steel- 
buying convenience at twelve 
conveniently located Ryerson 
plants. Because of great de- 
mand, all sizes are not always 
in stock; but we usually can 
suggest a reasonable alternate. 


PRINCIPAL PRODUCTS 


Bars « Structurals « Plates « Sheets 
e Tubing * Allegheny Stainless e« 






Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard. 
Water Putty keep 
doubling, year after 
ear.” What's more, 
urham’s Rock- 
Hard Water Putty 
ives you by far the 
st profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 

















a. & any pouches ee aed Alloy Steel « Safety Floor Plate « 

Water Putty does not shrink. Absolutely Bolts e Rivets e Metal Working Tools 

not. It sticks and stays put. You can saw or & Machinery, etc. 7 

= . ~y or — ittoa bee ~_ 4 es kel 
nish. Easy to use. Keeps indefinitely. pe ei 

economical. Just mix with water as [ Josepx T. RveRsON & SON, tnc. : 





needed. ¢ Packed twelve 1-lb. cans or four 
4-lb. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-Ib. drums for 
industrial usérs. 


The PLASTIC Repair Material 
in POWDER Form 






f Plants: New York, Boston, Philadelphia, 

» Detroit, Cincinnati, Cleveland, Pitts- 

i burgh, Buffalo, Chicago, Milwaukee, 
St. Louis, Los Angeles 
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AMamiait 
“>. LETTER 


Aluminum 
to last a 
Lifetime” 


* A smart new letter box sturdily built 
of 4" cast aluminum with sheet alumi- 
num back. Requires no painting or upkeep 
... Stays beautiful for a lifetime. 

Your best buy in fast selling Alumicast 
Letter Boxes is an assortment of a dozen, 
including 3 Plain Aluminum (without 
magazine clip), 3 Plain Aluminum (with 
magazine clip), 3 Baked Enamel Brown 
Finish, 3 Baked Enamel Blue Finish. 





ANOTHER PROFITABLE SELLER 


Alumicast Garden Trowel 


One piece aluminum, rustproof, light but sturdy.in 
regular and transplanter widths. Retails under 50 cents. 











See your jobber for complete details—or write 
us for the name of your nearest jobber. 


Mheamtidh CORPORATION 





1515 N. KILPATRICK AVE. + CHICAGO 51, ILL. | 


SHELBY —vePENOABLE HARDWARE 


— 
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No. 666 


It’s not a train number, but a good 
number for you to remember. No. 666 
— Shelby’s Heavy Duty Screen and 
Storm Door Closer. It’s an Air Check 
— in fact, the largest pneumatic closer 
made — and because of its construc- 
tion is tops for heavy storm door op- 
eration. 


No. 666 is easy to sell, and once sold, 
every customer becomes an advertiser 
for you. 


You'll profit with No. 666 — Shelby’s 
Hardware of the Month. Get them from 
your Jobber. 


it helo SPRING HINGE CO 


SHELBY OHI 
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Appliance Service 
Builds $150,000 Annual 
Sales Volume 


(Continued from page 228) 


and salesmanship. Oil-burning 
heaters are also promoted profit- 
ably. 

The store employs one elec- 
trician and two plumbers, paid 
by the hour and they devote all 
of their time to installing and 
servicing the fixtures sold. Mr. 
May states that the labor itself 
is not profitable, although the 
store loses no money on it. 
He charges labor costs to sales 
costs, and finds that labor yields 
satisfactory profits when con- 
sidered as a sales aid. 


People Respond 


People without wiring or pip- 
ing in their homes would be slow 
to buy appliances and fixtures if 
the store did not do the work, 
Mr. May states. Even after the 
electric high lines reach the rural 
homes, some farmers are not too 
quick about having their homes 
wired. But they do respond 
quickly to the store’s salesman- 
ship for packaged modernization. 

Direct-by-mail advertising is 
used extensively to promote ap- 
pliances. A well-kept mailing 
list of 780 names is used regu- 
larly fer sending letters and 
manufacturer’s stuffers. Each 
mailing promotes one item, such 
as a complete bathroom, an elec- 
tric refrigerator, or a washer. 

The mailing is followed with 
telephone calls and personal calls 
by salesmen. Eight employees 
are sufficient to do a yearly vol- 
ume of $150,000. 

The general hardware sections 
in their separate store adjoin- 
ing the appliance store, have 
modernized fixtures that Mr. 
May planned and had con- 
structed locally. 


Direct Tie-up 


A direct tieup between hard- 
ware and appliance stores is 
achieved by displaying light fix- 
tures over the housewares sec- 
tion of the hardware store, and 
showing small appliances _to- 
gether with housewares. 

Mr. May added appliances to 








No. 117 
portable bench grinder 


$4495 
Light, handy, efficient for ee 


workshop, garage or factory. Self-con- 
tained grinder with | fine and | coarse 
(414” x 3/8”) grinding wheels. 

New powerful shaded _ motor oper- 


ates at correct speed. Self-aligning bear- 
ings, |-piece cast aluminum housing has 
integral wheel guards, tool rests and 
switch. Plugs into any 110-120 A.C, cir- 
cuit. 

No. 69 Electric Drill, drills holes up to 
14” in steel. Die-cast. pistol-grip makes it 
natural to drill straight holes. Has spe- 
cially wound high torque tool motor, only 


$11.80. 








Write for Catalog. 


No.69 * Witla 
y" DRILL 3 Mim = 


$1180 
SPEEDWAY MFG. CO. ° 





1836 S. 52nd Ave., Cicero, Ill. 








Faster, Accurate 
DRILLING 
in MASONRY 
with the 


om Mon Hod i: 


Carbide Tipped 
ROTARY BIT 















The New, Easy Way with 
the new CYCLONE Masonry 
DRILL, fastest, most accurate 
drill ever made. For con- 
crete, brick, tile, slate. Do 


your job 4 to 8 times 


‘ Come in- 
faster, without effort, dividually 
with the drill that stays packaged 

or in handy 
kit of six 


sharp longer and out 

popular sizes 
lasts ordinary steel! 
bits 50 to 1. Fits 
hand brace, elec- 
tric drill or drill 


press 


NEW ENGLAND CARBIDE TOOL CO, INC 
CAMBRIDGE 39, MASS 
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Coleman 


Sree PL 


Automatic heating devices yield readily to May’s promotion. 


his store eight years ago. Until 
he initiated his broad plan of 
service and package salesman- 
ship, he did not enjoy outstand- 





ing volume. Now he sees an 
outlet for expanding volume 
that is limited only by his own 
ability to service and sell. 

















Fixtures planned to show housewares help sell a large volume. 


1948 May be the Greatest Year 
For New Home Construction 


(Continued from page 161) 


While completion rates on con- 
struction projects improved greatly 
last year, as compared with 1946, 
there was again at the beginning of 
this year a very large volume of 
carry-over work to be completed 
in 1948. This carry-over work will 
require large quantities of materials 
and labor. Consequently the volume 
of activity in 1948 is apt to increase 
over last year by a greater percentage 
than will the dollar volume of 
contracts. The commerce Depart- 
ment estimates of construction 
activity purport to represent 
work put in place, whereas the 
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contract figures work 
started. 

The record of housing activity is 
of particular interest. According to 
estimates of the Housing and Home 
Finance Agency, there were 854,600 
new family dwelling units started 
in 1947, and 834,500 units completed. 
In the preceding year there were, 
according to the estimates, 670,500 
starts and 437,800 completions. This 
is an impressive progress record. 
Units completed in 1947 were nearly 
double the number completed in 
1946. From V-J day to the end of 
last December the number of units 


represent 








your EXCLUSIVE LINE 
FOR GREATER 
HAND TOOL PROFITS! 


The rapid turnover and handsome 
profit per sale that go with NONE- 
BETTER Tools are yours exclusively! 
Only hardware stores sell this famous 
brand. And these triple plated, 
Chrome finished Thin Wall Socket 
and Wrench Sets really move . . . be- 
cause their slim design fits them for 
today’s close-corner jobs in shop, 
farm and home. Your customers 
KNOW the NONE-BETTER name! 
They look for it! 

Sell the line of GUARANTEED 
performance and quality! Put sales- 
making NONE-BETTER displays to 
work in your store! 
stock TODAY! 


Fill out your 







The new Catalog of 
the improved, NONE- 
BETTER Line is 


yours for the asking. 






gold only in theffbetter hardware stores 
THE NEW BRITAIN MACHINE CO 


NEW BRITAIN, CONN. 
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HOUSEHOLD 
SCOURING PADS 


The Big Value Box 
SELLS FAST! 


Attractive window front box in 
bright blue and yellow. Excellent 
for display...Sells quickly...For 
every household need .. . Packed 
2 dozen to case in fine, medium 
or coarse grades. Order from your 
jobber or direct. 


INTERNATIONAL STEEL WOOL CORP. 
SPRINGFIELD, OHIO 





FAMOUS 


Red Devil 


GLASS CUTTERS 


Scientifically Designed 
for Perfect Cuts - 
Relaxing 
to Use- 


Gl 
CAN'T 


Chapmanized steel 
RED DEVIL wheel- 
Can’t be imitated 


A Product of. 


Red Devil Tooks. 


IRVINGTON 11, NEW JERSEY 


















completed was more than double 
the number built in the like period 
after World War I. Last year's 
improved completion rate was in 
very large part due to improved 
material supply; the uptrend in 
starts that took place in the second 
half of last year was in considerable 
part stimulated by removal of 
government restrictions. With only 
a moderate increase in housing starts 
this year, completion of carry-over 
projects could swell the total of 
1948 completions to a number 
exceeding the previous peak of 
housing production, 937,000 units 
in 1925. 


Compares Favorably 


This record of postwar residential 
building recovery 
favorably with postwar production 
of motor vehicles, freight cars and 
other important durable goods for 
which there have been deficit 
demands. It measures a very con- 
siderable progress toward catching 
up with the housing shortage. There 
was last year a very considerable 
increase in new apartment building 
and other rental housing which is 
still in very short supply in many 
urban communities. 

I have stated my opinion that, 
if there is a setback in contract 
activity during the course of this 
vear, it will be moderate in extent 
and duration. It is to be hoped 
that it will be adequate to stabilize 
material prices and costs at levels 
that will permit extended recovery 
thereafter. Much will depend upon 
the degree of political stabilization 
that may accompany 
price stabilization. The political 
decisions made by the 80th Congress 
and by the voters next November, 
and coming developments in world 
politics will Jargely determine the 
long-range trends of the American 
economy and volume and kinds of 
construction it will require in future 


compares very 


the expected 


years. 

Will government spending and 
federal taxes be reduced? Will 
taxes be adjusted so as to restore 
incentives to capital investment, 
and to permit savings by those 
individuals likely to seek equity 
investments? Will Congress say 
thumbs down on proposed social 
welfare programs which not only 
make the federal budget unmanage- 
able but which also properly belong 
within the sphere of state and local 
responsibility? Will Congress sort 
out of the 30 or 40 housing bills 
that have been proposed and enact 
only such measures as neither unduly 
inflate housing demand nor unduly 
hamstring the construction industry? 


Will any one of the three leading 
Republican condidates for the pre- 
sidential nomination manage to make 
a sound and realistic appraisal of 
the construction industry potenti- 
alities? All three of them appear 
to have adopted one or another of 
the current panacea ideologies ad vo- 
cated by the theoretical uplifters. 

We cannot have full peacetime 
recovery until we have actually won 
the peace and _ reconverted our 
government to a peacetime basis. 
Satisfactory solutions of our internal 
and external political problems should 
permit the American economy to 
enter an era of expanding prosperity, 
a prosperity that is potentially 
greater than anything this country 
or any other one has ever known, 
As Walter Lippmann put it some 
years ago: “There has come out o 
the nation itself, out of the people 
who have not been very pleased 
with themselves for the past 20 
years because they were not using 
their faculties for great ends, a 
veritable explosion of national energy 
which will shake and shape and alter 
the world.’ 

For the great expansion of which 
our society is capable, we must build. 
Every new industrial enterprise, 
every new commercial or social 
Organization, every new means of 
transportation and communication, 
every new religious, educational 
public health program and every 
new family requires appropriate 
facilities of the most advanced type. 
The construction industry, which 
combines great diversity and _flexi- 
bility with high technical and man- 
agerial competence, will be fully 
prepared to meet the future expansion 
need of the country. 


Highly Efficient 


For, contrary to the propaganda 
that has been current during the 
past 15 years, the American con- 
struction industry is highly efficient 
in performing the many _ services 
required by the American people. 
It has produced the finest national 
highway system all history, the 
best schools, hospitals and institu- 
tional buildings in the world, and 
the most efficient factories. In spite 
of all the hullabaloo about housing, 
the American family of average 
income is better housed, in better 
neighborhoods and with more com- 
forts and conveniences than is its 
counterpart in any other country. 
Improvements in house design and 
in house construction during the past 
ten years have been very impressive. 

The rest of the world knows this, 
even if our own politicians do not. 
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Year-round demand for GOTTSCHALK’S METAL SPONGES 


es [oe oe ot os FS CS a 
BME rAL SPONGE 2 








The housewife has daily use for Gott- 
schalk’s Metal Sponges. There’s no 
off-season for these items; they’re 
steady sellers right around the 
calendar. 

Nothing can equal Gottschalk’s 
Metal Sponges for the nasty, heavy- 
duty cleaning and scouring jobs 
around the home. Perfect for floors 


and woodwork, tiles, metal, porcelain 
and enamelware. They’re non-rust- 
ing, non-abrasive—can’t harm fine 
finishes or hands. Easily cleaned in 
hot water. 

Don’t bother with unsatisfactory 
substitutes, when you can sell women 
the Gottschalk’s Metal Sponges they 
want. Write for full details. 






We. 325— SPECIAL 3-1N-1 PACK 
—(3 regular 10-cent sponges) — 
Retails for 25 cents. 


We. 110—METAL SPONGE— 


Retails for 10 cents. 


METAL SPONGE SALES CORPORATION . 3650 NORTH 10th STREET « PHILADELPHIA 40, PA. 













JUICER 


NO OTHER JUICER 
° HAS ALL THESE 
Kwick ADVANTA ces! 














KWICKY’S PIVOT BASE 


Rubber pivot base grip the aluminum juicer to the table — makes 





4 
ANOLE Bacy any VOR" 


"Ov, ™ 








| Wat your way ‘ 
INTO EXTRA — ' 


a 
sell BIRD RUBBERLIKE Runner ; 


These exclusive features 


It’s a tough patented thermoplastic that 

gives traffic areas lasting protection. 

Non-skid, wet or dry, Rubberlike reduces é 
accident hazards... won’t buckle, edges & 
will not curl. Cuts and nicks are resealed 

by the pressure of foot traffic. 4 


sure it rotates and juices without effort — without marring table. Advertised year-round in the Saturday a 

® Gets ALL the juice — no bitter peel oil or seeds. Evening Post. Write for free sales helps. 

© Ri in a iiff d habl wiod Price and display Rubberlike Runner in € 
ey ee er ee ee | both sizes — a 27” x 100’, 36" x 75’. 


® Pours freely — no holes to clog. 


® Races ona fruit juicing — 3 easy strokes 


of the handle usually gets all the juice. 
® A unique, all-in-one juicer. 


® Priced for volume sales 


Write for Complete Information 


QUAM-NICHOLS COMPANY 33rd Place and Cottage Grove 
Chicago 16, Illinois 


Here’s your chance to capitalize on the game of horseshoe ‘ 
pitching . . . with Phoenix Drop Forged shoes and stakes. They’re 
official weight, available in sets and pairs. The DeLuxe set in- 
cludes two pairs of shoes and two stakes, packed in a sturdy 
wood carrying cas¢. There’s a junior size, just like the official 


except in weight. 


Ask your regular supplier or write direct for details on 
Phoenix ... the finest pitching shoes you can stock. 


PHOENIX MANUFACTURING COMPANY 


priced to sell Bird & Son, inc., 50 Mill Street, East 


Walpole, ccanidiinialine. 


Cost less than 7ce a square foot 


JOLIET, ILLINOIS A CATASAUQUA, PA. 
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ELGIN 


AUTOMATIC 


‘SUMP PUMP 


H.P., 








Motor 1750 


R.P.M. 


Capacity 


' 3360 G.P.H. at 5’ Head 
», 2800G.P.H.at 10’ Head 


MODELS 


SP-1 — 


Without Bronze 
Strainer or sub base 


SP-2 — 
} As shown semi-steel 


const. with bronze 
strainer 


SP-3 — 


Al! Bronze—Rust 
Proofed Throughout 


ELGIN windmill co. 














ELGIN, ILL. 


Here's a 


Hot Tip — 


the 


DRAKE 
700 


SERIES 


Solder wise, 
Profit wise. These 
all purpose irens 
cy provide complete 
job coverage. Con- 
(7 sumer confidence helps 
“sell these irons for you. 


OR a. @ ae a On 
INC. 


Chicago 13, ! 


WORKS 


Lincoln Ave 










During the war such countries as 
Great Britain and Russia sent official 
commissions of architects, engineers 
and builders to this country to find 
out how our construction industry 
functions. At this present moment, 
American builders and engineers, 
American building techniques and 
American building products are in 
demand all over the world. 

The kind of economic expansion 
of which I believe the 
economy is capable is csomething 
economy is capable is something 
that would go measurably beyond 
a mere catching up with deferred 
demands. Our dynamic American 
society did not achieve its present 
status merely on the basis of back- 
logs of unfilled orders or accumula- 
tion of deferred construction projects. 
It has progressed by reason of the 
resourcefulness, energy and inven- 
tions of a people eternally thinking 
up new things to do, new things to 
make, new things to build. The 
urge to grow and expand is the most 
important characteristic of adynamic 
The times we 
describe as prosperous are the times 
when the economy is expanding. 
| When the economy is too tired or 
too sick to expand, we have what 
| we call depression. The ups and 
| downs of the construction industry 
measure the flow and the ebb of the 
expansive forces of our society. 


society like ours. 





Does Not Fear 


That is why I do not share the 
fear held by some people that there 
must be a depression after deferred 
demands have been taken 
It didn’t happen that way 
World War I. Deferred construction 
demands were met by the end of 
1924; instead of a depression, the 


care of. 
after 


succeeding five vears had the largest 


industrial prosperity the 
had known. It was 
terized bythe great expansion of the 


country 





ever charac- 


| automotive industry and the many 
industries allied to it. 

Critical times like these remind us 
very forcibly of the interdependence 
of the construction industry with 
the other sectors of the economy. 
The construction industry serves 
the American people, their 35,000,000 
10,000,000 in- 
It is not the 


families and_ their 
| dependent enterprises, 
regulator of the 
the producer of the new facilities 
which wealth, it is the 
| barometer of health. If 
America’s future is to be that of an 
expanding free con- 
struction industry of the future 
will have more work to do than it 
has ever done in the past. 


represent 
economic 


society, the 





American | 





Distributor with large competent 
organization covering 15 Eastern States 
desires additional exclusive hard lines 
merchandise closely allied to gardenin z 
and care of plants preferred. Address 
inquiries to Box M-182, care of HARD- 
WARE AGE, 100 East 42nd St., New 


York 17, N. Y. 


FOLDING CHAIRS 
wy, a tener, 


PROMPT 
SHIPMENT 
ADIRONDACK 
CHAIR CO. 


1142-A BROADWAY 
NEW YORK |, N.Y. 
























78 types to cover all price ranges—all parts 
available. Complete line of “AMERICAN” 
lacandescent lamps—our own product cot best 
factory discounts. 

JOBBERS—send tor cotaiog and prices. 


THE SAVE LAMP CO. Baltimore 11, MD. 
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economy, but as | 








TROY 
BEST 


FILE HANDLE. Assures better workmanship ond 
safety to user. K can't split. 








— 





£ — 5 =m ———s 
pad Saeco files, taps and dies quickly and 
HOG SCRAPERS— ingle or double ond. 

TROY FILE WORKS 
Troy, Est. 1831 N.Y. 

















REPAIR PARTS 


PREPARE TO REPAIR ALL MAKES, 

ORDER COLLOT ASSORTMENTS AS 

THEY HAVE WHAT IT TAKES... 
AND YOU SAVE MORE 


PINIONS, PAWLS, SCREWS, ETC. 
Order Catalog No. 3 


A. M. COLLOT SUPPLIES 


221 -N. W. 8th AVE. @ MIAMI 36, FLA. 
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ALITY HOUSE UNIT PACKAGE 


You can save handling time and cut down inventory costs with the Quality House Unif 
Package. In one unit package you'll find all the lock and latch sets needed for two 
average small homes—packaged by complete house units—each lock and latch set in an 
individual box clearly labeled for the opening for which it is intended — with a complete listing of, 
contents on master carton. 












See your Sargent jobber for quick de- 
liveries or write or wire us for details, 


re) 
‘ 2 sets 7645AR Front Door Locks} keyed alike 
oo +o 2 sets 861 Rear Door Locks } —_ 

2 sets 1-210 Rear Door Latches 
4 sets 1-200 Bedroom Door Locks 


2 sets 1-200 Nickel Inside 
Bathroom Door Locks 


— cee) od 10 sets 1-210 Interior so 
ae i aD (a) daa) SARGENT & COMPANY 
"100K ro rve \Nest For america's Best. 





o | 


hi ie 

















AUTOMATIC Here’s a line you can bank on, pardner kitchen or rumpus room! 3 different 


. bank the profits, that is! 7 new storage tanks... standard galvanized, 

ELECTRIC streamlined models in the 1948 line 3/16-inch boiler plate galvanized, or 
WATER of SEIDELHUBER Automatic Electric SOLID BRONZE. New long-time guar- 

H Water Heaters...2styles... finished antee, too! Wire or write for franchise 
EATERS in white or PASTEL COLORS to match details NOW! 


SEIDELHUBER IRON AND BRONZE WORKS INC. 1421 DEARBORN ST., SEATTLE 44, WASHINGTON 
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Atlantic City 


Auditorium 
Atlantic City, N. J. 

















NATIONAL 
HOUSEWARES 
MANUFACTURERS 
ry} tele FWile) 


(Incorporated not for profit) 


Executive Offices: 
1402 Merchandise Mart, 
222 North Bank Drive, 
Chicago 54, Illinois 


Telephone: 
Delaware 8585 








Overhead Displays Attract Attention 





These displays catch the eye and help build sales. 





ACED with the problem of dis- 
e play in a narrow store, Kitz & 
Pfeil, Oshkosh, Wis., uses two special 
display platforms which are sus- 
pended from the ceiling. 

One of these display platforms is at 
the front of the store over the center 
area, while the other is farther to the 
rear. Items displayed on these boards 


are usually large, but not heavy and 
can be seen very easily by aisle traftic. 
They are fastened to the ceiling with 
wire and do not impede the view of 
the store interior at eye level because 
they are placed above head level 
Salespeople can easily reach up and 
take down any item displayed ‘with- 
out the use of a stepladder. 





Coming Conventions and Events 
Corrected Each Issue According to Latest Data 


Alabama, Retail Hardware Associa- 
tion of, annua! convention, May 13-14, 
1948, at the Admiral Sims Hotel, Mo- 
bile, Ala. Mrs. J. H. Crowe, 509 No. 
19th St., Birmingham 3, Ala., secretary- 
treasurer. 

Buffalo Sportsmen’s and Boat 
Show, April 17-25, 1948. Details from 
Campbell-Fairbanks Expositions, Inc., 
Park Square Bldg., Boston, Mass. 

Carolinas, Hardware Association of 
the, annual convention, June 10-11, 
1948, at Hotel Robert E. Lee, Winston- 
Salem, N. C. Mrs. Sally Couch Masten, 
118E. 4thSt., P.O. Box 2008, Charlotte 
2, N. C., acting secretary. 

Central States Hardware Club 
will hold its 10th annual Golf Party, 
Friday, June 25th at the Tam O- 
Shanter Country Club, Chicago. 

Florida, Retail Hardware Assn. 
annual convention to be held jointly 
with the Georgia Retail Hardware 
Assn., May 17-18 at Jacksonville, 
Fla. W. W. Howell, Waycross, Ga., 
is secretary of both associations. 

Georgia, Retail Hardware Assn. 
annual convention to be held jointly 
with the Florida Retail Hardware 
Assn., May 17-18 at Jacksonville, 


Fla. W. W. Howell, Waycross, Ga., 
is secretary of both associations. 

Hardware Golf Association, 22nd 
annual tournament, Sept. 9-11, 1948, at 
the French Lick Springs Hotel, French 
Lick, Ind. Ditz Lusk, Henry Disston & 
Sons, Inc., Kansas City, Mo., secretary- 
treasurer. 

Louisiana Retail Hardware Assn., 
annual convention and exhibit to be 
held jointly with the Mississippi Retail 
Hardware and Implement Assn., June 
7-9, 1948, at the Hotel Buena Vista, 
Biloxi, Miss. David O. Mansfield, 226 
S. State St., Jackson, Miss., secretary 
of both associations 

Metropolitan Home Show, April 
17-24, 1948, at Grand Central Palace, 
New York City. Details from Campbell- 
Fairbanks Expositions, Inc., Park 
Square Bldg., Boston, Mass. 

Mid-Year Housewares and Major 
Appliances Exhibit, May 30-June 4, 
at the Atlantic City Auditorium, Atlan- 
tic City, N. J., sponsored by the Na- 
tional Housewares Manufacturers’ 
Assn., 1402 Merchandise Mart, 222 No. 
Bank Drive, Chicago 54, Ill. A. W. 
Buddenberg, executive secretary. 

Mississippi Retail Hardware and 
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GRITTIN 
HINGES 


~ 


RIFFIN 


anufacturing Company 


ERIE, PENNSYLVANIA 








AGENTS 
NEW YORE: 45 Warren St. BOSTON: 115 Broad Street 
SAN FRANCISCO: 703 Market St. 
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Big 1948 Moth Season On Way 
CASH IN ON THIS SWEET 


LARVEX 


DEAL 


You pay for 11—you get 12 
Order NOW 


























Offer Ends April 30th 
—————— Be prepared for big 1948 
the ONLY Moth Season on its way. Send 
Heres your order in today 
SURE Advertising Packs 
0 ; Terrific Punch! 
: Sure-selling ads like these 
run all through the moth 
season in leading national 
magazines. Local news- 
« papers and hot radio 
Used for years by big spot announcements chime 
< in to sell—sell—SELI 
! been sold before. 
es o__—_—Z—A£,« | The Largest Selling 
ite Wrappine Mothproofer 
No Storing 
No Oder Sales Jump 495% 
In 5 Years! 
LARVEX is the only safe, 
sure way to mothproof, 
used for years by big 
woolen mills and now 
sold for home use 
Housewives are SOLD on 
LARVEX because they know 
from experience it gives 
POSITIVE PROTECTION 
from moth damage. Push 
this red-hot number 
and it'll push plenty 
: f do-re-mi into your 
nq mothproofs o ; 
One spraying "ee " cash register! 
FREE colorful window 
R EX Hee display. Smart retailers 
weak MOTHPROOF build their whole spring 
sed te cars by by wonton 10 merchandising window 
ond now Sed tor home ust! ek around this sales-com- 
Be f pelling display. 


























POSITIVE PROOF! 


COUNTER DISPLAY 
with live moths. Buy 
direct or get with 
assortment as low as 





$12 through your. 
wholesaler. A stopperl, 
A sales clincher! 


The safe, 
sure way to 
MOTHPROOF 
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The builders’ 
hardware with a 
National reputation! 


N the farm, in the home, the office 
and the factory you will find 
National hardware on the job—and 
serving well too. 
Years of manufacturing experience is 
back of the many fine products em- 
braced in the complete National line. 
The trend of styles and requirements of 
buildings of today and tomorrow have 
served as a guide to our skilled de- 
signers in developing the most modern 
ideas in mechanical actions. Simplicity, 
anti-friction and trouble-free depend- 
ability are but a few of the built-in fea- 
tures of National hardware. 
Your trade will appreciate the attrac- 
tive protective finishes on the hardware 
and the care used in their packaging. 


pistons 






IN EWELOIN ENE 
MANUFACTURING CO 
STERLING * ILLINOIS 


MFG. C0, 
\ 


\ 


OPAR-TEH CORPORATION 


/ ie Bee 
SJ lanufaciunraA. of 
SPAR-TEX VEHICLES 


PAINTS @ VARNISHES © EKAMELS © WATERPROOFINGS 
220 EAST 134th. ST. NEW YORK 51, N.Y 








| Show, 


|} [Implement Assn., annual convention 
| and exhibit to be held jointly with the 
| Louisiana Retail Hardware Assn., June 
7-9, 1948, at the Hotel Buena Vista, 
Biloxi, Miss. David O. Mansfield, 226 
S. State St., Jackson, Miss., secretary of 
both associations. 

National Assn. of Sheet Metal 
Distributors, annual spring meeting, 
| May 24-25, 1948 at the Deshler- 
Wallick Hotel, Columbus, Ohio. 
Thomas A, Fernley, Jr., 505 Arch St., 

Philadelphia 6, Pa., is executive 
secretary. 

National Hardware Show, Oct, 
12-16, 1948 at Grand Central Place, 
New York City. Frank M. Yeager, 
Madison Ave., New York City, is 
managing director. 

National Retail Hardware Asso- 
ciation, 49th annual Congress, July 
12-15, 1948. Chalfonte-Haddon Hall 





Hotel, Atlantic City, N. J. Sessions at | 


Haddon Hall, Rivers Peterson, 333 No. 
Pennsylvania St., Indianapolis, Ind., 
managing director. 

New England Electrical Show, 


| April 3-10, 1948, at the Mechanics 
| Bldg., Boston, Mass. Complete in- 
| formation from Campbell-Fairbanks 


| Expositions, Inc., Park Square Bldg., 
| Boston, Mass., and 139 E, 47th St., 
New York City. 

New England Modern Home 
May 24-29, 1948, at the 
Mechanics Bldg., Boston, Mass. Details 


| from Campbell-Fairbanks Expositions, 


Inc., Park Square Bldg., Boston, Mass. 

Sportsmen’s Shows, Buffalo’ 
April 17-25, 1948. Complete informa- 
tion available from Campbell Fairbanks 
Expositions, Inc., Park Square Bldg., 
Boston, Mass., and 139 E. 47th St., 
New York City. 

Triple Mill Supply convention, 
April 26-28, 1948, at Atlantic City, N. 
J. Sponsoring associations are the 
American Supply & Machinery Manu- 
facturers’ Assn., Inc., general manager, 
R. Kennedy Hanson with headquarters 
at 1108 Clark Bldg., Pittsburgh 2, Pa.; 
National Supply & Machinery Distribu- 
tors’ Assn., secretary-treasurer, Henry 
R. Rinehart with headquarters at 505 
Arch St., Philadephia 6, Pa.; Southern 


Supply & Machinery Distributors’ 





\ssn., secretary-tréasurer, E. L. Pugh, 
1712 Volunteer Bldg., Atlanta 3, Ga. 

The first Conference Booth Program 
| will be held concurrently with the con- 





Producer's Night 


| The annual Winnebag coountry 


producer’s night sponsored by the 
county agent and the dairy plant 
operators brings more than 2,500 


city folk with what the farmer is 
doing. Special speakers are obtained 
and awards are made to 4-H and 
FFA club members. 





Wis. The program is in appreciation | 
of the production sustained by the | 
farmers of the area and it acquaints 





vention at the Atlantic City Auditorium, | 


rural folks to the city of Oshkosh, | 


| 


| 
| 
| 
| 
| 








GARDEN HOSE NOZZLES 


Made From F 


)RASS BAR STOCK 


Write For Quantay Discount 


b y Arlington Industries 
“Wang! 600-2 W. Linden st? 8 , 


ranton, Va 


SELLS ON SIGHT! 


Dealers! New CALF-TERIA NIP. 
PLE PAIL, sells on sight to calf 
raisers. Endorsed by colleges, 
feed companies, top dairy- 
men. Immediate dely. 
Write for SAMPLE PAIL, 
full details. Dept. 


















\aa ey 


PLASTIC ENAMEL 
REPAIR COATING 


. . . for Sinks, Ranges, Bath Tubs. Refrigerators, etc. 
Easy—Quick ond Permanent! tn 2 shodes, Appliance or 
Plumbing White Write for name ef nearest distributor 


D (Several Choice Territories Open for Distributors) 
ARK LABORATORY 


P.O. BOX 5726, CHICAGO 80 ILLINOIS 


LIKE A NEW LAYER 
OF SKIN IN 


ONE OPERATION 


at a cost LESS THAN 10¢ 
























GOODYEAR LOADBINDER 


OPEN . 


SWIVEL 


GOODYEAR & MILLER CO. 


BLOOMDALE, OHIO, USA. 








Gripper Clip 


Registered U. 8. Pat. Office 


Ya ¥ 





small), Retails 

at 10¢ each. Cir- 3 ; 

culars on request. a ctl 

* GIBSON GOOD TOOLS, INC. » 
Box 268 Orange, Mass., U.S.A. 


HINE’ 


(Process 














‘SUNS 
F 


rench 


cHAM 


MADE IN U.S.A. 


ASK YOUR JGOBBER 


FOR OUR DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TO THE CONSUMER 


HOYT & WORTHEN TANNING CORP 
HAVERHILL. MASS 


HARDWARE AGE 
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RE AGE 





BALLS and BALLOONS 
by EAGLE 


Earn Extra Profits for You! 


i 


iN | 


INU 



























l 





















me 





Eagle Balloon Assortments simplify your purchases and inventory. Fast-selling 
No. 9 Assortment contains equal quantities of the popular balloons shown above: 
No. 517 Penguin, No. 324 Dragon, No. 518 Funny Bunny and No. 7C Cat Head. 
The Eagle line offers many more profitable sellers, which will stimulate your business. 
Eagle Sponge and Inflated Balls are year round leaders. Every family with children 
buys playballs, and more buy Eagle than any other make. 


Write, wire or phone for complete information. 


EAGLE RUBBER COMPANY, Inc. 


NT TC\N De) | (ot ————— 





HOLIDAY 
weTSHING : 


i 
: Field & 
Purse eam 


Hofschneider advertising reminds millions of fishermen about 
“Red Eye”’ spoons, spinners and plugs in—FIELD & STREAM— 
HUNTING and FISHING—OUTDOOR LIFE—OUTDOORS— 
HOLIDAY—SALT WATER SPORTSMAN— Consistently 


strong promotion in these publications helps dealers sell more | 


“Red Eye”’ fishing lures. 


€ 





856 Jay Street Rochester 11, N. Y° 


MARCH 25, 1948 
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o— ~~ eheosing engineered 
|; and designed fishing rods 
to your specifications. Here , 
is the rod that. will outsell | 
all others. 


® Collet type rod grip e 
© Heat treated silicon manganese steel 
\® Precision centerless ground 
'e Stainless steel wrapped guides and swedged 
| tip j 
|\@ Baked enamel finish; choice of colors 
|e Positive rod and reel locking ’ | 
/@ Quality control throughout | 
le 4Y4-foot length 
le Low priced 


Derect ail $ 225 











MINIMUM ORDER, 6 
F O B. FACTORY 


MFG. BY SPORTING GOODS DIV. 


HENRY BASHIAN & SONS CO. 


FARMINGTON, MICHIGAN 
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Plies FON i pint 


Felco Vises are fast sellers. 
with their handy pipe benders and rests | 


@ Sell red yoke Rttaips and you please your cus- 

tomers with vises that make pipe work easier, more | 
efficient. Integral pipe rests support pipe firmly | 
for threading and cutting. Handy built-in benders 
won’t flatten pipe. Tool-steel LonGrip jaws grip 
solidly but protect polished pipe. 8 sizes for pipe 
to 6." Rimat>s made—bench, post, 
stand and Tristand, yoke and chain. 












[east 


nN) 
Rin 


Rigaip Chain bench 
vises in 5 sizes to 8." 


| A 





De putdiieds 
i 





WORK-SAVER PIPE TOOLS 


THE RIDGE TOOL COMPANY + ELYRIA, OHIO 








WALTON TOOL BOXES 


THEY SELL AND SATISFY— 
PAY GOOD PROFITS 
MADE FOR MECHANICS 


Twenty years’ experience in making metal boxes guarantees 
Walton quality. Mechanics prefer these stoutly constructed, 
compact boxes with numerous exclusive improvements. 


Special Features 


Rounded corners. Extra length for long handled wrenches, 
wrecking bars, other long tools. 24 gauge steel. Built-in 
continuous hinges. Sturdy suitcase bolts, and handles. Wrinkle 
enamel two-tone finish. Smooth enamel trays. 


HIP-ROOF 
CANTILEVER 
MODEL with 
4 TRAYS 


2 sizes 


Undivided 
Trays 





FAMOUS WALTON GRIP-LOC BOXES FOR FISHER- 
MEN AND MECHANICS ARE AVAILABLE AGAINI 


Order from your Jobber. Write direct to us for new Catalog Sheet 
illustrating and listing all styles and prices. 


WALTON PRODUCTS, INC. 


218 Madison Street Dept. 65 Woodstock, Ill. 

















FULLY GUARANTEED 


AS TO QUALITY, FIT, AND FINISH 


Patterns are available for practically 
all plows, listers, middlebreakers in 
No. 1 soft center or No. 2 crucible 
steel of the highest quality obtainable. 
Send today for catalog and trade prices, 





HARDWARE AGE 








8 OZ. 








BUIL 


PRIC 


® Prote 
tomers 
That’s 
CHIC: 


® CHI 
are qi 
ginee 
trouble 
And al 
locks 

locking 
locks | 


shackk 
\ volum 


CHI 
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og Sheet 
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4 OZ. TUMBLERS 


Hard or Flexible 










BRACKET 


SHADE SOAP BOXES 





Just a few of our Variety of Interesting Items 


Write for Catalog Today. 


Arrow Piastics Corp. 
Passaic, N. J. 





5-7 Mattimore Street 





BUILT ven FOP PROTECTION | 


Paice Fon yuerns SALES! 


® Protection for your cu 
tomers— profits for you! 
That’s what you get with 
CHICAGO Padlocks. 


® CHICAGO Padlocks 
are quality'-built — en- 
gineered for smooth, 
trouble-free operation. 
And all CHICAGO Pad- 
locks have a patented 
locking mechanism that 





locks both sides of the 
shackle. Priced right for 
4 volume sales, fast profits. 


4 


CHICAGO LOCK COMPANY 


2024 N. Racine Ave., Chicago 14, lil. 
i NR A SNES AOE RRE REE RR LEE AT EE 
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There Is NO SUBSTITUTE 
for BRORZE SCREEN WIRE! 


NOW 
IS 
YOUR 
CHANCE! 








TO PURCHASE 


BRONZE SCREEN 
WIRE 


Galvanized Screen Wire... 
Hardware Cloth Wire... 
All Grades of Industrial Wire 


FIRM PRICE... 
GUARANTEED DELIVERY! 


SQUARE FOOTAGE 
CHART AND PRICE 
LIST FOR THE ASKING! 





Free 











Ace Window Screen Co. 


of Chicago 


1634 § PULASKI ROAD 
CHICAGO 23, ILLINOIS 
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GRAND AMERICAN WINNERS 
USE HERCULES RED DOT 





».. because it gives precision patterns 


with light recoil under all weather con- | 


ditions. Specify Red Dot when you order 


trap and skeet loads from the ammv- | 


nition manufacturer. 


HERCULES POWDER COMPANY 


‘CORPORATE 


938 King St., Wilmington 99, Del. 





@ TRADE MARK OF HERCULES POWDER COMPANY xS8-2 


STAR HEEL PLATES 


ARE IN DEMAND | 
AND ARE PROFITABLE 
FOR YOU TO HANDLE 














MADE IN 
SIZES 
000 TO 
6 





“‘Pioneer Brand”’ 


STAR HEEL PLATE CO. 


357 WILSON AVE., NEWARK 5, N. J. 























| 








viv 


FINEST HOME AND HOBBY SAW EVER MADE 


@ Made of Finest Alloy Steel 
@ Heavy Gauge 


@ Correctly Tempered to Withstand Heavy Factory 
Use 


@Each Blade Attractively Packaged & Labeled 


RIP CROSS CUT & COMBINATION 
6 to 10’’ Diameter 


Deliveries Made from Stock, Mail & Phone 


Sell These Saws at COMPETITIVE PRICES AND 
Make a GREATER PROFIT! 


LAFAYETTE SAW & KNIFE INC. 


Established 1910 


115 Banker Street Brooklyn 22, N. Y. 


Manufacturers of Circular Saws, Band Saws, H. S. Planer & 
Jointer Knives. Moulding Blanks, Beveled Edge Shaper Steel. 











MAKE YOU STORE 
more PROSPEROUS 


<a) 





‘HELLER 
STORE EQUIPMENT 


ATTRACTS TRADE 


Send sketch of your store with measurements for free 
store plan and No. 348 catalog. 


W.C. HELLER & CO. 


3118 Bryant St., Montpelier, Ohio 


HARDWARE AGE 


When mos- 
quitoes start 
tormenting. 
folks will “‘go 
the limit” to 
get relief — 
and here it is 
—inaself-con- 
tained holder- 
applicator. 














Easy to Use— 
like pointing a 
hose. Just ig- 
nite contents 
and hand- 
direct fumes. 
One Fumes 
treats average 
city let; 3 
Fumers treat 





an acre. 





MARCH 25 
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s for free 


elier, Ohio 
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SELL FREEDOM from MOSQUITOES! 
iG eles folele) Miao) Iie) ae: 


BUILD ADDED 
SUMMER 


When mos- 
quitoes start 
tormenting. 
folks will “go 
the limit’’ to 
get relief — 
and here it is 
—inaself-con- 
tained holder- 
applicator. 



















Black Leaf Mosquito-fumer creates a 
dense smoke aerosol, which kills 
adult mosquitoes and larvae. Smoke 
disappears but effects linger for 
several hours. Not a repellent. Not a 
smudge. It KILLS mosquitoes. 


4870 














Easy to Use — 
like pointing a 
hose. Just ig- 
nite contents 
and hand- 


direct fumes. 


THE OUTDOOR MOSQUITO -KILLER 


Nationally advertised. Conveniently 
packaged. Reasonably priced. Attrac- 
tive displays available. See your jobber 


or write us about this LIVE ITEM. 


One Fumer 





treats average 
city lot; 3 
Fumers treat 


TOBACCO BY-PRODUCTS & 
CHEMICAL 


CORPORATION 
Mokers of Black Leaf 40 * LOUISVILLE 2, KY 


an acre, 








The famous WRIGHT rooster trade- 
mark means repeat sales from experi- 
enced users. This colorful rooster 
trademark gives your hexagonal net- 


ting stock attractive display. 
STEEL & 


GE WRIGHT wie co 


WORCESTER: MASS. 


MARCH 25, 1948 











POWER KING 


Lawn Mowers. 


LIGHT, STRONG, MODERN 
Tough, light, aluminum alloy cast- 
ings, combined with finest special 
steel, bronze and rubber. Self-pro- 
pelled by reliable motor. Modern de- 
sign and a truly moderate price that 
instantly attracts prospects. 
















5-blade ball bearing reel. Knives crucible LAWN 
tool steel. 20” cut. Excellent 4-cycle 

gasoline motor; throttle control; MOWERS 
chain transmission; friction disc SINCE 
clutch. Tubular steel handle; rub- 1880 





ber grips. Goodyear Tires, 10.50 
x 1.75. Easily mows two to 
three acres per day, yet 
weighs only 87 pounds. 


















MODEL ‘‘76" 
Power Mower and 
our light weight 
MODEL 550 






Hand Mower are 
equally fast sellers. 
Ask for particulars. 









WRITE TODAY 






MAS PODS 22-Aeturing & 


HAND AND POWER LAWN MOWERS 


Springfield, Ohio 














30,000,000 Magazine and 
Sunday Newspaper Readers 
will see our advertising 


WHITNEY’ Sea 
RAW HITN EY Sie 


“SEED por Ketter Lawns 
with Displays 


like this 


WHITNEYS 
LAWN SEED 


Write for prices and full information. 
Make big profits tying in with Whitney 
advertising, prestige, quality. Write today! 


WHITNEY SEED CO., Inc. Buffalo 5, N.Y. 
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TRIPLEX" SPRING BUTT-HINGES 


Streamlined “Triplex” double and 
single acting spring butt-hinges may 
now be ordered with button tip 
ornamentation in keeping with the 
most modern designs in builders 
hardware. They are as modern as 
the newest streamline train or the 
latest flagship of the trans-conti- | 
nental air fleets. 


Careful designing has created | 
these proven features 
® Button tip ornamentations 
are held securely in place by 
improved lock washer of 
latest design. 
@ Single thickness of metal in 
spring barrel reduces outside 
diameter, giving streamlined 
appearance. 
@ No open joint where spring | 








Double Acting 

Type BUT2001 
Modern Button 
Tip Ornamentation 
Neat Streamlined 
Appearance. 


barrel continues as the web. 
This avoids exposing springs 
to moisture. 

Spring Hinges of Quality 








Chicago Spring Ninae Co. 


CHICAGO U.S.A. NEW YORK 





KE 
fe? 












Hand and Power 
Mowers — built 
for service 
and 
durability 








TRULY A 
QUALITY 
PRODUCT 


WESTERN TOOL & STAMPING CO. 


2725 Second Ave. Des Moines, 


| 

| 

| 

} 

| 

| 

Homko Products for Home Comfort 
lowa | 








ee 


STEEL ADJUSTABLE COMPARTMENT 
SHELF DRAWERS 





Slotted on 1” centers to ac- 
commodate dividers. Back 
stop. Label holder on front. 


Handle on front. Packed 10 
in a carton. Dividers avail- 
able at slight extra cost 
9 BHL 5% x 11% x 4% 
Green Finish —$1.12 ea. 
96 BHL 5% x 17% x 454 
Green Finish—$1.27 ea. 
BHL 834 x 11% x 45% 








Style 


97 


No. 90 BHL Green Finish—$1.20 ea. 
Phone Wire 98 BHL 8% x 17% x 4% 
Write Green Finish “$1. 39 ea. 


All Prices F.0.B. Philadelphia Plant 


BAY INC. ee 
Sedewinaal a 
ACID CORE SOLDER 


A free flowing and easy-to-use ACID CORE 
SOLDER for automotive and general work. 
You don’t have to add any flux . . . the 
flux is in the solder. Comes in all com- 
pe / mercial sizes and quantities. 





























Sedna cond 
ital um the 

METALS DIVISION | oben 

AMERIGAN SMELTING AND REFINING COMPANY ‘eld Ey 


WHITING, 


INDIANA (CHICAGO) 





SALE 


YOU’LL NEVER MISS A 





© The Most Complete Line 
since 1899 


© Nationally Advertised 
SHIPMENT 








IMMEDIATE 








TEMPLETON, KENLY & CO., 


Chicago 44, Ilinois 











FOSTER Aluminum Alloy 


“D" HANDLE GRIP 


Sells on sight with every shovel 
scoop, garden tool, etc., and os re _ 


ment —_. Exceptional mer 
Heavy duty with sure grip handle dosiga. 
Hard, virgin Aluminum for extra woer 


without rust. Save 66 2/3 on freight! 
WRITE for CIRCULAR ead PRICE LIST 





FOSTER Aluminum Alloy Products Corp. 


Syracus 


§ § Salina St 


HARDWARE AGE 





— 


CH 
Garé 


N 
Lengths 


Brigh 


























a 
PARTMENT 
F DRAWERS 


1” centers to ac 


| dividers. Back 
| holder on front. 
front. Packed 19 
. Dividers avail- 
it extra cost 


4% x 11% x 4% 
‘inish —$1.12 ea. 


4 x 17% x 454 
inish—S$1.27 ¢ a. 
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CHAMPION 
Garage Door Brace 


No. 64 G 
Lengths 5, 6 and 7 Feet 


FINISH 
Bright Zinc Finish 


Squares up 
and prevents 
garage doors 
from ever sagging. 
Rods, turnbuckles and 
end brackets have 
more strength than actu- 
ally needed. The _ turn- 
buckle is Cast Brass and the 
end brackets are Aluminum. 


Packet: 1 dozen in box with serews. 
® Nearly all hardware jobbers handle 


some products in the big, fast selling 


CHAMPION line. 


The 
IAWIMUAMIALUALALLM ALE 


GENEVA. OHIO 

















“ 








The Line af 
DEALER PREFERENCE 


JACKSON 
JACKSON DESIGNS FOR 


DURABILITY SO DEALERS 
CAN SATISFY USERS 


The very nature of ‘Jackmanco’ 
products suggests hard service. 
Wheel barrows, drag scrapers 
and concrete carts are not items 
of equipment which are carefully 
handled by users. They must be 

‘tough.’ 

‘Jackson’s’ seventy-two years 
experience in building this type 
of equipment has dictated the 
kinds of materials to use and the 
way to use them so that these 
products will stand the gaff. 
Regardless of the kind of service, 
your customers demand the kind 
of performance which Jackson 
Products give. 

Ask for the name of the nearest 
Jackson Wholesaler. 


Established 1876 


“es MFG. CO., narrissurc, PA. 


Barrows... Concrete Carts 

-. Drag Serupers.. - Mortar 
Pans -.. Mortar Mixing 
Boxes .. . Salamanders... 
Lawn Rollers 


teed 
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AN OLD FAVORITE ALL 
DRESSED UP IN ‘‘SUNDAY- 
GO-TO-MEETING'’ CLOTHES 


@ Standard Size 


| Lock, just me 
| for replacements. 
@ Zamac Alloy die 


cast lock, can't 
rust or corr ode, 


@ Baked-on Black 
Wrinkle Enamel for 
durable beauty. 


@ Dull Brass Plated 


Stell Knobs, face 
plate, escutcheons, 


Heavy 2-piece 
Knobs, threaded 
pindle for 


Also available for prompt 
delivery: No. 200! and No 

2001B glass knob inside 
lock sets with brass plated 
and wrought brass modern 
design escutcheon plates. 





Your Hardware Wholesaler Has A Complete Line of 
Taylor-Made Quality Products — Padlocks, Night Latches, 
Inside Locksets and Key Blanks. 


TAYLOR LOCK COMPANY 


PHILADELPHIA 32, PENNA. 








Brass Plated, Flat Face 
UTILITY 


HAND SCALE 
To retail at 50 ¢ 


Hundreds of uses around the home, 
office, laundry, etc. 














Accurate, all metal spring balance @ 
50 |b. capacity @ Sturdy construc- 
tion @ Polished brass plated face 
with pound indicator numbers clearly 
shown @ Nickel ring and hook. 


Literature on this and 
other OXWALL products 
on request. Write today! 








TOOL CO. 
NEW YORK 10, N. Y. 


928 BROADWAY e« 
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FRIG-1-TOR* 


= high-style insulated ice bucket at a take-it-away price. 


* Trode-mork 


Y-AND ALUMINUM 


ASK YOUR DEALER 
FOR 
MAYES TOOLS 


he Columbian 804 Work Shop 
Vise is a rugged all-purpose vise 
of steel construction — fabricated 
by are welding. Front and back 
jaws are welded from heavy steel. 
Screw and handle ore cold rolled 
steel. Each Columbian 804 is 
finished in red enamel and packed Per Case. .70 Ibs. 
in individual cartons. AVAILABLE NOW! 


THE COLUMBIAN VISE & MFG. CO. 


9017 Bessemer Avenue ° Cleveland 4, Ohio 








Jaw Width a” 
Jaw Opening il 
Weight 20 Ibs. 
Vises Per Case 3 
Shipping Weight 





KROMEX, CLEVELAND 8, OKID. 





Fastest Seller On The Market 
a “TEDDY’’ WAX APPLICATOR 
; From 59¢ up 


Blocks of finest birds-eye maple obtainable. Handles, of 
selected hardwood, thread firmly into blocks. No trouble 





with loose handles. Shearling wool. Full 5<” to 3,’". Each 

cellophane wrapped. Packed with handles in cartons 
to facilitate reshipment 

*AS—2 x 714 block—pad not removable —2 doz. 







to carton—18 !bs 
Also Importers _& #A10—2 x 8 block 
Mediterranean ‘ removable pad—1 

doz. to carton—13 Ibs 
Wool Sponges #A25— 215 x 10 


block—removable pad 
—1 doz. to carton 


18 Ibs 


Order from your jobber 
or write 


, 4 FRED V. FOWLER CO. 
137 FEDERAL ST. BOSTON 10, MASS. 











ORIGINATED 1896 
MAYES GUARANTEES ACCURACY, SERVICE 
*AND DURABILITY: 


MAYES BROS.TOOL MANUFACTURING CO. Inc. Port Austin, Mick. 




















winpow Brust WG Ce) ue eu 
and SQUEEGEE 


There’s a Minute Mop fast-seller to speed every household 
cleaning job. Women want and BUY sthe popular Minute 
Dish Mop, Soap Bank, Bath Tub Brush, Window Brush 
and Squeegee, Toi-La-Kleen, and the long famous standard 
size Minute Mop and Drainer, and also the new Jumbo 
Minute Mop for large floor areas. All made of DuPont 
Cellulose Sponge. Write or phone your jobber today 














Els * 


AND ALUMINUM 


lor Ny OIE Ze): 
ASKING 


STEEL FENCE POSTS 
"U" flanged posts with 
self-fastening lugs. 

No Staples Required f 
Attractive Dealer prices and delivery dates |! 
furnished upon request. 


Manufactured by f 
RUDOLPH POULTRY EQUIPMENT CO. | 
Vineland, N. J. 



































INCREASE YOUR PROFITS 
with ARDCO Custom Made VB* 


Wood, Steel & Aluminum Blinds 
in any size —-any color! 


Made to measure up to your most 
exact requirements, ARDCO 
BLINDS are designed for your 
discerning customers who demand 
the best at a reasonable price 
Wide selection of tapes with 
cords to match. Facia Board and 
Enclosed Brackets. Automatic 
Self-Equalizing Tilter and Cord 
ock. 
DELIVERY: 10 Days 
Write For Folder 
VENETIAN BLINDS 


STOBER MANUFACTURING CO. 
991 Fulton St., Brooklyn 16, N.Y 











KINGSTON 


Skates In The Industry . : - KO) 
PRODUCTS CORP. Dept. HA-2 Kokomo, Ind. 


Manufactures The Most Complete 
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FINISHED TOP 
AND SHELLS 


ORCELAIN 


OV ZZ A727 2 


Ad AY SS 


ee / 
ST-2 
ILLUSTBATED 


a |B ARRI DON OIL BURNER PRODUCTS, INC. 
1427 Park St., Hartford, Conn. 


able in one, two and 
els. All models can 
be ordered with 
legs and shelves. 

one com- 
plete unit to a car- 
ton or KD—two to 
& carton. 


Write for price In- 
@icating quantity 
desired. 

















VM LA 
WERS 
SWWP 


A profitable 
unit to stock 
and sell. 





Your customers will welcome this new 
Myers Sump Pump. Improved in design. Top- 
quality construction — bronze, brass and 
stainless steel throughout. Centrifugal 

type — automatic control — no lubrication 
required. No service headaches. 


aA The F. E. MYERS & BRO. CO. 
Dept. H-48, Ashland, Ohio 







WATER SYSTEMS . . . PUMPS 


SPRAYERS ... HAY UNLOADING TOOLS 








Sure we have funnels in the SHEL- 
GLO plastic houseware line. There 


are five sizes. .1 0z.,2 0z.,402z., 8 0z., 
and 16 oz. . . . a wide variety of 
colors. There’s so many items in 
the SHEL-GLO line, I can’t tell 
you all Write for 


catalog sheets and prices. 


about them. 





(, THE KILGORE MANUFACTURING CO. 


She Gq WESTERVILLE, OHIO 




















vam a. the World Over 


€LD0) 


WARDROBES, CHESTS & ists 8 FlOSH ACCESSORIES 


E-Z-Do is making history in ’48 with the revolutionary new 
*“*Quilted Bouquet”’ covering 


The greatest new style advance in generations! 
Write us for name of nearest E-Z-Do Distributor 


E-Z-DO- 261 FIFTH AVENUE, NEW YORK, N. Y. 











They make a lazy man 
love to work! 


| kvelyXad 


CUTTERS 


When your customers 
ask for weed cutters, 
chances are they 
mean Lively Lad Cut- 
ters, the original weed 
cutter of its type. Of- 
ten imitated, never 
equalled, Lively Lad 
Weed Cutters and 
Bush Whackers are 
two fast-moving items 
that will pay well for 
their space in your 
store. 
Weed Cutter 













Bush Whacker 


ORDER FROM YOUR JOBBER 


LIVELY LAD MANUFACTURING CO., inc. 


Ashland City, Tennessee 








4 types milled 
jows, packed in 


pocketsize roll. 


K-D 10K 
PLIERS KIT 


(FORGED STEEL, TEMPERED ) 


4,” long. Handy for 

Mechanics, Hobbyists, 

Electricians, Craftsmen, 
Homeowners, etc. 





THeyreE K=f—D toois 


K-D MFC. CO. LANCASTER .PA. 








WITH MANAGEMENT BACKING, 
PAYROLL SAVINGS PLAN CAN 
HELP BUSINESS AND NATION 


In 19,000 companies, the Payroll Savings Plan 
(for the regular purchase of U.S. Savings Bonds) 
has made employees more contented in their 
jobs—has cut down absenteeism—has even re- 
duced accidents! 

In addition, of course, the Plan builds finan- 
cial security for each participant. Each Bond 
pays $4 at maturity for every $3 invested. 

But the Plan has other, far-reaching benefits 
—to business and to the nation—which are 
equally important to you. 


SPREADING THE NATIONAL DEBT ' 


HELPS SECURE YOUR FUTURE 


The future of your business is closely dependent 
upon the future economy of your country. To 
a major extent, that future depends upon man- 
agement of the public debt. Distribution of the 
debt as widely as possible among the people of 
the nation will result in the greatest good for all. 
How that works is clearly and briefly described 
in the brochure shown at the right. Request your 
copy—today—from your State Director of the 
Treasury Department’s Savings Bonds Division. 


Use it to 


SPR HAO 
the national debt! 


WHY EXECUTIVE BACKING IS VITAL 


Employees still want the benefits of the Payroll 
Savings Plan. In fact, they need the P. S. P., 
because banks don’t sell Bonds on the “‘install- 
ment plan”—which is the way most workers 
prefer to buy them. But wartime emotional ap- 
peals are gone. Human nature being what it is, 
the success of the Plan in your company is liable 
to dwindle unless a responsible executive keeps 
it advertised. The reasons for promoting it are as 
important as ever—to you, your company, and 
your country. 

So—today—check up on the status of the 
Payroll Savings Plan in your company. Act on 
your responsibility to see that it is vigorously 
maintained. 

The State Director will gladly help. 


“The National Debt and You,” 


a 12-page pocket-size brochure, expresses the 
views of W, Randolph Burgess, Vice Chairman 
of the Board of the National City Bank of New 
York, and Clarence Francis, Chairman of the 
Board, General Foods Corporation. Request 
your copy from the Treasury Department’s 
State Director, Savings Bonds Division. 


‘ 



















The Treasury Department acknowledges with appreciation the publication of this message by 


HARDWARE AGE 


This is an official U. S. Treasury advertisement prepared under the auspices of the 
Treasury Department and the Advertising Council 


HARDWARE AGE 
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4 FOR ToucH-UP AND MARKING| 


FOR BRONZING AND ENAMELING 
CARDED OR ROUND SOFT HAR 


IN BULK OR FLAT OR BRISTLE M. GRUMBACHER 


See 464 WEST 34th STREET, NEW YORK 1, NEW YORK 
M GRUMBACHER OF CANADA LTD. 179 KING STREET W.. TORONTO. ONTARIO 


















GOOD-BYE DANDELIONS! 






























CUTS ’EM OFF—LIFTS ’EM OUT | IMMEDIATE j 
The Automatic ‘‘ One-Punch”’ DELIVERY 
gf Dandelion and Weed Dig- | 
ger sells itself. User — if you order 
promptly through 






stands erect avoid- 











AUTOMATIC your wholesaler 


ing tiresome 





















OPERATION! The cutter with a “golf club” balance and feel. Curved 
DOES NOT blade (regular or serrated edge)—an efficient cutting tool 
DAMAGE LAWN! 
f ss —36” over all length. 
2 lat acral on 45 ange | "Detachable Made ve you ena poft in sharpening 
jeea... c Cc - 
vig > or replacing. This is the only cutter using ic Stop 
draw. . .weed is lifted out cleanly, in a Nuts—can't loosen or freeze to the bolt. Blades may be 
hurry. The Automatic “‘One Punch” puts purchased separately. 
(GP sun into a tedious chore. Made for long service. di FREE with ial 
WRITE TODAY FOR FOLDER AND PRICE Packed 6 to a carton, I display carton with every dosen ordered. 


AUTOMATIC “ONE PUNCH” 
DANDELION AND WEED DIGGER 


NORTH WAYNE TOOL CO. 


: OAKLAND, MAINE 











, a 





NN he i a ee en aay ity ii. 


SELL THE “FIRST CHOICE’’...IT’S ELECTRO-LINE 
Electro-Line Fence Controllers —"First Choice” for Eye 
Appeal — Customer Satisfaction — Dependability and / - 2 
Economy. The complete line—Electro-Line—A controller 
for every purpose. Order From Your Local Jobber 

— ELECTRIC 


FENCE CONTROLLERS 


ELECTRO-LINE PRODUCTS CORP. 
120 North Broadway 
Milwaukee, Wisconsin 





























FINISH: Green Enamel. 

POST: High carbon welded 
steel tube. (Four times 
stronger than common black 
pipe} 7 feet long x 1'/,-Inch 
diameter. 

HOOKS: New design, strong, 
heavy, with plenty of line 
space. 

SOCKET: Heavy steel tubing, 
16" long. Sets in ground or 
concrete. Black enamel 
finish. 

PACKED: Four complete posts — 
wrapped In heavy waterproof | 


When we kids buy a cap pistol we 
always look for that **K” on the 
gun... Kilgore sure knows how to 
build them. That AMERICAN is a 
honey! Shoots just like a_ real 
western. All the kids say KILGORE 


’ : 
makes *em best. So many models 








and prices to choose from. See 
Kilgore ad on page 42. 











paper. 
3 } p WEIGHT: 56 Ibs. per set of | 
In ale Deliver cores vonemen vous wemanems y.) THE KILGORE MANUFACTURING CO. 
WESTERVILLE, OHIO 








CHENEY METAL PRODUCTS CO. Trenton, N. J. | 
| 








* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 


MARSHALLTOWN 
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asrified Aduertising Rates 














Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words....... $5.00 
Each additional word......... -10 
Positions Wanted 
(Special Rate) set solid, epenene 
re ceovvese 2.00 
Each additional word......... 05 


Allow Seven Words for Keyed Address 
or Your Address 








*BOXED DISPLAY RATES | 
$8.00 Per Column Inch 








Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication, 


Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 




















Help Wanted 


| | Sales RepresentativesW ‘anted | | Sales RepresentativesW. anted | 








ASSISTANT SALES MANAGER | | 


BY NATIONALLY KNOWN BUILDERS 
HARDWARE Manufacturer in Pennsylvania. 
Must be Experienced and Capable. State 
Salary Expected. Address Box M-177, care 
of HARDWARE AGE, 100 East 42nd St., 
New York 17, N. Y. 














WANTED 

OLD, WELL-ESTABLISHED MIDWEST- 
ERN WHOLESALE HOUSE requires the 
services of experienced agricultural hard- 
ware and wire products buyer. 

In reply give complete information re- 
garding experience, past connections, age, 
references, etc., in first letter. 

Address Box M-166, care of HARDWARE 
AGE, 100 East 42nd St., New York 17, N. Y. 




















PURCHASING AGENT 


and Hard- 
Knows manufac- 
for one of the 


Familiar with Housewares 
ware Merchandise. 
turers. Age 35 to 45 yrs., 
West Coast’s top wholesale distributors. 


re. 
Angeles 


Box 3577, 


Los Terminal Annex 


Our employees know about this ad. 

















HARDWARE-HOUSEWARES BUYER — 


NATION-WIDE CHAIN STORE wholesale or- 
ganization offers exceptional opportunity for a 
top-notch hardware and housewares buyer. Chi- 
cago headquarters. Must have good knowledge of 
sources and good experience in wholesale or chain 
store buying. Excellent future for the right man. 
Give complete background of experience in first 
letter. Address Box M-135, care of a are 
Age, 100 East 42nd St., New York 17, N. Y. 
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WELL-ESTABLISHED AND 
KNOWN MANUFACTURER, 
tributor of hardware and houseware specialties has 
some open territories available. If you have ex 
perience in our lines, we want to hear from you. 
Remuneration on maximum commission _ basis. 
Territories given on exclusive basis only. Our men 
know of this ad. Apply Box M-161, care of HARD 
WARE AGE, 100 East 42nd St., New York 17,N Y. 


FAVORABLY 
Factor and Dis 





WANTED:COMMISSION REPRESENTATIVE 
TO SELL OUR LINE of Locksets and Builder's 
Hardware in Georgia and Alabama. In reply give 
full resume of your builder's hardware experience 
and nature of other lines handled. Address Skillman 
Hardware Mfg. Co., Trenton 4, N. 





MANUFACTURERS REPRESENTATIVES 


AND SALESMEN WANTED for quality line ot 
solid copper and brass wall hanging and table 
planters, candle holders. snuffers, bowls, etc. Also 


copper lamps, aluminum cocktail shakers and other 
items. Liberal commission. Millicent’'s Spun Metal 
Products, 1002 E, 82nd St., Chicago, Ilinois. 





MANUFACTURERS’ AGENTS, MANY GOOD 
TERRITORIES STILL OPEN for fast moving low 
cost Christmas Tree Holder, all steel. Write details 
of experience, types of accounts sold and area covered. 
The Yarder Manufacturing Co., 723 Phillips Ave., 
Toledo 12, Ohio. 





SPORTING GOODS MANUFACTURER HAS 


SEVERAL TERRITORIES OPEN for Salesmen 
now selling to retai! outlets. Excellent sideline. 
Baseball gloves, bats, baseballs, golfballs, playballs, 
footballs, basketballs. State territory. Address 
Box M-157, care of ao ARE AGE, 100 East 
42nd St., New York 17, 





FLATWARE AND CUTLERY MANUFAC- 
TURER; PROMINENT, NATIONALLY KNOWN 
EASTERN CONCERN — one of the leaders in its 
field, is re-arranging the following sales areas: 
(1) New York State, excluding Metropolitan New 
York City. (2) Washington-Oregon area. (3) 
Western Missouri-Kansas area. (4) Northern Cali 
fornia area including Bay area. (5) Kentucky-West 
Virginia-Southern Indiana area. Other important 
territories also available. Will only consider sales 
organizations without conflicting lines, and who, 
through their other supplementary lines, have the 
necessary connections and entree in the housewares 
wholesale and retail! field, and also in the commercial 
hotel and restaurant supply house field, to give our 
line the proper attention, and also the time to give 
it continuous effort. A profitable, worthwhile line. 
100% protected territory arrangement. Liberal 
commission basis. Sales area No. 5 excludes com- 
mercial coverage. Address Box M-169, care of 
HARDWARE AGE, 100 East 42nd St., New York 
17,.NLY. 





MANUFACTURERS REPRESENTATIVE 


WANTED TO SELL a Line of Fender Under- 
coating and Industrial Paints. Becker Paint & 
Varnish Co., P. O. Box 54, Bay City, Michigan. 


SALESMEN WANTED BY ESTABLISHED 
CONCERN with national distribution to call on 
hardware, plumbing and heating, and oil burner 
dealers. Many choice territories open. Commissior 
basis. State lines now carried, territory covered - 
type ot trade contacted. Manufacturers’ age 
excluded. Address Box M-75, care of HARDW ARE 
AGE, 100 East 42nd St., New York 17, N. ¥ 





MANUFACTURER'S 
WANTED to call on Electrical and Hardware 
Jobbers, selling nationally advertised line of equi 
ment. Excellent opportunity for aggressive men. 
Most territories open. Address Box M-156, care oi 
HARDWARE AGE, 100 East 42nd St., New York 
i, 


REPRESENTATIVES 





SIDELINE SALESMAN, SMALL TOWN 
COVERAGE. Hardware, Housewares, Appliance 
Stores. Liberal Commission. Catalog includes auto- 
matic toasters, playyards, curtain stretchers, heaters, 
pearl top hampers, aluminum outdoor and indoor 
dryers, pressure cookers, ironing tables, kitchen step- 
ladders, boudoir lamps, aluminum folding rulers, 
stainless steel flatware. Address Box M-150, care o 
+ — ARE AGE, 100 East 42nd St., New York, 

v5 se Ue 











MANUFACTURERS AGENTS 
WANTED 
NEW ITEM. EXCLUSIVE TERRITORIES OPEN 


Nothing like it ever before! With a DE SHANE 
LAWN SPRINKLER SET consisting of 5 heads, 
you have a portable sprinkling system that waters 
600 sq. ft. and sprinklers may be shut off allowing 
hose and nozzle to be used as before. Scienti 
fically designed sprinkler heads fasten in the 
ground or fold up when not in use and can be 





adjusted from a mist to a full rain spray. Eco- 

nomically operates on a very low pressure. 
Retails $3.95 per set. 

ASSOCIATED MANUFACTURING AGENCY 


1710 East Gage Ave., Los Angeles 1, Calif. 














SALESMEN NOW CALLING ON Farm Imple- 
ment Stores or Hardware Stores catering to farm 
trade, to sell bale hooks that have severa! advantages 
over other hooks now on the market. Colored 
illustrations furnished. Write Will A. Johnson, 
Sugar Grove, Illinois. 


Jr., 





WANTED — CAPABLE REPRESENTATIVE 
TO SELL ESTABLISHED LINES to hardware 
jobbers in Louisiana, Texas, Oklahoma, Arkansas, 
Missouri, also Midwest exclusive of Greater Chicago. 
Give references and complete information. Reply 
Manufacturer, Box M-185, care of ae ARE 
AGE, 100 East 42nd St., New York 17, N. Y 
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| Sales Representatives Wanted | 


| Sales Representati vesWanted 


| Sales RepresentativesWanted 





SIDELINE SALESMAN WANTED BY A 
LARGE MANUFACTURER of a full line of leather 
dog collars, harnesses, leads, muzzles, etc., to call 
on hardware, sporting goods, house furnishings, 
and variety dealers and jobbers. Protected territory ; 
liberal commission. Address Box M-179, care of 
HARDWARE AGE, 100 East 42nd St., New York 
17,.N.Y 





SIDELINE SALESMEN WANTED LARGE 
MANUFACTURER OFFERS COMPLETE LINE 
at Attractive Prices Leather Dog Collars, Harnes- 
ss, Leads for hardware and variety stores, pet 
shops, also jobbing trade. Excellent territories open. 
Send full details. References. Address Box M-154, 
East 42nd St., 





AGE, 





care of HARDWARE 100 
New York 17, N. ¥ 
SIDELINE SALESMAN WITH TRADE 


FOLLOWING, calling on Hardware, Houseware, 
Department and Variety Stores with a non-burnable 
napkin. A volume seller which is very revolutionary. 

Liberal commission and full credit on repeat orders. 
Reish Products, Inc. 1014 S. Michigan St., South 
Bend 18, Indiana, 





SALES REPRESENTATIVES: FOR OHIO, 
WEST VIRGINIA, WESTERN PENNSYLVA- 
NIA, INDIANA AND MICHIGAN to call on retail 
hardware, electrical and plumbing trade with line of 
electric motors, lawn mowers, steel septic tanks, tools, 
etc Prompt deliveries. Write stating territory 
covered, lines now carrying, experience, etc. Box 
70, Newark, Ohio, 








SALES REPRESENTATIVES WANTED— 
OLD ESTABLISHED NATIONALLY KNOWN 
MANUFACTURER of Builders Hardware is now 
readjusting territories and representation. Will create 
openings for several experienced representatives who 
have good following and understand builders hard 
ware. State lines now carried, type of trade covered 
and territory. Address Box M-112, care of HARD 
WARE AGE, 100 East 42nd St., New York 17, N. Y. 





SALES REPRESENTATIVES WANTED. 
WANTED HARDWARE REPRESENTATIVES 
now selling building hardware dealers, lumber yards, 
hardware dealers. States now open, Oregon, Wash- 
ington, Idaho, Nevada, Utah, Montana, N. Dakota, 
§. Dakota, Minnesota, Wisconsin, Michigan, Illinois, 
Ohio. Please state lines now handling, experience, 
territory. If possible send picture. Address Box 
M-186, care of HARDWARE AGE, 100 East 42nd 
S&t., New York 17, N. Y. 





LONGMAN & MARTINEZ, PAINT MAKERS 
SINCE 1852, has territory open for manufacturers 
representatives in New England, Western Penn- 
‘yivania, and Maryland. Attractive commission 
basis with travel allowance of drawing account, 
Prefer representatives with paint or hardware dealer 
connections. Write, wire, or telephone home office, 
46 Roebling St., Brooklyn, New York. 





PAINT SALESMEN WANTED TO SELL Fast 
Selling Paint Items in the U. S., House Paints 
White and All Colors at $1.20 per gallon, and Floor 
tnamels at same price. This merchandise suitable 
for any paint store, hardware store, also excellent 
as sales item for Army and Navy Surplus Stores, 
Write Box 503, 1474 Broadway, New York 18, N. 





SALESMAN NOW CALLING ON WHOLE 
SALE HARDWARE TRADE, Excellent territories 
open. Commission basis. State experience, lines 
carried, territories covered, type trade, and com 
mercial references. Manufacturers’ agents and 
brokers excluded. Write Box HA 359, 113 W. 42nd 
St.. New York 18, N. 

SALESMEN CALLING ON THE RETAIL 
HARDWARE TRADE, Lumber Yards, etc.. free to 


take on a tried and proven item, known to the trade 
as A-1 Screen and Storm Sash Fastener, strictly 
on commission basis. Address Box M-176, care ot 


HARDWARE New York 


> ey 


AGE, 100 East 42nd St., 





WANTED, SALESMEN TO SELL A COM 
PLETE LINE of Gas Circulating and Radiant 
Heaters both vented and unvented type for natural 
manufactured or bottled gas. The following territories 
are open: Eastern Pennsylvania, Southern New York 
Upper New York, Indiana, Kentucky, Maryland, 
Virginia, Michigan, Illinois, Iowa, and Nebraska. 
When replying to ad, please give experience, qualifica- 
tion and description of other lines carried. Address 
Box M-184, care of HARDWARE AGE, 100 East 
42nd St., New York 17, N. Y. 





SALESMEN CALLING ON PLUMBING AND 
HEATING CONTRACTORS, Hardware Acco nts 
and Building Contractors. All territories open — 
Fast Selling Line, Top Quality Brass Items 
Plumbing Specialties and Supplies. Well E stablished 
Firm — Good delivery. Commission basis Give 
ful! information in reply. Inc., 


Parliament Products, 
7 ee 


475-Sth Ave., New York 17, 





SALESMEN WANTED — NOW CALLING ON 
Hardware and Department Stores and Builders to 
sell Middle Priced Well Introduced Bathroom 
Accessory Line. Nationally advertised brand. 
Liberal commissions. Sales Organizations need not 


apply. Salesmen covering limited territory or one 
state desired. Apply T. V. T. Products Co., Inc., 
2187 E, 2nd, Cleveland, Ohio. 





SALESMAN WANTED CALLING ON HARD- 
WARE Store Fixture and Furniture Mfg. Wood 
workers for glue and decorative plastic good sideline. 
Address Box M-172, care of HARDWARE AGE, 
100 East 42nd St., New York 17, N. Y. 











LIVE WIRE 
REPRESENTATION 


Wanted by Progressive Manufacturer of Heavy 
Duty, High Quality, Rubber Link Mats and 
Commercial Link Matting. Regular and Deluxe 
Line. The Finest Mat of Its kind on the Market. 
Liberal Pricing Policy with Economical Retail 
Cost. Assures Big Profits. A Fast Moving 
Number for Department, Hardware, Rug and 
Carpet Stores Trade. Must have volume Sales. 
Exclusive Territories to Proper Man or Organiza- 
Write, Wire or Phone: 
LOUIS FISHMAN AND CO., 
6423 S. Wentworth Ave., 
Chicago 21, Il. Phone WENtworth 6444 


tion. 


INC. 

















SALES REPRESENTATIVES WANTED 
SALESMEN WANTED by _ Established 


Concern. To call on hardware, plumbing and 
heating, lumber and mill supply dealers. Many 
choice territories Commission _ basis. 
State lines now carried, territory covered. 


Address Box M-160, care of HARDWARE 
AGE, 100 East 42nd St., New York 17, N.Y. 


open. 

















DISTRIBUTORS OR SALESMEN With es- 
tablished following wanted by manufacturer of 
revolutionary new horizontal blade Power Lawn 
Mower 
Please give full particulars of trade and territory 


Puls Machine Co., Inc., 


No other mower like it on the market. 


coverage in first letter. 
Milton Center, Ohio. 

















WANTED—MANUFACTURERS AGENTS 
HIGH GRADE CHROMIUM KITCHEN CUP.- 
BOARD HARDWARE. Calling on Retail Lum- 
ber and Hardware Dealers Indiana, Illinois, 
Missouri, Nebraska & Kansas. State territory 
now covered, for how long and lines now carried. 


Write Box 115, Grand Rapids, Michigan 














SALESMAN EXPERIENCED HARDWARE 
MAN to call on established New Jersey trade for 


a well known metropolitan Wholesale Hardware 
House. Reply stating your following and experience, 
Address Box M-188, care of HARDWARE AGE, 


100 East 42nd St., New York 17, N. 





SALESMEN WANTED WITH ESTABLISHED 
RETAIL HARDWARE FOLLOWING to intro luce 
New Plastic House Numerals. No direct sales, 
merely show our signs. 80% results guaranteed. 
$1.00 paid for each initial order. Steady employment 
as line will be introduced. Communicate with 
Solid-Art Company, 719 Cider Alley, Baltimore,Md. 





KEY DUPLICATING MACHINE MANU- 
FACTURER WANTS SALESMEN calling on 
Hardware Stores, Locksmiths and Fixit Shops. 
Finest equipment on the market. Choice territories. 
Excellent commisison. Only live wire, big earners 
considered. Send references. Address Box M-155, 
care of HARDWARE AGE, 100 East 42nd St., 
New York 17, N. Y. 





SELL OUR FAST MOVING, ATTRACTIVE 
CLOTHES PIN BAG. Several lucrative territories 
open to salesmen calling on Hardware, Department, 
Five & Ten and Variety Stores. Liberal commission 
basis. The Barbey Corporation, Northport, New 
York. 


(Classified Opportunities continued on pages 268-269) 
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Accounts Wanted 





| | Accounts Wanted 


Accounts Wanted | 





New York 17, N. Y. 


MANUFACTURERS 


Now that the Market is Changing to Buyers Market, Will You Receive 
Your Share of the Market in the Southwest? 
resentative Desiring Additional Line Offers 

1. Congenial Sales Force. 

2. Dallas Show Room. 

3. Exhibit at All Southwest Markets 


Address Box M-163, Care of HARDWARE AGE, 100 East 42nd St., 


Manufacturers’ Rep- 











NATIONAL DISTRIBUTORS 
Established—Reliable—Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry the 

accounts or you can bill direct. 
Write for further information and references. 

















WANTED 


MERITORIOUS HARDWARE 
able for direct mail order business. 


ITEMS suit- 
Sound finan- 
cial company. 

Box 750 


Port Washington, New York. 

















MANUFACTURER'S REPRESENTATIVES 
WANT ADDITIONAL HARDWARE, TOYS 
ELECTRICAL AND HOUSEWARE ITEMS 
Chicago.Area Only. Firm consists of seven owners, 
six of whom call on trade in their own field. 
Aggressive, reliable. Complete co-operation with 
manufacturer for mutual good. No gadgets. 
Address Box M119, care of HARDWARE 

100 East 42nd St., New York 17, 





AGE, 





ATTENTION MANUFACTURERS, WANTED 
GOOD LINES of Heavy Hardware and Tools such 
as brass goods, pipe benders, etc., for State of Florida. 

Good contacts well established. Referenc es. Address 
Box M-175, care of H/ 7 ARE AGE, 100 East 
42nd St., New York 17, N. Y 





ACCOUNTS WANTED. CANADIAN MAN- 
UFACTURERS’ AGENT, Dun & Bradstreet rated, 
is open to take on a few more lines to sell to Electrical, 
Hardware, Automotive Jobbers in either Western 
Canada or all Canada. Only well established finan- 
cially sound manufacturers are of interest. James B. 
Carter Limited, Winnipeg, Canada. 





ATTENTION MANUFACTURERS, WANTED: 
Hardware, Plumbing, Electrical and Farm Equip 
ment, Housewares, Paints, etc.; by well established 
Export Firm with well organized Sales Staff. On 
exclusive or commission basis. References exchanged. 
Pan-Am Trade & Credit Corp., 90 West Street, New 
York 6, We 




















Specialized Experienced Export Merchants 
Offer Export Distribution 


We develop and push the foreign sales of your 
product, handle all difficult paper-work, pay you 

cash, relieve you of expense and headaches. An 
posse turnover $1,500,000.00. References and 
details on inquiry. 

KURT ORBIN CO., INC. 
Exporters Purchasing Agents 

17 Battery Place New York 4, N. Y. 





ESTABLISHED SALES PRODUCER 
AVAILABLE EASTERN TERRITORY 
Former regional sales manager for major manufac 
turer now interested one or two volume lines from 
responsible factories. Strong Personal following 
wholesalers, chains, department stores, export 
trade. Yew York City headquarters. For a 

‘known sales quantity”’ contact 
Box M-164, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 


























MANUFACTURER'S REPRESENTATIVE 
COVERING 10c STORE, hardware, notion and 
janitor trade in Georgia, Florida, and the Carolinas 
desires Another Good Line. Can furnish A-1 ref- 
erences. Give complete information about your line 
including catalogue. Address Box M-158, care of 
HARDWARE AGE, 100 East 42nd St., New York 
a7, N.Y. 








LINE OF SOLID MERIT 
WANTED FOR WHOLESALE HARDWARE 
TRADE in Michigan, Ohio, Illinois and Indiana. 
Shelf Hardware, Builders Hardware or Farm, 
Ilome and Garden Items (no gadgets). 
Manufacturers Agent with 12 years established 
acquaintance will do reliable job for Manufacturer 


having good policy and product. Reply Box 
M-162, care of oe ge ARE AGE, 100 East 
42nd St., New York 17, N. Y. 








—_—— 


MANUFACTURERS’ AGENTS-— 
FIED COVERAGE BY 4 MEN covering II 
Ind., & Wisconsin. Selling Hdwe. Jobbers & 
Hdwe. Chains, Automotive Jobbers, & Retail 
Chains, Electrical Jobbers, Mill Suppliers. Mail 
Order Houses, Dept. Store Chains—Manu 


INFENS| 

















turers who sell outside products through their 

retail dealer organizations Lee E. Lane Con 

pany, 624 So. Michigan Ave ., Chicago, Illinois 
ee 


WILL MARKET YOUR PRODUCT. WANTED: 
EXCLUSIVE NEBRASKA DISTRIBUTION, Wil 
negotiate with responsible manufacturer of a nation 
ally known product. We are a financially sound. 
aggressive hard line distributor. Travel six representa 
tives contacting hardware, applic ance, sporting goods, 
and lumber dealers. Can service chains and volume 
buyers Have good warehouse facilities and office 
personnel. Will dea! with manufacturer only. Send 
complete information to Box M-152, care of HARD. 
WARE AGE, 100 East 42nd St., New York 17, N.Y, 








— 
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MANUFACTURERS AGENT ESTABLISHED 
20 YEARS OPEN FOR GOOD HARDWARE 
LINE. Rocky Mt. and Southwest Territory only 
an exclusive deal considered on commission. Address 
Box M-173, care of H — ARE AGE, 100 East 

2 








42nd St., New York 17, N 
MANU “TURERS REPRESENTATIVE 
‘ALLING FON RETAIL HARDWARE, Sporting 
Goods, and Variety Stores in Minnesota, wants 


Additional Line of Staple Nature, to carry in con 
nection with present line. Twenty 
sales experience, with good following of select retail 
accounts. Address Box M-167, care of HARDWARE 
AGE, 100 East 42nd St., New York 17, N. ¥ 


seven years of 





ATTENTION MANUFACTURERS: LIVE 
WIRE MANUFACTURERS’ SALES REP- 
RESENTATIVES covering the Chicago Area desire 
An Additional Worthwhile Product. Calling on 
hardware jobbers . appliance store dealers. 
Address Box M-187, care of HARDWARE AGE, 








100 East 42nd St., ds York 17, N. Y. 





ATTE “ie 8 HARDWARE MANUFAC. 
TURERS. NEED ONE MORE QUALITY 
ITEM. My Sanu includes all hardware jobbers 
and distributors in the Ohio, Pittsburgh, Michigan 
and Indiana Area. Send all mail to Box M-168, 
care of HARDWARE AGE, 100 East 42nd St. 
New York 17, N. Y¥ 





MANUFACTURERS REPRESENTATIVE 
DESIRES ADDITIONAL HIGH QUALITY House- 
wares or Hardware Line for Missouri, Kansas, 
Nebraska and Iowa, contacting jobbers, chains — 
You 


department stores. Established following. 
inquiry solicited. Address Box M-174, care of 
HARDWARE AGE, 100 East 42nd St., New York 


17,N.Y. 


HARDWARE AGE 
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| Business Opportunities eS 





MANUFACTURERS SEEK 
LINES FOR GREATER CLEVE- 
LAND MARKET. Thorough coverage. Reliable, 
trustworthy and dependable merchandiser, well 
known to the trade and of good, stable character. 
Your inquiry solicited. L. Robert Wittrock, 8510 
Linwood Ave., Cleveland 6, Ohio. 


ATTENTION 
ADDITIONAL 





WANTED LINES OF KNOWN BRAND 
PR( DUCTS for Distribution in Wisconsin. Tools — 
Hardware Housewares — Sporting Goods. Our 
method of operation calls for integrated shipping case 
deals for shipment direct from factory to our dealers. 
We are a comparatively young but flexible jobber 
with an aggressive force ot eight territory managers 
serving over 400 established Wisconsin hardware 
and home-auto supply stores. Display facilities 
in downtown Milwaukee. Office facilities for invoicing 
and collections. Write JELCO MILWAUKEE CoO., 
444 North Plankinton Avenue, Milwaukee 3, Wisc. 
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EXPORT MANAGER WISHES TO DEVELOP 
EXPORT DEPARTMENT for reputable manu- 
facturer of tools. Has excellent contacts with agents 
and distributors abroad who can push foreign sales. 
College graduate, married, veteran. Knowledge 
Chinese, Spanish, French. If you wish to develop 
your line abroad contact Box M-180, care of HARD- 
WARE AGE, 100 East 42nd St., New York 17, 





HARDWARE EXECUTIVE, AGE 39. OVER 20 
YEAR'S EXPERIENCE buying and managing 
Hardware, Housewares and Kindred Departments 
for one of Nation’s Largest Concerns, wishes to make 
change. Wants Connection with smaller firm with 
possib ility of acquiring interest in business. Capable 
of assuming management. Prefer South or Southwest 
but willing to consider any location, Address Box 

4 142, care of HARDWARE AGE, 100 East 42nd 
ew York 17, N. Y. 





SALES MANAGER AVAILABLE. TWENTY 
YEARS EXPERIENCE IN EMPLOYING AND 
DIRECTING SAL ESMEN. Personal acquaintance 
with buyers in following Jobbing Field- Hardware, 
Electrical, Industrial and Mill Supply, in all of 
United States and Canada, except Maritime Pro- 
vinces. Address Box M-122, care of HARDWARE 
AGE, 100 East 42nd St., New York 17, N. Y 


WANTED ESTABLISHED RETAIL HARD 
WARE BUSINESS or any combination of hardware 
and electrical, plumbing, appliances, etc. Prefer 
New England location but will consider others. 
Should have yearly gross not less than $60,000, Give 
full particulars. Replies treated strictly confidential. 
Address Box M-189, care of HARDWARE AGE, 
100 East 42nd St., New York 17, N. Y 








SURPLUS HOSE SALE 


New 5/8-inch sturdy, tough water hose in 
50-ft lengths complete with heavy-duty 


bronze garden hose couplings .... $2.95 per 
length. 
New 25-ft lengths heavy-duty air hose 


complete with bronze fittings . .$2.50 ea- 


New 25-ft sets welding hose with bronze 
swivel fittings .. $3.75. 


Also specials on all other types hose. 


O’Brien & Bernstein 


Box 1546 Pueblo, Colo. 














FOR SALE 


PAINT AND WALLPAPER STORE in neigh 
borhood section (100,000 people) of Washington 


State's largest city. Window Shades, Venetian 
Blinds and Toys (seasonal) featured. Business 
established 27 years ago. 1947 grosss over $62,000, 


Ideal for two or three partners or family of two or 
more people. New, modern equipment and fix 
tures. Highest credit rating by Dun-Bradstreet 
and local credit bureaus. Will sell business alone 


and lease property or sell all as a unit. Above 
average profits and all retail business. 

and /or 

Majority interest in same type business located 


in city of about 25,000 population in State of 
Washington. Owner who has personally managed 
both organizations now has too many other 
interests. Will exchange business and personal 


references. Hardware can be added to each 
store — no competition. Address Box M-140, 
100 East 42nd St., 


care of HARDWARE AGE, 
New York 17, N. Y. 











HARDWARE STORE FOR SALE IN NORTH 
WEST INDIANA TOWN — best location — good 
building — good lease — above average clean stock 
with several national : advertised lines franchised 
will estimate or invoice reason for selling other 











oa a ~ — business interest shown by appointment only 
H & H Agency, Monon, Indiana, P. ©. Box 372. 
a ae — = CLOSE-OUT OPPORTUNITY SOLID BRASS 
FIXTURES IN GOOD CONDITION FOR MINIATURE SALE r sor , eitn 
+ ; - ; > & 7 - MINI = SALEM CANDLESTICK, beautiful 
oats uae inh ae STORE. For | item with artistic scrool work and handle, never 
- 7 oer ’ , ~ marketed before. 50¢ list. $21.00 per 100, sampl 
doz. $1.50, check with order. Carter Co., 725 Rahway 
Ave., Elizabeth, N. 
PLASTIC WIRE SCREENING 
FOR SALE—LUMBER BUSINESSES—Located 9 j ti 2 ? 
at C olony, Grenola and Wellington, Kansas, and at 29 in. wide, in 60 foot rolls 2c a sq. foot f.o.b. 
Billings, Missouri. Also Hardware Implements and West Coast. Immediate delivery. Limited Supply. 


Plumbing Business at Axtell, Nebraska. Inquire for 
details. Alley Listing & Sales Agency, 307 Central 
Building, Wichita, Kansas. Phone 4-6391. 





ESTABLISHED WHOLESALE HARDWARE 
HOUSE WITH EXCELLENT FOLLOWING 
in Greater New York, New Jersey and Long Island, 
buying from leading manufacturers, will sell half 
interest to an aggressive, experienced hardware man. 
Must have good reputation. About $20.006 required. 
Address Box "2 care of HARDWARE AGE, 
100 East 42nd St., New York 17, N. Y. 








YEARS SELLING EX- 
PERIENCE. Will represent. your company ex 
clusively in Central or Eastern Pa. Expense salary. 
and commission basis only. Will ace cept responsibility. 
You supply product, I will develop te rritory. Age 
34, family, degree, car. Present earnings $5100. 
Robert F. Sinclair, Box 162, Hummelstown, Pa. 


SALESMAN. TEN 





POSITION WANTED: 38 YEARS’ EXPE- 
RIENCE in all branches of Hardware Business, 
Retail and Wholesale, capable as store or department 

manager. Considerable experience in store depart- 
mentizing, interior and window display work doing 
show card and sign work. Have all my own tools 
and equipment. Address Box M-181, care of HARD- 
WARE AGE, 100 East 42nd St., New York 17, N. Y. 


MARCH 25, 1948 





SURPLUS WIRE NAILS, 3/4x 16, ONE POUND 
PACKAGES (100 packages to case) Flattened 
Bottoms, quantity available at present time. Samples 
and price on application to Box M-178, care of 
HARDWARE AGE, 100 East 42nd St., New York 
tv, . Us 





FOR SALE. ESTABLISHED WHOLESALE 
HARDWARE BUSINESS, with large following, 
carrying Standard Lines ef Merchandise. Located 
in Upper Manhattan. Inventory $50,000.00, Can 
reduce it to smaller amount. Good opportunity for 
the right man who wishes to establish himself 
permanently. Address Box M-159, care of HARD 
WARE AGE, 100 East 42nd St., New York 17, N. Y. 





M. HIRSCHMANNS EXPORT TRADING Co. 
431 Southern Boulevard, Bronx 55, N. Y. 











FOR SALE 


Hardware and Paint Business in Connecticut 
Town of 10,000. Twenty Prosperous In- 
dustries. Established in 1861. Good Reason 
for Selling. Address Box M-170, Care of 
HARDWARE AGE, 100 East 42nd St., New 
York 17, N. Y. 











HARDWARE STORE WANTED 
SALES $100,000 TO $300,000 


Or More. Send Full Details in First Letter, 
Sales, Inventory, Price, Rent, Etc. Will 
Consider Good Smaller Proposition — Going 
Business. Metropolitan New York Area. 
Address Box M-183, Care of HARDWARE 
AGE, 100 East 42nd St., New York 17, N. Y. 











ROPE SALE 


New Surplus Sisal Rope 
7/16” ......1200-ft. roll (62 Ibs.)......$12 
3/4” ......1200-ft. roll (200 Ibs.)....$38 
O’BRIEN & BERNSTEIN 
Box 1546 Pueblo, Colo. 
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“Red Bird” Price Cards 


Reg. U.S. Pat. Off. 


Leading Hardware Dealers all over 
the U. S. have used them for years. 


They’re made to last a long, long time:— 


heavy white board stock; metal bind- 


ing 


will not pull off; large hanging 


loop of strong wire; surface finished 
so figures can be changed over and over 


again 


items in ink, figures in pencil. 


Covered with our Kodapak transparent 


protectors, 


the “RED BIRD” is as 


near the perfect Price Card as one 


can 


imagine — always clean, always 


readable. 

They’re economical too. A dozen No. 
19 RB Cards will carry 624 items. 
Write for sample and prices. 


WEAVER-BEACH CO., 


SCOTTSVILLE, N. Y. 











Police iaiaieaiaies Sie the U. S. recognize the 


PEERLESS HANDCUFFS 


PEERLESS HANDCUFF CO. 


as the best Handcuff made 


weicut 10 ounces 


SWIVELEO. 





SPRINGFIELD, MASS. 
There Is no satisfactory substitute 
for a Peerless Handcuff 









STOPS 
WASHER 
TROUBLES 


BOOSTS 
WASHER 
PROFITS 


10¢ 


PERFECTION 


2558 East 93rd Stree Cle 






PERFECTION floating WASHER 


Washer profits go up with Per- 
fection floating Washers. Engineered 
to eliminate friction and prolong 
washer life. Perfect water seal is 
assured. The floating washer stops 
faucet drip...ends water waste. 
Available in %4", %” and ” 
sizes. Order through wholesale 
hardware jobbers. 


AUTOMATIC 
MACHINE 


veland 4 





Genuir° DOMES 2X SILEN CE] 


SLIDE SILENTLY SLIDE SILENTLY -SOFTLY- SMOOTHLY 


SOc SET-15< SET-10cSET SAVE FURNITUR' 


¢ SET-10c¢ SET 


as 


Atk yeur Jobber 


For 


Rubber 


Tile, Marble, 
Noiseless. 


chairs and all furniture 


If 


SAVE FURNITURE 
& FLOORS-CREATE pata: 


Name “'Oomes of $i! 


Silence 
Cushion Glides 


Domes of 


Cement R 


Sizes for meta 


he is not supplied write fo 


DOMES of SILENCE, Inc., 35 Pearl St. N.Y. C. 
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THE BEST GUN CLEANING 
| ROD AND BRUSH 


NEW B-M POWER MOWER 


Cash in on B-M Power Motor sales! Our dealers 
make BIG PROFITS! More and more people are 
wo, Duying B-M Power Mowers because they’re so 
"™ efficient, so economical and easy to operate, and 
because they’re low priced. Our newest model 
self-drive, three-wheel, rotary blade mower 
cuts the finest lawn or roughest weed patch 
“velvet-smooth.” This streamlined 
















Write for mower is powered by a dependable 
FREE 1%-2h.p. Clinton engine. Has a 
Litersture smooth, positive clutch, handle- 
bar controls, and puncture-proof 
and tires. It’s light yet sturdily 
BIG PROFIT constructed to give 
SALES years of trouble- 
PLAN! free service. 


Get Dealer details 
NOW! 


B-M MOWER COMPANY, B66, Blue Mound, Kansas 











MERCHANDISING 
DEAL ON THE 
MARKET! 


Quality merchandise. 
Famous Mill-Rose repu- 
tation. Exclusive fea- 
tures. New packaging. 
Effective selling aids. 
Consistent advertising 


MAN. Only the Brite- 
Bore line can offer you 
all these sales-making 
advantages — stock it 
now! 


The MIll-Rose Company, Dept. HA 
1965 East 59th St., Cleveland 3, Ohio 







FREE DISPLAY 
GN—GET PROFIT- 
LE MILL-ROSE PROP- 
OSITION FROM YOUR JOB- 
BER TODAY! 








IT'LL PAY You TO STOCK 
THE JOHN ALDEN KNIGHT LINE! 


You can cash in on this quick-turning, high-profit line 
of John Alden Knight Flies and Streamers. Designed 
by Knight for his own personal use, this line is now 
available to fishermen ev This line is to be 


advertised nationally in Field and Stream and Out- 


door Life for the 1948 Trout Season. Packed in attrac. 
tive plastic counter display pieces, every Fly bears Mr. 
Knight's signature. If you are not stocked on the John 
Alden Knight line, Send for our esteiog at once! 


EXCLUSIVE MAKERS 


BENNETT MILLARD FISHING TACKLE, INC. 


130 WASHINGTON ST, * BINGHAMTON 10, N. Y. 

















BUSINESS OPPORTUNITY 


For an aggressive man who desires to own and operate his own 
business. [o investment necessary other than for the purchase of 
$400 to $1000 worth of material, depending upon the size of the city. 
Factory can make immediate delivery. Territories now open in your 
locality for exclusive dealers and distributorships. A real opportunity 
for immediate, larger income. Ever Dur Aluminum Waltile . . . the 
most economical and beautiful residential and commercial! tile 
decorative on the market. Territories protected. All merchandise 
shipped direct from the manufacturer. WIRE OR WRITE AT 
' 


ONCE 
WALTILE COMPANY 
20 N. Market Grand Rapids, Michigan 
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Which sale 


is more 


profitable? 


ge 
EERE OEE OES 


No question about it! The best profit is in the bundle. 
You sell not two or three at a time, but the whole , 
package. You waste no time handling and counting. 
And best of all, the bundled line is Judd Bright 
Wire Goods, finished in brilliant Kadmilite, packed 
in a bright red clip — an item more glamorous and 
eye-appealing than you ever thought bright wire 
goods could be. 


The Judd bundled line of Bright Wire Goods includes Screw 

Hooks, Screw Eyes, and Gate Hooks and Eyes. Standardize 

on the Judd line. Make Judd your one-source supplier for 
» Bright Wire Goods and Housefurnishing Hardware. 


JUDD Bright Wire Goods 


H. L. JUDD COMPANY, Wallingford, Connecticut 
87 Chambers Street, New York 7, New York 
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that ALWAYS turns 


...the worm that’s the works of 
the Getty wood casement operator. It works every 
time because it's a case-hardened steel worm— 
a full half-inch in diameter. It’s a worm that will 
keep on turning, day in and day out, to give you 
years of service under rugged usage. Note how 
the machine-ground teeth mesh cleanly (no wear); 
how the Getty angle drive assures easy operation 
(at a flick of the finger). 


Good functional design plus accurate construction 
combined with sturdy materials produce the Getty 
Casement Operator—built for a lifetime of service. 


Getty manufactures operators for all types of 
casements for both wood and metal. Also a 
complete line of high-quality accessory hard- 
ware for casement windows. 


see Our Consult your loco! Contract Builder's 
CATALOG Hardware Decler, your local Building 
Materials Dealer, your Wholesale 
Hardware Jobber, or write: 


H. S. GETTY & CO., INC. 
3354 .N. 10th ST., PHILADELPHIA 40, PA. 
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